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IWIN 62RB5 Electric Drill: Bit Promotion 
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40 Irwin 62RB Electric Drill Bits 
30 Bits in 9 sizes for open sale 
10 Bits in 2 boxed sets of 5 each 
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Order From Your Irwin Jobber Today 


. 62RB5 Complete Package. . . only $23.87 ; 
. 62RB30 Thrifty Special. ....only $18.14 ° 
Free window & 


mall investment brings you your choice of two timely Irwin ° 
‘age promotions, Look "em over. Size ‘em up. And counter display 
ember . . . either of these Irwin Profit Makers opens the +r Free handout felders ;' 

Free plastic re 





s door to a big and ready market. Here’s why: The new 
in 62RB Bits actually increase the boring range -of small d 
" . . , . . . . 7 
" electric home drills by 50%. From the usual 14” limit cama, bit rolls 
a full 34”. And they cut faster, cleaner, deeper in each of ‘ . 
° R , i ' > ; Two empty rolls are included 
¢ 9 available sizes —even in seasoned hardwoods! So act ‘ j with each 62RB5 Special. 
w. Get your order in for either the 5 star 62RB5 complete a 4 This gives two add-on sales 
{ with a retail value of 50c 


kage or the 62RB30 Thrifty Special. The big 14” electric 
; Me each. Also stimulates cus- 
- tomers to buy 62RB bits in 


me drill market is waiting to buy! 
sets to increase unit sales. 


62RB5 Complete Package a 
Free open ~~". 


Total Selling Price : 
J, ° 
Here’s What Total Dealer Investment = stock container 


You Make: 


Also available only as the 


* ° . 
Gross Profit Return.....$13.15 ee ee eee 


° e a“ i RB5 e sortment, described below. 
This Means: Ficcsric brill Bit Special you sell 
| , 62RB30 


*Note: Includes sale of two empty bit rolis at 50¢ each, c ° , 
“a a : a ‘ Thrifty Special 
the original —_ THE IRWIN only $18. 14 


center — it 
‘RWIN ian ei AUGER BIT Includes Only The Open Stock Display Container and 
screw driver bits COMPANY 30 assorted sizes of 62RB electric drill bits, as shown 















NEW 2-PIECE || 
STREAMLINED ‘QGre.* 
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6 BRAND NEW MODELS 
TO CHOOSE FROM 





LOOK! AN EXTRA 
TRAY FOR 
OR 


SRR Recomm nccncunes 


held 
National Assi 
of Home 


THICK INSULATION 
OLDS ICE FOR DAYS! 





MORE STREAMLINED 
THAN EVER 


time wi 
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DON'T MISS THE COMPLETE PROFIT LINE OF LITTLE BROWN JUGS 
& CHESTS... DISTRIBUTED THROUGH HARDWARE JOBBERS EVERYWHERE 


HEMP & CO. INC. MACOMB « ILLINOIS 


IG CAPACITY 
HTWEIGHT 1x 


WATERTI 
RUBBER LIP-sEAl 


lock ina; 


~~ 
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ICE Picn held at the 
AND OPENER National Association 
of Home Builders 
onvention in Chicago 
January 18 through 22 


EFENSE BON 
FIRST PRIZE 


and other prizes 
totalling $7,000 were 
awarded to contestants 


First prize winner and his time 
will be announced next month. 
Installations* were made in record 
time with Kwikset Installation Aids 
featuring the new three-hole jig 
used with power drills. 


*Installation did not include strike. 






































A simple, flexible, compact, protective 
wall or counter unit that nonauel 
EDIT 
stacks ee 
Kenneth | 
7 Rudolph 
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George | 
* George | 
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p Ray M. 
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© SALES-DOUBLING SPEED inated 
Boston | 
ys ‘ Ss. 
Give yourself a start toward bigger ros 
file sales with this smartly designed 
orange-colored metal container hold- ge = 
ing 56 popular files in neat non- 100 East 
scuffing arrangement. Only Telephor 
8 1/2” x 63/16” x 13/8”, it takes up tical 
no more room than a popular-size Will J. 
desk dictionary. Stands up or hangs atte 
up — or lays down flat. Chicage 
. . . . . . ~ Wm. C. 
Each file is individually Cello- 230 N. | 
phane-wrapped, to keep it fresh- Telephe 
looking — always readily salable. No Ses es 
charge for the container. A8K Your R. J. Bi 
WHOLESALER FoR NICHOLSON “RE- sae 
TAIL FILE UNIT 56.” It shapes up 
like this: Les Am 
L. H. J 
CONTENTS — 14 doz. 6” Mill Bastard; wee 
1% doz. 8” Mill Bastard; % doz. CIRCUI 
10” Mill Bastard; 1 doz. 6” Slim George 
Taper; 1 doz. 6” Extra Slim Taper. 
TOTAL 56 FILES. (Double Extra oy 
Slim Taper substituted for either : 
Slim Taper or Extra Slim Taper 
when requested. ) 
YOU PAY $18.20 (No extra charge for 
container. Cellophaned refills at 
regular discounts from list.) 
YOU GET $27.30 (at regular, full- ate 
profit list prices.) a ng 
YOU MAKE $9.10. HAR 
a om 
y —a ° rk 
IT WORKS! Get an initial unit and Louis; 
! ¢ c . . “Iron 
see! Actual checked hardware-store ware R 
experiences over practical periods zine." 
have proved its sales power. oe 
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AMERICAN Favorites | 


@ These popular AMERICAN chains are bread and 
butter items. There is a demand for them every day 
—particularly now. 

Chain is easy to sell if you show it—get it out 
where customers can handle it. The acco Chain 
Sales- Maker and ACCO-PAKS are dandy display pieces 
that will definitely increase your chain sales. 

Order these ‘American favorites” now from your 
AMERICAN CHAIN wholesaler. 


yao American \ 
‘ » AMERICAN CHAIN DIVISION Chain ) 


AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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just Among Ourselves 


Informal Editorial Comments 


If the 
Shoe Fits... 


The phone rings. On the other end is the 
promotion manager of a large hardware manu- 
facturing firm. 


His voice fairly oozes enthusiasm as he de- 
scribes to me a new dealer counter display the 
company has developed and will shortly dis- 
tribute. 


It’s so wonderful, so hot, so perfect, he says, 
that he wants to show it to us to get our reaction. 


Of course we’re glad to see anything new that 
is connected with hardware selling, so we invite 
him up to the office with the display. 


He, and usually three or four assistants, come 
up and stand the display on my desk and, with 
eyes glowing, ask, “She’s a honey, isn’t she?” 


Now certainly we do not pretend that we are 
experts on merchandise display cards or on point- 
of-purchase displays, but we do spend a great 
deal of time in hardware stores and we have a 
pretty good idea of what dealers want and what 
they find useful in a product display. 


Most of the displays that are brought to us 
well deserve the enthusiasm their creators have 
for them. Often we are able to suggest small 
changes that will make them more acceptable and 
useful to dealers. 


But we are occasionally confronted with a piece 
of flashy art work that is as useless as a display 
piece, from a dealer’s viewpoint, as a hole in 
the head. 


In nine out of ten cases like this you’ll find that 
the display was conceived and produced in the 
manufacturer’s office without ever checking the 
opinion of the people who will be expected to use 
the unit . . . the dealers. 


These displays too often represent what the 
manufacturer thinks is good, not what the dealer 
needs. 


When we are confronted with one of these 
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obviously unusable displays, we try to diplomati- 
cally suggest that the display will not get wide 
acceptance unless it is considerably modified. 


But too frequently the manufacturer feels that 
we just don’t appreciate his art, so he goes ahead 
and attempts to get dealers to use it. 


Then, invariably, this same manufacturer will 
drop into our office again a few months later, 
muttering, “What is the matter with hardware 
dealers? Are they all asleep? Don’t they even 
know enough to appreciate and use a good dis- 
play like ours? I’ll bet the chains will jump at 
the chance to use it. I don’t know what’s the 
matter with the hardware trade, they just won’t 
use our new displays.” 


Somehow it seems difficult for him to realize 
that the trouble is not with the dealers, but. with 
his display. Experience has proved time and 
time again that dealers do appreciate good, ef- 
fective displays. 


Literally thousands and thousands of dollars 
are wasted each year by manufacturers on dis- 
plays that are improperly designed and just never 
will do the job they should do. This is a loss 
that can be greatly minimized. 


Test It Before 
You Ship It 


Point of sale displays, counter cards and 
similar promotional material are very important 
parts of today’s hardware merchandising op- 
erations. 


But the designs and sizes of such displays that 
were effective a few years ago, are not neces- 
sarily effective today. The trend in store design 
to open display, to neater stores, to color consci- 
ous stores, to uniform fixture heights, etc., have 
altered the atmosphere in which displays must 
work. But some manufacturers do not seem to 
realize this. 


If, Mr. Manufacturer, you were developing a 
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new product, you would most likely give it a 
field test in several areas to get an idea of its 
potentials. These tests would help you work out 
bugs, so that when it is finally put on the mar- 
ket, it will be pretty much what the trade wants. 


Why not do the same thing with your new 
displays? This seems like an obvious suggestion, 
but our observations are that it is not done very 
often. 


Call on some dealers, show them your proposed 
displays, get their viewpoints. Put a few mock- 
ups out in selected stores and check customers’ 
reaction to them. 


Check with wholesalers; they have had a great 
deal of experience with displays, good and bad. 
They know from experience what the dealer will 
use and what he won’t use. 


This type of field testing, which doesn’t cost 
much, can save you many thousands of dollars 
by helping you avoid laying an egg with a poorly 
designed display. 


Your display is very important to a dealer. If 
it will help him sell more goods, he’s anxious to 
use it. And he will use it. 


No dealer can use every display available to him. 
His store would be a shambles if he did. He uses 
those displays that will fit into his store design 
and that will sell more goods for him. 


Your display competes with hundreds of other 
displays. If it is to get space on a store island, 
it must be good. 


By the same token, a display that is good 


today, may be outdated by better ones coming 
along the next day. 


It’s a competitive situation and one that de- 
serves much more attention than it normally 
receives. 


It is far better to develop one display a year 
and make that a good one, than to come out with 
a dozen duds. 


And don’t blame dealers for your own mistakes. 


Financing Is 
Here to Stay 


If we all could make a free choice of how we 
would like to do business, I’m certain we'd all 
agree that the best way is strictly cash. An all 
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informal editorial comments 


cash business would simplify our problems tre- 
mendously and make life much easier. 


But, unfortunately, we can’t always make our 
own rules. 


Financing of consumer purchases is now an 
integral part of our way of living, regardless of 
whether or not we like it. A tremendous volume 
of merchandise is purchased by time payments, 
and the total is still growing. 


A great deal of the merchandise sold through 
hardware stores lends itself to financing; in some 
items financing is almost mandatory to develop 


volume. 


Of course, you still don’t have to finance, but 
if you don’t you won’t get the sales. The mail 
order chains and the department stores welcome 
this type of business. 


Take a look around your store and note the 
numerous items that lend themselves to financ- 
ing; power tools, power mowers, major appli- 
ances, electric table appliances, etc. Then con- 
sider the combination deals that can be developed, 
as in the case of the store that will sell a con- 
sumer, in one lot, all the paint he needs for doing 
his home and will arrange financing it. 


Financing has always been basic to major ap- 
pliance volume. Power equipment, such as mow- 
ers and tools, is going to depend on financing, 
too. If you want volume in these lines, and you 
must build volume if we are to keep the distribu- 
tion of these items in hardware channels, then 
sooner or later you will be forced to arrange time 
payments. 


Financing need not be complicated nor costly. 
Local banks are taking more and more interest 
in this type of financing. The facilities of many 
national consumer financing groups are available 
for this type of financing. 


In addition, several wholesalers offer financing 
plans to their dealers. I think we’ll see an ex- 
pansion in this type of activity in the future. 
The chief obstacle at the moment is the matter 
of whether or not recourse shall be had to the 
dealer in the event of a breach of contract. How- 
ever, this is not an insurmountable obstacle. 


If you are not making financing plans avail- 
able to your customers, the experience of many 
dealers indicates it would be very worthwhile to 
seriously consider taking the necessary steps to 
permit offering financing plans. 
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ILCO “UNIVERSAL” does DOUBLE DUTY 







Right or Left hand 
without change 


ILCO ENGINEERING PAYS OFF...FOR YOU 


There’s more than a first-class production line be- 
hind Ilco’s Universal door closer. There’s a full- 
time Research and Engineering department that has 
developed features like these: 
e Heavy, one-piece forged steel shaft designed to 
eliminate breakage 
e@ Single valve providing dual speed: one speed for 
closing, one for latching 
e Rugged, leak-proof construction 
@ Precision machining of all working parts 
The same careful engineering goes into every Ilco 
closer . . . the friction-free ball-bearing model and 
the Senior and DeLuxe screen and storm-door 


. closers, too. 
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Easy to stock Iico’s Universal takes up half the 
storage space needed by ordinary closers because it 
can be used on right or left hand doors without 
change. So, you need only tie up half as much money 
in stock. 

Easy to sell No need to check customer on hand 
of door. Just hand him the correct size closer and 
it works for either hand. Word gets around among 
satisfied customers that Ilco closers are smooth- 
working, efficient, require little maintenance . 
and you get the credit. 

Guarantee ico liquid closers are uncondition- 
ally guaranteed for 2 years except when misapplied 
or abused. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Price Control End Hastened:; 
Many CPR-7 Items Dropped 


Price and wage controls last week were being hastily 
kicked out of the window after a clear-cut White 
House edict backed up by sentiment in Congress. 

Wage controls were to go at once, it was made clear, 
and price ceilings abolished “in an orderly manner’— 
but also quickly. 

First decontrol orders which began pouring from 
price control offices in a general overriding form 
included scrapping of ceilings for almost all items 
remaining under CPR-7. This covered a substantial 
portion of items sold in hardware stores. 

It was to be followed shortly by decontrol of hard- 
ware items as such. 

Included in early decontro! action were wood and 
metal furniture, small appliances containing metal, 
and soft goods. Decontrol of heavier machinery and 
equipment is to come later. 

One thing was made clear by the White House— 
nothing was to be left for scrapping by April 30, 
except the text of the law itself. 


OUTLOOK—Officials have changed their, 
thinking with regard to decontrol bringing 
higher prices, and do not look for much price 

» increase now. They say growing consumer 
resistance, plus increasing production is ex- 
pected to act as a brake. 


Fiscal Plans Call for Trimming 
Expenses Before Taxes Are Cut 


President Eisenhower’s approach to a balanced Fed- 
eral budget is now clearly charted: trim government 
spending, avoid increasing taxes. 

The decision to skip demands for new or higher tax 
rates was not an easy one. It represents a sharp depar- 
ture from White House trends of the past 20 years. 

But the President’s advisors, convinced that some 
sagging retail trends are due at least in part to high 
taxes, are determined to achieve a balanced budget 
“the hard way;” that is, by saying “no” to pressure 
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groups demanding new sums of Federal spending 
money. 

Of particular interest to retailing is the Treasury's 
decision to file and forget proposals for enacting a 
national sales tax. This decision, while still unofficial, 
can be said to be authoritative. 

It carries the full support of top treasury officials. 
In their opinion, there is clearly no necessity for any 
form of general sales tax at this time. 


OUTLOOK—Income tax reduction may 
come late this year, and a start toward whit- 
tling down some retail excises may be expected 
before Congress adjourns. Excise cuts will be 

# selective; won’t come on an across-the-board 
basis. Lines in which excises are most burden- 
some will get relief first. 


Metal Prospects at Brightest 
As Producers’ Quotas Jump 


Retailers may now expect their manufacturers and 
suppliers to enjoy their best period with respect to 
supplies of metals than at any time since the start of 
the Korean war. 

In view of the improved supplies of steel, allotments 
to manufacturers have been raised to 90 pct of pre- 
Korean supplies. Copper and aluminum supplies also 
received large quota boosts. And the Government 
hints that even larger allotments will be forthcoming 
soon. 

Cooking equipment fares the best of all household 
equipment, under the enlarged allocation rates. Also 
high upon the list of products receiving greater allot- 
ments: refrigerators, washing machines, heating 
stoves. 

Makers of stamped ash and garbage cans, and other 
stamped containers are to receive 100 pct of their 
pre-Korea supplies. 


OUTLOOK—General optimism among de- 
fense planners indicates the strong possibility 
that all product controls will be dropped by 

$ late spring. Military priorities are to continue 
indefinitely, however. 
(Continued on page 182) 
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LATEST 





@ Many Hardware Week 
Specials are described 
in these pages. 





Padlock Assortment 


As a Hardware Week special, 
this SM-7 padlock display assort- 
ment features solid cast brass pad- 
locks in four different sizes rang- 
ing in price from 39¢ to $1.10. 
Heart of display is a miniature 
show case with rich velour silk 





flocking, containing one each of the 
four Brass Beauty padlocks Nos. 
55, 75, 78 and 88. Movable show 
case, 7x7 in., can be used on counter 
or in window. All locks in the as- 
sortment come in candy striped 
boxes and are packed in attractive 
display cartons. Slaymaker Lock 
Co. 


For more data circle No. 1 on postcard, p. 195 


Plier Promotion Kit 


This Channellock plier counter 
display kit, a Hardware Week spe- 
cial, features the new style No. 420 
plier displayed in an attractive 
three-color counter merchandiser. 
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Kit consists of 12 No. 420 pliers; 
the display, a three-color card with 
easel, and a three-color Day-Glo 
window streamer. Champion De- 
Arment Tool Co. 


For more data circle No. 2 on postcard, p. 195 


Lunch Kit 


As a Hardware Week special, 
this heavy-duty Universal brand 
workman lunch kit which is regu- 
larly priced at $2.89 will sell for 
$2.39. Also featured is the Univer- 
sal VB2613 pint vacuum bottle 
with two-tone blue and gray base 
and gray plastic cup, regular $1.75 








INFORMATION ON NEW PRODUCTS AND SERVICES 


value will sell at $1.35. Items will 
be featured in advertising. Land- 
ers, Frary & Clark. 


For more data circle No. 3 on postcard, p. 195 


Sidewalk Bike 


As a Hardware Week special, 
this No. 814 Junior Roadmaster 
sidewalk bike is equipped with 
Chrysler oilite bearings, oversize 
outrigger stabilizer unit and is 
gracefully designed. Also featured 
is the 880 series Deluxe Tubular 
Velocipede with 134 in. semi-pneu- 





matic puncture proof tires, molded 
rubber saddle with coil springs, 
fender shield, and 12, 16 and 20-in. 
front wheel sizes. Six other models 
are also offered. Ad reprints and 
folder, “Which Velocipede Shall I 
Buy for My Child,” are available 
in quantities. Junior Toy Corp. 


For more data circle No. 4 on postcard, p. 195 


Stove Top Protector 


Rubbermaid stove top protector 
No. 1312, shown here, and bathtub 
mat No. 7011 are Hardware Week 
specials. Stove top protector pro- 
vides extra space, has waffle-style 
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Want more information on these 
products? Then use free post- 
card on page 195. 


in hardware merchandise... 





ventilation that cannot be damaged 
by hot utensils or oven heat; hand 
spoon tray catches drippings. It 
comes in yellow or green and re- 
tails for $1.98. Bathtub mat, 14x26 
in., 1614x28% in., and 18x30 in., 
has new Safti-cup design with 
more than 100 large vacuum cups 
for protection from accidents; 
comes in attractive pastel colors. 
Retail price, $2.25. Wooster Rub- 
ber Co. 


For more data circle No. 5 on postcard, p. 195 


Sheet Metal Drill Set 

This No. 45 sheet metal drill set 
consisting of %, 5/16, %, 7/16 
and 1% in. diameters and %& in. 
shank is a Hardware Week special. 
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FOR THE HARDWARE DEALER 


Designed to fit electric hand drills 
or drill presses with %4 in. or 
larger chucks, drills have notched 
point that starts quicker. Packed in 
plastic box with six in attractive 
counter display carton. Also fea- 
tured is the No. 14 woodboring 
drill set of %4, 5/16, 3%, 7/16 and 
4 in. diameters with 1% in. shank. 
Of high carbon steel, drills are 
tempered to avoid damage when 
steel is contacted. Packed in card- 
board box with acetate cover, six 
to counter display unit. Standard 
Tool Co. 


For more data circle No. 6 on postcard, p. 195 


Steel Tape 

This Royal Ni-Clad steel tape, in 
50 ft. length, has a regular list 
price of $4.50 but will retail for 


{™ 
‘ 
, 
eS 
‘ta 
ef 
; 





$3.98 during Hardware Week (price 
slightly higher in West). It comes 
with regular ring, No. 433, or hook 
ring, No. H-433. Dark green vinyl 
case has plated trim. It has flush, 
smoothly operating winding drum, 
and folding flush handle is opened 
by a push pin. Hard nickel plate 
resists rust and corrosion. Welded 
metal case liner is rust resistant 


(Continued on page 192) 














TO HELP YOU 


SELL 


AND OTHER DEALER 
HELPS 









SALES 


Hand-Saw Display 

Colorful new  point-of-purchase 
display for merchandising preci- 
sion made Lesto electric hand-saws 
has spot action illustrations and a 
slotted shelf holding copies of an 





fea- 


Display 
tures ‘‘7-in-1” uses of saber type 
saws: band, jig, keyhole, scroll, rip, 


informative stuffer. 


crosscut and coping. Three-color 
display is 17x19 in. and holds two 
saws: GEB-2 for hobby use and 
GEB-11 for maximum sawing 
thickness of 2 in. and for cutting 
metal. American Floor Surfacing 
Machine Co. 


For more data circle No. 7 on postcard, p. 195 


Wood Level Bulletin 


Descriptive of the new 48-in. 
Aluminedge (aluminum bound) 
masons’ wood level, this bulletin 
lists features and specifications of 
the level. Line sketches show de- 
sign and construction details. 


(Continued on page 210) 
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Greater Output Of 
Goods Suggests 
More Care in Buying 


Reports will probably soon show 
that industrial production set a 
new post-war record in January. 

While a large part of this produc- 
tion is tied in with the defense ef- 
fort, a relatively larger amount has 
been going into consumer goods. 

With less likelihood of a “hot” 
war at this time, the requirements 
of the defense organization are be- 
ginning to be filled at a rapid rate. 

It now becomes a physical prob- 
lem of where to stack and store all 
ef the war materiel which is now 
being produced much faster than it 
is being used. 

Consequently, more production is 
being devoted to peacetime goods. 

How long can consumers absorb 
the currently high output of store 
merchandise? How long will it be 
before accumulated inventories of 
consumer goods will be reflected by 
a softening of prices? 

These are questions which re- 
tailers should bear in mind when 
buying for future requirements. 

This is not to suggest that deal- 
ers should buy on a hand-to-mouth 
basis, but rather to say that condi- 
tions warrant that dealers can now 
be more selective in their buying 
than they could afford to be a year, 
or even six months ago. 
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> All Retail Sales Up 4% in "52 
> Great Rise in Retail Credit 


> Slight Drop in Consumer Prices 


The steel strike last July caused 
only a ripple in the regular flow of 
hardware store merchandise. For 
instance, in the lawn and garden 
field, where the greatest quantities 
of steel are used, there are ample 
stocks to supply the strong trade 
expected in these lines. 

On the other hand, many dealers 
—and wholesalers — probably still 
remember their embarrassment, 
during the dog days of last sum- 
mer when they were caught short 
on fans and circulators. 


Dept. Store Sales Up 
Slightly in January 


Department store sales in the 
United States were up 1 pct in the 
four weeks ending Jan. 24, re- 
ported the Federal Reserve Board. 
They were up 4 pct in the week 
ending on that date. The weekly 
index, without adjustment, was off 
six points from the previous week, 
at 86, down from 92. It also com- 
pared with 83 on the same date a 
year ago. 


Physical Output of Goods Was Slightly 
Greater Last Year; Year-End Stocks Higher 


A slight increase in December 
sales by manufacturers brought 
sales for the full year 3 pct higher 
than they were in 1951. 

This 3 pet gain for the year, ac- 
cording to the Dept. of Commerce, 
reflected a gain in physical volume 
of deliveries as there was, on bal- 
ance, an easing in prices during 
the year. 

Of the total of $276.5 billion in 
manufacturers’ sales, last year, 
$132.8 billion was in the durable- 
goods category. This was a gain of 
5 pet over 1951 sales. 

New orders in December were 
higher than in November, but, as 
in the previous month, were smaller 
than sales. Backlogs at the end of 
the year were some $5.7 billion 
higher than at the beginning of 


the year. 

The value of inventories declined 
during the first six months but the 
decrease was more than made up 
by accumulation during the second 
half. 


Residential Building 
Rate High in January 


A high level of construction ac- 
tivity during January largely re- 
flected substantial increases from 
January, 1952, in private residen- 
tial building, plus gains in private 
commercial building and in major 
types of public construction. 

January was the 14th consecu- 
tive month in which new construc- 

(Continued on page 242) 
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STOCK THE LINE THAT BUILDS 


“Peepittattions ... ond Fhofits! 


hunting in mixed-up stock drawers — 
you can put your hand on a specified 
item quickly and positively! What’s 
more, with the unique RB&W “upside- 
down” boxes, the contents just can’t 
spill out when you wait on a customer. 


In every community, there’s at least 
one hardware store that builds up a 
reputation for having its shelves am- 
ply stocked with a wide selection of 
dependable, well-made merchandise 
...a store that customers look to first 


for their hardware needs. 
It’s easy to make your store that 
kind of store! Put in a well-assorted 


Because RB&W fastening items stay 
in steady, year-round demand, you 
can stock them in quantity, with no 





worries about style changes, no wor- 
ries about deterioration in storage, no 
worries about time-consuming reor- 
dering. Decide now to stock a com- 
plete line of RB&W fastenings, and 
then watch your reputation and your 
profits grow! 


line of RB&W nuts, bolts, rivets and 
screws. You'll be surprised at their fast 
turnover; your customers will like the 
idea of finding exactly what they’re 
looking for on the very first try. 
And with RB&W’s attractive mod- 
ern packaging, there’s no poking and 






108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY <<. . 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices ot 
Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. 





Available at Leading Wholesale Hardware Distributors from Coast to Coast 
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the most spectacular 





PROFIT-MAKING COMBINATIO 






Super Kem-Tone 


The deluxe, latex-base wall paint 


per Duraht 
“ 70 army durable. It’s ready to use and easy 


that’s super washable and super 


to apply. $5.19 a gallon retail, fair- 


traded to insure your profit. 


order now— FROM ANY OF THESE SEVEN 
LEADING PAINT COMPANIES OR YOUR KEM-PRODUCTS JOBBER: 


Acme Quality Paints, Inc. W. W. Lawrence & Co. The Lowe Brothers Co. John Lucas & Co., In r 


Detroit Pittsburgh Dayton Philadelphia 


The Martin-Senour Co. Rogers Paint Products, Inc. The Sherwin-Williams Co. 
Chicago Detroit Cleveland 
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N PAINT RETAILING ! 












KEM-GLO The miracle alkyd 


enamel that gives walls and woodwork 






a finish that looks and washes like 






baked enamel. $2.49 a quart retail, 





fair-traded to insure your profit. 












® 
Kem-Tone The resin emulsion 


wall paint. It’s America’s top value 






in thrifty home beauty ... con- 






sumer’s cost $2.73 a gallon when 






mixed, ready to apply. $4.10 a gal- 






lon retail, paste form. Fair-traded. 





BBER: 


Lucas & Co, xn] “ae = 
Philadelphia 
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(Advertisement) H ] 





Gentlemen: , ¢ 


In 1948 I had my home built at the address below and after living there about six 
months my cellar started to leak from several places along the seam and walls. At 
first I didn’t pay much attention but the following Spring after a rain, it leaked 
worse. I called the Research Laboratory of Rutgers University in New Brunswick 
and was informed that in order to make the cellar 100% dry proof, I would have 
to have the outside dug out and have the footing and walls retarred. 


Needless to say, it was going to be a big job and an expensive one too, because 
several contractors wanted from $350.00 to $450.00 to do the job. The upstart was 
I couldn’t afford it, so in August 1950 I was transferred to Korea and when I re- 
turned last year (1951) my wife told me the cellar was worse, anywhere from 40 
to 60 buckets of water coming in during and after a rain—in fact, if it looked like 
rain, it would start coming in, almost. Then there was always the dampness and 
musty smell after or during the dry-up period. 





Several months ago my wife heard from a party about your KAY-TITE and not 
being sure, I visited this party and he showed me his results—a dry cellar, although 
his was not leaking—only dampness. So what did I have to lose by getting several 
cans, which I did. I put two coats of KAY-TITE from the base to about 114 feet 
up the wall. I also discovered I had several large holes and without a word of lie, 
after reading the directions carefully, then applying KAY-TITE, I have a dry cellar. 
Not a drop of water or dampness. As you no doubt know, we have had quite a 
lot of heavy rain these past several weeks. Now I intend to do the whole walls up 


to the ceiling. . 


The reason I am writing you, Gentlemen, about KAY-TITE is I want to say I’m 
grateful and pleased beyond words. You not only gave me a nice dry cellar but 
you also saved me a lot of money and time. I wish you could send someone over 
and just see the good results of KAY-TITE, and my cellar was really bad. Try and 


send someone before I finish the rest of cellar. 


I’ve had quite a lot of people over and they all agree. At present I’m stationed in 
Philadelphia and a few persons tell me they can’t buy it here and last week I bought 
four cans for a friend of mine who lives in this area, so he could dry his cellar. 


In closing, many, many thanks because for the first time my children and we can 
really enjoy our cellar now—because KAY-TITE makes it dry and cozy. 


Respectfully yours, 
(signed) H. J. Kupper 


TO KAY-TITE 


WEST ORANGE, NEW JERSEY 


From Msgt. Hubert J. Kupper 
U.S.M.C. 


148 Second Street, Dunellen, New Jersey 


February 5, 1952 





M 
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= — & GOODMAN'S— 
( 
hyd hk Se 
the SAFER Wet-Brush 
ick-Cl 
Quick-Cleaner 
LETS YOU seme 
ere 
FROM COLOR TO 
SECONS keeps painting costs down. With only one 
brush (or roller!) your customer simply skips from 
DEALER DISCOUNT STRUCTURE color to color! SECONS is the perfect end-of-job 
1. Your usual dealer discount. cleaner, too. Easy to use. Wet brush is just dipped 
2. ake ye 20% discount fon dealer cost) to be into SECONS, swished around a few times, pulled 
to t tai ti t . 
Soo oan. gamma Ice a age gh mf 
3. Bonus Goods to you with each deal. we - : . 
x ‘ SECONS conditions as it cleans—keeps bristles, 
# we Rp enn ed roller nap at their best. And safer SECONS is the 
anata a least inflammable brush cleaner we —— 
ealer Dealer 
List Price Value Cost Profit know of. All these facts mean sales Sy 
2 gals. Secons 3.40 6.80 4.08 2.72 —and we’re broadcasting ’em. Deal a’. 
12 qts.Secons —'1.00 12.00 7.20 4.80 yourself in on the profits now. See 
8 pts. Secons .60 4.80 2.88 1.92 breakdown at left. 
23.60 14.16 9.44 
PLUS / 
2 gts. & 2 pts. 
(without charge) and 3.20 0.00 3.20 
free merchandising aids 26.80 14.16 12.64 i 
Approximate Total Weight 70 Ibs. e 
: $26. : $4. : 
TOTAL VALUE: $26.80 YOUR COST: $4.16 \ Start Now To Profit With SECONS! 
Your Profit: 512.64 
FREIGHT: East of the Mississippi—Full freight 
allowance on three or more assortments. One-half 
freight all ingl tment. West of the : - , 
Mississippi —One-half freight on 500 ibs. or over. snare iteehtaneae 
po ORDER DEAL #77: Same pene. same geen pars ° Order from your jobber today, or write direct. 
» same quantities except featuring 44 SECONS an 
\% Nu- Hardened Brush Restorer, instead of all 
Hecate Sat est! eae, HANLON & GOODMAN CO. 
Established 1867 
Belleville 9, New Jersey 
— Manufacturers of Quality Paint Brushes and Paint Rollers 
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Easy to apply... No objectionable 
Can be washed 


Sensationally Popular 
/ WALLHIDE Rubberized 
Satin Finish 


@ So easy to apply that even inexperienced painters 
get a color-perfect finish on almost any kind of wall 
surface. Has no objectionable odors and dries so quickly rooms 
are ready for use within a few hours. Can be scrubbed re- 
peatedly without harm to its rich, velvet-like sheen. 


Bring More Customers To Your Store With 
These New Business-Building “Twins”... 
Designed To Meet Today's Decorating Trends! 


PITTSBURGH 








Privwstttit ae © 4. eS Oe os a ee 
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odor... 
again and again! 


@ New SATINHIDE Enamel 
is completely satisfying when 
used on wood and metal trim as 
well as on kitchen or bathroom 
walls. Has exceptional sealing 
ia + reac ge coat is usually \. 
sufficient for repaint work. May SS 
be applied with brush, spray or . 
roller. Spreads evenly to a pleas- 
ing, uniform finish which dries hard in four 
hours. Has practically no objectionable odor 
and can be washed as easily as baked enamel. 


1 cache TODAY’s big news in paints—matching 
colors in Pittsburgh’s WALLHIDE Rubberized 
Satin Finish and new SATINHIDE ENAMEL. This 
new combination enables you to meet the needs 
of today’s decorating practice for matching colors 
on walls and woodwork with finishes best suited 
to these surfaces. 


@ New SATINHIDE is available in the same 
beautiful colors as rubberized WALLHIDE. It may 
be mixed to approximate any of the many scores 








of intermixtures available in rubberized WALL- 
HIDE. Package sizes range from five gallons to 
half pints, permitting you to satisfy customer re- 
quirements even for small quantities needed to 
paint small rooms or for jobs not quite completed. 


_ @ Think of what this means to your customers— 
and what it means to you in new profits! Send this 
coupon if you are interested in investigating the 
added sales possibilities these new “Twins” 
present to you. 


MAIL THIS COUPON TODAY! 








PAINTS 


PLASTICS +> FIBER GLASS 
: © Mir 2 Ne 
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PITTSBURGH PLATE GLASS COMPANY 
Paint Division, Dept. AH-33, Pittsburgh 22, Pa. 











I am interested in more completé details of your new wall painting twins— 
WALLHIDE rubberized Satin Fihish and new SATINHIDE ENAMEL in . 
Name 
Addroce 
City. County State 

21 | 



















REPUBLIC UPSON 
HEX HEAD CAP SCREWS 


You can confidently pull Republic Upson 
Hex Head Cap Screws up full tight... heads 
are square and strong to avoid slip... 
shanks are tough and sturdy... threads are 
clean, sharp and accurate. 


More than 20,000 types, sizes and shapes 
of bolts, nuts, cap screws and rivets make 
the Republic Upson Line a good source 
of supply for all your fastener needs. 





REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13, OHIO ¢« GADSDEN, ALABAMA 

Export Department: Chrysler Building, New York 17, N.Y. 
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NEW Household Hardware 
MERCHANDISERS 





Customers SEE... SELECT... BUY! 


Display N-102 can also be 
Cards are mounted on both | used horizontally on store 
sides of display rack island or counter top 


SPACE SAVER DISPLAY RACKS 


Designed for use anywhere—on store 
island, counter, post or wall. Pair holds 
14 of the most wanted Stanley House- 
hold Hardware items. Each wire rack 
merchandiser is 15” wide, 15” high, and 
6” deep. Put one in your store window, 
another in your paint or housewares 
department. Extend your points-of-sale. 
It’s good business. 


Pair of display racks FREE with package N-101 (contains one 
dozen each of the 14 fastest selling items.) ORDER NOW! 


HARDWARE ¢ TOOLS e ELECTRIC TOOLS e STEEL STRAPPING e STEEL 
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°e Convenient 


arage Door Operators |: Precseu™ | 5S 


° Efficient 
For every need—two R-W controls, designed | 
and engineered for smooth sure performance 


: 
pee 
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e Rustp 
cost 
rustp 


No. 1251 Standard Control 


—operates from drive-side 


key-switch. o Mes 


perr 
can 


e No 





No. 1504 And eee R-W 99" 
Radio Control Garage Door Hardware 
—battery operated radio Complete overhead garage door hardware conveniently 
with dash control button packed in one box! 999-1 for single doors up to 9 ft. 
opens and closes doors wide weighing not more than 200 Ibs.; 999-2 for double 


within 75 feet. doors up to 16 ft. wide weighing not more than 375 Ibs. 











Jv Easy to install—Completely assembled, including track, in a single 
carton at the factory. 





Jv Easy to service—Simple adjustments requiring no special tools, 
keep the doors working smoothly. 










Jv Safe—A large friction clutch prevents operational failures with For complete teenie - 
resulting damage to property. In power failure, doors may SW betel te ot 


be operated manually. your jobber or write for 


catalog number A-87. 


Richards-Wilcox Mfg. Co. 


“A HANGER FOR ANY DOOR THAT SLIDES” | 
AURORA, ILLINOIS, U.S.A. Branches in all principal cities | 
Reg. U. 8, Pat. Of. SLIDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES * GARAGE DOORS & EQUIPMENT 


OVER 73 YEARS INDUSTRIAL CONVEYORS & CRANES * SCHOOL WARDROBES & PARTITIONS - 
i Mor oe ELEVATOR DOOR OPERATING EQUIPMENT 
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The Glamor Gutters with 
that Quick-Seli Gleam! 


esa REYNOLDS , bietime / ALU M INUM 


rustproof gutters! 


® Need no painting — 
permanently beautiful; 
ae cannot cause stain! 


® No soldering — custo- 
mers pick ‘em up, put 
‘em up themselves! 


S..- 
STOCK THESE OTHER PROFIT- MAKER 


Aluminum Reflective 
















Watch that “I buy” gleam light up in a homeowner’s eye 
when he sees these gutters...either in your full-length 
stock or in the handsome sample-section display (check 
coupon for details on this). They’re a take-home deal 

.-he can put ’em up himself. That means quick turn- 
over, fast profits. Remember, it rains everywhere...the 
gutter market is big. Stock Reynolds Lifetime Gutters 
..Show ’em...watch them sell! Mail the coupon. 





Reynolds 
Insulation 


h efficiency 
Hig barrier at \ 
of 250 sq. ft. 7” 
and 36” wide- 


plus perfect yapor 


ow cost. Rolls 
25”, 33” 


oe Reynolds Metals Company, Building Products Divi- 
Aan sion, Louisville 1, Ky. 
Ibs. 






non- -staining- 


mes as many 
pens In handy boxes 


and ee kegs. 








Mail This Coupon 


Reynolds Metals Company, 2026 So. Ninth St. 
Louisville 1, Kentucky 


~ 










Reynolds Lifetime ae 
1 - 
ps ol “a 


f Please send me full information on 
play carton © 





aang o [1] GUTTERS AND DOWNSPOUTS 1 NAILS 
ce eating on (] REFLECTIVE INSULATION [] FLASHING 
Aa ra Also in ro Is 
‘- and flat sheet. oe 
> ask COMPANY NAME 
e for 


ADDRESS 


REYNOLDS ALUMIN 


SEE “MISTER PEEPERS,” starring Wally Cox, Sundays, NBC Television Network. HEAR “Fibber McGee and Molly,” Tuesdays, NBC Radio Network 
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Here’s a 
cele) Migelalaal eis 
laleLMiil: lice. « DUSINEeSS 


@ There’s nothing like a demonstration — even in a 
raging snowstorm —to attract electric tool customers 
to your store! ' 

And that’s where a Porter-Cable Sales Representa- 
tive shines: putting on a “show” to convince prospec- 
tive buyers — educate your sales force — build your 
good will — sell your stock. 

But demonstrations by a tool expert who is also a 
salesman isn’t the whole story. You get his personal 
assistance on every phase of your operation, from 
establishing a reasonable inventory to contacting vol- 
ume buyers. 

Direct, productive help like this is one of the rea- 
sons a Porter-Cable Dealership means business . . . 





Porter-Cable Representatives 
personally help you with... 


© Training of sales people 

© New product information 

© Store demonstrations and promotions 
© Participation in trade shows 

© Inventory control 

© Service problems 

© Displays, local advertising, direct mail 
® Calls on good prospects 


Send for full details and a copy 








NEWS, ID 
OF INTES 
TRIBUTOR 
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tl 





profitable business. Right now there are several unde- of our 12-page Distributor Policy STA 

veloped territories still open — you may be in one of it de 

them. Find out. Write today. 

neer 1 

merchz 

Porter-Cable Machine Co. Porter- Ore oy k= sales-st 

1102 N. Salina Street, Syracuse 8, New York . ‘ 

again! 

Saws * Belt Sanders * Orbital Sanders * Routers * Planes * Hedgshear * Shapers is The 
Drills * Chain Saws * Bench Grinders * Combo Tool * Abrasive Belt Machines Z Cleclhic Tools. 

Promc 

@eeeeeeeoeoeeoeeeeeeee@e1esneoeeee @ thing | 
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: NO.7 OF A SERIES * 


SOOSSB 


MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS ~- DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS and BAND KNIVES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


Starrett 


NY 













SALES LEADS 


THE L. S. STARRETT COMPANY e¢ SINCE 1880 WORLD'S GREATEST TOOLMAKERS ¢ ATHOL, MASS., 





U.S.A. 







YOU ASKED FOR IT—HERE IT IS! 
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SALES 


PROMOTION PLAN 





A hard-hitting, profit boosting Sales Promotion Plan 
that is made to measure for STARRETT DISTRIBUTORS 


STARRETT . . . staunch supporter 
of the Industrial Distributor pio- 
neer in aggressive advertising and 
leader in all-out 
does it 


merchandising aid - 
sales-service cooperation . . . 
again! 

The new Starrett Distributor Sales 
Promotion Plan for 1953 tops any- 
thing you've ever seen. It’s the answer 
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to your prayers for practical sales help 
that really fits your needs — that gives 
you all the breaks — that works hard 
for you without a lot of hard work for 
your organization. 

It’s a selective direct mail program 
of ten powerful pieces tailored to fit 
your market, your sales potential, your 
lines, your sales Opportunities, your 


prospect list. If you've already seen it 
you know what we mean. If you 
haven't, by all means study the an- 
nouncement kit recently mailed to 
you. If you've lost or mislaid your 
copy, ask the Starrett salesman or write 
at once for another. Act now so you 
can put this powerful program to work 


at once. 
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@ CRESCENT is the original 15° 
angle adjustable wrench. Despite 
the fact that no other wrench has 
been so widely imitated, sales of 
CRESCENT and CRESTOLOY 
WRENCHES are approximately 
equal to sales of all competitive 
makes combined. The reason for 
this overwhelming preference is 
CRESCENT’S demonstrated qual- 
ity and outstanding value . . . the 
result of untiring technological 
research and continuous product 


FRE 7 BOOK improvement. 


Has all the answers. It tells 
what tools to use and how 
to use them. Fully illustra- 
ted. A postcard will bring 
it to you. Send today. 




















CRESCENT TOOLS 
Cive ex ode fornaerd 





Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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PRATT & LAMBERT-INC. — NEW YORK 
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If you're an independent 
dealer and interested in 
making more paint profits, 
youll be interested in the 
Pratt & Lambert proposition. 





Here’s a line that is geared to the require- 
ments of the independent dealer. A complete line of extra 
quality paints and varnishes at mo extra cost — a line with 
unquestioned acceptance among both professional and 
household buyers — one that offers modern, in-demand 
colors plus personal merchandising assistance. And Pratt 
& Lambert insures the future of your paint business with 
an exclusive franchise for your community. Independent 
dealers everywhere are proving that Pratt & Lambert offers 
you everything it takes for increased volume, faster turn- 
over and greater paint profits. For the complete story, 
just phone or write today! 


M 


PAINT and VARNISH 





BUFFALO « CHICAGO ° FORT ERIE, ONTARIO 
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Colonial 
full polished light finishing half 
hatchet (Haines pattern) thin 
blade. 13%” best quality spe- 
cially shaped handle. 






Colenial 
full polished hexagon neck, round 
pull nail hammer. Handle with 
eval grip, octagon neck. 





Yes Indeed... 
MANN makes these too! 


Sometimes an outstanding reputation in one field can 
have its disadvantages. The world-wide fame of 
Mann Axes has a tendency to obscure the fact that 
we make what we honestly feel are the absolute 
“tops” in hatchets and hammers, too. The best de- 
scription we can offer is that their quality and design 
is on a par with our axe line. To most of you that’s 
“enough said” but to those who aren’t, as yet, familiar 
with the outstanding quality of Mann axes—may we 
suggest—seeing is believing. ; 


“ERE S 


Write for free catalog which illustrates and describes the Mann line. 


Ln\Za\Ls Ts 


EDGE TOOL COMPANY 


LEWISTOWN, PENNSYLVANIA 
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BUILD SALES DON'T KILL SALES 
(like this) (like this) 


Grinding Wheels } Grinding Wheels 
CARBORUNDUM r a OE 



















Keep your CARBORUNDUM Wheel Board well stocked at all times 


How good are your grinding wheel sales lately? We get re- a dingy, unattractive, incomplete display—it seems to tell 

ports from hardware stores coast to coast, and they all add —_—s them you probably don’t have it in stock anyway. 

up to this: How's your wheel board? It’s so easy—so profitable —to 
The merchant who keeps his CARBORUNDUM call your ‘CARBORUNDUM wholesaler and fill up these un- 
Wheel Board well displayed, clean, neat and sightly, blank spots. If you don’t have a display board, your 
FULLY STOCKED every day, has a mighty CARBORUNDUM wholesaler is just the man to fix you up 
satisfactory turnover! with one. In the complete line of four displays, there’s one 


It just stands to reason. Customers naturally shy away from to suit your needs exactly. Call him today. 


TAG YOUR TOOLS_RING UP EXTRA SALES 


Here are two mighty effective ‘‘silent 
salesmen’”’ ready to go to work for 

you. HOW TO SHARPEN is a help- 
ful little package stuffer covering knives, 
chisels, axes, scythes, mower blades, 

etc. KEEP IT SHARP should be tagged 
to every edged tool and cutter you 

sell. Both are FREE— how many shall 
we send you? Write for your supply 
today—address Dept. HA 90-33. 


\ao¥ i] 


TRADE MARK 


7 .. the ONLY source for EVERY abrasive product your customers need 


“Carborundum” and “Niagara” are registered trademarks which indicate manufacture by The Carborundum Company, Niagara Falls, N. Y. 
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INCREASE YOUR HAMMER SALES 


with this kit of proven sales helps 







in one complete package you can get 12 of 
NOW America’s most popular hammers plus all of 
the free sales helps illustrated—everything you need for a 
hard hitting hammer selling campaign. The package in- 
cludes two No. 016 “Kelly Perfect” double octagon nail 
hammers, four No. 16 “Kelly Perfect” full polished face 
nail hammers, four No. 116 “Falls City” bell face nail 
hammers and two No. 116R “Falls City” ripping hammers. 
(Also available with two No. H16 Hexagon Hammers in place of No. 016.) 


IDEAL FOR NATIONAL HARDWARE WEEK 


The six True Temper “Falls City” hammers in the Sales 
Maker package are the same hammers that will be featured 
and promoted during National Hardware Week—it 
provides an ideal way to order your stock. So order 
now to take full advantage of the big sales possibili- 
‘ f T; Tk eeeseeveeveeeeeee ee 
raat path rr we WE ARE COOPERATING (frat 
TemperCorporation, « msowant wees (Gere 

Cleveland 15, Ohio. PETITE Pe eee 


Colorful, double sided 





display card, 1342” x 7'”’. 








Two eye catching display p 
that hang on standard wall rack. 








3%" x 10 





POW 
Newpone TRUE TEMPER Corporation 


advertisement mat, 
one column x 3”. 





FOR OVER 100 YEARS MAKERS OF FINE TOOLS, FISHING RODS, GOLF SHAFTS 
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% It’s accepted by most leading manu- 
_ facturers and merchandisers that the 
Power Products LIGHTWEIGHT en- 


_ gine is the first choice for rotary lawn 
mowers. Years of 2-cycle engine experience and 
thousands of hours of field testing back every 
model in the Power Products line. This know 
how, available only at Power Products, is your 
assurance that you can recommend with 
confidence any machine powered by the 
LIGHTWEIGHT. 







PY poy ee 
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POWER PRODUCTS CORPORATION Lightweight ENGINES 


4 GRAFTON, WISCONSIN 


FTS 
33 
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SPEED! SAFETY! EFFICIENCY! ECONOMY! 


BRUSHMASIER 
REVOLUTIONARY NEW BRUSHUUTTING MACHINE 


 @ ONLY 35 LBS! EASILY OPERATED! 
"| @ OPERATION COMPLETELY PROTECTED | 
@ DOES WORK OF 6 HAND-CUTTERS |! 
@ DOES NEATER, TRIMMER JOB ! 


Companies required to maintain right-of- 
way clearance.are slashing costs with the 
new Brushmaster! Operated by ONE 
MAN, it does a faster, better job than a 
crew of good hand cutters . . . proven by 
time study! The one truly effi- 
cient, low cost way to clear 
brambles, vines, brush, bushes 
...even saplings up to 4” in 
diameter! 























RUGGED! DEPENDABLE ! 


Only 35 lbs. overall weight... 
yet Brushmaster is designed for 
peak efficiency! Air cooled, 2 
cycle motor is really dependable 
, ... field tested under all condi- 

psa a Wk © oF tions. Shaft-driven circular saw 
” PRCA NT ew, blade can be replaced in seconds. 
yes dao Write for complete specifications. 


. 
_— 







NOW ... ACT QUICKLY 


CHOICE TERRITORIES AVAILABLE! 


WRITE TODAY on your own letterhead, to Brushmaster Saw, Inc., for complete a 
details of procuring a valuable Brushmaster Factory Dealership! ae 


Factory Dealer receives a completely prepared package promotion plan which 


$ SURE-FIRE SALES PROMOTION PLAN .. . FREE. Yes, every Brushmaster 


practically guarantees sales of this sensational new brush cutting machine! 


BRUSHMASTER SAW INC. | 
Subsidiary of HARRINGTON & RICHARDSON ARMS CO. se 
ESTABLISHED 1871 


Write to 290J West St., Keene, N. H. 
Manufacturers and Selling Agents in Canada, H & R Arms Co., Ltd., Drummondville, Quebec 
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y/ Suery homeowner needs NO-SEE Grass Barrier 


Repeats and Repeats! 






right-of- 
with the 
y ONE 
> than a 
oven by 
uly effi- 
to clear 
bushes 
o 4” in 


i ms ’ on) 
ABLE! Poe” Here’s how it’s used... 
a ke > a NO-SEE is installed flush with the soil 
; > around shrubs, flower beds, trees, hedges 
oled, 2 f 4 Gives a permanent neat edge that stays put! 
ndable ii Keeps grass out of driveways and away 
condi- from fences. Gives any lawn a well-kept, 

ar saw semi-formal appearance 


-conds. 
ations. 
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Eliminates grass trimming and edging 
NO-SEE is made of corrugated, galvanized steel selected 
expressly for this purpose. Sections two feet long by four 
* Packaged 40 feet in colorful car- inches deep key tokether with special clips making a 
ton. Easy to handle and «hisplay. Five continuous length. Easy to install—just drive down to 
packages to a master shipping carton. soil level. Bends easily around corners. Steel barrier 
keeps bluegrass, quack, bent, St. Augustine, Bermuda 
and other grasses from spreading into cultivated areas, 
You mow right over NO-SEE trimming edges neatly, 
Speeds cultivation too! 





No-See will be advertised in leading national 

home and garden magazines reaching millions « 

of homeowners. Newspaper mats and circulars 

are available for your own use. | 





DEALERS: Ask your jobber for NO-SEE or write for name 
CIRCULAR PLANTING TERRACE SCALLOPED PLANTING TERRACE of nearest distributor. 


Corrugated, galv. steel. Three Larger planting area: 8 ft. 
tiers and watering well. Holds diameter. Easy access to cen- K iz & L oO e 4 T & iz L, i te C e 
- . 





100 strawberry plants. Boxed. _ ter. Combine kits for large ter- 
Retail price $7.95 races. Boxed. Retail $9.95 925 Ninth St. S.E., Minneapolis 14, Mi ft 
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In order to bring its thousands of 
dealers the well-known advantages 
of “‘related selling,” the Merchan- 
dising Division of Monsanto an- 
nounces a new fertilizer—the first 
step in broadening its line of prod- 
ucts appealing to the home gar- 
dener interested in vegetables, 
flowers, shrubs, lawns, borders. 


The new product is Folium*—a 
balanced plant food applied as a 
leaf-feeding liquid to both foliage 
and roots. It is a water-soluble con- 
centrate—packed in three handy 
sizes—2-oz. self-dispensing foil en- 
velope; 1-lb. and 5-lb. packages. 
The 2-0z. unit is ideal for indoor 
use—the larger packages for out- 


door applications, 








ANNOUNCING A 


Selling Mate to Krilium 
Big News in Garden Supplies! 


Now ...1 customer equals 2 


Teamed up with Krilium soil con- 
ditioner, Folium fertilizer gives 
you the opportunity of making two 
sales—and two profits—instead of 
one. Customers for Krilium are 
the most logical prospects in the 
world for Folium—-customers for 
Folium are equally logical pros- 
pects for Krilium. It’s just like 
making a double sale—a double 
profit! And—it’s a “natural.” 


Easy way fo sell Krilium 

soil conditioner and 

Folium leaf-feeding fertilizer 
The easy way to sell Krilium is to 
tell customers and prospects how it 
works. Explain that Krilium, when 
applied to soil that ordinarily cakes, 
packs and cracks, maintains it in 


SOIL CONDITIONER 


loose, crumbly, porous consist- 
ency after it has been prepared 
for seeding. This makes it much 
easier for seeds to germinate, roots 
to form and seedlings to emerge. 
Explain, too, that the effects of 
Krilium are lasting—this saves 
hours and hours of backbreaking 
work for years and years. 


The easy way to sell Folium leaf- 
feeding fertilizer is to sell it right 
along with Krilium soil conditioner. 
Naturally, when seedlings emerge 
and grow they need proper feeding. 
They get it when they get Folium. 


Monsanto Chemical Company, 
Merchandising Division, 1700 So. 
Second St., St. Louis 4, Mo. In 
Cadada, Monsanto Canada Limited, 


Montreal, Toronto, Vancouver. 


Krilium: Reg. U.S. Pat. Off. 
*Monsonto Trade-mark 





MONSANTO 
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se = This new balanced plant food is 


"MONSANTO TRADE-MARK | in) which it grows. 


BALANCED PLANT FOOD 
WATER SOLUBLE CONCENTRATE 


LEAF FEEDING LIQUID FERTILIZER 





a water-soluble concentrate recom- 





mended for lawns, shrubs, flowers, 
vegetables, borders, trees. It is 


equally effective when applied to the 





leaves of the plant or to the ground 








| 


||| 
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NET WEIGHT 
5S POUNDS 





5 PouNDs 





















Handy “‘self-selling”’ dispenser. Contains twenty- 
four 2-02. foil packages retailing at 25¢ each. 





Folium 


CONVENIENT SIZES 


BALANCED PLANT FOOD 


WATER-SOLUBLE CONCENTRATE 











Folium is packaged in three handy 








sizes: The 2-o0z. foil package is ideal 





for indoor use... . the 1-lb. and 5-lb. 


LEAF FEEDING 
FOR LAWNS. . i 
; packages are suggested for outdoor 





use, larger areas. - 











* Monsanto Trade-mark 


ORDER FOLIUM FROM 
YOUR DISTRIBUTOR 
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No need to measure 
ea 
this rope, Mister 














just count the marks 
and cut if off 






Compact coils, gleamingly displayed in colorful hexagonal 
cartons — with distinct measure-marks accurately mill 
printed on the rope every five feet. A complete assortment 
takes up little space; draws the eye like a magnet. Sells 
more rope for you — and does away entirely with the use 

































of yardsticks and other fumblesome measuring devices. 
Just pull end from center of coil and start counting 
marks. When required footage has been reached, cut it 
off and ring up a quick, clean-profit sale. Customers, 
incidentally, will be as happy as you are over the purchase 
time saved. 








measure-marked 


Display Coils 


Industrial plant stock keepers also find that H & A Display Coil 
packaging solves some special problems for them. The cartons 
protect contents against dust and dirt until the last foot has been 





withdrawn. The pre-measuring saves time when requisitions 
are to be filled. 

Both H & A “Blue Heart” Manila and H & A “Red Heart” Sisal Rope Furnished wi 
are offered in these space saving, 20 lb. Display Coil packages. “Blue 
Heart” cartons colored blue and silver; “Red Heart” cartons red and 
silver. Hold plenty of footage. % inch, 1000 ft. 5/16 inch, 700 ft. The tubular 
¥% inch, 500 ft. 7/16 inch, 380 ft. % inch, 260 ft. The same sizes are 
also obtainable in full coils and half coils as always. Complete trade es 
information on H & A Display Coils will be furnished to jobbers and \ <% 


retailers on request. + 
Mas \ 
\ ~~" 
\ \/ 
\'\ 


Removable w 


ROPE LARGER THAN HALF INCH IS NOT 
AVAILABLE PUT UP IN DISPLAY COILS 








SN 


In addition to “Blue Heart" Manila and “Red Heart" Sisal Rope in all sizes, H & A produces 
cordage of all standard commercial grades, including Transmission Rope, Drilling Cable, 
Lariat Rope, Yacht Rope, Twisted and Braided Jute Packing, Jute and Hemp Twines, Hard 
Fibre Twines, Lath Yarn, Tarred Marlines, Plumbers and Marine Oakum. 


SS 
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THE HOOVEN & ALLISON Co. 
“Spinners of Fine Cordage since 1869” 
XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. * OMAHA, NEB, :¢ MINNEAPOLIS, MINN. 
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Retail price is suggested retail price. 


PACKAGE RETAIL CASE DEALER 
ARSENATE OF LEAD 
Ya-lb.ctn.* $ .44 2 doz. $ 7.04 
1-Ib. ctn. 78 Dozen 6.24 
BLACK LEAF 40 
*1-oz. bel. 36 4 doz. 11.16 
*5-oz. bil. 1.05 Dozen 8.40 
*1-Ib. bil. 2.42 Six 10.35 
*2-Ib. bil. 4.15 Six 18.43 
45% CHLORDANE SPRAY 
l-oz. bl. 39 4 doz. 12.48 
5-oz. bil. 1.09 Dozen 8.72 
1-pt. btl. 2.39 Six 9.56 
T-qt. btl. 4.19 Six 16.76 


PACKAGE RETAIL CASE DEALER 
5% CHLORDANE DUST 
1-Ib. ctn. $ .49 2 doz. $ 7.84 
4-lb. ctn. 1.39 Six 5.56 
25-lb. bag 7.49 Two 9.99 
50% DDT WETTABLE POWDER 
%-lb. ctn. 49 2 doz. 7.84 
1-Ib. etn. 89 Dozen 7.12 
10% LINDANE SPRAY 
1-oz. bil. 39 4 doz. 12.48 
5-oz. bil. 1.19 Dozen 9.52 
1-pt. bil. 2.69 Six 10.76 
T-qt. btl. 4.79 Six 19.16 


cK 
Blas ¢ fee” 








EVERY PACKAGE CARRIES 
FULL DIRECTIONS 
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PACKAGE RETAIL CASE DEALER P 
GARDEN DUST 

Yelb. dust gun $.79  2doz. $12.64 5 

1-Ib. etn. 1.15 Dozen 9.20 
SULPHUR SPRAY with Spreader 

5-oz. btl. 39 2 doz. ~ 6.24 

1-pt. btl. 79 Dozen 6.32 y 

1-qt. btl. 1.29 Six 5.16 f 

1l-gal. tin 3.98 Six 15.92 1 
50% MALATHON SPRAY 

1-oz. bil. 49 4 doz. 15.68 

5-oz. bil. 1.39 Dozen 11.12 

1-pt. btl. 2.98 Six 11.92 

1-qt. btl. 5.29 Six 21.16 
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with BLACK LEAF 40 


Two generations ago, Black Leaf 40 was the only product which 
carried the Black Leaf® trade-mark. Today Black Leaf 40 is America’s 
best-known insecticide, sold by thousands of dealers and used every- 
where as a spray to kill aphids and similar insects on flowers, vegetables, 
shrubs and fruit trees...as a repellant to keep dogs away from shrubbery 
...and as a roost paint to rid chickens of lice and feather mites. Today 
the Black Leaf family—which began with Black Leaf 40—has been 





expanded to include a complete line of pest control products for house 
and garden use... insecticides, fungicides, weedicides, rodenticides. 








Place Your Order with Your Regular Distributor 


It will pay you to stock and display a complete line of Black Leaf Pest Control 
Products—all the protection most of your customers need against common 
pests. Place your order now with your regular distributor. Ask him 

about the quantity discount on ten case orders of unstarred (*) items, 

one shipment, one billing. Ask him for a complete dealer price list. 
Compare the low prices, the dealer mark-ups and the liberal 
terms. Compare and remember that sales of Black Leaf Products 
are supported by a powerful national advertising campaign in 
magazines, farm magazines, farm papers and newspapers. Every 
—_ . product has behind it the research, experience and resources 
of a national organization that has manufactured better 
pesticides since 1885. Make your line the Black Leaf line. 
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BLACK FREE PEST CONTROL CHART 

. LAF The handy, new Black Leaf Pest Control Chart is just off the press. 
ys 1 sist Sapte Sa This chart includes, useful information ‘on the control of most house and 
ny ed garden pests, such as plant insects, plant diseases, lawn insects, 
RN “groin crabgrass, weeds, household insects, rats and mice. It’s a big help in 


answering your customers’ questions. Send for your free copy! 
It will be mailed to you promptly without charge or obligation. 


Ne eT. 





ae tt fy ot 
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TOBACCO BY-PRODUCTS & CHEMICAL CORPORATION 


Executive Offices: 401 East Main St., Richmond 8, Va. 


Western Division Offices: 417 Montgomery Street, San Francisco, Cal. 
Sales Offices in 22 Cities. 


PACKAGE RETAIL CASE DEALER PACKAGE RETAIL CASE DEALER PACKAGE RETAIL CASE DEALER 
WHITE OIL SPRAY WARFARIN RAT KILLER BAIT 11-36 (DDT) AEROSOL INSECT KILLER 
5-oz. bil. $ .39 2 doz. $6.28 1-Ib. ctn. $ .79 2 doz. $12.64 12-0z. aerosol $1.09 Dozen $ 8.72 
1-pt. bri. 69 Dozen 5.52 5-lb. ctn. 2.98 Six 11.92 
1-qt. bel. 1.29 Six 5.16 25-lb. bag 12.48 One 8.32 CRABGRASS KILLER 
. bt. ° . 12. 
ee ee WARFARIN CONCENTRATE rg MY ag mol 
fee. de. 3a. 784 Hor. bil. sh dor. 15.68 —-I-4b. bt. 249 Six 9.96 
8-oz. ctn. 89 Dozen 7.12 han Ot 169 D 13.52 
1-lb. etn. 1.39 Six 5.56 mY . ci. ; 
8-oz. bil. 2.98 Six 11.92 WEED KILLER — ARSENICAL 
1% ROTENONE DUST 1-Ib. bil. 4.98 Six 19.92 1-qt. tin 98 eteis 784 
*1-Ib. ctn. 35 2 doz. 5.60 1-gal. tin 3.48 Six 13.92 
*4-Ib. ctn. 1.25 Dozen 10.00 PYRENONE AEROSOL INSECT KILLER *5-gal.drum 11.97 One 7.98 
*25-lb. bag 5.15 Two 7.70 12-0z. aerosol 1.49 Dozen 11.92 (S-galion drums shipped freight collect) 
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No matter which... 


they‘il be reading about 


Wherever your customers live—-small town, sub- 
urb, or on the farm—they’ Il be reading GOULDS 
advertisements (each with a return coupon) this 
year! You cash in when these pre-told, pre-sold 
prospects come into your store to see the great 
GOULDS line of dependable water systems. 
See your distributor now — get ready for the 
GOULDS RUSH of 1953! 


Goulds Pumps Inc., Seneca Falls, N.Y. 


MORE PUMPS! 
See the 1953 GOULDS Line... WORE FEATURES: 


MORE PROFIT 


FOR YOU! 
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water systems 
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4 powerful reasons why you 
get more of what you want in 


1953 CHEVROLET 


Advance-Design Trucks 


MORE TRUCK FOR LESS MONEY! Chevrolet trucks list for less 
than any others of comparable specifications. Yet they bring you 
features and advantages found in few other trucks. For example, 
the advanced Loadmaster engine—standard in 5000 and 6000 
Series heavy-duty and forward-control models (optional on 4000 
Series heavy-duty trucks)—now has a new high-compression ratio 
of 7.1 to 1, and delivers even more horsepower than before. 


FACTORY MATCHED TO YOUR JOB! Every unit of the Chevrolet 
truck you buy is balanced to the job. Tires, axles, springs, engine, 
frame, body and brakes form a team carefully engineered for the 
greatest efficiency—and the lowest cost. 


GREATER VALUE IN FEATURE AFTER FEATURE! Two great valve- 
in-head engines—the Thriftmaster and the Loadmaster—provide 
greater gasoline economy. Hypoid Rear Axle, Unit-Designed 
Bodies, Flexi-Mounted Cabs and many other Advance-Desiga 
features offer value unmatched by any other truck at such low cost. 


MORE RUGGED THAN EVER! In 1953, Chevrolet trucks are even 
sturdier. Bigger, more durable brakes on many models; heavier, 
more rigid frames and stronger construction lengthens truck life 
and lowers your hauling costs. See your Chevrolet dealer. Chev- 
rolet Division of General Motors, Detroit 2, Michigan. 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster —to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR — 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH —for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES—on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTI-PANES—for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING — for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 
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Ocean CITY-MONTAGUE DEALER NEWS 


“A” and Somerset Sts. 
Philadelphia 34, Pa. 











Montague City, Mass. 
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HO-HUM, ‘ 


ANOTHER RECORD CATCH 
WITH AN OCEAN CITY REEL! 


Mrs. James J. Hansberry of Osterville, Massachusetts, wrote 
us to say that the International Game Fish Association has 
just named her the holder of the Women’s All Tackle and 50 Ib. 
Line Test Class records for both men and women. It was cinched 
with her catch of a Blue Fish weighing 8 Ibs. 12 oz. 


“IT was using your Ocean City Reel £934,”’ wrote Mrs. Hansberry, 
“and your Montague Rod #12SHB, better known as the Stone 
Harbor. I have several rods, and all are used with Ocean City 
Reels, which I think are hard to beat when landing a fighting fish.” 


Thank you, Mrs. Hansberry. You have proved again that 
when experts take the field, Ocean City Reels go with them. 











NEWS: Ocean City Fly Reel, 445 Red Flyer, made in Japan 
especially for Ocean City Manufacturing Company in accord- 
ance with our engineering specifications, is now available. 
Moderately priced at $4.50, the #45 Red Flyer has a lightweight 
but sturdy one-piece aluminum frame, highly polished and heav- 
ily plated dual line guides, rigid, pillar-type spool with aluminum 
flanges, and a handsome, long-wearing anodized finish. Made 
for both right and left hand use, the #45 features a smooth, 
silent, drag as well as the on-off click type, and a one-screw 
take-apart design. The spool is 1 inch wide and 2 13/16 inches 
in diameter. Weight: 3.5 oz. 


MAKE IT EASIER FOR YOURSELF by suggesting to your 
customers that they send in their reels for repairs and service 
during the winter months. That will take the load off your 
back during the rush season, and make it easier for us at the 
factory. And DID YOU KNOW there’s a brand new Service 
Manual available to all dealers at no charge? 
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—this is waiting to be 
sent to you at no charge 
the moment we hear 
from you. 
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BUTTON, BUTTON, who’s got the BUTTON? 


| You may have the button, because we're planning to revive our button award program. More detailslater. 1 
>. 
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~~" Mitité for your FREE copy 
of this four page 
color falder 


Yes, “‘new-for-’53’’—three 

great new models—plus other SAVAGE 
important additions to the 
world famous line of Savage, 340 
Stevens, and Fox firearms! 

Take a look at these “new- 

for-’53”’ firearms! Each is de- 

signed to be a volume sales 

producer in its particular 

field. Let them help you to 

greater sales and profits on 

the entire Savage line right al 

the start of the new firearms 

selling season — and _ all 

through the year! 


MODEL 


Feature Savage and Stevens 
SAVAGE 


aul ‘i 
22s MODEL 
For Spring Sales! 220 


Quality built, low-cost, auto- 
loaders, repeaters, and single 
shot rifles. Tapped and drilled 
on request (except Models 
15 — 29) for Weaver ‘Scope 
Side Mount at slight extra 
charge. 

SavaGE Arms CorPoRATION 

Firearms Division 
Chicopee Falls, Mass. 





SAVAGE: STEVENS FOX 


SAVAGE + WORCESTER Power ond Hond Lown Mowers 
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For several weeks technicians, engineers and 
workmen have been swarming over the Kilgore Plating 
Department ripping out “old” equipment and installing 
specially designed devices necessary to bring you DURA- 
GLEAM. For only the most modern of equipment is 
capable of satisfying Kilgore’s high standards of quality. 


DURA-GLEAM brings a sparkle to Kilgore cap 
pistols that will delight any youngster’s heart. And Kil- 
gore cap pistols with DURA-GLEAM finish will stay 


You'll have to see a Kilgore cap pistol with new DURA-GLEAM 
finish to appreciate its flashing, sparkling and sales-producing appeal. 
The beautiful engraved detail of Kilgore cap pistols is many 
times enhanced by this highest of quality finish. 
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this gigantic equipment brings you Dura-Gleam: 











bright and new even with hard use. Hourly our labor- 
atories conduct ‘“‘quick-aging” tests of samples. from 
production . . . your assurance that Kilgore cap pistols 
won't grow dull and unattractive. 


Now, too, Kilgore cap pistols will work even 
better and last longer than ever .. . for DURA-GLEAM 
is applied both inside and outside. This smooth, lus- 
trous finish will contribute much to ease of operation. 








These Kilgore accessories will bring 
many a ‘“‘plus” sale, 








Kilgore is the world's largest manu- 
facturer of toy paper caps. 
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THE LIONEL CORPORATION « 15 EAST 26 STREET * NEW YORK 10. 













ar.|-The Most Wanted Trains 
in the Whole Wide World ot Boy 
veooey All Aboard for 528 ae | 














ARTS for another great year of Lionel Trains...the world’s finest since the 
7 century began. Tremendous array of new and bigger locomotives! | 
Exciting new accessories! New scale cars for 1953. Sensational 
) rolling stock and operating cars! Greater values than ever and, 


of course, with Lionel’s exclusive Magne-Traction—real smoke, 
built-in whistles and Diesel horns. All Aboard!!! 
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EW YORK 10. 















Provides 10 
Profit. making 


Selling features: 









Like Stratton & Terstegge’s fashous 
My Buddy Alligator in 5 
here’s a sensationally newAackle box 
gdiate hit with 
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that will prove an i 










your customers. Jusp/feast your eyes 


full trays! on those outstanding sales points! 





Better get inf on the ground floor 
is best-seller NOW! 
Consistent advertising in. Outdoor 
Life, Sports Afield, Field & Steam, 
and other widely read publicgtions 
builds demand for S&T produgts that 
you can translate into profitgble sales. 


by stocking 








, -on wrinkle 








der boat seatl 
proof hardwarel 


®@ Al ded, streamlined 


Check your stock toda 











WRITE FOR FREE FULL-COLOR CATA- 
LOG ON THE COMPLETE S&T LINE! 





STRATTON & TERSTEGGE CO.,Inc. 


Box 1859 Louisville, Kentucky 
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\pristol Line 


to completely satisfy your customers 


TELETTEVERQRCTET ETE © 


Whatever form of fishing appeals to your Angler 
customers, now they can find the exact rod in the 
new 1953 Bristol line; designed to satisfy the de- 
mands of experts and novices. 


In its 67th year Bristol offers rods for every type of 
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fishing: trolling, mooching, fly or bait casting, spin- 
_ ning and surf fishing. Bristol builds these world- 
famous rods in tubular and solid glass or steel, or 
impregnated bamboo, for fresh or salt water fishing. 


Start Casting for 
Added Profits 
NOW by writing, wiring, 
or phoning 
for BRISTOL’S exciting S 

~ 1953 Catalog — or 
contact your BRISTOL 
representative, f- 


Torrington, Connecticut 


Since 1826 
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The Famous “‘Flying Scout"’ with 
Triple Tread Longer Mileage Whee! 


—_—— Built with 
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It’s no wonder roller ski 

ing is one of the nation? ; 
greatest fun and health ag Construction. 
tivities. It’s a swell sport ang smooth spinn 
grand recreation for every no skimping 
one. It’s only good busines ,.,4 longer 

to sell the most comple ee 4 
roller skate line you c relay Aig 
find. You’re smart—and wig -HICAGO’s 
stay way ahead—when yog time you thin 


sell"“CHICAGO’s! like the CHIC 





Make Your Store Headquarters for Sidewalk and Rink Skat 





4 — ¢ 3 ee) SELF SELLING DISPLAY FREE RINK SKA LUMINATED CL 
. E X DISPLAY CARTON DISPLAY practical sales 
i . a vite ner actior Free with each dozen of Attention gettir ge 16" face. Ai 
‘ x : Colort ts out fea | ro a | Flying Scouts rle appea ef e at attractive 


\ gt tures ¢ nakes sale Compact. Sales packed for Secrets’ book ce. Ask for det 












“MODERN: NEW PACKAGE FOR 


GUARANTEED | 
RINK OUTFITS 


Complete rink skate outfits are packed 
in the pleasing new red and blue box 

. . and are factory-assembled and 
guaranteed. And the tongue of each 
shoe has a guarantee tag attached. 
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FamilyiCHICAGO Quality 


ation! Why sure! It’s easy to see why CHICAGO” 
— roller skates last longer . . . skate better 
of the nations: Sell better! Just look at the husky 
and health ag construction. See the extra value of those 

















swell sport ang smooth spinning wheels. And look! There’s 


ition for every no skimping on metal where durability 
- good busine 
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. irect comparis yetw 
es son 2 a ct comparison between 


~ose—endul CHICAGO’s and any other make the next 
.ad—when you time you think of skates. We feel sure you'll 


0's! like the ‘CHICAGO’S best. 


and longer wear are concerned. Go ahead 
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"CHICAGO" 
LOOK FORTHICAG( om EVERY TONGUE | 














RINK SKA LUMINATED CLOCK* ILLUMINATED SIGN® sf - An extra item in great: Every rink skater needs one. Laminated in either jumbo 
GrPLAY p es traffic Lona ite non-marking © Practical, colorful, fast-sell- or standord size. Outwear: | 
ettir renin sa ber. = Lucite handle. ordinary wood~and even | 
fibre wheels. 
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Available to those who sell only factory-ossembled and guaranteed outfits 


Pi "p “6 -CHICAGo-» 


ROLLER SKATE COMPANY 
4456 West Lake Street © Chicago 24, Illinois 




















Ask your jobber for 
these profit lines or 
write us for free 
samples. 





Cordage 
Works 


Boston 10 
Mass. 
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SPOT SASH CORD ® 


Identified by the colored spots, our trademark. 
Extra quality yarn, solid braided, smooth, long 
wearing. Twelve 50 ft. hanks in attractive 
display carton. 





AETNA SASH CORD ® 


Best value at a low price. Smooth, firm, tough, 
solid woven and uniform. A fast seller. 





TITE-ROPE CLOTHES LINE 


Wire clothes line with thick, durable plastic cover. 
Won't sag, won't break. Tests over 330 lbs. Non- 
rusting, cleans easily. Nationally advertised. Color- 
ful display cartons with twelve 50 ft. hanks, 
several connected. 





SURE GRIP CLOTHES LINE 


A Samson exclusive — 3 colors, White, Green or 
Yellow and a unique rippled plastic cover that 
holds all clothes pins fast. Won't stain. Twisted 
rayon and cotton centre for strength and minimum 
stretch. Eyecatching display carton packed 3 green, 
3 yellow and 6 white 50 ft. hanks, several con- 
nected. Or 12 hanks all one color. 








WHALE CLOTHES LINE ® 


Samson’s popular Size No. 7 solid braided cotton 
clothes line, nationally advertised. Moderately 
priced and individually packaged in cellophane 


‘wrappers. A good all-round line for hundreds 


of uses. Display carton of twelve 50 ft. hanks, 
two connected. 








BEAVER CLOTHES LINE 


The best of the really low-priced clothes lines! 
Size No. 7 solid braided with glazed finish, strong 
and uniform. Attractively packaged for maximum 
sales appeal in individual cellophane wrappers. 











CROCUS CLOTHES LINE 


Samson’s budget-priced line. Size No. 6 solid 
braided, glazed finish, dependable. For all-round 
use. In new colorful display cartons each containing 
two connected 50 ft. hanks. 
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Terrific. TRAFFIC § STOPPERS by. BupRi TE! 














plus a complete selection of | e ieee Addition to 
36 NEWSPAPER ADS - a the Burrite Corral! 


for your local advertising! 


Here’s a tailor-made, store-wide promotion 
that will round up many new customers 
this Spring. This gay and colorful mer- 
chandising material is just the thing. to 





spark your over-all display. It’s a theme 
that offers unlimited opportunity for cre- CUTLERY TRAYS 


ating interest and traffic. No. 1330 Desert Tones © No. 330 Jewel Tones 
5 compartment, 13% x 10 x 1%”, rounded 
corners for easy cleaning, tapered sides for 


























stacking. mn 
MAIL THIS COUPON TODAY! No. 1331 Desert Tones © No. 331 Jewel Tones 
for your FREE ‘‘Round-Up” 4 compartment, 12%” x 7%” x 1%”. 
Banners and Ad Mats. ee a | 
,; sommes 
fo BURROUGHS MFG. corp. ™ agri 
| 3831 Verdugo Rd. © Los Angeles 65, Calif. i = 
Please rush our set of “Round-Up” Banners and Ad Mat ; _ URRITE.Wap ‘t= 
| Selection Sheet: ‘ 2 Co plete li E = 
STORE } = Plast ha of .% 
| ADDRESS. } <=-~from 0 — => 
CITY. = eee [ los 4 ates ee — f 
BUYER 2 HILAD 
MY JOBBER i <a ELPHIA i 





ae _ se ai 
. | x —— — li se nee ome 
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Here are three of the most 


to keep the 
home fires 
burning 


reliable wicks ever made. They’re 


clean burning. They’re long lasting. They’re priced to give you a 


generous profit. Keep R/M Wicks in stock for satisfied customers. 








QUIK FLAME 


The most efficient kindler ever 
developed for range burners. 
Patented open mesh construc- 
tion provides best possible re- 
sults with distillate oils. The 
extra-heavy wire core yarn 
keeps the kindler upright in the 
burner channel. Glass yarn at 
burning edge facilitates the re- 
moval of carbon deposits. Pack- 
aged 6 ft. to the box, %” and 
1%” wide. 





KINDLERITE 


R/M’s standard quality woven 
asbestos kindler. A sturdy, long- 
lived wicking with wire core in 
both warp and filling yarn. 
Packaged 512 ft., 6 ft., and 100 
ft. to the box, in widths of 7%”, 
1”, 1%” and 1%”. 








WOVEN GLASS 


The acme of perfection in stove 
kindlers, assuring long life and 
maximum stove performance. 
The only glass wicking woven 
with a wire core in every strand 
to protect the burning edge. 
Packaged 5% ft., 6 ft., and 
100 ft. to the box, in widths of 
Ye", 1", 1%" and 1%”. 





Factories: 


RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 


Manheim, Pa.; No. Charleston, S.C. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles « Teflon Products « Packings « Mechanical 
Rubber Products « Abrasive and Diamond Wheels « Brake Linings « Brake Blocks « Clutch Facings « Fan Belts 


Radiator Hose « Rubber Covered Equipment e Sintered Metal Products « Bowling Balls 
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OUTSELL ALL OTHER HOME HEATER 







Superflome 
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Iwo Xt 
a 
Sorlese 
Stee/ Burners 


iene Onataritt/’ 


FG 


Superfan 


Guarantees 
Forced ir 


Comforr/ 


Vhermostane 
Year 
Contro/ 


SALES-BUILDING 
“LIVE DEMONSTRATOR” 


Yes! When home heater dealers unpack their 
floor demonstrators for the 1953 selling season, 
it’s the Superflame dealers who will be far out 
in front of all competition with the most ef- 
fective heater sales tool of all time! 

It’s the Superflame “Live Demonstrator”— 
@ proven sales builder! It burns anywhere! 

. . in the store, on the sidewalk, at fairs, etc. 
without smoke or odor! No chimney connec- 
tion required. Dealer after dealer reports vol- 
ume sales and sensational sales increases with 
the “Live Demonstrator”—sales increases up 
to 100%! 

Superflame dealers are out in front, too, 
with more powerful selling features such as 
the exclusive “TRIPLE-COMBUSTION” 
burner, the amazing “FUEL-SAVER” that 
saves up to ONE-THIRD on fuel and 15 other 
advantages that turn shoppers into buyers! 

And Superflame is the “line of great pro- 
motions”! Superflame gives the dealer the 
kind of help that builds volume heater sales 
in a hurry! 

Superflame offers America’s most complete 
home heater line. Write or wire today about 
a Superflame Franchise . . . the most profit- 
able of all home heater franchises! 


DEALER REPORTS PROVE IT'S A SENSATIONAL SALES BUILDER! 


ee Sales Winning Methods of 


F a E E! @ Home Heater Dealers. 


America’s Most Successful 


MAIL COUPON ToDAy! = 


227¢ STOVE WORKS, INC. 
MINN. 


ALBERT LEA, 
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SPECIAL OFFER! 


DU PONT SPONGES 


NEW! 





e@ Now! A colored cellulose sponge in the 49¢ pricerange. 


e@ It’s larger! It’s popular-priced! And it comes in the 
same four lovely Du Pont sponge colors—yellow, 
coral, green, blue. They’re just what your customers 
want to make heavy-duty housework easier. 


Stock up now on this new, popular-priced (7-C) sponge— 
especially designed for spring housecleaning chores: Packed 
72 sponges to the carton—6 inner boxes of 12 sponges (3 of 
each color). 

E. |. du Pont de Nemours & Co. (Inc.), Specialty Sales, Wilmington 98, Del. 


_ GET ONE FREE OF EXTRA CHARGE 
re WHEN YOU ORDER 11 


That’s right! Order 12 and pay for only 


11... order 11 dozen and get one dozen free 
of extra charge! No matter how you figure 
it .. . this special offer means more profit 


for you. Du Pont sponges are so easy to 


sell because housewives find 
them so easy to clean with... 
and so easy to clean after using! 
So order today—order plenty! 


This special offer applies te 
all sizes of Du Pont sponges, 
including the new 7-C. Your 
order can be made up of any 
variety of sizes you wish. 


Larger size Du Pont Sponge in COLOR 


You get the same special offer 
. one free of extra charge 
when you order 11! 


REG. U.S. PaT. OFF 


BETTER THINGS FOR BETTER LIVING 
... THROUGH CHEMISTRY 
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We thought we had something in 
this PEARL-WIcK Hold-a-Brush 


NOW WE KNOW IT! 














Are you getting your share of this 





new hamper business? 


Ever since we introduced “Hold-A-Brush”, it has been 
selling its top off. Even women who have hampers 
already can’t resist the appeal of this new beauty with 
the built-in utility cabinet and quality toilet brush. 

Just display it — it sells itself! 
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For full particulars on Hold-A-Brush and Pearl-Wick’s wonderful 
new 1958 line, write or wire for new catalog, just off the press. 


pared 


PEARL-WICK 27-50 FIRST ST., LONG ISLAND CITY, N. Y. 
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Fair Trade 
Price 98c 


© Exclusive patented safety ringed 
See ute ad cat ork Quick, easy volume sales and fast turnover with these new ARISTO- 
thie. Appliance-MATS, in a dramatic, colorful Blue and Yellow counter 
display package of 1 dozen, size 9 x 11 inch mats. ARISTO-Appli- 

© Asbestos padding prevents metal ance-MATS protect fine surfaces from heat burns, nicks, chips and 
from touching surface. stains when you: use electrical appliances on tables, buffets and 
a8 cabinet tops. Heat protection up to 500°F. Heavy gauge chrome- 
" & Chrome plated on heavy gauge plated steel. Heavy insulated asbestos back. Non-slip ribbed sur- 
ment for. erates dyrobiity. face. Packed 6, 1 dozen packages in a master carton, shipping 


: ; Aristo-Mats are easy to sell because weight 42 Ibs. 
they are nationally advertised. . hai 
é: SEE YOUR JOBBER or write for your nearest distributor. 





ue 


PHOENIX TABLE MAT CO.,  thicaco'as tumors 


Manufacturers of the world’s finest quality all purpose stove and utility mats 
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Krylon Garden Spray is so easy to use. Just pick up the 
handy spray dispenser, press the button and plants are 
insect free. Krylon Garden Spray is used on common house- 
hold and garden plants and shrubbery, including roses, 
chrysanthemums, asters, gladioli, geraniums, coleuses, 
ivy and azaleas. 


GARDEN SPRAY 





ARE BUST 


rk hai 


* 


¥ 


in the smart 


pressurized dispenser 


KILLS 


Japanese beetles - Thrips 
Aphids - Leaf hoppers 


$1.89 RETAIL—USUAL TRADE DISCOUNTS 


NO MIXING—NO FIXING 





NO WASTE with Krylon Garden Spray. You use only 
as much as you need. One dispenser sprays a long 
ways. 

SO MUCH SAFER because Krylon Garden Spray 
comes in an all-metal, sealed pressurized dispenser. 
No need for users to worry about open containers 
which children and pets can get into. 
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KRYLON GARDEN SPRAY 





with sales of 
Garden Tools, Seeds, etc. 


Because it is a proven, fast-moving item that takes little 
counter space, Krylon Garden Spray is a “sure-fire” 
tie-in sale with lawn and garden supplies. R. M. Shinn 
& Sons, Garden Supply Retailer of Philadelphia, says: 
“It’s the best pest-control I’ve used in the twenty-six 
years I’ve been in business.” Make this spring an extra 
big selling season by keeping a display of Krylon 
Garden Spray on your counter. Order from your jobber. 


NATIONAL ADVERTISING 


Advertisements appearing in America’s leading maga- 
zines will have your customers asking for Krylon Garden 


Spray. 


THE KRYLON FAMILY 


Stores across the country have found the Krylon family 
..- Clear, White, Aluminum, Black and Garden Spray 
... all in 12-0z. pressurized dispensers, are staple items 
that move fast. Stock the complete line of Krylon 
acrylic sprays. 


KRYLON eS 





KRYLON 
CLEAR Qyp WHITE 


astic spat’! 
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KRYLON a 


ALUMINUM aip 
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KRYLON GARDEN SPRAY 
SALES ASSURED BY 
NATIONAL ADVERTISING 
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GARDEN 
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also American Rose 
Home Garden 
Popular Gardening 
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KRYLON, INC., Dept. 1802 

2601 N. Broad St., Philadelphia 32, Pa. 

Please have my jobber deliver — cases of 
Krylon Garden Spray. (12 cans per case) 

Store name aieaiaiiainmans 

pO 
_ CS lc — 
My name a ———— 


Favorite jobber ee —————s 




















( Profits that 
follow Profits 


Sell the only complete line of 


KITCHEN HELPS 










Consistent National Advertising 
Presells the DAZEY Line for You 


women know Sad 
-..women want Nt 


DAZEY Kitchen Helps ~~ 


Dazey Kitchen Helps are universally known and housewife 






accepted as the finest quality of their kind—when you sell Dazey 


you build customer good-will and repeat sales for your store. 


“DAZEY, the original 
wall-type can opener” 





DAZTEY CORPORATIOON © ST LOUIS FJ, MESSOUWUR I 
Manufacturer participating in IRHA Hardware Week April 17 to 25 
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NO. HR- 3140 


12-Pc. FRENCH CASSEROLE 
& TILE SET $3.95 


, 
2 _, (a 
=> ol 


| 
Includes four 12-oz. French 
Casseroles with ‘“‘See-Thru” 
Covers; Four Milk-White 
Tiles. Packed % Doz. sets 
to carton. Wt. 42 Ibs. 








Shown Actual Size 


Glasbake 


indir FRENCH CASSEROLES 











Double your Hottle sales with Mc- 
Kee’s new “Service-for-4"” Set in 
this smart gift-display carton! Hot- 
tles are handy for coffee, soups, oth- 
er hot beverages—hold 2 cupsful— 
fit inside the cup. In Milk-White 
or transparent Glasbake with color- 
ful plastic collars, 4 stoppers. $4.95 


Glasbake PATIOWARE 


Watch sales go up when 

\ women see these Patio- 
ware Baking Dishes! 
They’re grand for bak- 
ing, serving, storing — 
: bring color to the table. 
In Sunny Yellow or Fi- 

2 QT. CASSOLETTE esta Red. 


with “‘See-Thru” Cover. $1.50 





READI-MIX CAKE DISH 9” square. $1.20 


PARTITIONED BAKING DISH 
18 oz. each compartment. $1.50 


3-QT. UTILITY DISH $1.29 
ROUND CAKE DISH 9%”. 90¢ 
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Were they pb « « « the smartest line of casseroles 


to hit the housewares field in years! 


These GLASBAKE French Casseroles are a McKee exclusive 
. . .and they're setting new sales records already. 


RIGHT FROM THE START— these French 
Casseroles scored a hit with women. Hun- 
dreds of unsolicited letters asked where to 
buy them when they were advertised na- 
tionally for the first time last fall. And 
this year McKee has scheduled an even 
greater advertising campaign to help you 
sell GLASBAKE Casseroles. 


Glasbake FRENCH CASSEROLES — 


let women bake individual portions—bring 
them from oven to table on glass serving 


M-KEE 


tiles. Made of famous heat-resistant 
GLASBAKE, these dishes can be used 
for baking, serving and storing. Each set 
contains 4 Casseroles in gay decorator col- 
ors: Sunny Yellow, Fiesta Red, Dawn 
Gray, Pastel Green—plus 4 “See-Thru” 
Covers and Milk-White Serving Tiles. 


ORDER FRENCH CASSEROLES NOW— 
and see how they set the pace in your 
housewares department. Contact your 
nearby McKee representative, jobber—or 
write McKee Glass direct. 


acted 


Division of Thatcher Glass Manufacturing Co., Inc., Elmira, N.Y. 
Makers of the World’s Most Complete Line of Glass Cooking Ware 
































| Don’t get caught 
with your PARTS down! 


Out of parts means lost sales, profits, good-will. 













Don’t let it happen to you. Cash in on the big replacement market 
all around you. Remember, over 25 million Silex Coffeemakers 
sold means a steady replacement business for you. Business up 
to ¥4 your present coffeemaker volume provided you let your 
customers know you carry the parts they need. Put this effective 
“silent salesman” to work for you. 


New MILEX 


DISPLAY 
BOARD 


Keeps Your Profits Up! 


This handsome, permanent display puts you in the 
parts business in a big way. Give it a good spot in 
your store and watch those parts profits soar! 
Solid construction. Beautifully finished in red, 
blue, chrome and natural wood. Flasher unit in 
header. Storage space behind hinged panels for 
parts stock. Removable back panel for window dis- 
play use. 24” wide, 25” high, 14” deep. Order by a, ; 
Cat. No. PB-1. ge $ . alae 


Fees with Fast-Moving Assortment— 





9 . 
A Value You Can’t Afford To Miss! 
Lower — " — a i . = — a4 Assortt Y ent 
1 LW8 ... 4. 1. M - iianeboain é J 
1 LFA8 1.95 1.95 1 MCW-Y ~ aa 45 $49 $34 
Upper Bowls f. < . 45 45 LIST VALUE eee B - ¥ 
1 MOY 1 250020 LIF (L lass) 499 1.96 29 x 
1 MUW8 (metal) a Ns 4 ox-in glass ¢ J 93 
1 UWA8 2.10 2.10 2 LOX (Lox-in glass) 49 98 DEALER COST ee @ . 
1 UWws 1.85 1.85 P pf ya os 2 1.96 7 
1 4 (Boxes of 4) P 1.50 
— 45 «<3 3 SRI2 (Boxes of 12). 55 —*1.65 DISPLAY y 
See a... 45 2.70 2 SR25 (Boxes of 25) .... 1.00 2.00 
ko - .30 90 Upper Bowl Covers BOARD gba Gilad Gar 
Candle Refills z =>. (cover & holder) = es = 
6 CAN (3 to a box) .28 1.68 ° : . 
Handle ‘ Band Assemblies 9s on . ese sven ereeeneeneeene = 4 Valued at $25.00 y 
3 HWB-M j J ¥ : - « 
a he ; Decanter C ° . 
7 HIPLY 125 135 2 WTS-S. (molded) 40 .80 Act Fast while This Offer Lasts. 
1 HJP-R 1.25 1.25 1 WTS-R (molded) 50 -50 Bs 7 
2 HJB-4 90 1.80 1 WTS-Y (molded)... .50 50 Order from your Distributor or write us. TODAY! is” 
2 HBA-F 1.40 2.80 1 CF (stainless steel) 85 85 th 
1 HJR-W 1.15 1.15 — meo"® 
1 HJY-W 1.15 1.15 $49.88 





Fhe PWEX Ggocey 


HARTFORD 2, CONN. « In Canada: The Silex Co., Ltd., St. Johns, P.Q. 
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HOUSEWARES SHOW 











CANISTER 


— 






a 


- 


ae 








tents . . . makes canisters usefu 
for many food products. 


Beautifully designed . . . grid “medallion” adds 
attractiveness, aids grip and increases wall strength. 


A “big ticket” sale as a set . . . 6-lb. flour; 6-lb. 
C$ ANI STER SETS sugar; 2-lb. coffee and 1-lb. tea canister. 


3+ Ideal gift merchandise. 
y> Makes traffic-stopping display. 
xr Colorful, handsome in red or yellow. 


% Large canister available singly as 
cookie jar or other use. 


w% Available as 3 or 4-piece sets. 
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Available in sets of yellow or red. All tops are 
lustrous white, streamlined knob and top molded in 
one piece. Top fits snugly, but will not stick. Avail- 
able in three or four-piece sets. The largest canister 
is sold individually. 


All canisters nest, 
including covers. 
Both sets come 
packaged as a 
“nested” unit. 








Fifth Ave. 


U.S.A. Bidg. 







New York Office  Chicage Office 


INC. WESTERVILLE, OHIO oom 751 Boom 14-102 


























Taylor offers 


wall-to-wall 


~PROFITING! 





ay / 
4 Ss 
/ Att Ci 


Oli) 























Home Thermometer Department on only 12” x 15” of wall space! 
This new display assortment includes 13 wall thermometers 
and 9 window thermometers, 75c to $2.00, plus the perma- 
nent merchandise board for wall or counter. Retail value, 
$24.75; retailer’s cost, $14.40; retailer’s profit, $10.35. 


ROM the wall of your store to the wall of the 
customer’s home in one simple, profitable move- 
ment—that is the way Taylor’s home and cooking 
thermometer deals work. Dealers everywhere are 
making extra profits just by putting them on the 
wall or counter where customers can see and buy. 


And don’t forget Taylor’s new Dial-Type Roast Meat 
Thermometer (shown at right). It has a display card 
of its own—and it’s already a best seller. The name 
Taylor means quality and accuracy to your customers 
because it is backed with 100 years of experience 
and honest craftsmanship. Taylor Instrument Com- 
panies, Rochester, N.Y., and Toronto, Canada. 
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New Cooking Thermometer Department makes a customer of 
every housewife! Display assortment of 12 cooking ther- 
mometers: 3 Taylor Roast Meat, 2 Candy-Guide*, 2 Frying- 
Guide*, 2 Oven-Guide* and 3 Freeze-Guide* thermometers. 
Retail value $24.75; retailer’s cost, $14.40; retailer’s profit, 
$10.35. *Trade-Mark 
















No. 5939 
New Dial-Type Roast 
Meat Thermometer. 
Diameter, 2% inches. 
Length, 5% inches. 
Individually boxed, 
6 in a carton, with 
attractive self-selling 
full-color counter 
display. 
Price $3.50 each. 
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Overnight Hit! 


NEW "SPOON MOUTH" 


THERMOS 





BRAND VACUUM BOTTLE WITH EXCLUSIVE 


“SAFETY-GUARD* TIP’ 


*Patent Applied For 





Record-breaking orders tell the 
story! The new “Spoon Mouth” 
Thermos is an instant hit every- 
where it is es sang and sold! 
Introduced just a few short 
months ago in 10-oz. size, this 
new Thermos vacuum bottle—with 
its exclusive ‘‘Safety-Guard” 
Tip and its new extra-wide “Spoon 
Mouth’’—is now available in quarts 


and pints as well. Now you can 
offer your customers their choice of 
“Spoon Mouth” bottles—in a size 
to meet their every requirement. 

When you display and sell 
Thermos, you are offering your cus- 
tomers vacuum-ware products from 
the leader in the field . . . outstand- 
ing for value, tops in quality. Order 
now for early delivery. 


THE AMERICAN THERMOS BOTTLE COMPANY + NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto 
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Thermos Limited, London 





ONLY "THERMOS 
OFFERS THESE 



















NEW! “SAFETY-GUARD”" TIP—a special metal 
guard encases the vacuum seal . . . elimi- 
nates 99% of tip breakage. A sales- 
getting feature exclusive with Thermos. 





NEW! EXTRA-WIDE “SPOON MOUTH" — Now 
tempting hot or cold foods can be 
“spooned”’ directly from the bottle. New 
uses mean new and faster sales for you. 





NEW! NON-DRIP POURING LIP. Exclusive with 
Thermos to make pouring of hot and cold 
beverages easier. No more chance of con- 
tents dripping and running down the side, 


THERMDs 


TRACE MARK REG. U.S. PAT. OFFICE 
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Sug Combination 
Cooker 


%* Double Boiler «Casserole %* Saucepan 
* Covered Pan * Pudding Pan 


ALL IN ONE! 


[aan Me cl isi ec dln a ib A te 


Py All Federal Vogue Enameled ware 


Thermos. is made with TITANIUM for extra 


Contents: 
Pieces 


6 only 
6 only 
6 only 
6 only 
6 only 
6 only 
6 only 


54 pieces 


Weight: Full 





ve with a > 
nd cold U 

of con- 

he side, 


7 


i 





24 only 







strength . . . whiteness .. . life 





AVAILABLE IN FULL or HALF ASSORTMENTS! 





No. WR-9119 poems 

WR52—5 Way Combination Cooker 

($1.59 Value) Special Price $1.19 
WR1I0O—% Qt. 
WRI—1 Qt. Open Sauce Pan Set 1.19 
WRI’”A—1'% Qt. 
WR110 Water Pail (10 Qt.) 1.19 
WR80—8 Cup Percolator 1.19 
WRO4—4 Qt. Flavor Saver Pott 1.19 


WR112—11 Qt. Round Deep Sink Dish Pan 1.19 


. «+ PLUS FREE DISPLAY KIT 


assortment—1 20 Ibs. Half assortment—60 Ibs. 


Standard trade capacities Vapor Seal Covers 


YOUR COST-$43.95 Sells for $64.26. 


(WR-9119—full assortment) 


Your Cost $22.10. 
(WR-9119!2—half assortment) 


FEDERAL ENAMELING & STAMPING COMPANY, Pittsburgh 30, Pa. » World's Largest Momufeturer of Enameled Wore | 
Home of NU-BRITE Aluminum Ware and Aluminum Fall * CAVAUER Stainless Steel Were aah. 
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It's a Great 
SPRING SALES PROMOTION... 
"by Figo 

























“Sats 


owen 6 


*Slightly higher in West 





and South and Canada 





aids—giant ad blowepic eae ieiee wall 
and window banners and pons Damen 








i Thea—display it prom- (|| 

inently, use the free aids—and cash in on the H 

sales to follow. | 
AND ... every piece of Federal Vogue will 

bear an ADVERTISED IN LIFE seal! : | 


71 












IN TH 





J ALUMINUM 
“ CLOTHESLINE 


tile genuine 
id dufflebag, t 
ih saddle hide. 
g closure, adj 
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piece Susan Ba 
“rayon case 
ch double poi 
of 10-inch si 
, plus knit-aid: 


LASTS A 
LIFETIME 


Solid or Stranded 








LOOK AT THIS BIG PROMOTION PROGRAMO - 


NATIONALLY ADVERTISED TO OVER 30,500,000 READERS 
Your customers will see Nichols Never-Stain Aluminum Clothesline ads regularly 
in their favorite home magazines this year. This powerful national advertising 
campaign can help you become a big prizewinner! 







a 
pt 






WERIS LOCAL NEWSPAPER MATS AVAILABLE 
\()\ \\ Tie in with your plans to win by advertising in your own local newspapers. Ask 
\\ your jobber salesman, or write direct to Nichols, for newspaper ad mats that 






bis direct your customers right to you. 


COLORFUL WINDOW STREAMERS 
In every “Washday Wonder" carton, you'll find a big 12” x 48” window streamer. 
Invite customers inside by displaying this streamer on your front window. 


Onder To 
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You can easily 


IN THESE VALUABLE a 
PRIZES Seah sa ears rae ove, 


Man's cowhide brush kit. Durable poepets me ye, Seeanention 
clothes brush in zip-top case ' 
complete with comb, file, tooth- Barbara Bates manicure kit. Seven 
paste, toothbrush, shaving cream, gold-plated instruments in attractive 
razor and blades. blue rayon case. Ivory lined, with 
: polished bronze frame. 
Matile genuine Scotch 
d dufflebag, trimmed 
saddle hide. Draw- 
closure, adjustable 
der strap. Made in | 
land. 


ot a ite case, 
2 enae ° en, with metal hangers 
Bgl dwn Mee le’ , and button flaps to keep ties neat when 
h double point sock needles and six hy i traveling. Can be hung or carried. 
s of 10-inch single point knitting nee- 


. plus knit-aids. 
Genuine English Morocco pocket letter 


Imported English barometer | case, with address book, pocket for 
in highly polished chrome ' stamps, automatic pencil and pad, zip- 
stirrup holder, English saddle < 4 q per pocket for bills. 

ted traveling case, Red leather - bound imported 


hide leather frame. A beauty 
with chrome containers for = travel alarm clock. Luminous = nll 


to own. 
toiletries, lotions. Chrome dial, seven jewels, 30-hour Distinctive scissors and letter 
hairbrush. Tweezer, mirror, movement. Guaranteed. Space for photo opener in genuine leather kit. Gold- 
file, comb. on each side of clock. plated handles. Made in Germany. 


Man's cowhide fit- 


/ 
0 HELP YOU WIN: - IMPORTANT 


SALES-GETTING 5 


ds regularly | pigpLay (dcarusim jy «=: «LOOK FOR THIS NEW 
— ~ #@) ;: CARTON IDENTIFICATION! 


STAND 
ONLY CARTONS containing this 
"Washday Wonder" contest identifica- 
ait Ged For your counter, tion label will contain coupons, streamers 
this sturdy, space-saving and contest rules. Look for the "Wash- 
display stand enables you to put day Wonder" label on every carton. 


Never-Stain Aluminum Clothesline Contest begins March 1 
streamer. where your customers can easily see N 
indow. it. Ask your jobber salesman or write Ends May 31, 1953 ° 


Nichols direct. ee e 


apers. Ask 


' . 
‘ ' 
WIRE & ALUMINUM CO 
‘ 


Nef NICHOLS WIRE & ALUMINUM CO. 


-_ DAVENPORT, IOWA 
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pre-tested SIMONIZ 


BODYGARD PROMOTION 


goes national! 


Cash in on this 


BiG SALES BOOSTER! 


@ Here’s a red-hot Spring promotion 
that is guaranteed to boost your 
BODYGARD sales! We know it works 
— because we pre-tested it in test 
markets and sales actually doubled 
during the test period compared with 
non-test markets! Get your share of 
these big new BODYGARD sales. 
Stock, display, promote SIMONIZ 
BODYGARD. And remember — this 
Spring promotion also pushes the sale 
of Simoniz Liquid Kleener, a big plus 
profit maker! Get behind this big 50¢ 
Refund Offer. 






DARING 50° REFUND OFFER 


huge success in test markets! 








This ad will appear in LIFE May 11, S$. £. POST June 13. 


WE PAY YOU 50° 


on a big 98¢ can of BODYGARD... 
SIMONIZ new liquid car wax ! 


one | . ‘BODYGARD gives your | This Bargain Offer is Made 


(see offer below) 


















inutes—no rubbing! |to Introduce Amazing New 
2: Discovery of SIMONIZ 
Laboratories—BODYGARD! 


EASY TO USE— you spread it on—wipe 
it off —and a miracle takes place before 
your eyes. Your car glistens ...dances 
with highlights . . . has a brilliant endur- 
ing showroom shine. BODYGARD — the 
new miracle car wax developed by 
SIMONIZ — gives an amazingly high 
lustre—yet there’s no rubbing. Gives 
your car showroom shine in less than 
% hour. 


PROTECTS BETTER—Ilustre lasts for 
months! BoDYGARD is the only liquid 
car wax that contains the “Simoniz 
Secret.” It protects better. Grueling 
“road use tests” prove SIMONIZ BODY- 























GARD gives a brighter lustre, will out- 
last any liquid waxor polish you can buy. 
Find out yourself. Take advantage of 
this bargain offer today. See below. 








as \ 
















BODYGARD 


” 
®W Lieauio Car wax 


Uy 
Here’s how to get your 50¢ 
Buy stmoniz Boprcarp today. You get a big can for 
only 98¢. Try it on your car finish. See how your car 
glistens. No work. No hard rubbing. Amazingly eany 
je todo. 





NEW LOU 











After you've tried BoDYGARD on your car, send us the 
cap liner with a letter stating what you particularly 
like about it. We'll cheerfully send you 50¢ just 
for trying Bopycaxp. Send cap liner and letter to: 
@ Simoniz Company, Dept. B50, Chicago, Illinois. Offer 
expires July 31, 1953. Only 1 payment to a family. 
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A Message of Importance 


s! To Every Hardware Retailer Who 


| 


Wants to Increase His Business 


You, as a retailer of hardware and other products 
for home renovation, are in a perfect position to 


build up your volume and profits. 





sae Many new customers, many new prospects 7 Sound Reasons for Handling 
































g New are joining the ever-growing “Do-it-Your- . . 
a self” movement. You can sell these over-the- the Sloane Tile Line 
ARD! ° 
a counter customers by stocking the popular, ileal ci 
=. dae colorful, and highly saleable line of Sloane - 
illiant endur- j : 2. Minimum stock. 
eae Tile for Floors and Walls. : 
sialy ‘high aes F : 3. Leads to extra sales of related merchandise. 
than Sloane specializes ” quality products. The 4. Nearest Sloane distributor assures service. 
Sloane line offers the widest possible variety 5 — iia 
. 7 a aad . Sloane quality insures customer satisfaction. 
tr lasts for of colors, textures and materials in 9’’x9 
only liquid ari ; $ a sae 6. Sloane Tile is nationally advertised. 
. Oreaiing resilient tile. Included in the Sloane Tile line 
_ cies: Winilin Detlein wid Die tee 7. Powerful Sloane point-of-sale displays and 
‘ ° ea - ? - tna product literature mkke your selling easier. 
moieum lle, oroséa 11e upreme, 
Imperial, and Special (3 Vinyl Get the complete Sloane Story . . . learn how you 
Types), Cork, Rubber, and can increase your present over-the-counter busi- 
of ree. Sena agg N at A ness with Sloane Tile for Floors and Walls. A Sloane 
3 Tren-Flex (Asphalt) Tile. representative will be glad to call and tell you this 
3f *Koroseal is a registered trademark of The B. F. Goodrich Company story. Just fill in and mail the coupon today. 
q 
z0 
ie ae a wt 7 
| Sloane-Blabon Corporation, Dept. H 1 | 
| 295 Fifth Avenue, New York 16, New York | 
I Gentlemen: We'd like to know more about over-the-counter ! 
| sales of Sloane Tile. Please have your representative call. 
| Name | 
Fleets and Walla | | 
SLOANE-BLABON CORPORATION | Address | 
A DIVISION OF ALEXANDER SMITH, INC. | ! 
Y City Zone State | 
ce ee ee a ee we 4 


FINELINE « TEXFLOOR « TERANO + KOROSEALTILE + CORK TILE + RUBBER TILE + TREN-FLEX TILE + TRENWALL + TRENTONE 
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Wear-Ever 
1,2 and 3« 
bottoms, 





ciean corn 


» Set $2.95 














Pick the Winner 


for Turnover and Profits 


Results of an impartial national survey show... 


Wear-Ever 
double boiler 


that aluminum cooking utensils are used by To help speed your sales even more, ten lead- 
most women; ing magazines are carrying Wear-Ever’s 1953 
series of ads. And Alcoa’s great TV program, 

that in their homes Wear-Ever leads almost “Ses Et New,” festures, Wear-Ever utensils 
2 and foil. Display cards, posters, statement 


two to one; enclosures and newspaper mats are yours 


for the asking. 
99 
3 that twice as many women “plan to buy Over 300 jobbers carry close-at-hand ware- 


Wear-Ever as the next aluminum brand. house stocks to give you prompt service. 


This electrically lighted display fixture for your store is featured on 


| Wear-Ever 
television. Write for information on how to get yours. 


Dutch Ove 
heavy cov 
vent. 104" 
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ick the Winner 


THE ALUMINUM COOKING UTENSIL CO., INC.—NEW KENSINGTON, PA. 











ciean corners; cup marks. 


» Set $2.95* 





Pa > 
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marks. 2-qts., $1.95* (Also 
a 3-qt. size). dé sity research. 2 to 16-cup 


Wear-Ever Sauce Pan Sef. Wear-Ever French Fryer. Wear-Ever College- 
1, 2 and 3 qt. sizes. Smooth Patented swinging rest and Educated Perk. In- 
bottoms, rounded, easy- non-drip basket; capacity cludes deliciousness fea- 


tures based on Univer- 





sizes; 6-cups, $3.50* 





MOST POPULAR WEAR-EVER TOP-STOVE UTENSILS 


Wear-Ever College- 
Educated Drip Pot. 
Based on University re- 
search, for drip brew 
lovers. 2 to 12- 
cup sizes; 4-cups, 
$3.7 


o.oo 0.0 0 0. 0.4 0.9. 0 0 0% 00 0.0 0 +00 0 w 


& © & 
Wear-Ever 3-Way Cooker —a 
double boiler, a covered sauce pan, 
a baking dish. Cup marked. 2 and 
8-qt. sizes. 2-qts., $2.75* 


ial 
SS wrt 
~~ pear 
on “1. 
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| Wear-Ever Chicken Fryer and 
Dutch Oven. Extra thick, with 
heavy cover and excess steam 
vent. 1014" size is $5.25* 





aluminum strip shows this. 


& & & & & & © > @ 
Wear-Ever Sauce Pots come Wear-Ever de luxe Griddle. 
in 2, 3, 4, 6 and 8-qt. sizes. Bakes perfect cakes with no grease, 
Each has a dome cover and no smoke, no odor. For frying, 
capacity marks. 2-qts., $1.75* broiling, too. 1214", $3.10* 

ih Wear-Ever French Chef 
dé Fry Pan. Extra thick; 
rounded, to slide food to 
 MRMI ~ plate. 744", $1.95* (Also 

‘a gar available in 814"). 


Wear-Ever Egg Poacher. Wear-Ever Aluminum Foil protects food fresh- 
More deliciousness, easier. ness and flavor. Keeps broiler, oven clean. 
Also heats baby foods, Wrapped roasts are juicier, shrink less. Avail- 


melts butter, chocolate. 2- 
cup, $1.60 
(Also a 4-cup size). 


i 2 26 Se Oe ee ee oe oe Oe 
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able in both household and freezer weights. 
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Wear-Ever aluminum spreads heat 9 Gleaming, friendly-to-food aluminum as- 
amazingly fast. A simple test with an 


jaa ~~ 


sures utmost protection to food purity 
and wholesomeness. 





ily away from scorch areas, so 
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In a Wear-Ever utensil, heat spreads speed- tough aluminum to give best re- 


entire pan cooks the food, and more evenly. always be glad you have the best. 


WEAR: EVE 


at The Wear-Ever trade mark means 
‘5 Your fingers will tell you QUALITY and long years of DURA- 
heat races through aluminum. BILITY. Each pan is made 


of the right thickness of hard, 


that the sults. Over years to come you'll 





*Westerr. prices slightly higher 





hm ee Meret 


YOU'LL JUST LOVE the 
easy way Wear-Ever 
Cleanser Pads keep 
aluminum shining. 


See Wear-Ever on the 
ALCOA Television 
Program “See It Now” 
CBS-TV Network, every 
Sunday. 


Aluminum... Friendly to Food 


The Aluminum Cooking Utensil Co., Inc., Dept. 3202, New Kensington, Pa. 




































































~ ALUMINUM SCREENING 
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From Alcoa... First in Aluminum... 
came the discovery that made possi- 
ble this better, nonstaining, longer 
lasting screening. Now it is in 
greater demand than ever, because 
homeowners have seen how it ends 
screen troubles. Order now from 
your jobber. Aluminum Company of 
America, 824-B Alcoa Building, 
Pittsburgh 19, Pennsylvania. 


anothe! 7 
Better Building Product 


made from 


ALCOA ALUMINUM 


“SEE IT NOW” with Edward 

R. Murrow—CBS-TV every 

Sunday... brings the world 

to your armchair. Consult 

your newspaper for local time 
and channel, 






>ALCOA @ 


MADE BY THESE 








SCREENING MADE FROM “shine 


ALCOA 








LEADING SCREEN WEAVERS 


American Wire Fabrics Corp. 
Chase Brass & Copper Co. 
Clinton Wire Cloth Co. 
Cyclone Fence Division 
(American Steel & Wire Co.) 
Dixie Screen & Wire Products, 
Incorporated 

Gilbert & Bennett Mfg. Co. 
Hanover Wire Cloth Co. 
Heilig Bros. Co., Inc. 


Alicoa 


The C. O. Jelliff Mfg. Corp. 
Keystone Wire Cloth Co. 

New York Wire Cloth Co, 

Pacific Wire Products Co., Inc. 
Pennwoven, Inc. 

Spargo Wire Company, Inc. 
Standard Wire Cloth & Screen Co. 
Reynolds Wire Company 
Wickwire Brothers, Inc. 








Aluminum 


ALUMINUM COMPANY OF AMERICA 
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Make Your Cash Register Ring This Spring! 


—_— 














Many 
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Features 
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1700 W, St. Paul Ave. © 





@ Here are five of our best spring items—for 
the farm, for the home, for the motorist—for 
everybody. Order now—display on arrival—and 
watch your Spring sales zoom! 






CALF FEEDING PAIL—Heavy, sturdy, hot dip galvanized 
pail with sanitary, easy-to-clean plastic valve. Firmly supported 
rubber nipple. Graduated measurements show how much to 
feed calves—measures up to 16 pounds. 













TRI-WAY 
SPRINKLING CAN 


Can be used three ways: 
with small spray head for 
applying weed killer, etc.; 
with large spray head as 
regular sprinkling can; 
without either head for 
filling auto radiators, etc. 
6, 8, 10 and 12-qt. sizes. 


TINPLATE DAIRY WARE 


A fast moving line of dairy 
utensils that includes pails, 
Strainers and cream cans 
in all popular grades and 
sizes. Well constructed and 
easy to clean. Every item 
reflects Cream City quality. 























60 MILLION FAMILIES in (33 


will read BEN-HUR Ads like this.... 

















In these 
leading 
magazines: 






FEATURING 


Qa, tnesl FREEZERS 


THE NEW 1953 BEN-HUR LINE: 








Brand New BEN-HUR 
Upright 20" FOUR New BEN-HUR Chest-Type Models — in 9, 13.2, 16.8, 20 cubic foot 


88% OF ALL FREEZERS SOLD ARE IN THESE FIVE BEN-HUR SIZES! 








And Backed by Today’s Most Complete 
DEALER MERCHANDISING AID Program 





For Ben-Hur Dealers, this adds up to the greatest Freezer Sales 
Opportunity of the year... combining a great Five-Model Line of 
“America’s Finest” freezers — increased National Advertising — more 
effective local-level Merchandising — into a carefully planned program 
aimed at record sales in freezers. 


Check ALL the advantages of a Ben-Hur Dealer Franchise 
with your distributors, or write for details. 
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DEPT. HA, 634 E. KEEFE AVE 
BEN-HUR MFG. of + MILWAUKEE 12, WISCONSIN 























NEW BEN-HUR “20” 
Ui 7 4 


This new streamlined beauty with its gay Ben- 

Hur Blue color trim offers full 20 cubic foot 

capacity — in surprisingly little floor space! New 
features include: Open shelves for easy food 

storage and handling, clever ‘Juice Bank" shelves 

in the door for small packages, handy utility-shelf, 
built-in door lock, full hermetic sealing — and 
many others. It’s ‘‘America's Finest’’ Upright Freezer 

in design and performance. Ben-Hur Mfg. Co., 


Milwaukee 12, Wisconsin. 
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Four New BEN-HUR 


Chest-Type Freezers 


BEN-HUR FREEZERS 
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That's what you get with fast-selling 
Kaiser Aluminum Shade Screening! 


Tue highest mark-up of any screening 
product... top sales features...a 
great and growing demand! You get all 
these with Kaiser Aluminum Shade 
Screening! 
Profitable for you...Profitable 
for your Customers! 


With Kaiser Aluminum Shade Screen- 
ing dealers are averaging a mark-up of 


fe 


And your customers get the effect of 
venetian blinds, awnings, insect screen- 
ing—at less than the cost of awnings 
alone! 





Your Market is Big 
—and getting Bigger! 


Homes, offices, stores, factories all want 
the advantages of Kaiser Aluminum 
Shade Screening. That’s why last sea- 
son’s sales were more than double those 
of the previous season—with bigger 
sales to come! 





outsiders’ view is blocked. 





These Features Make Kaiser Aluminum 
Shade Screening Easy to Sell! 


Keeps room temperatures as much as 15° lower. 
Tiny louvers are set at an angle to block hot sun rays. 
Admits plenty of glareless light. Air circulates freely. 


Gives daytime privacy. You can see out easily —but 


Protects interiors. Keeps the sun from fading rugs, 
draperies, upholstery. Keeps insects out. 


Precision produced. Made from tough, high-grade 
aluminum. Won't rust. Never needs painting. Deflects 
rain, helps protect rooms from damage. 
































Selling aids that Sell! 


You get free advertising mats, photo 
kits, direct mail pieces, free AIA files, a 
generous cooperative advertising allow- 
ance, a dramatic, convincing demon- 
strator for your store, the help of the 
national sales force of Kaiser Alumi- 
num —all backed up by hard-selling, in- 
season national advertising! 


Write Today! 


Send for free AIA file and name of your 
nearest supplier. Kaiser Aluminum & 
Chemical Sales, Inc., 251 Kaiser Build- 
ing, Oakland 12, California. 


> Available in tension frames as well as stand- 
ard aluminum and wood frames from sash and 
screen manufacturers, and in 50-foot rolls from 
jobbers. 





SHADE SCREENING 
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Parkhound 21” el Model L— 
Rolloway 25” 16” and 18” 
—the dependable precision performance provided by Eclipse exclusive 
features . . . the assurance of available parts and expert service backed by a 
reliable reputation . . . the choice of models from the complete Eclipse line 













Speedway 
32” 


saa 


Rotary (Power or Hand 
Propelled Models 


Rocket 20” 










—from public acceptance based on performance—the advantages of 
competitive design and features—continuous national advertising 
—sound sales promotion . . . which have made the Eclipse fran- 
chise the most valuable in the business. Write for the full story 


“YY of Eclipse Lawn Mowers and the Eclipse Franchise. 


THE ECLIPSE LAWN MOWER CO. 


Division of Buffalo-Eclipse Corporation 
5402 Railroad Street, Prophetstown, Illinois 






Tornado 
800—36” 


Model names are registered trademarks 
of The Eclipse Lawn Mower Co. 








Vogue 
Zephyr 16” Arlington 16” 16” and 18” 
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The news is out... 


CARLON is in! 


News of a good thing spreads fast . 
that’s why home owners, farmers and 
others by the thousands are now clamor- 
ing for CARLON. This new plastic pipe 
is being widely acclaimed for its remark- 
able features — features never before 
available in a general-purpose pipe. 
CARLON plastic pipe is flexible and 
curves to follow uneven ditch lines . . . 
guaranteed forever against rot, rust and 
electrolytic corrosion . . . lightweight 
(only Yeth as heavy as steel). . . can be 
handled easily and installed fast . . . sup- 
plied in lengths up to 400 feet .. . re- 
quires fewer fittings . . . smooth walls 

. no interior build-up ever . . . handles 
a wide range of liquids, vapors and gases 

. costs less per installation than any 
other type of pipe! 


*The first real pipe that is plastic 


Write today for literature. > 


Every foot of CARLON pipe is factory- 
tested at greater-than-working pressures 
for longer than 8 hours. 


Buy the Pore with the Stipe! 


CARLON PRODUCTS 
CORPORATION 
Priancers in Plastic Pipe 


~~ Micro Plastics, Ltd., Acton, Ontario 
port: H. E. Botzow, New York City 
10300 MEECH AVENUE ° CLEVELAND 5, OHIO 


1000-CP 
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. . . say dealers all over the United States when 
they see the new carton coils of Columbian Pure 
Manila Rope. 


A survey among hardware dealers determined the new Colum- 
bian Rope package design. Marketing and merchandising were 
considered. Result: three Carton Coils, printed in striking colors 
—containing about 20 Ibs. of rope in these sizes: 4", %", 4” 
diameters. (Three cartons are packed in a shipping container.) 


Trial orders were then sent out without any promotion. Dealers 
bought, and followed up with enthusiastic repeat orders. And 
for good reason! Rope can be sold in any lengths from these 
cartons by pulling it out through hand hole in the top... 
easily displayed on counter or shelf . . . carton protects 
against dust and handling. This combination of features is 
sure to make you say, “The Columbian package is what I've 
been waiting for."’ Order from your jobber. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St. 
Auburn "The Cordage City,”’ New York 


Branches in 
New York Boston Chicago New Orleans 


Sold in three-coil shipping cartons as follows: 


1 carton coil — %” dia. — approx. 20 Ibs. — 1000 ft. 

1 carton coil — %” dia. — approx. 20 Ibs. — 490 ft. 

1 carton coil — %2” dia. — approx. 20 Ibs. — 265 ff, 
This assortment in 3 carton coil shipping con- 


tainer. Any combination of 3 sizes of rope in 
carton coils can be furnished in a shipping carton. 
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BOOST WINTER PROFIT - 
BY FEATURING DOWFLAKE® 


Ice removal means big demand, 


ready market for smart merchandisers! 


Old man winter is one of your best salesmen. He’s 
the guy who makes those slippery, icy days . . . and 
the guy who can make big business for you. 
Profit-wise merchandisers feature Dowflake (Dow 
calcium chloride 77-80%) the most popular product 
for ice removal. With hundreds of ice-conscious 
people in your area, a good display of Dowflake can 
boost winter profits with a minimum amount of 
sales time. 

Dowflake’s effectiveness and ease of application 
make it the ideal de-icing product for steps and side- 
walks, parking lots, gas stations, garages, public build- 
ings and many other places where ice is a problem. 


you can depend on DOW CHEMICALS 





Old man winter supplies hazardous ice. Take ad- 
vantage of this ready-made market and sell “‘Safety”’. 
Your Dowflake distributor can furnish you with an 
attractive counter or window display, a variety of 
informative literature and newspaper advertising 
mats. All of these pieces are designed to help you 
make the most of your Dowflake market. 


Remember, there’s a year around demand for Dow- 
flake, the ever-thirsty chemical. In the warm months 
it is used for dust and humidity control. Be sure to 
check with your Dowflake distributor today and 
stock up for the big winter business. THE DOW 
CHEMICAL COMPANY, Midland, Michigan. 
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IN Outdoor life heaneaieees 


Get ready for the big catch! These sturdy 
waders and parkas made of VINYLITE Brand 
Plastics are a sure lure to the sportsman. 
Featured in a newsy, sales-making way 

in a magazine aimed point blank at 

your sport trade, they’re bound to 

bring in business a-plenty. 

Thousands of interested Outdoor Life 
readers, reassured of quality by that 

“Made of VINYLITE Brand Plastics”’ 
signature, will be looking for 
these Fabrico creations. Years of 
top performance, advertising 
and promotion have made 
VINYLITE a name they know 
they can depend on. That’s 
why it’s a smart name to 
feature in your selling; to 
look for in your buying. 


YOU KNOW IT’S RIGHT 


IF IT’S... 

















BAKELITE COMPANY, 4 Division of Union Carbide and Carbon Corporation [Tag 30 East 42nd Street, New York 17, N. Y. 
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| SPRING SROMOTION! 
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Solex ¢ 
bars, sé 
- Store | 
y } heads, 
0 boost sales and feather your profit-nest! | i=: 
. 
tend ar 
Ther 
@ We’re giving away thousands of dollars to ( 
get your customers to try the new Simoniz Easy WIN UP TO $500.00! 
Method. Over 312 CASH AWARDS for the best si aaa 
: ‘ a é ‘ is You can win big money, too! Help your customers fill 
letters submitted in this big sales drive. Big out entry blanks. Explain how the new Simoniz Easy 
page ads on this offer will appear in Life, Look, Method takes the work out of SIMONIZING. Give them 
Saturday Evening Post, Collier’s and Better hints on how to get best results. Remember, if your cus- 
Homes and Gardens. Total circulation on this tomer wins— you can win up to $500.00! 
promotion is 19,084,090. Be sure you have $500.00 fo: Dealer who helps write the Best Letter 
enough SIMONIZ and SIMONIZ LIQUID 
KLEENER in stock to meet the big demand $125.00 each for Dealers who help write the 2 next Best Letters 
Use our FREE merchandising aids. Get your 50.00 each for Dealers who help write the 5 next Best Letters 
share of the big sales and profits in this sen- 10.00 each for Dealers who help write the 50 next Best Letters 
sational SIMONIZ promotion. 











| TODAY MORE THAN EVER...MOTORISTS WISE SIMONIZ 
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Hill Hardware & Implement Company, 


HIs is a good example of how Pittsburgh Products can 
‘eae a place of business a new sales personality. The 
hardware displays inside the building are presented clearly 
and persuasively through the green-tint, heat-absorbing 
Solex glass—“the best glass under the sun.” The division 
bars, sash and trim are of sturdy, lustrous Pittco De Luxe 
Store Front Metal. The eye-catching moulding on bulk- 
heads, columns and canopy facing is Pittco Premier Metal. 
Entranceways of Herculite Tempered Plate Glass Doors ex- 
tend an invitation to “come on in and shop.” 

There are many other eye-pleasing Pittsburgh Products 


> 





Store Fronts 
and Interiors 
hy Pittsburgh 


= 4 
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PAINTS - GLASS + CHEMICALS 


PITTSBURGH 
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..- but look at the difference 
a new Pittsburgh Store Front makes! 











os your 


Pittsburgh Plate Glass Company | 

Room 3142, 632 Duquesne Way, Pittsburgh 22, Pa. 

Without obligation on my part, please send me a FREE copy of | 
your modernization booklet, “‘How To Give Your Store The 

Look That Sells.” ! 

| 

NC ink anos auch aebeead sentebeader ths ] 

| 
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* BRUSHES - PLASTICS - FIBER GLASS 


= store 


sells 





an on 


wn, Texas. Architect: Everette E. Hamon, Corpus Christi, Texas. 


> . . > 
that can help turn a “maybe” attraction into a “sure-fire” 


attention-getter. Why not put these business-boosters to 
work for you? They'll help you extend your trading area, 
increase your volume, boost your profits. And, of course, 
Pittsburgh modernization increases the real estate value of 
your property, adds to the appearance of your entire 
neighborhood. 


For further information on Pittsburgh Products and ex- 
amples of actual Pittsburgh modernizations, just return the 
coupon below for our free booklet. 
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Boston, Chicago, Cleveland, Dayton, Detroit, Los Angeles, Milwaukee, New York, Philadelphia, Pittsburgh, Providence, Rochester 
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The Eisenhower Inaugural Medal 


is made of Lasting Bronze 


WE ARE PROUD to announce that one of our custom- 
ers is executing the official 1953 Presidential Inau- 
gural Medal. The striking of over 10,000 replicas 
by the Medallic Art Company of New York City 
marks the return of this commission to private en- 
terprise after many years of government manufacture. 
Walker Hancock, well-known American sculptor, 
prepared the original model from which the medal 


for General Eisenhower and the replicas were 
reproduced. 

This memorable medal may be obtained for $3.00 
from the Inaugural Committee, 1420 Pennsylvania 
Avenue N. W., Washington 25, D. C. 

A special alloy of bronze, carefully prepared to 
exacting specifications, is being supplied for this 
medal from our mill here in Bristol. 


The BRISTOL BRASS CORPORATION 


makers of Brass since 1850 in Bristol, Conn. 


Offices or warehouses in 
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Tempo and China Vogue... for 


every bathroom style and budget! 


HALL-MACK COMPANY 


UTILITY has a new and interesting meaning in 
EXTENDO- BAR... Hall-Mack’s latest creation 
for modern living. 


At first glance it’s an attractive, conventional- 
looking towel bar, but there’s more! Almost like 
magic...by pulling the knobs at each end... 
EXTENDO-BAR becomes nearly twice its orig- 
inal width, providing extra space for drying hose, 
lingerie, children’s clothing, guest towels and 
other things usually fast-dried in the bathroom. 


) EXTENDO-BAR is a new and 
exclusive Hall-Mack product that’s styled 
to bring ExTRA convenience and utility 
to modern bathrooms. Hall-Mack bathroom 
accessories are made in four popular 


lines ...Coronado, Crystalcrome, 


Sold by leading 
plumbing, tile 

and hardware 
dealers everywhere 


1344 West Washington Boulevard, 
Los Angeles 7, Calif. 


7455 Exchange Avenve, 
Chicago 49, Illinois 
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/ All-A-Round Fan 
has 4-Way Performance 


DAY AND NIGHT COOLING...one or two units in Yes,the ‘KM. All-A-Round 

casement or conventional windows provide a complete Fan will quickly solve 

all-around-the-house cooling system. (MULTIPLE cooling problems... from 
® SALES OPPORTUNITY FOR YOU!) cellar to attic! 


FLOOR CIRCULATOR ...a portable fan that can be set 
to any desired angle...ideal for home and office. A 
quiet, powerful summer cooler. 


BLOWER FAN ... on table, desk or shelf. Safety guarded 
..- handsomely designed to sell on sight! 


EXHAUST or INTAKE... quickly expels stale, warm air, 
smoke or kitchen odors . . . takes only seconds to reverse 4 
position and draw in cool, fresh air. ; 


JACK FROST FANS 


10” AND 12” OSCILLATING DESK FANS. LOW PRICED... 


PACKED WITH SALES APPEAL! 


with exclusively designed oscillating feature for variable degree oscillation 





£ 


) 
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6 the tan Businere 


DUO-AIRE THE FAN WITH 2 IN 1 SALES 
APPEAL! 


II-A-Round a ay ; ientific Ci 
ao, wa @ High Velocity Blower @ Scientific Circulator 
kly solve SS 


s...from The -KM- DUO-AIRE Fan has an exclusive reversing gear 


feature... that actually revolves the motor and blade unit 
within the housing (as illustrated below) ...so that the 
Duo-Aire Fan is actually a high velocity blower... and a 
scientific circulator. 

The “KEM. Duo-Aire Fan is portable... safe... silent... effi- 


cient... a fan your customers will buy! The -KM- Duo-Aire 


Fan means more fan profits...a real “walk out” item, 


/? 


TERS 


For Your Store Make Selling A ‘‘'Breeze’’! 


GIANT FULL COLOR | 


30x40 INCH ROBOT SELF=SELLER DISPLAYS | 
with every Duo-Aire and All-A-Round Fan purchase. | 
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ARDMORE, PA. 





L-0-F WINS AGAIN 


IN “BLINDFOLD TEST 


Chester Swartz of Lyons Hardware, Inc., found: 


“On Brand ‘D‘ the glass cutter went 
down easier and the glass broke clean 
and straight. That saves a lot of waste 
in cutting bigger lights of glass.” 





When Mr. Swartz ran cuts on four unidentified brands of 
single-strength window glass, he immediately named the 
brand marked ‘‘D” easiest to cut. 

*“D” was L:O-F. 

It’s easier to cut L‘O-F window glass into big pieces, 
little pieces; angled and curved pieces. You can even 
cut off thin strips close to the edge with a light stroke. 

L:O-F window glass cuts easier because it is annealed 
more slowly, more patiently. That makes it less brittle. 
So it’s a safer buy for your customers, too. 
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LIBBEY- OWENS: FORD the casy-to-cut WINDOW GLASS 8 


Try It Yourself 
And Start Saving Money! 


You'll see why you have fewer bad cuts, less waste 
and more profit, with L-O-F. 

Anybody in the store can cut it... nothing 
tricky about it. 

Call your nearest L-O-F Distributor. These local 
businessmen are listed under “‘Glass” in the yellow 
pages of phone books in principal cities throughout 
the country. And send for your copy of our free 
booklet —For Greater Profits on Window Glass. 

Write Libbey*Owens’Ford Glass Company, 
6723 Nicholas Building, Toledo 3, Ohio. 
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CORBIN is cookin’ up 


MORE PADLOCK BUSINESS 


for you in'53! 
vith HEAVY NATIONAL 


plus 
SALES 
BOOSTERS 
like 
this 









You'll sell more padlocks this 
year if you cash in on Corbin’s 
continuing advertising campaign 
in POPULAR SCIENCE, 
POPULAR MECHANICS, and 
MECHANIX ILLUSTRATED. 
Here’s how to do it. Display the 
Corbin Lock Shop up front. 

Put one on your counter... 
another in your windows. 

It’s’ designed expressly to help 
you get more business from 
Corbin’s national advertising. 
Call your Corbin jobber now, 






Ny, CHOOSE THE ONE 
YOU NEED / 






BE SURE OF 
FASTER TURNOVER 
WITH 


CORBIN CABINET LOCK 


prock sHor@|) =a 


New Britain, Connecticut, U.S.A. 
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PACKAGED ROPE 
BRINGS QUICK 
PROFITS 


Here is rope merchandising brought up-to-date. Handy Coils are 
packed the way rope should be packed for maximum sales volume 
and biggest profit. No longer need the popular sizes of rope be 
hidden away in the basement. Handy Coils put rope right out on 
the counter where it will be seen and remind customers that 
they need rope. 


Handy Coils will boost your sales of rope—will make cordage a 
much more important line to you. Order a carton of each size 
from your “AMERICAN BRAND” ROPE distributor now and find 
out how quickly this modern method of selling rope will step up 
your rope volume. Write to us for the name of nearest distributor. 


American Manufacturing Company, Brooklyn 22, N. Y. 
ROPE + TWINE +» OAKUM + PACKING + CARPET AND ELECTRICAL YARNS 
“HANDY COILS” MANILA & SISAL ROPES 


Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. HANDY TWINES, TOO 
Sales Offices: Boston + Chicago » Houston * New Orleans « Philadelphia « San Francisco 4 
IN 7 POPULAR TYPES 


No. 24 Polished Fine India 
No. 36 Polished Fine India 
No. 48 Polished Fine India 
No. 44 India 
No. 6 India 
3 ply EZ Wrapping 
3 ply Green Garden Jute 


_ “AMERICAN BRAND” ROPE AND TWINE 
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Related Line Displays | 








Boosts Sales 20 to 300% In 
Tools and Electrical Sundries 


Home-built open displays grouping electrical 
sundries and tools by types made impulse 
sales rise. Encourages more self-service 


ETTER display has brought greater sales and bigger profits 
for Reliable Hardware in Hollywood, Calif., in its tool and 
electrical sundries departments. 

Until the firm rearranged its display of tools and electrical 

sundries into a 64-ft. open display along one wall its manager, 

M. H. Lewitt, says the volume for these lines was far less than 

Part of the 36-ft sweep it should have been. “We did not know we could make such good 
of hand tool displays con- sales in these lines,” he declares. 

structed by the firm's staff. All merchandise in those two departmental displays has been 























faster moving than before the 
changes were made. Some items 
have shown a 20 pct increase in 
sales as a result of the installation 
of the long sweep of related dis- 
plays. 

In the electrical sundries section 
switch panel sales have been in- 
creased by more than 300 pct. Sales 
of hammers, saws, and screwdriv- 
ers have shown individual increases 
of from 50 to 100 pct. 

The new fixtures have permitted 
the store to increase its display 
space by about one-third for these 
lines. Now the electrical supply 
display is among the largest of its 
kind in the city. 

“There is no dead merchandise, 
and we have no room to spare,” Mr. 
Lewitt says. “One of the demands 
of the pick-up trade is for the right 
kind of assortments in every type 
of item. They will quickly stop 
shopping your store when they can- 
not immediately see or find what 
they are seeking. 

“To accommodate them we have 
gone in for complete stocks. For in- 
stance, it takes 25 glass bins to hold 
our different sizes of screwdrivers. 
We use 10 ft. of our panel space for 
displaying our variety of hammers, 


mallets and axes separately.” 

The Reliable Hardware staff did 
all of its own carpentry and light- 
ing for the new tool and electrical 
departments. Employees removed 
front tables, took out the center of 
the display room’s former, solid 
stock shelving, and inserted brown- 
stained, plywood paneling and a 
waist-high, selling counter in front. 
As shown in the illustrations, the 
top of the counter section is divided 
into glass slots or bins. The entire 
section is adjustable. 

Beginning at the rear, 28 ft. of 
the self-service section is arranged 
for electrical supply merchandise 
and 36 ft. is devoted to tools. 


Rearrangement Costs Low 


Costs for this rearrangement 
program were very low. In addition 
to the cost of the plywood, the firm 
purchased 20 pieces of frosted glass 
at a total expenditure of $8. Paper 
letters were made by the store staff 
and pasted on the glass to provide 
identification and call attention to 
a variety of goods. 

“In arranging both types of mer- 
chandise, we have figured out a way 
of joining our electrical merchan- 


dise with our tools for buying con- 
tinuity,” Mr. Lewitt says. “After 
our electrical bins for outlets, fuses, 
rough boxes, lamp parts, plugs, 
switches and other electrical goods, 
we run screws, screwdrivers, solder- 
ing irons, rules and pliers. 

“Some of these tool items are 
needed for the average electrical 
department customer who is going 
to do some of his own light repair 
jobs. Our idea is to break down his 
habit of skipping what he needs to 
do his job. If these things are 
where he can see them together, 
nine times out of 10, he will buy 
them rather than borrow them 
from his neighbors.” 

To help customers to find mer- 
chandise without looking too closely 
for it is the job of the lighted, panel 
listing half way up the wall dis- 
plays. Specific tools and electrical 
parts are named at or near the sec- 
tions in which they are located. 

Acceleration of sales in both tools 
and electrical sundries has neces- 
sitated a sizable increase in the in- 
ventory of these lines. That in- 
crease has been justified in the siz- 
able up-trend in sales. Impulse sales 
for both sections have also been 
greatly increased. 





Five shelves are given over to displays of switch plates, shown 
on a wall above binned displays of other electrical sundries. 
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bon tnienns owmanship builds profit-mak- Last spring the Highs — John joy sampling the foods cooked by 
in fies tm ing traffic for the John High Hard- and his son, Robert — held a cook- the demonstrator during the show. 
That in- ware store in Grundy Center, Iowa, ing school in the high school audi- The firm’s name was prominently 
ln the ale a town of 2,000 inhabitants. The torium. A large number of women posted on the stage se that no one 
pulse sales firm’s appliance sales have been and many men attended and numer- could forget who was sponsoring 
also been well promoted by three methods of ous sales were made at the school. the show. 

showmanship since modernization A good prospect list was built as a Major appliances and electric 





early in 1951. The numerous leads 
developed by these events were fol- 
lowed up by the store staff. 

A cooking show, a county fair ex- 
hibit and a Len Howe Peanut Day 
have all helped to make people talk 


result of the show. 

There were three ranges on the 
auditorium stage, each hooked up 
for demonstrations. In addition, 
washing machines, an ironer and a 
number of housewares items were 
exhibited on the broad stage. 


housewares were also given atten- 
tion in the firm’s exhibit at the 
county fair. Attendance was par- 
ticularly good at the fair thanks to 
the state’s first $1 billion corn crop 
and the high value of its hog pro- 
duction. 





A about and visit the store’s appli- 
ance displays and other depart- Although no awards or gifts were Says Mr. High of the fair, “At a 
ments. distributed, those attending did en- good county fair such as that staged 
Home laundry cage and other housewares were po on the 
platform in addition to three ranges used for the cooking show. 
19, 1953 | 
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Customers visiting on Len Howe Day enjoy peanuts and stand with 
John High and his son toward the rear of the store. 


in this area, a dealer can become 
newly acquainted with many farm- 
ers and renew friendships with 
many others. Farmers have the 


time and the inclination at such a 
fair to stand at your booth and 
visit. During these talks they will 
often tell of their appliance needs 


and sometimes suggest the names 
of friends who might be in the 
market for such equipment.” 

A Len Howe Peanut Day, as con- 
ducted with the aid of the Iowa Re- 
tail Hardware Association, attract- 
ed more than 2,000 visitors to the 
store in one day. Len Howe is a 
philosopher and humorist who en- 
tertains the crowds in hardware 
stores while they eat peanuts. 

Adults and youngsters helped 
themselves to peanuts, placed in 
pans throughout the store. Al- 
though the visiting peanut eaters 
covered the store floor with a 3-in. 
deep mat of peanut shells, the car- 
nival spirit put many people into a 
buying mood. Sales for the day 
were exceptionally high. 

Fixtures and floor plan for the 
remodeling project were provided 
by the Iowa Retail Hardware Asso- 
ciation. The building is 22x100 ft.. 
the show room extending 88 ft. 

When Grundy Center celebrated 
its Diamond Anniversary last June, 
the High firm used a full page ad 


(Continued on page 124) 


Glamourized Gift Section Attracts Buyers 


Visitors to the Van Nuys Hard- 
ware in Van Nuys, Calif., are im- 
mediately impressed by the assort- 
ment of china, glass and crystal 
wares and by the very attractive 
display room for them. Glamour- 
ous though the display equipment 
is, it tends to enhance the beauty 
of the attractively arranged tables 
and wall units. The specialty shop 
atmosphere helps turn browsers 
into buyers. 

Strongly suggesting very mod- 
ern dining room tables are the 
tables in the foreground. Arrange- 
ment of wall displays employing 
glass and wooden shelving at dif- 
ferent levels and in varied lengths 
and widths successfully catches the 
eyes of all shoppers and browsers. 

And there is color to attract the 
attention of all women visitors as 
well as many of the men shoppers. 
Blonde finished wood wall and 
table units are supplemented with 
several different shades of blue per- 
forated board wall panels. 

Dinnerware, milk glass, crystal 
and various types of glass table 
items are given wall display. Waist- 
high flat surfaces along the wall 
are topped with mirrors. 

The large glass settings and sepa- 
rate pieces are arranged on a fold- 
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ing overlay of tortoise silk with an 
imitation red poinsettia in the cen- 
ter. A raised glass shelf gives a 
waist-high level to the table. On 


this is presented high quality stem- 
ware, with a center flower vase 
showing live carnations and shaggy 
chrysanthemums. 





Section of the colorful gift section which employs color and displays 
at varied levels to catch the he ae of people seeking quality mer- 
chandise. 
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Making Related Sales 





Daily Profits in Wallpaper 


Arkansas dealer shows wallpaper in display windows 


at all times, highlighting new patterns. 
Related selling adds to volume 


Wallpaper is a real _traffic- 
builder and a profit-maker at 
Ligon Hardware Co. in Conway, 
Ark. And it is a line that sells 
every business day throughout 
the year. 

Fresh stocks, constant showing 
of some wallpaper in the store’s 
windows and willingness to send 
a salesman to a customer’s ‘home 
to give advice on decorating and 
painting problems all tie in to 
build profitable sales in wallpaper. 


Featured in Windows 


J. M. Ligon, owner of the store, 
considers wallpaper such a good 
promotional item that both of his 
display windows have some wall- 
paper patterns throughout the 
year. Wallpaper display panels 
are used as backgrounds in both 
windows, patterns being changed 
frequently. 

Panels are changed at least 
once a month to keep them fresh 
in appearance and to permit the 
parading of a variety of patterns. 
A few weeks ago there were 18 
panels, each with different pattern 
in one window and 10 in the other. 
As new patterns of wallpaper are 
received some are selected for 
showing in the windows. Many 
customers have learned that pat- 
terns shown in the window are 
among the newest in stock. 

Because Mr. Ligon has learned, 
in 51 years of handling wallpaper 
in his hardware store, that space 
is needed for displaying and sell- 
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Ten patterns of wallpaper form the background 
of this hand tool display. 


ing it, he has arranged a rear sec- 
tion of the store, in the form of 
a long alcove, as a special wall- 
paper department. Here 150 cur- 
rent patterns, grouped according 
to types of rooms, are stored in 
bins, each with its own display 


rack for showing the pattern in 
that bin. 

“I have found that people can 
make an easier selection from a 
roll of wallpaper than from a 
book,” Mr. Ligon says. “I have 

(Continued on page 128) 
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Six of its major 
lines are promi- 
nently noted on 
the outside of the 
visual front store. 





Island unit, top- 
ped with special 
shelf of fixtures, 
shows a wide va- 
riety of wiring 
needs. 
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Neighborhood Store 








Profits With Big Stock for 


Caters to home mechanic who needs information and 
materials to do varied jobs around the house. 
Provides some services without any charge for time 


Because most men can do many 
mechanical jobs around a house— 
with little or no previous experi- 
ence in such activities—M. H. 
Goodman encourages them to seek 
technical advice and special ser- 
vice. This leads to many sales. 
Sales are currently running about 
three times those made in the early 
days of this six-year-old store at 
8521 Roosevelt Way in Seattle, Wash. 

The store caters to a neighbor- 
hood trade and has as varied a 
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Varied Needs 


stock as possible in all depart- 
ments. Mr. Goodman maintains a 
larger than average inventory in 
relation to his gross sales, but be- 
lieves that it is necessary to meet 
the needs of his trade. 

Typical of the variety of mer- 
chandise offered is that to be 
found in the wall section of 
screws, nuts, and bolts. Goodman 
Hardware carries an exceptionally 
full assortment here, on the theory 
that these are demand items that 
will draw a good many customers 
into the store if they know they 
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Customers receive P 
does this customer 


lenty of personal advice and service, as 
ooking at one of several types of electric 








; 


boxes on a display panel in the rear of the show room. 


will be able to find the item there. 

Mr. Goodman was formerly mer- 
chandising manager for a mail 
order chain store, but is keenly 
aware of some limitations inherent 
in the chain store method of oper- 
ation. A chief limitation, he points 
out, is their inability to provide 
services which the independent 
merchant can offer, if he will. In 
his store, Mr. Goodman has at- 
tracted new customers and re- 
tained old trade by providing tech- 
nical advice and personal services. 

Electrical sundries, plumbing 


supplies, and builders’ hardware 
are three departments that benefit 
most from catering to local home 
owners. Many home owners are 
discovering how many jobs around 
the home they are entirely capable 
of doing for themselves—if they 
are given the necessary advice and 
services by their hardware dealer. 

Even in such a comparatively 
technical field as wiring, for ex- 
ample, Mr. Goodman finds it prof- 
itable to carry a full variety of 
both wiring supplies and lighting 
fixtures. Merchandise carried in- 


Housewares get 
up-front ye oa 
at the store, lines 
for men being in 
the rear where 
rental equipment 
and a wide va- 
riety of repair 
and maintenance 
goods are shown. 
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cludes sufficient wire, fittings, and 
fixtures for complete house wiring 
jobs, A full house wiring sale will 
often run $150 and higher. 

« Among other supplies that are 
carried are service boxes, samples 
of which are displayed on a verti- 
cal board near the back of the 
store. A service that do-it-yourself 
customers particularly appreciate 
here is the pre-wiring of these 
boxes by Mr. Goodman. He will do 
this for a customer who has or- 
dered a box, and often wires a few 
boxes before selling them. Suffi- 
cient wire for this is usually avail- 
able from odd lengths of wire that 
he would not be able to sell in any 
other form. Wiring a box takes 
from 10 to 15 minutes during a 
slack period of the day. He charges 
only for the materials. 

Providing this service some- 
times clinches a wiring sale, since 
wiring the service box appears to 
be more complicated than is actu- 
ally the case. A customer is not 
puzzled about the main wiring de- 
tails of the house, but may be con- 
fused by the problems of wiring 
the box. In all such wiring sales, 
Mr. Goodman advises the customer 
to check with the inspector before 
proceeding with the job. 

Plumbing is likewise done by a 
good many of his customers, for 
whom the store carries all neces- 
sary pipe, fittings, and fixtures. 
Advice here will extend to making 
up a rough sketch of the basic re- 
quirements of a proper plumbing 
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Hardware cloth is 
used for mounting 
items in window dis- 
plays. This technique 
permits window 
shoppers to better 
see merchandise 
and advertising ma- 
terial in the window 
as well as portions 
of interior displays. 


installation, leaving to the cus- 
tomer the taking of measurements 
and filling in of exact dimensions. 
The store will loan plumbing, cut- 
ting and threading tools without 
charge to customers who purchase 
all their supplies from the store, 
for a home plumbing job. 


The store’s unusually complete 
rental department ties in well with 
the merchandising of materials 
for the handy man. On many jobs, 
rental of a tool is preferable to 
buying one. By virtue of having 
the rental equipment available, 
the store will usually sell mate- 
rials totaling severa] times the 


income from the rentals. 


An unusual method of window 
display has been responsible for a 
substantial quantity of store sales, 
Mr. Goodman believes. He mounts 
a section of hardware cloth sev- 
eral feet behind his open back dis- 
play windows and suspends it by 
wires running to the floor and 
ceiling, about two feet off the floor. 
Merchandise or display materials 
are then attached to the wire 
mesh, permitting a display to be 
arranged without interfering with 
the view of the store’s interior. At 
night, spotlights are trained on 
the displays, which appear to be 


suspended without support. 


The business was established by 
two partners who are no longer 
associated with the firm, and O.N. 
Mayberry as an investing partner. 
More than a year ago the interest 
of the operating partners was ac- 
quired by Mr. Goodman, who now 
manages the store as a joint 
ownership venture with Mr. May- 


berry. 





Coast Hardware, Studio City, 


went all out in this colorful window 


to sell not only its paint, but its full line of painters’ accessories. 

Center background panel is green and white striped, while side panels, 

to which manufacturer posters have been affixed, are solid green 

corrugated display paper. Ladders are not only for sale but make 
useful display props. 
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Test your knowledge of 
income tax deductions 


TAX 1. Q.? 


Sharpen your pencil and test your knowledge 
of income taxes with this tax quiz. The questions 
in this quiz cover important deductions that every 
dealer should be familiar with. If you do not know 
the answers to these questions you may be penaliz- 
ing yourself. An expert will be able to answer all 
the questions correctly in three minutes. How ex- 
pert are you? Check the answer you think is cor- 
rect then compare your answers with the correct 
answers at the end of the quiz. 


1. Your son worked for you in 
the business last summer, and you 
paid him a total of $591. He also 
won $10 in an advertising slogan 
contest. You can: 

(a)—Take a full $600 depen- 

dency exemption for him. 

(b)—Take a half exemption. 

(c)—Take no exemption. 


2. While on vacation with your 
wife last summer, you entertained 
several men you do business with. 
Is this— 

(a)—Deductible as a_ business 

expense? 

(b)—Not deductible, since you 

were vacationing? 

(c)—Deductible only if you and 

your wife file a joint re- 
turn? 





Editor’s note: The questions and 
answers in this quiz are based on 
material supplied by the American 
Institute of Accountants. 


HARDWARE AGE, FEBRUARY 19, 1953 


3. You made a non-business loan 
of $2,000 to a friend last March, 
and he promptly disappeared, leav- 
ing absolutely no trace. You can 
probably— 


(a)—Deduct the full amount as 
a bad debt on your 1952 
return. 

(b)—Deduct only half of it. 

(c)—Take no deduction at all. 


4. You earned more than $3,600 
in your business. The social se- 
curity tax is— 

(a)—Not levied on your income. 

(b)—$81, paid with your income 

tax return. 

(c) —$54, paid to the Social Se- 

curity Board. 

(d) —$54, paid with your income 

tax return. 


5. Which of the following con- 
tributions is not deductible? 
(a)—Your local Community 
Chest. 


(b)—The American Legion. 
(c)—A political party. 
(d)—The YMCA. 


6. You failed to take all your al- 
lowable deductions on your 1950 
return. You can— 

(a)—No longer file a claim for a 

refund. 
(b)—File a refund claim as late 
as 1954. 

(c)—Stop worrying, since you 
will get a refund automati- 
cally. 


7. Your wife works for you in 
your business. She— 
(a)—Is required to pay social 


security. 
(b)—Is not subject to social se- 
, curity. 
(c)—Can choose whether she 


does or does not want social 
security coverage. 


8. In December, you spent $1,000 
for built-in bookshelves and wall- 
to-wall carpeting for your office, on 
which your lease has three years to 
run. You can— 

(a)—Deduct the $1,000 on your 

1952 return. 

(b)—Amortize the cost over the 

next three years. 

(c)—Depreciate it over the life 

of the furnishings. 


9. There are a few leaks in the 
shingle roof of your office building, 
so you construct a new tile roof. 
Taxwise, the cost is— 

(a)—Deductible as a repair. 

(b)—Deductible in the current 

year as an improvement. 

(c)—Depreciable—a portion de- 
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ductible each year of its 
useful life. 


10. In determining your taxable 
income, which of the following 
taxes you pay is not allowed as a 


* 


* 


deduction? 
(a)—Real estate tax. 
(b)—State income tax. 
(c)—State inheritance tax. 
(d)—Motor vehicle license fee. 


* 


Correct Answers to Tax Quiz 


1 (c)—Your son’s prize here 
would be considered taxable in- 
come. That raises his total income 
to $601, and he cannot qualify as a 
dependent if he has income of $600 
or more. 


2 (a)—The amounts spent should 
be deductible as business expenses, 
if you kept a careful record which 
lists them in detail, and shows 
clearly that the entertainment was 
with a predominating business mo- 
tive and not merely reciprocal, or 
incident to the vacation. 


3 (b)—A non-business bad debt 


is a capital loss. And you can take 
only $1,000 a year in capital losses 
—unless you can apply them 
against capital gains. You are al- 
lowed to carry over unused losses 
for five years; better get expert 
advice. 


4 (b)—Assuming your income is 
classified as self-employment in- 
come (see tax instructions) and is 
not from engaging in an exempt 
profession, a tax of 24% pct on the 
first 3,600 is due with your income 
tax return—so you owe $81. 


5 (c)—You cannot deduct con- 


tributions to an organization which 
spends a substantial part of its time 


on lobbying or political propa- 


ganda. 


6 (b)—In this case, you can file 
a claim for refund within three 
years from the date your return 
was due. 


7 (b)—If your wife works for 
you, you are not supposed to pay so- 
cial security taxes on her salary, 
nor is she supposed to make her 
contributions. 


8 (b)—On leased property, you 
normally spread the cost of im- 
provements over the life of the 
lease. 


9 (c)—The roof is an improve- 
ment, not deductible currently like 
ordinary repairs. Its cost is de- 
ductible as depreciation spread 
over its estimated useful life. 





10 (c)—Inheritance taxes are 
not deductible. The others listed 
are deductible. 


Large Brush Display Increases Sales 


Every effort is made to make 
paint brush and other related goods 
sales to paint department custom- 
ers at the O’Dea Hardware & Paint 
Co. at 607 E. Locust St. in Des 
Moines, Iowa. To try to further 
sell the idea, brushes, paint rollers 
and window squeegees get promi- 
nent display in the department on 
large panels. 

“Even if the paint customer 
thinks he has a brush which is 
suitable for the paint job, he is 
usually interested in looking at 
that display,” says Carter Strand, 
manager of the paint department, 
“because he often sees a brush he 
can use in addition to the one he 
has. In fact many customers look 
at the display and suddenly realize 
that the old brush at home is not 
in very good condition.” 

Each brush on the panels has a 
tag indicating its price and stock 
numbers. In addition to the two 
panels of brushes there is one 
given over to paint rollers and win- 
dow squeegees. 

“We try to see that every cus- 
tomer gets all the help he needs in 
buying paint and_ accessories,” 
states Mr. Strand. “We want him 
to come back here when he is 
ready to do another paint job. 
He’ll do that if we help him in 
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choice of paints and supplies. In 
fact, we find that the more we talk 
painting problems over with cus- 
tomers, the more they rely on our 
suggestions from time to time.” 
The store has two paint agita- 
tors which are very helpful in giv- 


FETE Er. 
‘gaaaa’ 


PEER EES 


ing good service to customers, thus 
having paint ready to apply when 
the can is opened. A usually large 
number of gallon cans of paint are 
shown on the shelves, especially 
house paint, giving customers a 
wide selection of colors. 


a 





Many types and sizes of brushes are displayed on two large panels. 
A like display at a right angle features paint rollers and window 
squeegees. 
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Promotion and Service 
Ring Cash Register 


Use Wholesaler’s Broadsides 





Two-year-old firm builds business with frequent distribution 


Service is the key to the suc- 
cessful hardware business op- 


erated by Ed. Thorne and Fred 
Leatherby at 7928 N. 2nd St. in 
northeast Rockford, Il]. The very 
name of their firm highlights the 
service angle — Home Service 
Hardware. Plumbing and appli- 
ance repairs and service are pro- 


Here is the store, with por- 
tion of the parking lot visible 
to the left. 


Section of kitchen appliance 

display in front of which is 

the color panel used in sell- 

ing paints. Sample wall tile 

display unit is in foreground 
on a bath tub. 
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of wholesalers’ broadsides and constant emphasis on 


varied types of household repair services 


vided by a full time crew of four 
men. 

Located on a heavily traveled 
highway, their 60-ft front store is 
of the visual front type and by 
its very size suggests that it is a 
place with big stocks. 

So successful has this business 
become that the two partners now 
















have two plumbing trucks. Their 
crews bring the firm into constant 
contact with hundreds of home 
owners, With the four men selling 
many heating units, water heat- 
ers, ranges and other appliances 
as a result of their service calls. 
The service men have been instru- 
mental in getting many people to 
visit the store to inspect model 
kitchen and bathroom units. 

Fred Leatherby is in charge of 
the plumbing and service opera- 
tions of the firm, Ed. Thorne 
managing the store. 

“We consider advertising one of 
the chief business-building tools 
in our business,” explains Mr. 
Thorne. “Our advertising expendi- 
tures approximate a sum eyual to 

¢Continued on page 164) 
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Side street electric sign 
attracts eyes of all 
passers-by. 


Stanley Wolf is one of many 
hardware dealers offering a variety 
of hand and power toois as rental 
units. He also rents beds for adults 
and small fry to the customer with 
limited facilities for entertaining 
over-night guests. 

His rental division is operated in 
the back room of his Stanley Hard- 
ware at 4715 University Ave. in 
Des Moines, Iowa, and is known by 
the easy-to-remember name Stan- 
ley Rents. 

All rental units are available to 
customers on an hourly, daily, 
weekly or monthly basis. Most 
rental goods appeal to the home 
mechanic, amateur gardener, do-it- 
yourself plumber, home painter or 
week-end carpenter. 

For accommodation of  over- 
night, week-end or longer staying 
guests rental lines include: single 
and double rollaway beds, baby 
beds, play pens, high chairs, baby 
strollers, baby carriages, porch 
gates and even baby scales. All 
equipment for babies and older 
children is sanitized. 


Good Profit in Rentals 


Stanley Wolf reports that he is 
making a fairly good profit in his 
Stanley Rents division. He says 
that, “The rental division of our 
business is our best advertising. It 
brings more neighborhood resi- 
dents into the store. After they 
become acquainted with us, 
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through equipment rental, they of- 
ten become steady customers and 
will buy merchandise of all types. 
This, ofcourse, was our chief aim 
in starting the rental section.” 

Hardware store visitors have 
their attention called to the Stan- 
ley Rents division by a large 
raised script type letter’ sign, 
“Rental Dept.,” over the entrance to 
the back-room office of that unit. 
Pedestrian and motorist passersby 
see a large electric sign advertis- 
ing Stanley Rents, the sign being 
located above the side street en- 
trance to the rental section. 


The Contract Form 


The face of the contract form 
(Fig. 1) signed by Stanley Rents 
and its customers has space for in- 
dicating rental period and rates, 
name and address of lessee and his 
identification. The lessee also signs 
a statement: “Lessee hereby exon- 
erates, indemnifies and will save 
harmless the lessor from all claims 
or liabilities to any persons for 
damage or loss of any kind in any 
way arising from or during the 
use of said equipment.” 

More detailed obligations of both 
lessee and lessor are stated on the 
reverse side. 

For each rental unit a separate 
card is maintained to record who 
rented it, when it was_ rented, 
rental fees collected, its age and 


Profits From 


If you adapt the methods outlined in this article 
to your store you can build more profit-making 


store traffic. Here is how rentals work 


also its condition after each use. 

This record gives a complete his- 
tory on each unit, and helps to de- 
termine whether it is a profit puller 
or just a space taker. 

A few of the rental charges are: 
baby bed, $3 for the first week, 
$1.50 for each additional week; 
6-in. power saw, $2 minimum for 
four hours, or $3 for a full day; 
8-in. power saw, $2 minimum for 
four hours, or $3.50 per day; paint 
sprayer, $4 minimum for four 
hours, $7 per day, and wheelbar- 
row, 60¢ minimum for four hours 
or 90¢ per day. 

A 7x3%-in. printed card (Fig. 
2) with hole at top is given to each 
rental customer. One side gives 
the reason for conducting the Stan- 
ley Rents unit of Stanley Hard- 
ware and has space to write in the 
minimum, hourly, daily, weekly and 
monthly rate for the specific rental 
item. The reverse side lists the 
dozens of items offered by Stanley 
Rents and points out that all equip- 
ment for use of adult or infant 
guests is sanitized. 


Eleven Classifications 


Eleven classifications of rental! 
goods are listed on the opposite 
side of the card. The section con- 
cerning beds, play pens and other 
equipment for human comfort, is 
headed, Guests Coming? Items of 
fered are as follows: 

WALLPAPERING EQUIP- 
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Stanley Wolf at his rental desk enters the details 
of a transaction in his books. Card indexes list cus- 
tomers and their rentals and keep track of each 
rental unit's condition and location. 


Center right— Lawn seed 
section is a source of many 
warm weather and fall sea- 
son sales to rental customers. 


Recently remodeled tool 
department a magnet for 
rental customers. 
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Visitors to the main display room 


are reminded of agg Rents by 
this large sign over its 
entrance. 
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STANLEY RENTS 


Telephone 5-2120 





























































































































Unit of Name 
Contract No. aie 
ee ae 
= meen «Seer 
°-— 
sere cerca penne = eee 
Quantity and Description of Equipment Rented II RENTAL RATES HOUR AND DATE 
No. Description | MIN. | HOUR | DAY | WEEK | MO. ae 
| | | | 
| | | | In 
|| | | To Be 
i | | | Returned by 
| | | | | Rental | 
| | | | Mdse. | 
| | | | Total | 
SANDPAPER: Issued Used @ Amount || A Cleaning Pd “a | | 
Fine I< ae a = —— 
Medium 8 SRK ) Add. Rec. | 
Coarse Refunded 
oe ee ES ameies | 
paper Use 
maa Medium $ cae | 
{ coarse —— i Sales Tax 
Total Mdse. and Tax 











Lessee hereby exonerates, indemnifies and will save 
harmless the Lessor from ail claims or liabilities to any 
persons for damage or loss of any kind in any way arising xX 
from or during the use of said equipment. 


Received the above listed supplies and equipment in good 
condition, subject to all conditions on both sides hereof: 








Lessee 





Fig. |—Contract form issued for each rental transaction. Reverse side details 
obligations of Stanley Rents and its customers. 


MENT — Wallpaper steamers, 
paste table, paper edger and cut- 
ter, complete brush kit. 

PLUMBERS’ TOOLS — Pipe 
dies, pipe cutters, pipe vise, tripod, 
conduit benders, pipe wrenches, 
flaring, tool and cutter, sewer aug- 
ers (all types), blow torches. 

POWER AND HAND TOOLS— 
Electric 4-in. and %-in. drills, 
electric skilsaws, 6-in. and 8-in. 
table saw, mitre box, brace and 
bits, 10-pt. saw, keyhole saw, 
plane, drop cords, 100-ft. steel 
tapes, 50-ft. steel tapes. 

PAINTERS’ EQUIPMENT — 
Paint sprayers, extension ladders 
and planks, step ladders, ladder 
jacks, drop cloths. 

SANDING MACHINES — Floor 
sanders, floor edgers, belt sanders, 
vibrating sanders, disc sanders— 
removes paint, car sanders and 
buffers, oscillating sanders. 

TREE EQUIPMENT—Cross cut 
saws, buck saws, rope, axes. 

HEATERS. 

YARD TOOLS—Wheelbarrows, 
lawn rollers, seed and fertilizer 
spreaders, tree sprayer, scythe, 
axes, spades, shovels, mattocks 
and sledges, posthole augers, fence 
stretchers, electric hedge clippers, 
power grass and weed cutters, leaf 
sweepers, weed sprayers, garden 
hose, lawn edgers. 
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HOUSEHOLD EQUIPMENT— 
Floor polishers, 12 in., and scrub- 
ers, linoleum rollers and knives. 

GUESTS COMING ?—Single and 


double rollaway beds, baby beds, 
baby strollers, play pens, baby 
buggy, high chairs, baby gates, 


baby scales (all sanitized). 

MISCELLANEOUS ITEMS— 
Refrigerator trucks, socket sets, 
ring compressor, wheel puller, 
ridge reamer, house jacks, trailers 
with hitch, stapler, furniture 
clamps, caulking guns, picnic cool- 
ers, luggage carrier, fans. 

Because the firm rents many 
garden tools, its lawn seed and fer- 
tilizer business have grown within 
the past year. Mr. Wolf has given 
extra wall display space to lawn 
supplies in the spring and fall and 
has enjoyed a substantial increase 
in volume and profit as a result. 

Rental customers are good hand 
and power tool prospects. To at- 
tract more attention to that section 
Mr. Wolf recently remodeled it, 
using knotty pine for background 
and trim. 

Well pleased with the results of 
operating Stanley Rents he says, 
“Our rental service keeps the tele- 
phone ringing all through the year. 
Many of these phone inquiries lead 
to visits to our store and more 
sales.” 








Unit of 
Te iandabane 
Phone 
5-2120 


For your convenience we now have 
for Rental many items which you 
occasionally needed but did not 
wish to purchase. It is our de- 
Sire to make this service as 
economical and complete as pos- 
sible. Listed on the reverse 
side are many of the items we 
rent. Please feel free to call 
on anything you need, for infor- 
mation or prices. We will be 
happy to help you locate any- 
thing we do not have. Keep this 
card and hang-up for reference. 


RENTAL ON THIS UNIT 
Day Week Month 


Min. Hour 








Fig. 2—Face of tag issued 

with each rental item. Cus- 

tomers are urged to keep it 
for reference. 
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There's Profit In 
Power Tool Trade-ins 


“Trade-in your used power tools 
for new” is an effective merchan- 
dising slogan for a power tool de- 
partment. 

It enables a store to sell up by 
encouraging owners of power tools 
to trade-in their old equipment for 
new and more modern tools. The 
sale of the used tools enables those 
who hesitated, because of financial 
circumstances to make a start, to 
begin buying the less expensive 
trade-in power units. 

That has been the experience of 
the Palace Hardware Co. at 569 
Market St. in San Francisco, Cal., 
which has used trade-ins as a traf- 
fic builder for its power tool de- 
partment. 


Sales Method Works Well 


The firm’s method of building 
power tool sales works well because 
many men bought any power tools 
they could find in the years of war 
shortages. These customers im- 
proved their skill and were thus 
ready for better, or for more intri- 
cate equipment. 

Trade-ins were made to order 
for that group. They provided just 
the encouragement needed to en- 
able them to upgrade their power 
tool equipment. 

The store has found that cus- 
tomers who have several pieces of 
equipment in their homeworkshops 
will, once they trade-in one item, 
generally end up trading in all 
power tools they own for a com- 
pletely new set up. One new tool 
seems to make the others appear 
out-of-date. 

The second group of customers 
to whom the trade-in idea appealed 
were those who were interested in 
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New Market Opened 





F. R. Atkisson, manager of the power tool department, points to an 
effective way of merchandising this type of equipment. It has helped 
Palace Hardware to develop a new market for power equipment. 


developing a new hobby, but were 
prevented from starting off in 
woodworking because of a possible 
initial investment of $150 or more. 
They could now start off with a 
good power tool in the $20 to $50 
price range. 

Also, trade-ins allow the store to 
capitalize on the market comprised 
of new householders, who had to 
do work around their homes, but 
could not afford to hire profes- 
sional carpenters. 

“Tt’s not unusual,” .reports F. R. 
Atkisson, manager of the power 
tool department, “for a man to 


start with a $20 or $30 item, and 
then in a few months to swap his 
old power tool for a $350 piece of 
equipment.” 

Raymond J. Poland, general 
manager, observes, “Our idea is to 
give the customer a fair, honest 
deal, and to see that the store 
makes a normal markup on a 
trade-in.” 

Mr. Atkisson, who appraises the 
used power tool, generally ascer- 
tains the make and the age of the 
tool, and inspects it to check its 
condition. He also asks the cus- 

(Continued on page 136) 
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Easy Shopping 


Builds Suburban Store Traffic 


Ease of shopping, continuous promotions, plus diplomacy 
in handling problems of credit prove beneficial 
to this neighborhood store 


When Stuart Black & Co. took 
over a former chain grocery store 
location at 1436 N. Main St. in the 
suburbs of Rockford, IIl., the idea 
was to create a large, friendly 
neighborhood hardware store. The 
firm succeeded in its aims by giv- 
ing the public a comfortable place 
in which to shop with the added 








advantage of ample parking fa- 
cilities. 

Browsing leads to many impulse 
sales and the store has five aisles 
from the front to the back of the 
store plus six cross aisles in its 
40x95-ft showroom, which encour- 
age free circulation of store traffic. 
Located in a 48x108-ft building, 




















the store has an 8-ft storage space 
along the entire length of one side 
wall. 

The street on which the visual 
front store is located has parking 
meters, but there are none on the 
side streets, with parking seldom 
a problem excepting on very busy 
days. During such periods the 











Former grocery store building with its wide sweep of windows invites - 


passers-by to come in, look around and buy. 
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firm’s parking space in back of its 
building is used to accommodate 
eight cars. 

On busy days when a customer 
remarks that it is necessary to 
leave to put another nickel in the 
parking meter or move the car, the 
sales clerk will suggest use of the 
private space behind the store. 
Immediate check is made by the 
salesperson to see if there is avail- 
able space. 

Black and white lettering on the 
store wall advises alley traffic that 
Black’s customers may use a 
marked off parking space. The 
sign stands out clearly above all 
others in the area. 








Checking Credit 


In a neighborhood store like 


age space 
f one side this, patrons ask for credit now 
and then. John A. Durley, store 
he visual manager, has developed a very 
s parking diplomatic way to handle credit 
ne on the applications. If a customer looks 
g seldom at a desired item and then says he 
ery busy wants it on credit, the clerk steps 


iods the to the office with the applicant, 
who is asked details of where he 
works, resides, and what refer- 
ences he has. ; 

The customer is then told that 
he and the salesmen should com- paws _ ate 
plete the details of the purchase, ae: — on siete -" naan 
and the store will meanwhile check i il 2, : eo ee #. a 
on the credit rating. By the time aw fo nied om 
the purchase order is filled out— 
and the credit applicant may have 
increased it beyond the original 
amount—the store has the informa- 
tion it wants from the credit bu- 
reau and other sources. The credit 
transaction can then be completed 





Top—Neatly arranged displays in- 
vite browsing for which there is 
plenty of aisle space. 


Center—One of the magnets for 

feminine trade is this front-of-the- 

store display of housewares next 
to store's main window. 


Right—A strong bid for related 
sales is the wallpaper section be- 
tween paints and household clean- 
ing materials. Twenty fast selling 
patterns are shown on the wall, 
others being in books on tables 
in front of the department. 














Power tools and accessories island is close to wall display of hand 
tools, each section helping build sales for items in the other. 


John A. Durley, 
manager of the 
store, and Mrs. 
Roseann Kisting, 
office assistant, 
check residence 
location of credit 
applicant on 
Rockford area 
map. 





Bathroom equipment display shows medicine cabinets and toilet 


seats. Cabinets are on lengths of 
units for inspection from all sides. 
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ipe permitting easy turning of 
ats are mounted at an angle. 


smoothly and easily, without mak- 
ing the customer wait. 

If, however, the credit report is 
adverse, then the office manager 
politely informs the applicant that 
he is sorry, but the credit report 
will not allow the granting of 
credit at the store. However, the 
manager states, if the customer 
wishes to make his present pur- 
chase in cash, and then apply for 
a credit rating at a later date, the 
store will be glad to co-operate. 


Handling the credit application 
on this basis, the customer is as- 
sured of the good will and co- 
operation of the store whether his 
credit is good or poor. 


With its ample width—40 ft— 
this hardware store has many ex- 
cellent up-front displays, which 
can be seen by street traffic. Flu- 
orescent ceiling lighting, plus 
many window spotlights, make it 
practically a daylight store, an 
attraction to many customers. 


Departments Attract Women 


A large up-front gift depart- 
ment, as well as an island devoted 
to aluminum goods, attracts the at- 
tention of many women. Another 
island has an excellent showing of 
pottery and glassware. A _ wall- 
paper and paint section shows 
paint stock from the floor level up 
to ledge top. Near it is a fluores- 
cent lighted wallpaper display 
board. In the foreground are easy 
chairs for customers, plus tables 
with extra wallpaper pattern 
books. 

The men’s side of the store fea- 
tures an excellent power tool is- 
land, a large display of tools on 
the wall areas, and plumbing and 
electrical supplies. A special rear- 
of-the-store area has a bathroom 
display with a display of toilet 
seats and medicine cabinets. Medi- 
cine cabinets are mounted on pipe 
and rotate easily at the touch of 
the hand. This display helps to 
sell many such items, states Mr. 
Durley. 

The firm uses considerable space 
in a local weekly newspaper for 
the north side of Rockford, and 
also does radio advertising. At 
least one radio commercial is used 
each day. 

“Our customers tell us that they 
like the convenience of a neigh- 
borhood store, because they don’t 
have to worry about parking in the 
crowded downtown area,” says Mr. 
Durley. “Our stock is complete 

(Continued on page 149) 
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The R. & O. Hard- 


ware has built vol- 


ume with advertis- 


ing and speedy ser- 
vice in a congested, 
down-town area. 





How Advertising Pays Off 


Newspapers, three radio stations and direct mail, at cost 
equal to 4. pct of sales, keep this store in top selling form, 
even when it comes to selling lawn mowers in the winter 


In 1951 the R. & O. Hardware, at 
120 First St., SE, in Cedar Rapids, 
Iowa, spent a sum equal to 3.74 pct 
of its gross sales for advertising. 

This money went for a consistent 
program of newspaper space, spot 
radio announcements over three 
radio stations, and for direct mail, 
thus blanketing the store’s entire 
trading area. 

Response to the program in- 
creased volume to such an extent 
that in 1952 the advertising bud- 
get was raised to 4 pct. Another 
upswing was made in the store’s 
volume. This year the store is con- 
templating a further increase for 
advertising expenditures. 

An example of how effectively 
a co-ordinated program works for 
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the R. & O. Hardware is illustrated 
by the results attained from a com- 
bination radio and newspaper pro- 
motion on a lawn mower special. 

Last January Mr. Nichols adver- 
tised an offer to take in old hand 
mowers at $2.00 each on a trade-in 
for a new hand mower. Result, 30 
new mowers were moved within a 
few days and at a time when snow 
covered the ground, and the tem- 
perature was down to 15 deg. above 
zero. 

Had no advertising been done 
then, Mr. Nichols points out, all of 
that business would have been lost. 
Other items which the store is able 
to move in quantity because of its 
advertising program are plumbing 

(Continued on page 162) 








Don't Break Your Back 
Pipe Oil To That Stove With 
COPPER TUBING 

3/8" O.D. and 1/2” O.D. in Stock 


Give us the measurements, we do the rest, cutting and 
flanging at ne charge. See us Now. 


Check These Fall Needs 


Stovepipe Asbestos Paper 
Elbows Asbestos Paste 

Draft Contrels Stovepipe Collars 
Stove Boards Flue Stops 

Filters Ol Tank Fittings 
Stove Polish Ol Tank Valves 

Coal Shovels F..rosene Heaters 
Coal Hods 5-Gal. Kerosene Cans 
Trash Burners 2-Gal Kerosene Cans 
Garbage Cans Weather Seal 

Leaf Rakes Garden Rakes 


R & O HARDWARE 


Former E. K. Larimer Location 
120 First St. SE DIAL 38-0922 Across from fost Office 








Typical of the store's adver- 
tising is this ad which accom- 
plishes related selling. 
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Section of Seattle branch looking toward paint section with its color panels and other sales stim- 
ulants. To the left is a cylindrical display of wrenches, screw drivers and other hand tools. 


Modernization and Stock Control Bring 
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Front-of-store tool display at Shelton branch is just inside visual front windew. 


HARDWARE AGE, FEBRUARY 19, 1953 








Greate 
operatin 
since Lu 
in Shelt 
hardwar 
store in 
stock co! 
The sam 
stalled i 
ern shov 
Seattle. 

The st 
adapted 
two othe 
—McCle 

Chang 
have pe! 
in the h 
sonnel. ] 
is a mo 
merchan 
sion CO! 
The har 
about hs 
the exce 
sporting 
dise is 0 


High 





19, 1953 





Greater sales volume and lower 
operating costs have been achieved 
since Lumbermen’s Mercantile Co., 
in Shelton, Wash., modernized the 
hardware department in its main 
store in 1951 and set up a visual 
stock control system in that branch. 
The same stock control plan was in- 
stalled in the firm’s new and mod- 
ern show room opened last April in 
Seattle. 

The stock control system is being 
adapted in the firm’s branches in 
two other Washington communities 
—McCleary and Olympia. 

Changes at the Shelton store 
have permitted a 40 pct reduction 
in the hardware department’s per- 
sonnel. In effect, the Shelton branch 
is a modernized expanded general 
merchandise store with each divi- 
sion completely departmentalized. 
The hardware department occupies 
about half of the lower floor. With 
the exception of a portion of the 
sporting goods section all merchan- 
dise is on open display units. Every 


Higher Sales, Lower Costs 
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effort is made to encourage self- 
service. 

The key to the visual stock con- 
trol system is the control card used 
for each item. These 1x3-in. cards 
are attached to the compartment, 
bin or shelf in which merchandise 
is displayed. Nomenclature of the 
item is printed in the center of the 
card, as shown on page 118. In the 
upper left hand corner is written 
the maximum quantity of that item 
which is to be carried in stock. 
Along the lower edge are written 
the catalog number, wholesale cost 
in code and retail selling price. 


Keep Track of Stock 


Most important figure on the card 
is the maximum quantity figure, 
carefully determined by the man- 
agement. Salesmen are instructed 
to keep track of stock on the shelves, 
and to reorder when an item has 
been sold to 25 pct of its maximum 
quantity. Thus, if a certain type 


of chisel has a maximum quantity 
set at eight units, six more chisels 
are ordered when the stock has 
diminished to two units. 

This system does not make al- 
lowance for warehousing, nor is it 
intended to do so. Most of the 
store’s stock is kept right on the 
display floor. As a result less capi- 
tal is tied up in merchandise, turn- 
over is faster and slow-moving 
items are kept at a minimum or 
discontinued entirely. Especially 
important is that with this visual 
stock control system the store sel- 
dom runs out of any of its regu- 
larly stocked items. 

An unusual fixture was designed 
for the Seattle store for dispensing 
wood screws. The screws are dis- 
played on the top of a small island 
which is divided into small com- 
partments by glass_ partitions. 
Screws are emptied from their 
boxes into the appropriate compart- 
ments. Each compartment’s stock 
control card lists the size and type 


Better display increases impulse 
sales. 
shelf warmers and slow movers 


Stock control eliminates 


and helps increase turnover 


34 3: 
rete 


ging 
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Open display encourages 
self-service in the paint sec- 
tion at Shelton. Note wall- 
paper book and comfortable 
seats for shoppers. 
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of items as well as the price per 
dozen. 

The fixture enables customers to 
serve themselves. The time saved 
in waiting on customers for small 
purchases is very substantial, and 
customers have been careful not to 
mix up screws by placing them in 
the wrong compartments. Full boxes 
of screws are displayed on the 
shelves below, for customers who 
buy by the box. 

Both the Shelton and Seattle 
branches have dual purpose fix- 
tures for displaying and dispensing 
insect wire screening, hardware 
cloth and glass substitute and for 
nails. Two sides of each of these 
units are given over to nail bins. 

Lumbermen’s Mercantile Co. con- 
centrates on nationally advertised 
brands in its selection of merchan- 
dise. Brand names are featured 
prominently in all of its advertis- 
ing. Last year its brand names 
promotions won a place in the finals 


Most dyed-in-the-wool fishing 
fans talk of their catches and of 
the big one that got away. Wash- 
ington Hardware Co. in Tacoma, 


One of the firm's visual stock control cards, giving 
catalog data, {lower left), cost, size, color and 
retail price as well as maximum stock (upper left). 




















Screw table, at Seattle, has 144 compartments for displaying steel 
and brass wood screws. Stock control card has same data as in 
other sections excepting for suggested maximum stock. 


of the Brand Names Foundation’s 
annual advertising contest. 

The company established in Shel- 
ton in 1895 was reorganized in 
1950 with T. C. Rowe as president. 





Luring Tackle Sales 


Wash., uses its windows—in season 
—to catch fishermen’s attention 
and lure them into the sports de- 
partment. 





Merchandise and humor were combined to make 
this eye-catcher display. 
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George R. Godfrey is divisional 
manager for all retail hard goods 
sales. R. C. Stewert manages the 
Shelton store and Jacob Nestby is 
manager of the Seattle unit. 


One successful angler-catcher for 
the firm was the window shown on 
this page. In one corner was a 
mounted rainbow trout, reputed to 
be the largest ever caught with 
hook and line. Three other fish 
were presented in humorous fashion 
by drawings on large disk shaped 
panels in the upper portion of the 
window. At various other levels 
were shown items needed by anglers 
in going after big catches as well 
as items for use in their homes or 
fishing shacks. 

The year ’round sports depart- 
ment in the store occupies its own 
room, has full use of two display 
windows and at all times features 
camping equipment as a bid for 
extra sales to both anglers and 
hunters. Mounted specimens of 
good catches, elk, moose and other 
game heads add the right touch to 
the sports display room. In the 
proper seasons, books on various 
types of team and individual sports 
activities are displayed in the de- 
partment, together with magazines. 
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BRIDGEPORT, 








CONN. 





Remington joins in Hardware Week 
promotion to increase your sales 





Remington 22 rifle assortment recommended as sales-making tie-in for Hardware Week. 





NEW IDEA /‘CLICKS/‘! 


ENGRAVED NAME PLATES BOOST REMINGTON 22 RIFLE SALES 


Already dealers are cashing in on 
this new, sales-building idea—indi- 
vidually engraved name plates to 
personalize Remington 22 rifles! It’s 
the perfect clincher for gift sales, 
and it adds extra appeal to the 
Remington 22 rifle. 

Here’s how your customer can per- 
sonalize his Remington 22 rifle: He 
fills out a special order card (which 
you give him) and sends it in the 
self-mailer envelope with 50¢ directly 
to Remington Arms Company, Inc. 
Within a week’s time, his aluminum 
name plate will be mailed to him. 

Your Remington wholesaler will 
supply you with all the information 
you need. Call him today or write 
directly to Sales Promotion Divi- 
sion, Remington Arms Company, 
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YouUR benreved 
ALUMINUM 


: NAME MAMEPLATE 





Counter card tells your customers about 
new Remington engraved name plate 
for 22 rifles. 


Inc., Bridgeport 2, Conn. It means 
more Remington 22 rifle business 
for you! 





irha dealers to 
receive colorful 
Remington banner 


A new and powerful merchandising 
program has been planned for Na- 
tional Hardware Week—April 17 
through April 25—and its one goal 
is stepping up sales for you! 


To help you capture this extra 
business, the National Retail Hard- 
ware Association has invited Rem- 
ington to participate with other 
leading manufacturers in the Na- 
tional Hardware Week sales event. 


Newspapers, national magazines 
like The Saturday Evening Post, 
trade magazines and radio will back 
this drive with hard-hitting, busi- 
ness-boosting advertisements. 


Each irha member will receive 
special promotiori kits to decorate 
his store. The kits will contain color- 
ful and exciting double-face pen- 
nants, big window posters, vertical 
window strips, window streamers,etc. 


When you get your kits, be sure to 
look for the Remington 22 rifle ban- 
ner. And to get maximum sales ad- 
vantage from the banner, display an 
assortment of Remington 22 rifles 
on the special 4-gun rack shown at 
upper left. Your wholesaler will be 
glad to assist you in procurement of 
a gun rack and rifle assortment. Why 
not contact him right away! 
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Better Power Tool Display 


Can Build Higher Sales 


Good displays in windows and 
show rooms—backed up by dem- 
onstration facilities in the depart- 
ment—are keys to more profit- 
making sales of power tools and 
accessories. With the proper display 
of related goods near your power 
tool demonstration booth you can 
make more sales of accessories, 
parts ahd materials used by the do- 
it-yourself home owner. 

In this issue HARDWARE AGE 
presents drawings of ideas to help 


more hardware dealers do a better 
job merchandising power tools, ac- 
cessories, parts and related mer- 
chandise. Suggestions are shown 
for utilization of a visual front 
window for related items and for 
displaying paint and related goods 
on the back of a closed or semi-open 
back window. 

Code letters are used in the 
drawing to show the location of va- 
rious elements of the suggested 
display and demonstration units. 











MODERN DISPLAY IDEAS 


Cregsed” 





The demonstration booth in the 
center may be built of %-in. ply- 
wood. Dimensions for it and other 
display units are not included as 
these should be constructed to fit 
the needs of individual stores. 

The sign topping the U-shaped 
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THE ARISTOCRAT OF BICYCLES! 
The Cleveland Welding Company puts 35 years of engineer- 
ing experience into the manufacture of every Roadmaster® 
bicycle. The result is the finest bicycle on the market today 
—at any price! 


A bicycle is only as good as the quality of work put into it 
—and Roadmaster is a product of the finest craftsmanship. 


ROADMASTER IS FIRST... 
to use higher carbon steel tubing for unsurpassed durability! 
to extensively use electronic welding processes for sturdiest 


construction! 
to introduce 13 other great features that have made Road- 


master the aristocrat of bicycles! 
Your big profit maker for’53 is ROADMASTER...the choice 














of more and more people who want the finest bicycle made. 
For Complete Catalog Write to Dept. HA-532 | 
* Electronic-welded frame * Brake-operated tail light Cleveland Welding Co.,W. lI7th St. & B id Cedi & 
* Searchbeam headlight « De luxe chain guard ~% Stream- SoS ay woe - . = a. fp ee ls Se 
ubsidiary o 


lined tank with horn % Chrome plated gothic fenders 


See AMF’s new, exciting television show, “OMNIBUS”, Sunday. 
Check local paper for time and channel. 


AMERICAN MACHINE & FOUNDRY COMPANY, NEW YORK 
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demonstration booth may be sup- 
ported on chrome pipe with letter- 
ing on both sides to permit it to 
be seen through visual front win- 
dows and from the front and back 
portions of the store. 

An even more effective sign may 
be built deep and wide enough for 
use with inside lighting. In such 
use a shadow box sign, with letters 
cut out of plywood and with frosted 
glass on the inside, would be de- 
sirable. 

As shown at point H a number 
of electric outlets should be in- 
stalled on the top of the three arms 
of the U-shaped demonstration 
booth. The top of the table (N) 
should be covered with a good 
grade of solid blue linoleum, ce- 
mented on, and edged with chrome 
finish metal molding. 

All sizes of belts and various 
sizes of wheels should be displayed 
on hooks at locations M and U. A 
good place for displaying pulleys is 
indicated by the symbol S. 

Swinging doors, made of %-in. 
plywood, are shown at location V. 
These are suggested to discourage 
customers from going inside the 
booth. 


An Attractive Finish 


A very attractive, serviceable fin- 
ish for the sloped sides of the dem- 
onstration booth can be provided 
with striated plywood finished with 
a steel blue flat paint to harmonize 
with the solid blue linoleum used 
on the table top. 

The unit has a small toe space 
to permit customers to stand close 
to it. Dealers are cautioned to have 
the sloping sides of this booth 
pitched so that the accessories on 
the hooks will not touch customers 
looking at the display and to be 
sure that the overhang of the table 
top is sufficiently wide to help ac- 
complish the same purpose. 

It is also suggested that fluores- 
cent tubes be installed under the 
table tops to shine down on the 
wheels, pullevs, circular saw blades 
and other items shown on the 
hooks. 

This unit may be used to demon- 
strate saws, sprayers and a variety 
of power units and their accesso- 
ries. 

A small detail of the demonstra- 
tion booth is shown in the lower 
right hand corner of the drawing. 

Across the aisle, in the left hand 
corner of the drawing, is a sugges- 
tion for an island display of re- 
lated items. Two feature display 
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bins, at location F, should be used 
for special items, these being 
changed at least twice a week. 
These feature end bins are set up 
with 6 or 8-in. bin glass and metal 
corners. The rest of the table top 
is binned off with 4-in. glass; each 
bin being priced with metal bin 
price clips—as at location T. 

Extra table display space for re- 
lated items can be created atop the 
adjoining table by installation of 
a 34-in. plywood panel (location P) 
on which plywood shelves can be 
set on metal brackets inserted in 
lengths of metal key hold strip 
(K). This panel should be of a 
height which will not obstruct 
cross-store vision. 

The island in the upper right 
hand corner of the drawing shows 
in locations F and P auxiliary dis- 
play shelving without bins. 

For use in a visual front store 
the display unit shown at location 
W, in the upper left hand section 
of the drawing, is equipped with a 
low base platform set flush with 
the window glass. This can be used 
for display of small parts and ac- 
cessories. An adjustable shelf unit 
can be built for this location. It 
can be constructed of metal up- 
rights and 4-in. plate glass shelv- 
ing. Brackets are available from 
fixture hardware manufacturers 
and from most display materials 
distributors. 

Stores having closed or semi- 
open backed windows can use ideas 
suggested in the upper right hand 
corner of the drawing. Set up for 





a paint department this includes 
an over waii fixture baffle (at loca- 
tion A) complete with fluorescent 
light strip (location L). 

When a baffle is used around the 
entire store, it should be divided 
off and painted in different colors 
to identify each department. Sug- 
gestions are—flat yellow over the 
paint department; medium blue 
over the mechanics’ tool section and 
soft green over the wallpaper sec- 
tion. . 


Identifying Signs 


Wooden cutout letters may be 
mounted along the baffle to identify 
the different departments, the let- 
ters being set along the edge of 
the light strip as shown. 

As part of the window back dis- 
play a case or panel display of 
paint brushes (location B) is sug- 
gested for the center of the shelv- 
ing devoted to the containers of 
paint. 

At point R in the paint section 
is a 4-in. riser to step up displays 
of the items shown in that wall 
fixture. Location G shows how 
both the riser and table top may be 
binned off with standard binning 
equipment. 

Point X on the wall unit shows 
a good place for displaying and 
stocking sandpaper in a special 
rack built into the base of the wall 
section. Small metal bin clips can 
be attached to the edges of the 
shelves for price and grade infor- 
mation. 





Directory Guides Store Visitors 


Many self-service store cus- 
tomers like to browse throughout 
the entire showroom. For cus- 
tomers in a hurry this large di- 
rectory, indicating the locations of 
various departments, is a time 
saver at United Hardware & Sup- 
ply Co. in Hawthorne, Calif. 
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Fifteen feet long, the directory 
is in the center of the store. It 
details the 39 separate merchan- 
dise sections on the floor, and has 
instructions for the purchase of 
merchandise not in sight or requir- 
ing the services of any of the firm’s 
sales clerks. 
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Customers uncertain of department locations are aided by this guide. 
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Screen and Storm Door 
HARDWARE 


This is but one of the many reasons why leading contrac- 
tors and builders specify this popular brand of hardware. 

Simple, clear insyuctions are packed with the hard- 
ware along with all of the necessary screws and 
component parts for a first class installation—smooth, 
friction-free working coordination accounts for a longer 
service life. 










A symbol 
of quality 
for over 
50 years. 






No. 125 Adjustable No. 126 Adjustable 
Full Surface Spring Half Surface Spring 
Hinge Hinge 








MANUFACTURING 
COMPANY 


Sterling, Illinois 
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Bulls-eye 
control of 
weed spray 
SAVES CLOVER! 


KILLS dandelion, plantain and other 
broad-leaved pests way down to the 
root tips. Just place point on weed... 
press lightly... release... and meas- 
ured dose of spray (2,4-D or other 
weedicide) drenches weed. Use close 
to flowers, shrubs, without danger. 
Kills weeds as fast as you walk. One 
fill is enough for 1,000 weeds. Made 
of durable plastic and brass. Lasts for 
years. A sure-fire, fast-selling item. A 
Minnesota dealer sold 1200 in two 
weeks! Packed 6 in two-color, self- 
selling display carton. 
Suggested Retail, $1.98 
Slightly higher west of the Rockies, 


Ask your jobber 


DONALDSON COMPANY, INC. 
666 Pelham Bivd., St. Paul 14, Minn. 
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to welcome visitors and to adver- 
tise some of the major appliances, 
electric housewares and other items. 
A message carrying the names of 
the two proprietors and their wives 
and two employees, Lyle Metzger 
and Robert Funnell, said in part: 
“The progress of Grundy Center 
has been exceptional in the past 75 
years. We have an excellent com- 
munity and are glad to be a part 
of it. None of us would like to go 
back to our method of living three- 
quarters of a century ago. 
“Modern inventions and science 


(| 





Showmanship Builds Traffic 


(Continued from page 100) 
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A group of visitors listens as Len Howe entertains. 


have made life more livable and 
comfortable than our pioneer fore- 
fathers ever imagined. It has been 
our pleasure to have supplied many 
of the wonderful labor saving 
household appliances that help 
make everyday life more enjoyable. 

“We invite you to come in and 
visit our store when you attend our 
Diamond Jubilee Celebration. We 
have 30 years of experience in the 
hardware and appliance business. 
We are looking forward to serving 
you for many happy years in the 
future.” 





Traffic was pulled 
into the Quality 
Hardware Co. in 
Marquette, Mich. 
by the use of this 
step - up window 
display. The units, 
constructed of | 
in. lumber and 
covered with 
white paper, en- 
abled showing 
tools and hard- 
ware at varied 
levels for easier 
vision. This tech- 
nique permitted 
showing more 
merchandise in a 





limited area. 


Step-Up Display Sells Tools 
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ee is just a few weeks away and that means 
the season of big demand for these Cyclone 
“Red Tag” Hardware Products is right in front of 
you. So check your stocks of Cyclone Hardware 
Cloth and Cyclone Insect Wire Screening to be 
sure your customers will be able to choose from 
these complete lines. 

Cyclone Hardware Cloth has built a reputation 
as the top-quality woven hardware cloth with the 
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“it’s time to check your stocks of 


Cyclone Hardware Cloth 





flat welded selvage that makes installation so easy. 
Wires are straight and even and heavy galvanizing 
makes it the long-life hardware cloth. It is manu- 
factured in 2 x 2, 3 x 3, 4.x 4, and 8 x 8 mesh sizes, 
as well as 4” and %” heavy grades .. . in 24, 30, 
36 and 48-inch widths. 

Cyclone Insect Wire Screening gives your cus- 
tomers a choice of three durable materials — gal- 
vanized steel, bronze and aluminum. Its firm, even 
mesh and lasting good looks mean screen 
jobs of the most satisfactory kind. It is of- 
fered in standard 18 x 14 mesh. .. in 24, 26, 
30, 32, 34, 36, 42 and 48-inch widths. 

These products carry the familiar Cy- 
clone “Red Tag” label—a symbol of quality 
in hardware products for more than half a 
century. 

Make sure you have a full stock of all 
Cyclone Hardware Products. Order from 
your jobber today. Be ready for the fast 
turnover that this line stimulates. 

CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 


WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 











UeS*S CYCLONE “Re¢727 HARDWARE PRODUCTS 


HARDWARE AGE, FEBRUARY 19, 1953 125 


























Oo OOOO Gen, 





COUNTER-WISE: 


A California druggist helped 
his budget-minded patrons de- 
cide which toys they wanted by 
classifying these articles accord- 
ing to price and placing them on 
separate tables in the center of 
his store. One counter held 29c 
toys, another 45c items, etc. This 
arrangement brought him more 
toy sales than any other competi- 
tor. And the “hunting” time 
saved by customers enabled them 
to shop for other merchandise 
on his counters. 


* * * 


“BINGO”... that’s a game 
everyone loves to play. Now read 
about BANGO, a sales promotion 
prepared by a large super-mar- 
ket chain. 

Every woman who enters one 
of the stores (no purchase is 





necessary) is handed a num- 
bered BANGO card ... a num- 
ber for each day of the month. 

Let’s say the customer visits 
a store on the 12th day of the 
month ... then the number 12 
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These ideas have proved profitable to retailers in other fields, 
and with a little ingenuity they can be adapted and put to 
work for you too. 


*K kins 





is punched on the card. If she 

enters the store on the 18th and 

23rd, those numbers are punched. 

The first woman to hit BANGO, 

across the board in any direc- 
tion, wins an award. 
* * * 


FRONT and CENTER: 


To maintain a closer, personal 
contact with her customers, a 
Texas store owner has her desk 





in front of her store instead of 
in the rear, as most business 
people do. In this way she en- 


courages friendly contacts with 
her customers at all times. 
Shoppers who walk by and see 
her at her desk usually drop in 
for a visit and these “chats” 
often end up as “sales.” 
* * 


MAKE IT ROUND 


Too many dealers confine their 
advertising effort to one large ad 
each week in the newspaper. This 
is particularly true of merchants 
with limited advertising budgets. 










Because 99 %- of all ads 
are outlined with a 
square or a rectangle, 


why not CIRCLE your 
ads. 

~~ They'll stand out’ 
better. 


But one Oregon retailer wasn’t 
too sure that his habit of putting 
one big ad in the paper each 
Friday night was _ necessarily 
right. -So he revised his adver- 
tising program and scheduled a 
number of small ads to be scat- 
tered throughout the paper. 

He found the results so suc- 
cessful that he’s been continuing 
the practice. 





low price on his hose. 


purchase of another item. 





Life's little mysteries. . 





We thought we knew all about women... until we came across 
this story. It just doesn’t make sense. (Or does it?) 

A hosiery manufacturer who specialized in selling through 
grocery, drug and chain stores, offered the ladies an extra-special 


Did the women stampede hosiery counters as expected? NO! 
They weren’t even mildly interested. 

So the manufacturer announced another promotion . . . this 
time offering his hosiery at the same price, but only with the 


Sales jumped immediately. Why? 

It seemed that the “Special Bargain Offer” was actually “Just 
Another Offer” to most of the women. But when they learned that 
the offer was so outstanding that another item had to be pur- 
chased in order to enjoy it . . . they succumbed. 
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NATIONAL LOCK | 


Brings you 3 big lines 


<4 


High-quality, moderately-priced lock- 

sets for every door. Fine selection of 

finishes and split finishes. One piece 

brass knobs and escutcheons ... steel 

lock mechanism. Easily installed. . No. 418 KNOB LATCH 
Only part of extensive line shown at 

right. America’s top lockset value. Nos. 411 and 411D KEY LOCK 


§i| WF 
F 


sold through jobbers 


A63X3016N 
CONCAVE KNOB 


A broad selection of handsome pulls, 
hinges, catches, concave knobs. 
Glistening chrome finishes. Forged N58-598E HINGE 


>rass and die-cast items. All envelope ’ 
packaged for instant identification -  — 
and easy handling. Only a few typical N61-336 FRICTION CATCH te 


units shown. Write for catalog. 
N61-200 PULL 


sold through jobbers 


_yilder® 


Butts, strap and “T” hinges, sash 
lifts, sash locks, barrel bolts, con- 
tinuous hinges, butterfly hinges, angle 
irons, hasps .. . everything you could 
possibly require in fine builders hard- 
ware. National Lock has it. Ask for 
catalog of National Lock hardware. A65-025 BUTT 





A65-114 STRAP HINGE 


Plus a host of other profitable, fast-selling items 


National Tutch Latch Period Furniture Trim Mending Plates 
Sash Adjusters Cabinet Locks Label Holders 
Ball Bearing Casters Packaged Wood Screws All Kinds of Bolts 


distinctive hardware...all from J source 


Me NATIONAL LOCK COMPANY 


4 \’ 
M.D Rockford, Illinois +°« Merchant Sales Division 
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We built a fire 
under sales of 


ASBESTOS 


with the S/o 
HOUSEHOLD ROLL 





12 feet of finest-quality 
Asbestos Paper, 18” wide, in a handy, 
ready-to-take home roll. No measuring, 
no cutting, no wrapping. 18 rolls in an 
eye-catching display caitou. 


and S@@We 


, If” thick Asbestos 
Millboard, ready cut in 

24” x 36” panels; 16 panels in a 
handy 2” carton. No measuring, no 
cutting, no wrapping. Easy to handle, 
easy to carry home. 


Order now 
from your jobber. 


SALL MOUNTAIN CO. 


Hamilton, Ohio 
128 
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Daily Profits in Wallpaper 


(Continued from page 101) 





J. M. Ligon, left, shows a customer some 
of the bathroom wallpaper patterns. 


the sample books here, and permit 
the customer to take them home. 
Even when she makes a tentative 
selection from the sample books, 
she usually wants to see the paper 
in a roll.” 

When a customer comes in for 
wallpaper, Mr. Ligon asks what 
room is to be papered. The cus- 
tomer is then taken to the tiers 
of bins where appropriate patterns 
are stored. The salesman quickly 
unrolls a number of patterns, 
hangs them up, and lets the cus- 
tomer see them under good light. 

J. M. Ligon keeps wallpaper 
stock well checked. He watches 


for signs of age. Fresh wall- 
paper, he emphasizes, is more at- 
tractive and easier to handle and 
hang. When wallpaper shows the 
slightest discoloration on the 
edges, he reduces its price and 
displays it in the bargain section, 
on the opposite side of the store. 

Sometimes bundles of cut-price 
papers, including remnants, are 
spotted throughout the store, with 
appropriate signs. A bundle of 
remnants, tied together, priced, 
and shown on a housewares 
counter or among paints, does not 
long remain in the store. 

After the wallpaper sale is 





A wallpaper customer buys a wallpaper brush. 
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® DUTCH BRAND 
COLD PACKAGING TAPE 


This tape will withstand freezing, storage 
and defrosting. It stays sealed and is air- 
tight... moisture proof and easy to use. It 
can be used on aluminum foil, polyethylene, 
cellophane, plastic bags and paper wrap. 
Every home freezer owner is a prospect. 


@) DUTCH BRAND 
HOUSEHOLD MASKING TAPE 


Handy for painting around the home for 
masking stripes, designs or areas not to be 
painted. It can also be used for sealing, 
holding, reinforcing and repairing. Rolls are 
available in two sizes, %” x 25 feet... %” 
x 90 feet, and tape has many uses around 
the home. Display helps to sell... steady 
repeat business item. 


Order from 









TCH BRAND 


YG 
since 
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G) DUTCH BRAND 
PLASTIC ELECTRICAL TAPE 


DUTCH BRAND Plastic Electrical Tape is one 
of the handiest for home use. It is U.L. listed 
and has a dielectric strength of 1,000 volts 
per mil of thickness. It conforms to irregular 
shaped items and can be used as an all pur- 
pose electrical tape around the home. Rolls 
are Y2” x 150” long. Attractive display is a 
self-seller. 


@) DUTCH BRAND 
PLASTIC TAPE TOOL KIT ROLLS 


This is a handy and convenient size roll for 
the home workshop or repair trade. It has 
met trade favor wherever displayed. 
DUTCH BRAND Plastic Tape has many uses 
around the home and is widely used by 
tradesmen for professional work. Rolls are 
¥%" x 20 feet long. It is available in attrac- 
tive display that suggests many uses. 


PLASTIC 


ELECTRIC; 




















DUTCH BRAND 
CAULKING & SEALING COMPOUND 


Here is a light colored, non-staining plastic 
material that will not crack or dry out. It 
comes in 3/16” cords, easy to press in place 
by hand. It is used to caulk holes or cracks 
. . Stopping leaks and keeping out dust and 
cold drafts. It molds to irregular shapes and 
forms and adheres to any dry surface. 


VAN CLEEF BROS. NC. 





your jobber! 
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Manutacturers of Rubber Products 


DIVISION OF Johns Manville 


7800 WOODLAWN AVE. . CHICAGO 19, ILLINOIS 























Acratore 


AUGER BITS 
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AND HERE’S WHY: 


Machining is an inherently accurate 
operation. Acrabore Auger Bits, because 
they are precision machined, are accurate, 
are uniform in length, diameter and 
hardness. The cutting extensions are full, 
which means more sharpenings. 

The nibs and shank are in line, no wobbling 
or whipping. 





iio AOE Hy 


Customer Satisfaction Guaranteed 











Write for full information on 
Acrabore Auger Bits, Machine Bits 


and Electricians Bits. 


‘Meroter. 


WEBSTER, MASS. 


Manufacturers of Acrabore. The Precision Machine Made Auger Bit. 


Sales Agents 


JOHN H. GRAHAM & co. Inc. -, 105 Duane Street, New York 8, N. Y. 





made, the salesman tries to sell 
related items—paste, trimming 
wheel, paste brush, smoothing 
brush, laddevs, and drop cloth. 

The majority of householders 
who buy wallpaper also buy 
paints. 

“If we don’t ask the wallpaper 
customer about paint needs, we 
feel that we’re missing a paint 
sale. Every year we add many 
hundreds of dollars volume by 
suggesting paints. The little extra 
salesmanship, and a good display 
of paints near the wallpaper de- 
partment does it,” says Mr. Ligon. 

Like wallpaper samples, paint 
color cards are hung on the wall 
in the display section, so that the 
salesman can help the customer 
select colors. This discourages 
handling of color cards. Besides, 
colors viewed from a distance of 
several feet often make selection 
easier. 


Give Estimates 


When customers want to hang 
their own wallpaper, the store 
estimates quantities needed. If 
several rooms are to be redeco- 
rated, a salesman sometimes goes 
to the house to help the customer 
measure the rooms. However, the 
service of a skilled paper hanger 
is urged, and the names of reliable 
men are furnished the customer if 
desired. 

Wallpaper is a valuable traffic 
builder for the store, according 
to Mr. Ligon. He states that the 
firm has a reputation for showing 
a wide selection of fresh, new 
patterns. It also takes special 
orders for patterns which are not 
stocked. 

All people who stop to look at 
the store’s windows see some wall- 
paper samples as well as other 
merchandise. 

The wallpaper department is in 
the rear of the store to make cus- 
tomers visiting it pass through 
the entire showroom. “Wallpaper 
brought them in, but we want 
them to buy other merchandise as 
well,” says Mr. Ligon. 

A department that profits from 
the extra traffic brought in by 
wallpaper is the sporting goods 
section. Wallpaper customers go 
past an artificial bait display. As 
many men and women attracted 
by the wallpaper department are 
fishing enthusiasts, numerous extra 
sales are made by their passing 
the fishing equipment displays. 
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The facts tell the great profit story—the home 

power tool field is the fertile field for profit today. In 1951 
alone, sales were up 31% over 1950. In 1952 they rose 

again, and in 1953 a new all-time high is predicted! 

And here to assure you your share of this great market 

is the complete AMF De Walt “Power Shop” Profit Plan! It’s 
built for you—designed around you—directs power 

tool prospects right into your store! And it has 

everything you need to turn prospects into customers. 


Here’s what you get... 

HIGH PROFITS —You average $60 or more profit on every 
“Power Shop” sale! 

HEAVY TRAFFIC-—All national and local advertising and 
promotion directs customers to you for attractive 

“Make It Yourself” plans—and the story on the only power 
tool that does everything in home woodworking —the 

De Walt “Power Shop”. 

SALES-PROVEN PLANS —You Offer the same home workshop 
plans that have been sales-tested and proven to be 
sensationally popular. Over 600,000 were sold up to 1952. 
EXTRA PROFITS ~Your big “Power Shop” sale is only 

your first sale—it leads to extra sales in accessories and 
many types of building and finishing materials. 

EASY SALES he AMF De Walt “Power Shop” Profit Plan is 
complete — provides every sales tool for power tool sales. 
Get in on this gigantic promotion— make sure you get your 
share of power tool profits in 1953. Mail coupon today 

for further information. 


DE WALT Inc., Lancaster, Pa., Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 
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Send Us This Coupon...We‘ll Send You The Customers! 
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DE WALT inc. 
Dept. HA-2, Fountain Ave., Lancaster, Pa. 

1 would like further information on your complete AMF 
De Walt “Power Shop” Profit Plan for 1953. 


NAME _ — 
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Suggesting a specialty shop is this corner featuring good variety in a wide price range. 


Building Giftware Volume 


Giftwares pull good traffic and 
build sizeable profits for the Gray- 
son-Brown Hardware & Furniture 
store in Seattle, Wash. Since 
Arthur G. Anderson and Henry F. 
Peterson acquired the store in 
1937, they have greatly expanded 
the giftwares section. 

What was formerly a very small 
part of the firm’s business has 
been increased under the present 
ownership until that section is now 
one of the firm’s major depart- 
ments. And feminine traffic is 
continuing to increase. 
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How a western firm remodeled several times 
to give gifts better display. The idea pays 
dividends by attracting more women traffic 


Modernization of the entire store 
in 1946 more than doubled volume 
in giftwares in the following year. 
That upward sales curve is con- 
tinuing. At that time giftwares 
and furniture shared 2000 sq. ft. 
of first floor space. The two de- 
partments worked well for a time, 
but as sales volume and variety of 
merchandise in each section in- 
creased the free movement of store 
traffic was impeded. 

To solve the space problem furni- 
ture was moved to second floor 
quarters previously used for stor- 


age purposes. Most of the first 
floor space formerly given over to 
furniture was then turned over to 
gift displays. 

Last November another expan- 
sion and modernization of the gift 
section was completed. 

New fixtures for the giftwares 
department were designed and built 
by the owners and employees. 
Arthur G. Anderson, who works 
with wrought iron as a hobby, com- 
bined some of his handiwork with 
plate glass shelving. Some of the 
wall display fixtures were made of 
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They want the tape that’s up-to-date! 


Your customers want the tape that 
saves time, saves space—that’s easy to 
apply. They want U.S. Royalastic Vinyl 
Tape! 

Royalastic keeps wiring neat and un- 
cluttered; provides up to 200% more 
dielectric and 50 to 100% more me- 
chanical protection. It is resistant to 
acids, alkalies, oils, water, temperature 


changes and all kinds of weather con- 


UNITED STATES 





The amazing space-saving U.S. Royalastic 


ditions. It has high tensile strength. 

Stock up on U.S. Royalastic—it is 
made by a company your customers all 
know and respect— United States Rub- 
ber Company. Give them the up-to-date 
tape — and assure yourself of repeat 


business. 





RUBBER COMPANY 


MECHANICAL GOODS DIVISION «+ ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Bis. 


The angle at which this photo was taken does not show the 
wide aisles to advantage. Neatness, variety and good dis- 
play technique are evident. 


adjustable brackets and glass shelv- 
ing, to permit altering their heights 
for different types of merchandise. 

Aisle space was also widened to 
permit better circulation of store 
traffic. Traffic now circulates 
throughout the entire giftwares 
section with few customers confin- 
ing their browsing to any one 
portion. 

The giftwares section adjoins 
the hardware department, being 
separated at the front by a parti- 
tion installed to permit use of wall 
displays in both departments. The 
only access to the gift section is 
through the hardware department 
since giftwares have no separate 
outside entrance. To be successful 
in such a location, merchandise 
must be able to attract foot traffic 
without relying on much assistance 
from other departments. Despite 
the impulse nature of many gift 
items, giftwares at Grayson-Brown 
have proven that they are first- 
rate traffic builders. 

Giftwares are also an excellent 
profit item if they are handled 
properly, Mr. Anderson notes. The 
principal hazard is merchandise 
which has gone out of style or 
otherwise lost its sales appeal, he 
declares. Specialty items in par- 
ticular are quite perishable and 
must be purchased in small quanti- 
ties. At the same time, a wide va- 
riety must be offered to attract a 
good volume of repeat business as 
required in a neighborhood store. 
By buying small quantities in wide 
variety, stock is kept clean, and the 
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firm is able to put in new gift items 
as they are available. 
A similar policy is followed in 


displaying specialty or novelty 
items, by placing only one of each © 
novelty on the shelf. Buyers of ¥ 
these items like.to believe that they * 
are getting mérchandise not likely 7 
to be duplicated by friends and ac- © 
quaintances, Mr. Anderson states, 
Where one unit of a particular 
novelty will sell promptly when 
displayed alone, a mass display of 


it will sometimes discourage pur- | 


chases. 

Although furniture has _ been 
moved upstairs, it has by no means 
been banished, the partners empha- 
size. It continues to be one of the 
most highly valued departments as 
both dollar volume and margin are 
excellent. They believe, moreover, 
that the larger and better quarters 
provided will more than balance 
the move to a less prominent loca- 
tion. They have discovered through 
their toy department that cus- 
tomers can be persuaded to go up- 
stairs to shop, and furniture is lo- 
cated immediately adjoining their 
toy department. Two new model 
rooms will also be set up there in 
the very near future. 





Compact Lawn, Garden Tool Display 


Perfo-board and 2x4 lumber were 
combined to make this compact dis- 
play for lawn and garden tools at 
the Zollmann Bros. Hardwarestoreat 
5519 W. North Ave. in Milwaukee. 
Three different models of hand 
mowers are displayed against either 
side and one on the end of this 
front-of-the-store unit. Pruning 


saws, sickles and other lawn and 
garden tools are wired to the dis- 
play panels. 

Alex. Zollmann, one of the owners 
reports that use of this unit has 
increased sales of lawn mowers and 
of the various tools shown on the 
panels. Mowers rest on a rubber 
mat to prevent slipping. 





Front-of-store display of lawn and garden tools 
helps sell a variety of tools to mower buyers. 
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No. H45 SHEET METAL 
DRILL SET 
Five High Speed Steel, 
Drills in plastic container. 
Special fast-starting point 
prevents slipping and 
shifting. Effective in thin 
or heavy metal drilling. 





No. H14 WOOD 
BORING DRILL SET 


Five Carbon Steel Drills in 
each set, all with % inch shank 
for use in portable electric 
hand drills. Tempered to avoid 
damage when striking nails 
or screws. Packed in sub- 
stantial box with clear plas- 
tic cover. Six sets in a display 


carton. 


reD suieto savs: I doesn't cost a cent to have me help you build drill sales’ 


Ask your distributor’s salesman for 
Shield Brand Drills in these self- 
merchandising sets. We furnish many 
store selling helps free—and advertise 
nationally to help sell craftsmen and 


STANDARD 


3950 CHESTER AVENUE 


NEW YORK « DETROIT « CHICAGO 


mechanics. Why not put Red Shield on 
your selling team? Complete informa- 


tion gladly sent at your request. Write 
today—a post card will get our prompt 
attention. 


JOOL (50. 


CLEVELAND 14, OHIO 


e DALLAS « SAN FRANCISCO 
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Here’s an exclusive, 
\. fast-moving item that 
"3 createsdemand wherever 
it’s seen! Customers get 
excited about SET- 
FAST—the only paint 
made especially for 
canvas! SETFAST brightens and 
renews drab, bleached, faded canvas 
—works wonders on fibre rugs too. 
Low price for customer—high profit 
for you! 

WE HELP YOU SELL 
When you stock SETFAST, we 
supply you with free sales helps: 
paper streamers that build traffic . . . 
a counter display that tells the story 
... folders to clinch the sale. Yes, 
SETFAST is really a bright spot in 
your profit picture! Find out now. 











MURPHY PAINT DIVISION 
~~. _ Interchemicol Corporation 
226 meWhorter St., Newark, N.J. 






SIRS: 
Speed me the details on SETFAST, plus 
prices ond order forms. I'm not obligated. 


NAME 
DEALER NAME 
ADDRESS 
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Eight models and types are shown just inside the entrance. 


Space heaters—oil, gas and coal 
—are good sellers at Kenilworth 
Hardware & Appliance Co. at 1302 
Kenilworth Ave., N.E. in Wash- 
ington, D. C., because a varied 
stock of them are given front-of 
the-store attention. 

One unit of each type of space 
heater offered by the store is given 
prominent location, just inside the 
door, in the fall and winter 
months. 

These heaters are sold to cus- 
tomers only after the size of the 
room to be heated is known to 
Leon R. or Albert B. Wiseman, 
brothers and owners of the store. 
If the customer is not certain of 
the size of the room to be heated 
then a visit is made to his home 


in order to get all of the facts. 

For those types of heaters re- 
quiring installation service Kenil- 
worth Hardware will do the work 
for a fee varying with the amount 
of pipe and other materials need- 
ed. Installation costs run up to 
$10. 

It is not unusual for a customer 
needing one space heater to later 
return to purchase one or more 
additional units for other rooms, 
enclosed sun porches or unfin- 
ished attics. Some who do not use 
them in their year ’round homes 
need them for summer homes, 
hunting lodges and fishing shacks. 

Gas space heaters are stocked 
in models ranging from $14.95 to 
$17.95. 





There's Profit in Power Tool Trade-ins 
(Continued from page 111) 


tomer what he would expect to pay 
for it, were he buying the tool as 
a used item. 

Ninety per cent of the time, Mr. 
Atkisson reports, customers are 
fair in their estimate of the mar- 
ket value of the used equipment. 

Should a customer feel that Mr. 
Atkisson’s appraisal is too low, he 
tells them that the firm must make 
a reasonable profit on the item, and 
suggests that the customer try to 
sell the tool by advertising it. More 
often than not, the customer de- 
cides to do his trading through 
Palace Hardware. 

The store has been so successful 
in selling used power tools that it 


now has a department entirely de- 
voted to displaying and selling this 
equipment. A sign, “Used tool bar- 
gains” is the interest-getter, and 
all tools are sold on an “as is” 
basis. Used tools are also promoted 
by occasional newspaper ads. 

The used tool department has 
one evidence of its success—its in- 
ventory is low, the total seldom ex- 
ceeding $500. Only rarely are there 
more than a dozen trade-ins on 
hand, so rapidly does the used 
equipment turn. 

Palace Hardware’s power tool 
trade-ins are a good example of 
creating a market. The store cre- 
ated its own sales boom. 
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Every time you sell paint or stain for 
plywood, you’re face to face with the 
most logical prospect in the world 
for Rez—the clear resin sealer and 
primer! Rez is easy to sell—because 
it “goes” with plywood, stain or paint, 
it means extra sales and extra profits 
without much extra effort. 


Here are a few of the things Rez does 
when applied to the natural surface 
of unfinished wood: 


REZ PRESERVES the original beauty 
of the grain pattern of the natural 
wood. It equalizes the porosity of 
the wood—makes the softer surface 
areas almost as dense as the harder 
areas. When stain is applied after 
Rez has “‘set” for a few hours, pene- 
tration is quite uniform, with the 
result that the shading and contrast 
of graining are retained. The surface 
does not get blotchy or streaky as 
untreated wood often does upon stain- 
ing... A Rez base also makes it easy 
to get fine “furniture” finishes when 
varnish is applied. 
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REZ CHECKS ¢grain raise—often a 
problem when soft wood comes in 
contact with paint, stain or varnish. 
The sealing action of Rez definitely 
“lays” grain raise—greatly reduces 
the need for resurfacing before final 
finishing. 


REZ REDUCES possibility of swell- 
ing, warping, sticking and twisting, 
through its sealing action. It mini- 
mizes the entry of moisture into the 
wood—thus banishes the major cause 
of these troublesome conditions. Also 





sell White Rez, for one-coat bleached 
effects . . . Hi-Gloss Rez for high-gloss 
finish coats...Color-toned Rez in 
Redwood, Mahogany, Driftwood, Sage 
and Cedar for ‘‘western”’ color effects, 
both outdoors and indoors... Rez 
products are easy to apply—with 
brush, ‘spray or saturated cloth. 


MONSANTO CHEMICAL COMPANY, 
Merchandising Division, 1700 South 
Second Street, St. Louis 4, Missouri. 
In Canada, Monsanto Canada Lim- 
ited, Montreal, Toronto, Vancouver. 

Laux Rez: Reg. U.S. Pat. Off. 
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_ KLEAN-STRIP 





EVERY SALE 
MAKES 
ANOTHER’ 


.- says S. J. Armour, Manager 
Jaksonville (Fla.) Paint Co. 








Mr. Armour writes: “I like to sell 
KLEAN-STRIP Remover because it 
satisfies customers so completely that 
every sale makes another. Professional 
and amateur painters say they prefer 
this modern remover because it isn’t 
at all messy and requires no afterwash. 
Also because it’s non-inflammable and 
safe to use in workshop or home.” 

lt Helps You Sell More Paint 

Dealers everywhere tell us KLEAN- 
STRIP Remover helps them sell more 
paint. People see it advertised in 
national magazines and, when they 
come to your store to buy KLEAN- 
STRIP, they also buy paint, brushes 
and other items. 

“Try-It-Yourself” Display Closes Sales 

You don’t have to do a lot of talking 
to make sales. The novel demonstra- 
tion display shows the customer how 
quick, easy and clean KLEAN-STRIP 
actually is. Why don’t you order a 
“Try-It-Yourself” Pack (12 pints of 
KLEAN-STRIP complete with display 
materials) from your jobber today? 


For literature and free sample, write 


THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis 6, Tenn. 





‘‘Peels Off Paint’’ 


Heavy-Bodied Klean-Strip also available. 
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Tools are always given prominent 
display at the White Hardware 
Co. stores in Boise, Idaho. Illus- 
trated signs on the side of the main 
store building tie in with these 
displays. One outside sign show- 
ing a band saw has the suggestion, 
“Buy the best metal and wood- 
working tools for the home work- 
shop and industrial use.” 

Power tools of different types 
are given display in the rear of 
the store, many units being set up 


Features Tools Throughout Year 


a 








Signs on the outside of the store proclaim it as Boise's 
Complete Hardware Store and list in three panels some 
of the lines and items offered. 


ready for demonstration. One full 
side of the long store is given to 
displays of hand tools, samples of 
units being shown on panels. 

In good weather outside dis- 
plays of hand and power mow- 
ers, edgers, grass catchers and 
other bulky outdoor equipment are 
shown next to the outside signs. 

Weekly radio programs, 15 min- 
utes each, and spot announce- 
ments feature tools, new items or 
special offerings. 





x 


i / 
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Wall ledges at the Ferguson Hardware Co., Sault Ste. Marie, 
Mich., serve for an extensive display of numerous styles and sizes 
of luggage. They attract the attention of seamen on the Great 
Lakes boats, and before school terms, find ready acceptance 

among students leaving for college. 
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Why keep your paint sales under wraps when 
Se Ciir te) (mel eer te orteltb ae temo iacelmel ia temecerel: 
and keep you there. Geared to your customer's 
needs and formulated to return top profits all 
year long, Flatlux will make your paint department 
produce as never before. And believe us, you'll 
feel the tremendous sales pull of wonderful 
Flatlux in a hurry. Go Flatlux today! 
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THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


I'd be interested in proof of how Flatlux can increase sales the very first mo 
NAME 
ADDRESS 


CITY. 
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In Selling Fishing Lures 


It's Display That Tells the Story 





Fishermen are fickle—but this store holds their 
interest and gets their trade because it displays 
the wide variety of tackle they want to buy 


Every good fisherman knows sack & Sons in Manitowoc, Wis., 8 ft wide, forms the background 
that in order to catch fish one must does. For the fisherman who likes for a glass display case for related 
use attractive bait. In merchan- to have ten baits, or who wants 50 gear. 
dising the same is true. in his tackle box, Rathsack’s has Rathsack’s panel displays of 

Before the merchandiser can ex- open displays that offer the widest trout flies are also as tempting be- 
tract maximum sales from his fish- possible number of selections. cause of the many choices they of- 
ing tackle inventory, he must cre- A bait display board in the fer. These displays are covered 
ate impulse buying. And impulse store’s sporting goods department, with cellophane to protect this 
buying depends upon display. because it shows more than 500 more fragile merchandise and to 


That is exactly what Edward baits, is the meeting place of fish- cut down on pilferage. The use of 
Rathsack, manager of Wm. Rath- ermen. The board, 5 ft high and cellophane also prevents people 








This display, a contest winner, illustrates how Wm. Rathsack & Sons Co. builds 
buy-appeal into its displays of fishing tackle. 
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Manufacturers of HOLTITE Fastenings For Every Purpose 
CONTINENTAL SCREW COMPANY, NEW BEDFORD, MASS., U.S.A, 
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Adjustable to space size 


Shelby's small space Counter Display 
brings Closet Hanger Bars out in the 
Open so customers can picture the 
convenience for their own homes. 
They sell on sight! 


Shelby Closet Hanger Bars are space 
savers—keep closets and clothing 
neat and accessible. They're built to 
last—four screws quickly install them, 
ready for use. 

Four sizes, from 18” to 126”. Get 
them from your jobber. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 





CLOSET HANGER BARS 
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from handling the flies, but at the 
same time permits a close view. 

These types of display—again. 
because they offer so much—turn 
the one-time purchaser into a re- 
peat customer since they impress 
upon the customer the store’s 


Cellophane stretched across 
these panels enables the store 
to display the more fragile lures 
with a minimum of loss and 





damage. 
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A big sales getter is this display naa of more than 500 baits 
that will satisfy the demands of the most discriminating fisherman. 
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ability to meet his requirements. 
All of the store’s merchandising 
has that sales philosophy as its 
goal. 

When the store dresses a win- 
dow display of fishing tackle, the 
result is equally as successful in 
creating the desire for ownership. 

A recent window (see photo- 
grapn) used a large fish net as a 
back drop which was more tham 
just ornamental. It served excel- 
lently as a means of displaying a 
large number of baits so that each 
was given exceptional prominence. 

In addition, the display showed 
other tackle items, and made a 
point of stressing trade names, 
and tied-in with a national maga- 
zine. 

The Rathsack firms puts most of 
its advertising budget in news- 
paper space and radio time. Both 
are most important to successful] 
hardware store merchandising of 
sporting goods. 


Windows on Parade 


When merchants of Rochester, 
Minn., held a huge window unveil- 
ing program last year, they invited 
the mayors of five neighboring 
towns to be judges, and pick the 
best windows. This move gave the 
event a great deal of publicity in 
local newspapers and brought the 
crowds in for the unveiling. The 
program also featured a parade and 
a street dance. 
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Pick these 
TNGdad \ 


Thi COMPANY 
products 

for your * WINNING 
SALES Combination 






#4 Unig Comuliceillins / 


ALAA 
wie Roller Skates 
and Skaters « « o: esse my owene 


year-old daughter,” Mr. C. writes, “What she 
T h liked best about her Union Model No. 5 Skates 
ee ee ee she got for Christmas. She answered: ‘They 
always spin, Daddy!’” And grown-ups agree 
that “The wheels spin smoothly.”’ You can’t 
; miss when you sell Union Roller Skates with 
and profits —be sure oscillating trucks with live rubber cushions — 
in 1953 to carry both plus the famous SCB self contained, double ball 


UNION Roller Skates bearing wheels. 
and UNION Fishing 


Rods. For in this ‘‘union’’ 

















in your trading area — 


to increase your sales 


you have a sales combina- 
tion that appeals to skaters 


and anglers of all ages. 





*e 


. SS 
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= = 6 
INFWI Spinning Rods 
© and All Anglers... suis ssnerman 


couldn’t be any happier — spinning with a Union 
Rod. And you'll be happy, too, when you catch all 
the anglers in your trading area when you stock the 
complete line of Union Rods. Terrific rods built of 
glass (Nyglax), steel, and bamboo; designed for fly 
or bait casting, spinning, trolling, or any angle 
anglers can dream up. Right for salt or fresh water 
— models for experts and novices — prices to fit the 
wallets of all fishermen — to ring up ever-increasing / 
profits for you. é 














Sealand_ 
— The 


WRITE, WIRE or 

PHONE us today for 
complete information on how 
you can double your sales 


and Profits = ns T ‘ f C t P t 
Roller Shaess sad Rode plus ee eee SPORTS BRAND 
additional data on all other : 

Sealand products. Your S< ALCe / 8 v4 6 M if 10 tf] AY 


local Sealand representative 
will call on you immediately. 





Demand! 


UNION HARDWARE CO. BRISTOL HORTON, INC. RAIN-BEAU PRODUCTS CO. 
THE SPRINGFIELD CO. JOSEPH T. WOOD CO. THE T. H. WOOD CO. 
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Highway location hardware store established six years ago. 


Service Builds Suburban Business 


Whether they are local people 
or motorists driving a consider- 
able distance to and from their 
jobs in Des Moines, Iowa, hun- 
dreds of people patronize the 
Farm & Home Stores, Inc., at 2403 
Hubbell Blvd., because it has good 
parking facilities and is known for 
its service. 

James Wilkens, owner of this 
visual front hardware store, built 
it well back from the highway and 
provided a good sized parking lot 
next to it. Since the store was con- 
structed it has been an eye- 
catcher, both day and night. A 
sidewalk, midway between the 
store and highway, makes it con- 
venient for pedestrians to shop 
the store. A wide concrete apron 
along the front and leading to the 
parking lot is another means of 


144 


Highway store finds service and ample 
parking are good traffic pullers 


encouraging window shoppers to 
stop, look and go into the show- 
room. Good fluorescent lighting at- 
tracts night passers-by, as does a 


large electric sign above the en- 
trance. 

Service is sold and equipment is 
rented to the firm’s trade, but 


a 





People parking in the firm's lot are reminded of the —— 
of fies and services by this big sidewall sign with blac 
letters on a white field. 
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PAINTING 
AT A NEW 
LOW PRICE 


Cadmium plated Model 507 has 
long been America’s favorite 
Can Opener. AND, NOW IT’S 
PAINTED THREE POPULAR COL- 
ORS: Red, White, and Yellow, 
with cadmium trim. The price 

...a@ new, low $2.98 


With magnetic “Lid-Lifter” 
$3.98 








SWING-A-WAY MFG. CO. 


STANDARD MODELS 
#507 Cadmium finish... $2.49 


#507R,W,Y Red, White or Yellow 
enamel, cadmium trim . . $2.98 


4100 Beck Ave., St Louis 16, Mo. 
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MAGNETIC MODELS 
#607 Cadmium finish... $3.49 


#607R,W,Y Red, White or Yellow 
enamel, cadmium trim. . $3.98 


In Canada: Fox Agencies, Lid., Port Credit, Ontario 
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to increase 
PROFITS 























Concentrate your sales efforts on H-W 
Rust-proof Hardware Specialties. They 
provide just those items in steady day by 
day demand .. . items you can get 
QUICKLY when “‘fill-ins’” aré needed in a 
hurry. 

H-W rust-proof Hardware Specialties in- 
clude the most wanted interior and ex- 
terior utilities . . . and house numbers. 
Rust-proof; beautifully and smoothly fin- 
ished in brass, chrome, bright zinc and 
ebony. 

Attractively packaged for easy sterage 
and convenient shelf identification. 


Low, low price combined with unexcelled 
impact and tensile strength results from 
H-W specialization and “know-how” in 
pressure casting. Economies in our produc- 
tion costs pass to you. Our free catalog 
provides proof... points to profit oppor- 
tunities you'll be glad to have. Fillin, mail 
us the coupon. We'll send you a copy. 


Hall-Wessel 


COMPANY 


2116-26 W. Nicholas St. 
Philadelphia 21, Pa. 
Canadian Soles Agents: 
Geo. S. Hall & Co. 

25 Grenville St., Terente 1 


FREE CATALOG wanceo sy: 

















NAME 

STREET 
CITY. STATE_ 
Dept. A 
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some items are loaned — at no 
cost — to some customers, as a 
good wil] builder. For example, 
when a customer buys a good 
quantity of fertilizer and wants to 
use a spreader it is usually loaned 
without cost. 

If a man or woman visits the 
store to buy a clothes line and 
remarks, “Now, all I need are some 
good poles on which to string this 
line”, this comment will bring a 
rental suggestion from the clerk. 
The customer will get this com- 
ment from the salesperson, “Why 
not buy some wooden poles or pipe 
and put up a real wash drying 
area. You can rent our post hole 
digger for 50c to help you do the 
job.” 

The suburban home _ owner, 
needs service on hand or power 
lawn mowers in spring and sum- 
mer. The Farm & Home Stores re- 





pairs and sharpens hand and 
power mowers. The lawnmower 
repair customer often buys lawn 
seed, fertilizer, garden and yard 
tools, seeds and insecticides. 

A large black-on-white sign fac- 
ing the large parking lot, may be 
seen by much of the highway traf- 
fic and tells the public that it is 
a hardware store where sporting 
goods, paint and appliances can be 
purchased and where lawn mowers 
are sold, serviced and sharpened. 

A rental service on floor sand- 
ers, post hole diggers and other 
equipment aids Mr. Wilkens and 
his staff in boosting the neighbor- 
hood traffic at the store. 

Outstanding departments at 
this store include paints, tools, 
electrical supplies and _ house- 
wares, all items which the home- 
owner likes to buy in his neighbor- 
hood. 





Uses Oval Platforms for Feature Displays 


Oval-shaped platforms, 54 in. in 
diameter and 6 in. high, are used 
for feature displays at O’Malley’s 
in Phoenix, Ariz. Analysis of sales 
of items featured on these plat- 
forms shows that volume on them 
exceeds by 200 pct their sale when 
display is limited to regular de- 
partment showings. 

Seasonal lines are shown on 
these units, but one of a large item 
being on display at a time. In 


other instances groupings of sea- 
sonal goods are shown, the fea- 
tured item being in the center with 
related goods surrounding it. Sim- 
plicity always is a keynote. 

For a single large item such as 
a power lawn mower, a price card 
lists a few facts only—price, name 
of item, brand and size or capacity. 
Circular matter is sometimes 


placed next to the smaller, related 
items. 











One of O'Malley's feature displays. Indention at base of platform 
permits easier cleaning of floor and allows customers to stand closer 
to the displayed items. 
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And Alert Dealers Nationwide are SOLD on 
the new Presto Cooker Sales and Profits Spree 
«ee for Some Really Golden Months in ’53! 


Now Presto... the cookers that outsell all others by 4 to 1... will be bigger 
and better sellers than ever for you through ’53! 

Just 4 reasons: (1) An entirely new merchandising plan that makes more 
profits for you ... gives greater savings to your customers. (2) All the. help you 
need to put this plan over . . . traffic-building newspaper mats, displays, banners 
and special promotional aids. (3) A mammoth national campaign of dynamic, 
sell-designed ads . . . pre-selling over 100 million readers in such circulation giants 
as Lire, LapiEs’ Home JouRNAL, WoMAN’s HoME CoMPANION, BETTER HOMEs 
AND GARDENS, Goop HousEKEEPING and many more! (4) The most advanced, 
most wanted, high quality cookers in the field... with exclusive time- and 
money-saving advantages no competition can match. 

Get full details . . . then join the new Presto CooxkER Sales and Profits Spree 
for the “cash in”’ of your lifetime! 


2 | 
OVER 19 MILLION sarisrieo Cool PRESTO USERS! / 7 


HARDWARE AGE, FEBRUARY 19, 1953 






\ 





147 

















| Result: 
MORE STORES are Selling 


MORE HIGH-UNIT 


CHROME COVERED SANETTES 


with Seamless White Porcelain Pails 


e Profit from this trend toward better 
kitchen can styling! Hardware merchants 
everywhere report customers attracted by 
chrome covered Sanette’s pace-setting 
VALUE and QUALITY. “More than 
DOUBLING the average sales check” is a 
frequent comment. 


MORE VALUE 
At Retail Price Level 


The brilliant, mirror-like chrome cover... CAT. NO. S-12-CE 
the snow-white, seamless porcelain pail iin © 


...the easy-acting chrome-plated foot : 
pedal... the positive closing spring cover Popular Kitchen Colors 





control... all add up to more sales and White 
more profit. Red 
Display the Yellow 


} genuine Sanette 
ls NATIONALLY ADVERTISED 


MASTER METAL PRODUCTS, INC. 
321 Chicago Street Buffalo 4, N. Y. 








Coded Glass Order 


Dear Sir: 

I thought you might find some 
interest in a slip of paper one of 
our salesmen recently received to 
indicate the measurements of a 
piece of glass. The slip of paper 
read as follows: 

“2 or 3 marks before 8% and last 
long mark before 12” 


Yours truly, 
L. Klint 
Weber & Furman Hardware Co., 
Rockford, IIl. 
Editor's Note: How many read- 
ers figured that out? 


* * * 


New Fields for Stover's 


Dear Sir: 

For better than 40 years we have 
subscribed to HARDWARE AGE dur- 
ing the operation of our Bay City 
Hardware. 

Our concern burned to the ground 
on July 12, 1952, and I continued 
on with the corporation until Sept. 
30, when I sold all my interests 
and, on the advice of various people, 
I intended to retire and take it 
easier. 

I tried one week of it. But since 
my doctor told me that I was in 
excellent health and good for an- 
other 35 years, I couldn’t see my- 
self sitting around doing nothing, 
so I went into the sporting goods 
business with my son at the address 
below. At present we are strictly 
in winter goods, but we intend to 
carry a complete line of sporting 
goods. 

We will miss our old associations 
with the hardware trade. They were 
such grand people and I hope they 
will call on us when they are in 
this territory. 

We think the future holds good 
tidings for us in this new business. 
Our only regret is the loss of as- 
sociation with the hardware maga- 
zines and the hardware groups that 
are such sound and substantial 
people. 

We have climbed into a smaller 
business where we can enjoy it 
without the heavy pressure of big 
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business and have a little more time 
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for ourselves . . . less controls, less 
taxes, less worries. 

Thanking you again for all the 
ideas and suggestions we found over 
the years in your magazine, I am, 

Sincerely, 
Frank H. Stover 


Stover’s 
1013 Washington Ave., 
Bay City, Mich. 





Courtesy Pays Dividends 


The Crookston, Minn., Chamber 
of Commerce has learned that cour- 
tesy pays. When the city fathers 
installed parking meters to cut 
down on double parking and to 
make more parking space available 
in the shopping district, the Cham- 
ber officials hit on a plan to allevi- 
ate any resentment on the part of 
out-of-towners who might uninten- 
tionally violate the new regulations. 

The Chamber furnished the police 
force with courtesy nickels to be 
inserted in meters that showed 
overtime parking. With each nickel 
so used, a printed notice explaining 
the plan was put on each car, and 
which was to be returned with a 
nickel to the police department, in 
a special envelope provided for the 
purpose, and a notation of the car’s 
license number. 

So well is this plan working that 
some violators even turn in more 
than a nickel, and letters of appre- 
ciation have been received from all 
parts of the country and Canada. 
Thus the city gets wide advertising. 





Easy Shopping 
(Continued from page 114) 


enough to satisfy just about all 
their hardware and related needs.” 

There are two other hardware 
stores in this rapidly expanding 
region of Rockford. Mr. Durley 
feels that the fact that three hard- 
ware stores are now operating 
here draws a larger total number 
of customers to the area, for peo- 
ple feel that they can get what 
they want at these stores—that 
there is no need to go downtown. 

The Illinois Retail Hardware 
Association assisted in planning 
and equipping the new store. 
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HIGHLY RECOMMENDED FOR 
Window Sash * Outdoor, all weather, 
clothesline %* Truck and trailer tie down rope 


* Motor starting cord * Heavy wrapping cord 


We find that consumers like to buy an item which is 
“use” labeled. The words HEAVY DUTY ring a bell 
in the average users mind .. .“here is a cord for rough 
jobs; indoors or out; heavy load or heavy wear”. 





King Cotton Heavy Duty Cord will outlast and out- 
perform standard sash cord. It’s TOUGH... for use 


The 


King Coffon 


anywhere when a cord of unusual service life and ine 
strength is required. A best seller on any cordage Sash Cord 
Clothesline 
counter. ye 
Twine 


Ask your jobber for King Cofton 
HEAVY DUTY Cord. 


Mason's Line 
Chalk Line 
Cotton Rope 


SS 

Kina) Colfon 
J connact 
JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK 8 N. Y. 
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Welcomes Youngsters—Sells Toys 


Toys are good 52-week sellers at 
the Six Points Hardware store in 
Corpus Christi, Tex., because the 
management makes toy-seekers wel- 
come at all times. In fact the man- 
ager of the toy department often 
spends some time playing cowboy 
with ranch-minded youngsters right 
in the store. 

“Our business in toys is good 
throughout the year,” says Paul 
Bluntzer, manager of the store’s 
toy department,” because we keep 
them out where people can see 
them. And you have to keep new 
toys coming in, or your customers 
will lose interest in the depart- 
ment. All our toys are plainly price- 
marked and all are within easy 
reach of all visitors. 


Field Day for Youngsters 


“Youngsters have a field day in 
here. Their parents know we wel- 
come them. The best way to make 
a parent welcome is to welcome his 
children.” 

Last summer Mr. Bluntzer had 
an opportunity to buy football hel- 
mets and shoulder pads in a job-lot 
and at a very favorable price. He 
took his usual mark-up on these 
items and sold the entire stock. 
Even though many of the helmets 
and pads were entirely too large 
for the youngsters for whom they 
were purchased he believes many 
parents bought them to use as 
props for photos of their children. 
In fact a photo was taken, in the 
store, of several of these youngsters 
in over-size football gear. 

Toy purchases are chiefly in 
items and lines for youngsters in 
the three-to-eight year group, those 
older usually wanting wheel goods, 
sleds, air rifles, skates and football 
and baseball equipment. 

It is not unusual for Mr. Blunt- 
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Texas store encourages children to handle toys 
as a means of creating desire to own them 


zer or R. A. Humble, owner and 
manager of the store, to ride a 
trailer attached to a juvenile trac- 
tor or automobile to participate in 
the fun a youngster is having with 
such equipment. This willingness 
to enter into the spirit of make- 
believe with youngsters is a big 
sales aid. 

If a youngster wants to play at 
being a two-gun carrying cow 





puncher he is encouraged to do so. 
Mr. Humble will even show a lad 
wanting a two-gun holster outfit 
how to make a quick draw. 

This rollicking leads to many 
sales, throughout the year. Al- 
though items selling at less than 
$20 are the best sellers the store 
does a good volume in wheel goods. 

About 90 pet of the toy buying 

(Continued on page 161) 


eae 





One of the store's youthful customers poses with over-size football 
gear which his mother bought for him because “they will help make 
a cute picture.” 
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and heres everything 
you need to do a terrific job of selling! 


Here’s the hottest item of the 1953 National Housewares 
Show—the sensational new Rid-Jid Knee Room adjustable 
all-steel ironing table. The first table specifically designed for 
sit-down ironing, it sells itself to women tired of standing over 
old-fashioned tables or sitting side-saddle. Gleaming chrome 
legs curve gracefully outward, so a woman can sit right up to 
the table and iron right over her lap. The top, finished in 
sunshine yellow baked enamel, is Rid-Jid’s patented open- 
mesh—fully ventilated for faster, cooler, easier ironing. There 
are 10 finger-tip height adjustments—24” to 36”—for tall, 
average or sit-down ironers. 

News about Rid-Jid’s Knee Room in America’s biggest 
magazines, on TV and radio, in store windows and news- 
papers, will bring the women to you. Take advantage of the 
powerful merchandising campaign to get your share of the 
profits—and be sure to make your order big enough! Every 
woman with knees is a prospective customer. 


RUBid Kixe Room 








to show that it has plenty 
of knee room. 





Striking ads ‘in national magazines feature George 
Mikan, 6’-10” star of the champion Minneapolis Lakers, 
demonstrating the new Knee Room table. Newspapers, 
radio and TV will help spread the news about this 














sensational development. Complete merchandising kits - 
are available to help you make more sales. ee bean ADJUSTABLE ALL STEEL IRONING TABLE 
jobber, or write direct to the factory. The J. R. Clark Company 
Spring Park, Minnesota 
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5-Piece Individual Place Setting 


} 


—Retail $4.45* 








Child's Gift Set—Retail $3.25* 









DeLuxe Presentation Set, 5 Pieces 
—Retail $5.50* 





when you say 


[sooriloniuane, 


Here’s point-of-sale display 


that: SELLS! 
SHIPS! 
SAVES WORK! 
PACKS PROFITS! 





We believe in making selling easy so 
we’ve done a complete packaging job. 
Our 16 Piece Family Starter Set to retail 
at $13.95*, is just one of our stunningly 
packaged sets, designed in color, ready to 
set up, to ship, to cut your work-load and 
wrap up profits for you. 


Check these four packaged sets — and 
remember Boontonware’s seven beautiful 
colors, smart styling and fdmous Guwar- 
antee Against Breakage make it the most- 
wanted Melmac dinnerware everywhere. 


GUARANTEED AGAINST BREAKAGE! 


*Prices apply east of Denver 


fine dinnerware fashioned of MELMAC 





PRODUCT OF BOONTON MOLDING COMPANY, BOONTON, N. J. 
Custom Molders for over thirty years 
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Fal 
you say the tinal! 


What other areas 
are doing 


Community Promotion Ideas 
QUUEQUGEREQGQRTEGEGRRREREEEEREEREEEEOEOEEEE 


Retail store owners in many sec- 
tions of the nation are finding that 
community-wide promotion efforts 
are an effective means for building 
sales and good will for local stores. 

Here are brief reports on the 
types of community promotions 
currently finding successful use 
across the country. 


OOODD ODDO 


Vocational Clinics 


Better trained young people are 
coming out of high schools and 
colleges today to work in retail 

usiness and industry because 
chey get proper guidance in choos- 
ing their vocations. 

More than 77 schools in East 
Texas, for instance, hold an an- 
nual vocational guidance clinic at 
Baylor University, sponsored by 
the East Texas and Waco Cham- 
bers of Commerce. The one-day 
clinic includes 40 conferences at 
which specialized speakers in the 
vocational field talk to the young 
people. Students are urged to at- 
tend those conferences in which 
they are most interested. 


QOD Oona’ 


Thank You Day 


The wholesale and manufactur- 
ing divisions of the Oklahoma 
City, Okla., Chamber of Commerce 
entertain customers from all parts 
of the state annually in apprecia- 
tion of business received. Invita- 
tions are sent to more than 20,000 
persons, and a highlight of the 
day is a banquet and talk by 
outstanding speakers. Guests at 
the banquet are customers of the 
city’s business firms. 


99NON-N:N'N 0D 


Say It With Music 


More than 1,000 musicians take 
part in the annual band festival 
sponsored by the Galesburg, III., 
Chamber of Commerce and Knox 
College of that city. The one-day 
affair consists of a big parade, 
band competition, and a massed 
band concert in the evening. The 
musicians are guests of the mer- 
chants at an outdoor barbecue 





supper. 
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One-Man Business 
Promotion 


The publisher of the Pekin, Ind., 
Banner believes in giving readers 
in the three communities he serves 
their money’s worth. In co-opera- 
tion with merchants, he staged a 
hillbilly jamboree and southern 
Indiana-Kentucky music festival 
which attracted 10,000 persons to 
Scottsburg, Ind. 

He printed 6,000 tabloids, an 8- 
page edition, to boost the business 
firms and institutions which offer- 
ed educational exhibits of their 
products. He also sponsors Air 
Day at Salem, beauty contests, an 
Easter Egg Hunt, and Santa’s 
Brownies at Christmas, to attract 
more shoppers to the merchants’ 
stores. 


oon OOD Oe 


What Do Shoppers Like? 


A survey conducted by the 
Austin, Minn., Chamber of Com- 
merce, following a Courtesy Days 
program, revealed the following 
reasons why people like to shop in 
Austin: lower prices, larger stocks, 
better window displays, greater 
variety of merchandise, ability to 
find needed merchandise, and cour- 
teous sales clerks. Of the total vol- 
ume of business done during Cour- 
tesy Days, 15.2 pct came from out- 
side the city. 


ojfjfOoO Oe ew >> 


Welcome Friends 


The Estherville, Ia., Chamber of 
Commerce gives napkins printed 
with “Welcome Friends to Friend- 
ly Estherville” to any organiza- 
tion or group which is planning a 
dinner or convention at which out- 
of-towners are to be present. The 
Chamber also makes available to 
those groups courtesy parking 
stickers, identification badges, and 
illustrated brochures describing 
the town’s sights and services. 


QOoooOooeae> 


Hospitality Month 


The Jackson, Miss., Chamber of 
Commerce annually sponsors a Hos- 
pitality Month from which it re- 
ceives much publicity. The month’s 
activities include a state-wide hos- 
pitality contest. And a couple mo- 
toring on one of the highways is 
selected by the highway patrol, and 
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GET READY /: 


‘orm: PROFIT PARADE 


WALL TITTILIV 
SOLDERING IRONS 


The perfect production-line soldering iron. Designed to take punish- 
ment, so it appeals to all industrial users who are economy-minded. 
© Thermostatic action prevents tip burning! @ Built to withstand con- 
tinuous heavy duty! @ Heats 4 times faster than most other irons! 
© No radionic interference while in use! @ UL and Canadian Stand- 
ards approved! © Successfully passed the 65° below zero test! 

© Precision wound on pure mica sheet! ©® Heat- xy 
means greater economy! ® Complete size range . . . 20 kK ue 
to 1000 watt! © Operates on 110-120 volts, AC or Dc! /s 


OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 













GROVE CITY © PENNSYLVANIA 
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Well over a half century of experi- 
ence is in back of Lansing Wheel- 
barrows. They are rugged, durable 
and correctly designed. Over 30 
models, with numerous styles, pro- 
vide a suitable barrow for every 
purpose. The two models illustrated 
are popular for general farm, home 
and construction use. Stock them 
now —they'll sell as well as a 
light garden barrow, yet will give 
better service and pay a higher 
unit profit. 



















j 


NSING, MICHIGAN 


ASK YOUR WHOLESALER OR WRITE FOR i 


ANSING CO. 


4ANCO MATERIAL HANDLING EQUIPMENT, L A 





Within ci idles 
















SAFEWAY 


Travelite 











Focal adjust- 
ment. Throws 
powerful spot-beam 
or floodlight by cturn- 
ing lenshead. 
Pivot base — 
light stays ‘‘put’’ 
at ANY angle. 
Plastic handle. 































Beams! Twin Switches.» 
Red flasher cau- 

tions traffic, while 
side spot beam 
provides pow- 
erful service 


light 










Pivot 













Turn night 
into day! Twin 
lights — extra 
brilliant side 
light with top 
flagod light. 
Pivot base 
spots light 
up or down 


EMPIRE ELECTRIC LANTERNS 
are designed to meet the 
wide, profitable Sports, Mo- 
toring, and Farm Market. 
Nationally Advertised . . . 
Write for Empire Lantern 
Catalog. 

















The METAL WARE CORPORATION, Two Rivers, Wisconsin 
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escorted to Jackson where they be- 
come guests of the Chamber for the 
day. They are entertained royally 
as an example of how all tourists 
should be treated when in the city. 

In addition, a hospitality clinic 
is held for two days, during which 
service personnel in Jackson is 
trained in how to handle tourists in 
a courteous and hospitable manner. 


QOoOoOOoO DOD? D> 


Easter Egg Hunt 


Several thousand children take 
part in an annual Easter Egg Hunt 
sponsored by the Gary, Ind., Cham- 
ber of Commerce. This hunt takes 
place in the city’s five parks and is 
under the direction of the park 
recreation department which co- 
operates with the Chamber in 
staging the hunt. 

Eggs are furnished by the busi- 
ness men, the Girl Scouts color 
them, and the Boy Scouts hide them 
in the parks. Five merchant groups 
co-operated in furnishing prizes 
which are awarded to the young- 
sters. 


QOoooo orn 


Town and Country Days 


In a recent Town and Country 
Day celebration at Estherville, Ia., 
30 beautiful floats as well as many 
marching bands, some from near- 
by communities, participated. A 
Dairy Empress contest helped to 
liven things up too, and the streets 
were decorated with pennants and 
banners. 

Merchants put on special sales, 
and thousands of people came to 
witness the celebration. To pro- 
mote the event, business men 
formed a Good Will Caravan 
which toured the neighboring 
towns. 


SOD OOODO YD 


Conventions Bring Trade 


The convention bureau of Dav- 
enport, Ia., Chamber of Commerce, 
recently issued a report showing 
that for 10 months of 1952, the 
city had acted as host to 48 con- 
ventions with approximately 21,- 
550 delegates. 

It was estimated that the visi- 
tors spent $1,328,000 in Daven- 
port, of which $405,837 was ex- 
pended in retail stores in the down 
town area. The Chamber reports 
its convention bureau budget is 
only $7,500 annually. 
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You can put your confidence in- 


the a _ 
©) SEINE TWINES 





Quality Twines and Cordages 


AY Less / INA 


VARIETY of PUT-UPS 





ORDERS OF $50.00 OR MORE, FREIGHT 


PREPAID. Orders of less than $20.00 f.0.b. 
Mill, Lawndale, N. C. or Marietta, Minnesota. 


Orders of $20.00 to $50.00, freight allowed 
to $1.00 per cwt. Freight prepaid does not 
include extra charges incurred outside car- 
rier’s regular zone of delivery. 





ART. 533 


SEINE CORDS 
TROT LINES > 
STAGING 

VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 
BUTCHER'S TWINES 
FISHING LINES 

NYLON CASTING LINES sl, 
STARTER ROPE ras 
JUMP ROPE 

MOP HEADS 

WRAPPING TWINES 

KITCHEN LINES 

EXPRESS TWINES 

CHALK LINES 

KITE CORDS 

PARCEL POST TWINES y, 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 





1 lb. skeins — 12 thru 72 ply 





2 oz. balls — 12 thru 24 ply 





A oz. balls — 12 thru 48 ply 





8 oz. balls — 12 thru 72 ply 


Above Sold in 5 lb. Pkgs. 


1 lb. balls — 24 thru 72 ply 


Sold in Bulk 





STOCK TOP QUALITY 


SEINE CORD AS A 
STANDARD, STAPLE, 


BEST SELLER 


When you display the Gjiine- 


tt Sells! 


Cleveland Mills Company LAWNDALE, NORTH CAROLINA 


~~ 


ESTABLISHED IN 1873 
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Marietta, Minnesota 























Two things that con- 
tribute to keep West 
Side Hardware in the 
running, competitively: 
its modern store front, 
and off-street parking 
facilities in a con- 
gested business district. 








Modern Front Keeps Business Up 


Henry J. Jorgensen had to find 
a way of merchandising his store 
to overcome the disadvantages of 
his location in a congested down- 
town area in Waterloo, Iowa. 

His solution was to build a new 
store front for his West Side 
Hardware at 622 Commercial] St. 
that would attract and stop traf- 
fic; and second, to provide off- 
street parking space in the rear of 
the store. 

Today Waterloo Hardware con- 
sequently is merchandised for vol- 
ume and profit. Its modern, bril- 
liantly lighted store front exposes 
the entire 26 x 75 ft. premises to 
full view of street traffic. Win- 
dows are set at an angle to lead 
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When this Iowa dealer modernized his 
store front, he found he had the best 


attention-getter on the street 


the window shopper into the store. 
The parking area, behind the 
store, can accommodate 15 cars at 
a time, and a large sign points the 
way for the motorist. Legend on 
the sign reads, “Private Parking 
While Shopping at the West Side 
Hardware—30 Minute Limit.” The 
limit however need seldom be en- 
forced, for in a modern hardware 
store, with self-selling displays, 
shopping is quickly accomplished. 
Color is used to lead the eye to 
all parts of the store. Ceiling and 
wall areas above the display fix- 
tures are done in a light green. 
Backgrounds of the wall fix- 
tures, to supply color contrast for 
the various merchandise, are fin- 


ished in burgundy, blue, cream, 
pink, light blue, blue green and 
yellow. Display islands are also 
finished in different colors, among 
them light green and canary yel- 
low. 

To reach people in the store’s 
trading area, Mr. Jorgensen has 
developed a newspaper, radio, and 
direct mail program, an important 
part of his direct mail promotions 
being the use of consumer cata- 
logs. It takes about 2,000 to reach 
his farm customers. A complete 
and consistent advertising pro- 
gram, as this one is, is particularly 
resultful in the rural] area the 
West Side Hardware serves. 
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HODELL CHAIN 4, cray curose 


ANIMAL CHAINS 





Quality and dependability are built right 
into Hodell Animal Chains. You can order 
cow ties, tie-out chains, halters, as well 


as kennel and exerciser chains, anti-cow 
kickers, dog couplers and chain choke 
sold through leading hard- 
ware distributors. 


collars... 





DOG and HALTER CHAINS 


..are strong and light, available in either welded or 
weldless types, in most popular styles and lengths. Com- 
pletely assembled, packed 6 or 12 to a carton, according 
to size. Also in assortments with display hanger. 





PORCH SWING CHAIN SETS 


. . in the fast-selling Bulldog pattern are available for 
immediate delivery. Packaged in a neat, colorfully-labeled 
carton, each of these Y-Type Porch Swing Sets is com- 
plete with a pair of hooks... ready to hang a swing. 
Anticipate your demand ...order your supply ... and 
display them for quick sales. 


Hodell Chain available in all types and patterns: Jack, 
Sash, Safety, Ladder, Sprocket, Pump, Liberty Machine, 
BBB Coil, Proof Coil, Liberty Coil, Passing Link, Bulldog, 
Samson, Flat Link, Register. 





HODELL CHAIN COMPANY 


Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 
\, 
VALLE « 


FASTENERS == CHESTER HOISTS 


HODELL CHAINS 
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SHOW YOUR FARM TRADE 


THIS NEW, IMPROVED 


CALF GETS ALL THE MILK 


CALFEEDER 


NEW 8-QUART SIZE 
ALSO AVAILABLE 


@ New, improved nipple assembly, 
offered only by the CALFeeder Nipple 
Pail, permits calf to get practically ALL 
of the milk. Tests show only 10 cubic 
centimeters (spoonful) of milk can re- 
main in pail. Show your farm trade this 
exclusive, money-saving, MILK-SAVER 
feature. NOW TWO SIZES! CALFeeder 
Nipple Pails are made in 8-qt. and 12- 
qt. sizes, to fit all requirements. There's 
only one genuine CALFeeder Nipple 
Pail. Write for FREE folder. 


SELLER TO 
THE FARM TRADE 


LOCK-ON 


TRACTOR FUNNEL 





@ Farmers buy LOCK-ON Tractor 
Funnels because steady funnels save fuel 
and time. Here’s the only LOCK-ON 
Tractor Funnel made. A profitable item 
and a big seller. Write for FREE folder. 


GENERAL METALWARE COMPANY 
Minneapolis 13, Minn. ¢ Portland 10, Oregon 
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Features Gifts in Shadow Box 





Shadow box displays like this help move odd pieces of giftwares. 


Says Miss Dolores Zimmer, man- 
ager, “If we want to move out a 
gift item or a decorative set, such 
as a single cup and saucer or a 
figurine, we can best do it by 
placing the item in one of our 
shadow boxes. Many customers 
look at these shadow boxes as soon 
as they enter the department.” 


Zimmer Hardware in Albu- 
querque, N. M., uses framed 
shadow boxes in its gift section to 
increase interest in china and 
other gift items. Items which home 
owners would want to place in 
their own china closet or wall 
shadow boxes are displayed in 
these units. 





Cutlery Wall Display Boards 












ow 


Wall display boards for cutlery have helped Best Hardware & Ap- 
pliance Co., Cedar Rapids, lowa, increase its cutlery sales. Attached 
to the wall, these boards bring cutlery items to the attention of 
store traffic congregating at the nearby wrap counter and create 
many impulse sales, according to Richard Ives, manager. 
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American Gold Strand Insect Screening 


Available in Galvanoid, Bronze or Aluminum—screening 
that meets every customer requirement. 


Clinton Standard Hardware Cloth 


In all standard widths and meshes; unrolls flat for easy 
handling. Supplied in steel-banded rolls of 100 feet. 


Clinton Hex Mesh Netting 


Has a wide range of usefulness for poultry and fur farm 
enclosures, crab traps, stucco reinforcement, baseball and 
tennis court enclosures. 


Perfection Door Springs 


Made of selected wire, available in black japanned and 
galvanized finishes. 


Quick Hitch Gate Springs 


A rugged spring for heavy doors and gates. Made of oil- 
tempered wire. 


Wissco Flexible Wire Clothes line 


Long-wearing, strong, flexible, rust-resistant. Smooth, lus- 
trous surface. Coils of 50’, 100’ or connected lengths. 


Wissco TV Guy Wire 


Makes a permanently taut guy wire for TV antennas; lends 
itself to quick and convenient installation. 


THE COLORADO FUEL AND IRON CORPORATION * Denver, Colorado 

THE CALIFORNIA WIRE CLOTH CORPORATION * Oakland, California 

WICKWIRE SPENCER STEEL DIVISION * Atlanta * Boston * Buffalo 
Chicago * Detroit * New York * Philadelphia 


WICK WIRE 
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D big magazines! 
75 exciting advertisements! 
412,000,000 impressions! 


BIGGEST 
ADVERTISING 





PUSH IN’ 
PLANTABBS 
HISTORY! 


= 
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It all adds up to profit, profit, 
PROFIT—for YOU! In 9 big, 
mass circulation magazines, with 
75 separate ads, PLANTABBS 
tells its exciting story 412,000,000 
times in 1953! Never a bigger, 
more powerful ad campaign in 
PLANTABBS history! 

Now PLANTABBS sells the 
heart of the market, the millions 
with home gardens and potted 
plants—your customers! And you 
reap profits! Order PLANTABBS 
now, while you’re thinking of it! 
Stock PLANTABBS! Display 
PLANTABBS! No bother, no 
trouble—just BIG PROFITS! 


The magic little tablets 
with the big, big profits! 


Plantabbs Corp. 
Baltimore 1, Md. 
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Free Cups of Coffee Build Good Will 





Strategically located coffee vending machine welcomes visitors. 


That you can do more business 
with a building contractor or a 
carpenter over a cup of coffee than 
with a lengthy sales talk is the be- 
lief of the owners of Builders Em- 
porium in Van Nuys, Calif. 

A coffee dispensing unit of the 
type found in many public places is 
located between the builders’ hard- 


ware and electrical supplies depart- 
ments of the store. The big differ- 
ence is that visitors to this store 
do not have to put money into the 
machine. 

Many customers and people just 
visiting the showrooms avail them- 
selves of the invitation to “have 
a cup of hot coffee free!” 





Catchy Signs Sell Merchandise 





Fred V. Legler, a salesman at Glendale Hardware in Glendale, Calif., 


WITH A Weaple c 7 wh 
Fin [rout } 





has a flair for creating display signs with a touch of humor. He is shown 

with three signs he made to sell anglers on the idea of fishing. Additional 

eye appeal is added to the windows through use of murals showing 
attractive outdoor scenes. 
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“Open the Mind and Close the 
Sale’—by J. M. Wilson, vice-presi- 
dent, sales, National Cash Register 
Co. This book claims to present a 
way of creative selling that assures 
greater individual effectiveness. 
Carrying the sub-title “The Key to 
Success in Selling,” it tells and 
shows how to sell with a plan that 
can be applied to any product. A 
feature of the book is a Chart of 
Creative Selling Techniques which 
blueprints a selling plan suitable 
for any product. It also contains a 
complete chapter devoted to answer- 
ing objections. 250 pages, $3.75. 
McGraw-Hill Book Co., 327 West 
41st St., New York 36, N. Y. 


*x * * 


Ladds Discount Book—The No. 3 
edition of this well known book 
covers a wide range of commercial 
discounts and contains much valu- 
able information for use in buying 
and selling by discount, pricing and 
checking invoices, figuring inven- 
tory, making selling prices, split- 
ting up discounts, finding discounts 
when both list price and net are 
known; figuring salesmen’s costs, 
estimating profit on selling price, 
computing interest, and many other 
daily operations in retailing. $20.00, 
600 pages. Henry Fasig, 1010 N. E. 
129th St., North Miami, Fla. 


Welcomes Youngsters 
(Continued from page 150) 

is done by youngsters accompanied 
by their mothers. When fathers 
visit the store to buy juvenile goods 
they are usually after a gun or a 
sporting goods item. It is not at 
all unusual for boys and girls to 
visit the store with a grandparent 
to select a birthday gift for them- 
selves or their friends. 

As in other toy departments 
volume is best in the final quarter 
of each year. By the first week in 
October, 1952, the store had well 
over $1,000 in toy Lay-aways for 
Christmas although Yuletide dis- 
Plays had not yet been installed. 
Lay-away sales continued high 
right through the entire holiday 
season. 
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WINTER 


GEORGE 


GARDEN TRACTORS 
ARE BIG PROFIT 
MAKERS FOR YOU! 


SELF PROPELLED 
EASY TO USE 


SEND FOR COMPLETE FACTS 


WRITE TODAY! 


GEORGE GARDEN TOOLS DIVISION 


22B10 SNOW BLADE 
Shpg.wt.20!bs.,$11.25 


/® 
Sy 
o =) 
A il 
22B6 FURROWING 
>L OW 


Shpg.wt.10 Ibs., $8.75) 


22B13SNOWBLOWER 
Shpe.wt.45 ibs.,$39.50 


22B15 LAWN MOWER 
Shpg.wt.34 Ibs.,$34.50 


A 


<4 
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22B5 DISC HARROW 
Shpg.wt.15!bs.,$15.75 


22B3 FLOATING 
TOOL BAR 
Shpg.wt.10 ibs., $4.5 
22B12 LAWN MOWER 
HITC 


Shpg.wt. 5 Ibs., $4.50) 


Pid 


yy 


22B7 HILLING PLOW 
AND COULTER 
Shpg.wt.10 ibs.,$15.00 


2284 SHOVEL 
CULTIVATOR 
Shpg.wt.10 Ibs., $8.75 


_ 


22B8 SICKLE BAR 
MOWER 
Shpg.wt.30 ibs.,$42.50 


we + + 


\ 
2289 ROTARY TILLER 
Shpg.wt.40 ibs.,$42.50 


20” ROTARY MOWER 
22814, Shpg. wt 
50 ibs. $42.50 

















CHAPIN 


SPRAYERS + DUSTERS - FUEL TANKS 


NEW KNAPSACK DESIGN 
What It Means to You 


Higher Quality at a 
Lower Cost 


Chapin is first to adapt the cylindrical 
tank for knapsack use. Now ‘expensive’ 
sproyer efficiency can be offered for a 
budget price and still maintain Chapin’s 
high stondard of quality construction and 
moterials. 


Full Mark-up 


Mork-up remains at its characteristic 
“Chapin high level’, while your volume 
soors because of a lower retail price 


Increased Profits 


it mokes good business sense — More 
sales at o high mork-up mean extra profit 


$1495 


® Suggested 
Retail 





























NEW Model No. 650 
Cylindrical Knapsack Sprayer 


What It Means to Your Customers 
Low Retail Price 


Now volume spraying is available to all 
groups regardless of income bracket. 


Efficient, Easy to Use 


Adjustable, double harness strap allows 
tank to ride horizontally, in the most com- 
fortable position on back. Both hands are 
free to operate “easy-going”, brass slide 
pump. 


Quality Construction 
and Materials 


The 4 gal. tank is Armco Zinc Grip, rust 
resistant galvanized steel. All seams elec- 
tric welded. 2" filler opening with heavy 
machine screw closure to insure ‘easy fill- 
ing and an air-tight seal.’ 30” of oil 
resistant hose for a “long reach’ and the 
new deluxe adjustable brass nozzle guar- 
antee long, hard, efficient use. 


THAT EXTRA SALE 


Model No. 932 
“Little Giant” 


Inexpensive, spraying 
for the ‘part - time’ 
gardener. One 
of a complete 
series. Ask us 
about models 
#930, #931, 
and 













the many 
others included in this ‘‘hand-sprayer’: 
branch of Chapin’s complete line. 


R. E. CHAPIN Mfg. Works, inc. 


single Action “ ( 

Sprayers Since Hand S; 
Plunger Dusters ri presse 

Semen 1887 Mme 

7a ine Can Inflators 


Knapsack and Wheelbarrow 





200 CHAPIN ST. 


Complete Line Nati 


BATAVIA, N. Y. 


ly Distributed 
Conodian representative: 
Frank Hacking (Canada Ltd.), 44 Yonge Street 
Toronto, Canada. 
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Good Will Builders Triple Business 





Well painted exterior with plenty of signs attracts traffic 
to store with own parking lot. 


Continuous improvement in shop- 
ping and parking facilities, good 
signs on the building and a well 
trained sales staff have helped 
Westwood Hardware triple its vol- 
ume in the eight years Walter J. 
Leach has owned the store. 

The store is located at 2028 
Westwood Blvd. in an outlying dis- 
trict of Los Angeles, Calif. 

One of the most recent improve- 
ments was the conversion of the ex- 
terior of the store into a billboard 
to advertise the business. After 
painting the exterior, Mr. Leach 
added a sign with 42 in. lettering 
to identify the store as a paint, 
hardware and electric sales room. 
A large neon sign identifying the 
store and indicating its street num- 
ber further serves to attract atten- 
tion to the show room and pull in 
pedestrian and motor traffic. 

Another traffic puller is the firm’s 
50x135 ft hard surface parking lot 
adjoining the store. Although the 
store is an outlying, rather than a 
downtown, shopping area, the park- 


ing lot has been an important fac- 
tor in attracting trade. 

The fact that his staff is a well 
trained one is a real sales builder. 
Mr. Leach’s employees also create 
a good impression with customers 
because of his efforts to make them 
happier in their association with 
the business. A used refrigerator 
has been put at the disposal of em- 
ployees for them to store their 
lunches. The employees also have 
in addition to well equipped wash- 
rooms a shower installed specificaiy 
for their use. 

A community good will builder 
that attracts traffic is a landscaped 
patio behind the store. The patio, 
which was illustrated on page 114 
of the Nov. 13, 1952, issue of HARD- 
WARE AGE, is offered to local groups 
for picnics and parties in the 
spring and summer. Customers are 
invited to relax in this garden dur- 
ing the store’s business hours. The 
patio serves as a place in which to 
test lawn mowers customers want 
to test before buying. 





How Advertising Pays Off 


(Continued from page 115) 


equipment, garden hose and 
fencing. 

More than 50 pct of the firm’s 
customers are men who have to be 
served rapidly because the store’s 
down-town location in a congested 
business district does not allow 
long-time parking. 

Nevertheless the store has built 
a reputation on its speedy service, 
service that is calculated to serve 


the customer and get him on his 
way in 12 minutes. That is just 
the time allotted each parked car 
in the post office parking area across 
from the store. That area parks 
75 cars at a time, and Mr. Nichols 
estimates that sometimes as many 
as 250 customers per day use the 
car park. 

Mr. Nichols allots 60 pct of his 
total advertising appropriation for 
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newspaper space, both display and 
classified; 30 pct for radio commer- 
cials, and the remainder fof direct 
mail. 

Radio spots are brief and de- 
scriptive of a single item, a group 
of related items, or one of the 
store’s services. They are written 
on a co-operative basis by Mr. 
Nichols and his staff with the radio 
station copywriters so that the 
result reflects their combined tal- 
ents and experience. 


How Radio Is Used 


An example of how radio is used 
to encourage buying spring needs 
follows: 

“The R. & O. Hardware Co., 120 
First St., SE, reminds you that 
the courteous driver will have far 
less accidents than the road hog, 
so mind your motor manners and 
live! 

“And the R. & O. Hardware Co. 
also reminds you that if you are 
getting that urge to start your 
spring yard cleaning, then you had 
better hurry right over to their 
store, and get all the implements 
you'll be needing for the job. 

“The R. & O. Hardware has 
everything you’ll want for cleaning 
up the yard, and keeping it attrac- 
tive. Or, if you’re an enthusiastic 
gardener you'll be interested im the 
large stock of fine garden tools and 
implements available now at the 
R. & O. Hardware Co., since you 
expect tools to last awhile, it’s 
wise to invest in good tools from 
the R. & O. Hardware .. . You’ll 
do better work, too, with tools from 
R. & O. Hardware. . .” 





HARDWARE HUMOR 
By Hardware Age 





“Man here about our traffic 





stopping window." 
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IF YOU HANDLE THE 


WATERBURY 
ROPE RETAILER! 


Do you need a ‘“'Private-Eye” to locate your rope 
stock . . . buried under the counter . . . hidden in 
the cellar. . . tucked away under that pile of gar- 
den tools? Why not avoid all this by having a real 
rope department, The Waterbury Rope Retailer. 
The Retailer is a complete rope department occu- 
pying a space less than 4 feet square and the 
stand is only 42 inches high. 


Exclusive patented interlocking 
reel arrangement. Sell 100 feet, 
200 feet, or 300 feet as a single 
unit or pull off any cut length— 
without kinking. 


The Waterbury Rope Retailer carries 6 popular 
sizes of “Blue Marker’ Pure Manila Rope. 1/4’°— 
300 feet, 3/16’’—300 feet, 3/8’’—300 feet, 1/2" 
—300 feet, and in the back of the stand 5/8"— 
200 feet, 3/4'’—200 feet. 


Ask:Your. Jobber. Today! 
Fe YR ° PE - 7» 
lity Rope: Moker$ Since 1816 : 
UR ab Wash aacior stREG, BeGOKirN if] NEW YoRK 
Sales Agent: JoHN H. GRAHAM & CO: INC. 105 DUANE STREBT, NEW YORK 8, N. Y. 
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Promotion and Service 
Ring Cash Register 


(Continued from page 107) 


4 pet of our annual volume. For 
example, we issue 3500 broadsides 
to homes in our trading area, 
seven times a year. Provided by 
Janney-Semple-Hill Co., Inc., Min- 
neapolis, wholesalers, with our im- 
print at a cost of $160 for 3500, 
including printing, addressing and 
mailing. 


Addressed to Individuals 


“These circulars bring in plenty 
of business. If they reach custom- 
ers just one day prior to the sale 
we have many visitors before the 
sale date wanting to buy at the 
special prices.” 

Home Service Hardware’s mail- 
ings are addressed to individuals, 
these names being obtained from 
the local weekly newspaper and 
from election board _ records. 
Messrs Thorne and Leatherby, 
their wives, and two sales clerks, 
address the circulars in spare 
time and get them all in the mail 
within two days. Mr. Thorne us- 
ually staples in a light weight 
folder about some special item, to 
get maximum returns for the post- 
age costs. 

Other advertising includes one 
classified per day in the Rockford 
daily newspaper, plus a few dis- 
play ads, and also display ads in 
a suburban weekly in the store 
area. 

The store is open until 8 p.m. 
every evening to accommodate the 
numerous office and factory work- 
ers who like to do their shopping 
after work. In a_ neighborhood 
area, this policy pulls a lot of 
trade. 

For the convenience of patrons, 
the store has some painted panel 
boards, showing various colors. 
Thus the prospect can see how 
actual colors look on wood. These 
panel strips are laid on the ledge 
of the wall dividing the model kit- 
chen area from the model bath- 
room. 

Practically any type of a repair 
job can be done by this store’s 
service crew, including the han- 
dling of water pump service, or fix- 
ing a defective electric toaster. 

“We have a large supply of 
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plumbing and electrical items,” 


states Mr. 


people in this area — outside the 
city of Rockford—do their own ture. 
home repairs and installation. If 
they don’t want us to install jobs, 


Jack Osborne, seta 
Thorne and Clarence Ke 







we can sel] them the supplies s¢ 
that they can do it themselves, eg-: 
pecially in the more distant areas, 
Sooner or later we get an appli- 
ance sale or two, plus installation 
from those customers who come to 
us for plumbing and electrical 
items.” 

The partners did some of the 
construction work on their build-] 
ing and thus saved considerable 
money in the erection of the struc 









































Leatherby. “Many 





Five apartments on the second 
floor are rented at $75 per unit, Dart 


The DART rule 
No tut 





representative for Janney, Semple, Hill, Ed. 
lley, paint salesman for Janney's, with one of 
the broadsides used by the store. 


Exclusiv 


One of the firm's two service trucks. 
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the second 


75 i 
oo Dart engineering skill has developed ‘‘BALL-BEARING’’ blade action... 


... the first new improvement in steel rules in years. 
The DART rule has new blade freedom right to the last inch of the 10 foot model. 
No tugging or jamming if it’s a ‘‘BALL-BEARING’’ DART. 





Is that inside measurement reading 
on the 7/gth or !5/;,th inch mark? 
Mighty hard to see with the ordinary rule. 
Exclusive ‘‘CLEAR-VISION”’ design 


gives the EXACT reading at a glance. ORDINARY RULE 





DART’S advanced features and striking case design 
obsoletes all others. Your customers want the 
new DART. Mail the coupon for details about 
DART’S GUARANTEED SALES PLAN. It’s a no risk 
offer that'll interest you. 








WMAP 


Manufacturing Company, Dept 


* GET THE BIG STORY — SEND COUPON NOW! 


i /AV Ld ff 


mason,mich. 


A 


Please send me the BIG STORY about the DART G 
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VLCHEK 








greater value than ever before. 
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THE VLCHEK TOOL COMPANY. 3001 East 87th Street, Cleveland 4, Ohio 



























In addition the firm owns land on 
either side of the hardware store 
building. The store’s owners 
moved several small buildings on- 
to part of the adjoining property 
and rented them to a restaurant, 
a soda shop and grill and a shoe 
shop. These other establishments 
help pull traffic to the hardware 
store. 

Parking space for 15 cars on one 
side of the building is another 
traffic builder. 


Ed. Thorne stapling a light 
weight insert into one of the 
broadsides issued by the 


firm. 





Model Bathroom Builds Sales 


Show people how plumbing 
equipment and other bathroom 
goods will look in their homes and 
you will do a good volume in these 
lines. Fred Bunch, Jr. of Bunch- 
Finnigan in Kennewick, Wash., 
follows this idea with attractive 
model bathroom displays in the 
store. Two model bathrooms and a 
shower stall are displayed on a dis- 
play unit on casters in a good traf- 
fic location near the center of the 
firm’s display room. 

The two model bathrooms are 
three-piece units with a partition 
dividing them. On one end is a 
curtained shower stall. Toilet seats 
are shown on a tubular rack placed 





Two model bathrooms and a shower stall 
provide good display in limited space. 
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in front of the partition dividing 
the model bathrooms. 

Free advice on installation and 
easy-terms are other sales aids. For 
the customer able to do his own 
plumbing installation work, the 
store offers free use of pipe cut- 
ting and threading equipment. 
This equipment is in a fenced-in 
area along the outside back wall 
of the store. When not in use tiie 
bench and equipment area is locked, 
key is available upon request. 

This free service, coupled with 
advice as to how to install equip- 
ment, is an important sales key for 
the store’s plumbing equipment 
department. 
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Display Panels 
On Table Ends 





Broad end display shelves provide 
ample room for good sized cook- 
ing utensils. 


Several step-up tables in the 
Blueher Hardware & Lumber 
showroom in Albuquerque, N. M. 
have been equipped with auxiliary 
shelving on each end for feature 
displays. Two wide, rounded cor- 
ner, shelves are attached on white 
enamel finished plywood panels 
fastened on the ends of the tables. 
Panel ends are flush with the base 
of the table and are cut in, at two 
places, on the sides to almost the 
came width as the two upper dis- 
play levels. 

Rounded corners add to the ap- 
pearance of the panel units, per- 
mit greater visibility and elimi- 
nate sharp edges. 

Enthusiastic about these dis- 
plays, Bob Gibson, hardware de- 
partment manager says, “A shop- 








Flashlights and related goods get 
attention on this unit. 
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*"Four-In-One" Screwdriver 
Regular Retail $1.35 set 


HARDWARE WEEK © ¢ 
SPECIAL... set 

Set consists of: 
ert Bog on ga Ce ma hes take all mueds 


re 
Diameter; 3/16" Diameter; 4" D! , 
enclosed in aptean unbreakable amber handie. 


DEALER'S COST: $7.20 


Per Doz. Sets 





























FOUR PIECE SCREWDRIVER SET 
Regular Retail $1.40 set 


WEEK SPECIAL . 99: 


HARDWARE 
Set of four screwdrivers 
in ae roll kit consists Boy ve oy 
Ca sR + No. 2 Recessed. 
All have Hi Cadmium Stee! 
blades, unbreakable amber handies 
and new Blister-proof Dome. 


nus $8.00 
#84 HW Per Doz. Sets 


Both “specials” offer ali the fameus FULLER 
quality features that have bullt sales records the 
year ‘round .. . NOW priced for even greater 
promotion! 








As featured thre 
IRHA and advertised 


PREE DEALER MATS ARE AVAILABLE! 





3522 WEBSTER AVENUE NEW YORK 67 


World's Largest Producers of l nbreakable Amber Handle Tools 
John H. Graham Co.. 105 Duane St.. N.Y. 


_ Export Sales Dept. 
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Keystone Aluminum Insect Wire Screening can 
be sold by you with confidence. Will not stain 
or discolor woodwork or masonry. Improves 
home appearance. Light, strong, durable and 
pleasing to the eye. 


GALVANIZED STEEL 


Keystone Electro Galvanized Insect Wire 
Screening, made of specially selected copper 
bearing steel wire, gives strength and rust re- 
sistant qualities. 


QUALITY BRONZE 


Keystone Bronze Insect Wire Screening, both 
Bright and Antique finish, woven from high- 
est quality commercial bronze wire of 90-10 
analysis (90% Copper, 10% Zinc Alloy) com- 
bines beauty, hardness, strength and resistance 
to atmospheric conditions. 

It pays to sell KEYSTONE—top quality insect 
wire screening for every requirement! 


Wnite for FREE cattaleg laday 


KEYSTONE WIRE CLOTH CO. 


Fostoria, Ohio 





Hanover, Pa, 
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per can glance at the end display 
and know what type of merchan- 
dise he will find in that particular 
section. 

“We have watched shoppers go 
to the end displays and then go 


around the display table to look at 
all the merchandise on that unit, 
Sales of items featured on one of 
these end shelves are always 
greater than for other merchan- 
dise displayed on the same table.” 








A close-up of the home-made rope dispenser. 


Paul Johnson, proprietor of the 
J & M Hardware, Alisal, Calif., 
shows how neatly he can store and 
dispense large rolls of rope in a 
cabinet designed by himself. Front 
of cabinet has,a door hinged from 
the top. Rope is drawn through 
holes drilled into the door. Loosely 
tied knots keep rope from sliding 
back. Cabinet is 24 in. deep; 37 in. 
high at the rear sloping to 33 in. 


high at the front. Sufficient space 
is provided for storing five popu- 
lar diameters, from 14 in. to % in. 

Because the cabinet is located 
between the sales floor and the 
stockroom, it serves a double pur- 
pose—for dispensing rope, and as 
an order desk, accommodating cat- 
alogs, phone books and telephone. 
One end of the cabinet is also used 
for displaying rolls of wire. 





Power Tools Are Business Getters 


At the C. S. Charles & Sons hard- 
ware store in Santa Monica, Calif., 
power tools—and the store sells 250 
of them yearly—are the key line in 
hardware merchandising. 

There power tool sales become a 
springboard to another sale for the 
customer who buys a power tool will 
use it to build something. That’s 
when Roy Charles, third generation 
of his family to operate the store, 
starts his follow-through. 


This follow-through means selling 
the customer a hand saw possibly, a 
square, nails and screws, paint, or 
numerous other hardware items. 
And the store’s inventory is de- 
signed to fill those needs. 

Adjoining the display of power 
tools, for example, are three sample 
panels of cabinet hardware, includ- 
ing all types of door pulls, knobs, 
and latches. These include wrought 
iron, brass, chrome, wood, and glass 
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SEE - AND -SELL | 
OPE MERCHANDISERS’. 


1 
Rope must move to make money, that’s why your} 
best bets for better rope turnover are one or \ 
ore of Plymouth’s hard-selling rope displays. 


s 


ent space [Plymouth’s 3 sales-getters—HandyPak, SalesRak 
a oo and SalesMaker—comprise a convenient and 
ig et d plete system of handling many sizes of rope 
and the fin any lengths... by package, off the spool or 


uble pur- [from the coil. 
e, and as 


om or t up one, two—or all three of these merchan- 
also used ([4ising units in your store and get 
a good look at real merchandising 


in action. 


PLUS THESE PLYMOUTH EXTRAS 
b sf SO) —ewnvton motor STARTER-SELLS ON SIGHT 


This replacement starter rope is just what owners of 





paint, or air-cooled gasoline motors have needed for years. 
e items. It's handy, smart looking, serviceable and at the sug- 
is de- gested price of 49¢ it's making quick profits for hard- 
ware dealers from coast to coast. 
f power aT 
e sample “te ll CARTON-PACKED COIL ROPE 
? me, . iat ona For use with the SalesMaker. Available in 
obs, 4g half and full coils up to ¥%" diameter, and 
rought 4 in half coils only in 7/16" and Y2" diameters. 
nd glass 


PLYMOUTH CORDAGE COMPANY 
Plymouth, Massachusetts 
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Protective 


INSECT BOMB 


Than An 
Insect 
Repellent! 


NATIONALLY ADVERTISED 
& PUBLICIZED! 


Better Homes & Gardens 
Sports Afield 

Outdoor Life 

Hunting & Fishing 
Fur-Fish-Game 

Outdoor Sportsman 
Nature Magazine 

New York Herald Tribune 


Plus more than a dozen 
others read by millions! 


NATIONALLY USED! 


U. S. Armed Services 

U.S. Forestry & Wildlife Services 

State & Government Conservation 
Departments 

Largest Lumber Companies 

Innumerable outdoorsmen, hunters, 
fishermen, farmers and others 
who work and play outdoors 


POWERFUL SALES HELPS! 


Circulars, Banners, Ad Mats, 
Counter Displays! 


tah Your Wholesaler 
On Write Direct 


WHITMIRE RESEARCH LABORATORIES INC. 


339 SOUTH VANDEVENTER ST. LOUIS 10, MO 
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Roy Charles builds his merchandising on power tools and the follow- 
through to sales of accessories and hardware items the homework- 
shop enthusiast needs to turn out finished work. 


items of various periods. Most of 
them are shown on panels designed 
and built by Mr. Charles. 

Though merchandising of power 
tools and related items is directed 
primarily towards men, the depart- 
ment also draws women shoppers in 


search of gifts. The attraction, 
again, is the completeness of selec- 
tions. 

There are a dozen power tools on 
display in the store. In addition, 
there is a full stock of accessories, 
including books on handicraft. 








HARDWARE HUMOR 
By Hardware Age 























"Please try and get a man over to fix it 
right away . . . before it is too late.” 
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SUGGESTED 
RESALE SCHEDULE 


19, 1953 





Atkins Saw Division, Borg-Warner Corporation +» Successor to E.C. Atkins and Company + Indianapolis 9, Indiana 











PRECISION MADE 


PHEOLL see 


. — : a : 

| ACCURATE THREADING SAVES TIME 
Pheoll Screws, Bolts, and Nuts are easier to 
start, easier to drive and easier to tighten— 
because they’re accurately machined and 
threaded. These features cut your assembly 
time and cost. 


 GOLO ROLLED THREADING ADDS STRENGTH 


The grain structure and flow of metal ob- 
tained through cold heading and roll thread- 
ing increases the structural strength of 
Pheoll Fasteners. Cold working improves 
thread bearing surfaces, providing greater 
area of contact for firmer grip. Greater 
strength reduces possibility of shearing, and 
time lost in subsequent removal and re- 
tapping. 


OUR INSPECTION IMPROVES » 
YOUR PRODUCT APPEARANCE 


Step by step Pheoll inspection, through 
every process of production, assures uniform 
head size and shape; cleanly milled and re- 
cessed heads, neat chamfering and counter- 
sinking. All these factors contribute to the 
quality and finish which add materially to 
your product’s final appearance. Write for 
Pheoll’s product literature and price list. 





THESE PHEOLL PRODUCTS INCREASE 
YOUR PRODUCTION RATE. Thumb Screws 
Machine Screwst ¢ Wood Screwst @ Sheet 
Metal Screwst © Stove Boltst © Rolled 
Threaded Wires and Studs e Special Rivets 
and Pins ¢ Brass Washers 











tFurnished in slotted 
ond Phillips Recessed Head Types 


PHEOLL && 


ax ~ as 
ANUFACTURING COMPANY \ +7) 
|Revsareh Read, Chicago 99, WL ON 


RE 
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Fold-Away Trimmer Saves Space 





A window shade trimmer is mounted on a long, hinged board at 
Karl's Hardware in Madison, Wis., so that it may be tilted toward 
the ceiling when not being used. This saves aie space at the 
bench and makes it possible to have the machine ready for duty 
in a few seconds. When in use, the trimmer lies flat on the bench. 


Device Minimizes Cutlery Thefts 


Visual display is a necessity in 
today’s selling of cutlery, as Al. 
Coppin of Coppin Hardware in 
Puyallup, Wash., knows. Cutlery 
business has long been good in this 
Marshall-Wells store, but pilferage 
was heavy. 


Mr. Coppin solved his problem 
by designing his own glass en- 
closed cutlery case which gives 
visibility and protects stock from 
pilferage. The unit is 5 ft long 
and fits on one end of a display 
island. Sliding plate glass panels 





Al. Coppin holds a display tray taken from one of the tilted panels. 
A locking pin may be seen just above the tray. One of the reserve 
drawers on the front of the unit is opened. 
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cover the flat portion of the unit 
and three glass covered display 
panels set at an angle display other 
cutlery items. 

Three lock pins are used on the 
top ledge of the unit to securely 
lock the glass doors covering the 
three top panels. Each storage 
drawer in the front and on the 
ends of the display unit is locked 
with these inconspicuous but strong 
lock pins. After several months of 
use no visitor to the store is known 
to have discovered how the case is 
locked. 

Merchandise in each of the 
sloping panels is mounted on a 
black felt covered tray, the tray 
being removed—as in a jeweler’s 
display—to show a full assortment 
to a customer. The firm’s entire 
$1,500 stock of cutlery is displayed 
and stored in this unit. All re- 
placement stock for the department 
is kept in side and front drawers. 





Student Day Sale 


The merchants of Decatur, IIL, 
sponsor a Student Day Sale which 
attracts wide attention. All high 
school seniors in the county are 
eligible to work in the stores on 
Saturdays, and receive $2.50 for 
their class treasury, plus their reg- 
ular salary which they may keep or 
turn over to the school fund. 

This serves a double purpose. It 
cuts down on solicitations of mer- 
chants for contributions to class 
funds, and also gives the students 
an opportunity to learn retailing, 
enabling many to find their future 
careers. Students are assigned to 
stores by teachers, or selected by 
the merchants. 





HARDWARE HUMOR 
By Hardware Age 





"Heads | stack the aluminum 
wire—tails you stack the nail 
kegs." 
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will sell screw 
drivers so fast 





No. 700 Master Assortment 

Retail value $68.45 
80 screw drivers — 

32 types and sizes (dealers’ cost) 
Profit margin 

No. 600 Assortment 

Retail value $36.35 
43 screw drivers — 

17 types and sizes (dealers’ cost) 24.24 
Profit margin 12.11 
ba DISPLAY UNITS — NO CHARGE 





e The Bridgeport No. 700 Master Assortment Display 

Merchandiser provides: 

A The most expensive and valuable dispenser board ever 
offered the trade. 

B There is but one, and only one quality on the board. All 
are Amberlite handled, top grade drivers. 

C Thousands of retailers have sold thousands more screw 
drivers at a pretty profit due to these Bridgeport display 
merchandisers. 

The No. 600 Bridgeport Display Merchandiser is kin to the 

No. 700. Either or both will put any retail hardware dealer 

in the screw driver business in greater volume than ever 

before, and we can prove it in thousands of instances. 


The Bridgeport Hardware Mfg. Corp., Bridgeport, Connecticut 


Please send at once: 1 No. 700 Master Assortment at $44.59 [] 
1 No. 600 Junior Assortment at $24.24 ([) 


POAT. 10<0.0.000sccsceseseorevensnenenteeetsnseuesescessowensesecesccosesoeeseeweneeseoneneveneneseeeeseeesensee seeeeeereneneeeneneneseeeneeeneeteeeeOeD 











BIB ocsceriernrsscssaressnerinrnnescncnenseveennensesesinecorsvetes eves oven seenscevenenecseee 


BILL THROUGH 





The Bridgeport Hardware Manufacturing Corp. 


Bridgeport, Connecticut 
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Take Advantage of 
The New Cheney 
Sales Maker Deal! 


Get the popular, profitable Cheney 
Sales Maker. It does a real job selling 
Cheney Nail Holding hammers. Send 
today for new 1953 package offer. 


10 No. 938 hammers 


16 oz. 
2 No. 937 hammers ar—., 
20 oz. CHENEY TT 


1 No. 938 hammer 16 
oz. for display use. 
At half price. 

1 Sales Maker dem- 

onstrator and sign 

—free. 












Hammers sup- 
plied in either 

bell or octa- 
gon face. 





Sales Representatives: 
JOHN H. GRAHAM & CO., INC. 
New York, N. Y. 


SANFORD BROTHERS 
Chattanooga, Tenn. 













ESTAS. 1830 


weney CHENEY "conr. 


RETTLE FALLS, WM. Y., U.S. A. 
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Realistic Windows Increase Store Traffic 





This realistic display attracted attention and aided sales. 


Hofmann’s Hardware, Salt Lake 
City, Utah, turned to realism in its 
window displays to attract atten- 
tion of passers-by, and as a result 
has brought about an up-turn in 
store traffic. In this display, the 
store’s display manager, Miss Mar- 


garet Muncy, created a larger-than- 
life charcoal sketch of a painter 
finishing a wall panel to serve as 
a background for merchandise that 
ties in with the Clean Up—Paint 
Up—Fix Up campaign. 








| 
| 
| 
| 





Feature Display Sells Cutlery Sets 





This attractive and simple display featuring cutlery sets priced from 
$16.50 to $35.00 sold three sets even as it was being set up in the 
-Tt, 


Compton, Cal., branch of Imperial Hardware Co. The 6 


table 


was topped with a two-step unit on which was fastened a center 
panel for displaying complete sets and individual pieces. 


HARDWARE AGE, FEBRUARY 19, 1953 














HARD’ 





iffic 





‘ger-than- 
4 painter 
serve as 
idise that 
p—Paint 





, 1953 





Power Tool Business Is Booming! 


Co; DURA-BILT «2°: 


Highest in performance ... Lowest in price 
FINEST QUALITY SWEDISH TOOL STEEL 


Now you can give your customers everything they want in a power 
wood bit! DURA-BILT’S entirely new and more efficient design means more 
v, sales for you because DURA-BILT does so much more... costs so much less. 


performance: 


Fits all electric drills and drill presses 

Bores up to 50% faster than most conventional bits 

Bores smoother, cleaner holes without binding or clogging 
Bores at any angle without "creeping" 

Point, spur, cutting head easily re-sharpened 

Equally efficient in ALL sizes from %” to 2” 


COSTS UP TO 50% LESS THAN OTHER TOP-QUALITY WOOD BITS! 








DURA-BILT Power Wood Bits are proven sales-builders — just the thing for 
carpenters, electricians, hobbyists, home-owners, maintenance men. 















DURA - BILT 


POWER WOOD BITS CARDED. .. Single bits in 4” to 1” sizes at 
low prices to catch “impulse sales”. . . 
from 58¢ to 84¢ 


BOXED KITS . . . Compact self-display units 
save space, catch the customer's eye. 
6-piece set, %” to 1”, $4.40 list y 


ROLL-UP KITS... Handy plastic roll-up, // J 
hang-up kits. 4, 6, 9 pieces, $3.10, / 
$4.40, $5.90 list 


NEW! ASSORTMENTS . . . with : 


FREE Counter Display Units. Compact, = 
attractive, complete range of sizes. 
Packed 3 and 6 to carton. No. 606 Assort- 
ment (104 bits), $74.62 list. No. 610 Assort- 
ment (37 bits), $26.52 list 


ORDER NOW FROM YOUR WHOLESALER —— Write for FREE Catalog A 
DURA-BILT 1K OlO)F Cee. INC. NATICK, MASS. 
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Also available with square 
shank for bit brace use 
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ROTARY POWER MOWER! 





ITIS/ 


FAIRBANKS-MORSE 
Ld ~ t@ 
SAAN 


SENSATIONAL 
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BACKED BY / 
PROMOTIONAL PUSH! 


24” self-propelled, 
6 blade rotary power 
mower $226.50 


Fairbanks-Morse offers you 1953's biggest oppor- 
tunity to make money with mowers. You will have 


the advantage of 


A complete line—a mower for every need 

Priced to compete with all quality lines 

National advertising in popular magazines 
Workable cooperative local advertising program 


Sales literature—line folders, stuffers, cards, etc 


Single bar 20” 
manually propelled 
rotary power mower 


Free mat service: Radio spot announcements 
Sales training slide film to train your salesmen 


The undeniable influence of the name Fairbanks- 
Morse—known for 123 years as the name of 


rol -J oY -Valelolol(-Mmel lolita mmolileMEioliamel-tolllaleB 


Single bar 18” 
manually propelled 
rotary electric mower 
$57.50 


Reel-type power 
mower, 18”— 
$109.15 
and 21”—$123.75 


Also available: 24” self-propelled, high- 

wheel rotary mower for use in swampy 

ground. The 24-inch, manually propelled 

mower is available also with 12-blade disc. 
All prices F.O.B Factory. 


Fairbanks, Morse & Co., Chicago 5, Ill. 

We are interested in full details of Fairbanks- 
Morse profitable mower dealership. Send your 
man soon. 


Your name and title 
Firm name 


Address 


HARDWARE AGE, FEBRUARY 19, 1953 

















How to make 


Quick, Easy 


flush-to-wall 


Installations 


 Bapeseal, 


Gas Range Connectors 


Superseal’s long, 10° tapered cone 
makes positive, leak-proof connec- 
tions certain every time. With their 
heavy, tapered fittings and special 
alloy aluminum tubing of .049” wall 
thickness, Superseal Connectors can 
be tightened without danger of 
shearing tube or damaging fitting. 
They can be bent close to the fitting 
to make a neat, flush-to-wall instal- 
lation. Superseal Connectors are 
certified by the American Gas Asso- 
ciation and are listed by Under- 
writers’ Laboratories. They are pro- 
duced in any combination of female 
elbows and male or female adapters; 
3/,-inch pipe thread; 12 to 60-inch 
lengths; cadmium plated. Over 400 
U.S. distributors. Call the one that 
is nearest to you. 


“Every Superseal Fitting 
is a union in itself’’ 


Superd 


. N 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA 
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Eases Handling of Screening 





Curved piece of metal on back of stand makes measuring and cut- 
ting of material an easier job. 


To facilitate measuring and cut- 
ting of insect wire screening, H. 
Lorleberg Hardware in Oconomo- 
woc, Wis., adapted a dispensing 
stand made for handling window 
material. Addition of a curved piece 
of metal in back of the stand en- 


ables a sales clerk to rest the roll 
in the curved sheet while rolling, 
unrolling, measuring or cutting the 
screening. 

Use of this unit saves consider- 
able time and space in handling 
screening. 





Separates High Quality Tools 


At Clark Hardware in Denver, 
Colo., a wide variety of both qual- 
ity and competitively priced tools 
are featured. To help push sales 
of the higher priced merchandise 
it is segregated from the lower 
priced tools. 


Reasons C. R. Clark, “We sell to 
two types of tool buyers. Mechan- 
ics and carpenters, who want the 
highest quality tools they can find, 
are always referred to the quality 
lines shown in a special wall sec- 
tion in the rear of the store. For 





Window used last February included a mower and a few garden 
items but gave particular attention to mechanics’ and carpenters’ 
tools, chiefly higher quality numbers. 
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PROVED PROFIT-MAKER 


Goodyear’s Store-Tested V-Belt Program 







Goodyear’s Fractional Horsepower V-Belt program is 
a proved profit-maker, because it’s “tailored” to your 
store’s needs. Compare these features with any other 
V-Belt merchandising program and you'll see why it 
will pay you to go Goodyear: 












cut- 
the roll 
rolling, 
tting the 
consider- 
handling 
Complete Department—in only 1/2 square feet! 
SerVomatic—the neatest counter merchandiser in the V-Belt field 
— holds all the belts you need to handle 70% of ALL orders — Faster, easier, more accurate measurement 
makes inventory and reorder problems simple — insures quick This exclusive belt meter eliminates clumsy “yardsticks’—is so 
turnover. ‘ quick and easy to operate. You can’t miss choosing the right 
e sell to replacement belt. 
Mechan- SerVomatic—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
ant the 
yooh “ABC of Simple V-Belt Design” book solves pulle C ll th tstanding features—plus a wide 
quality pie Y- esign pulley ompare a ese outstanding fea p 
all sec- and belt size problems in three simple steps—no compli- range of sales helps available also. Then write today 
re. For cated equations, ratios, or higher mathematics needed. for full information to Goodyear, Mechanical Goods 


Alternate Belt Replacement Chart shows at a glance Division, Akron 16, Ohio, 


which standard size belt can be used to replace specials 
—eliminates need to carry slow-moving belts—increases 
turnover. 

COMPLETE Replacement Catalog lists right replace- 
ment belt for every application—encourages self- 
service. 

Market Matched Belt Assortments — you buy only 
those belts you need to meet your customers’ needs— 
and only those belts that actual store sales records show 
are fast movers. 





s 


GOODFZYEAR 


| THE GREATEST NAME IN RUBBER 


We think you'll like "THE GREATEST STORY EVER TOLD” — Every Sunday—ABC Radio Network— THE GOODYEAR TELEVISION PLAYHOUSE — every other Sunday— NBC TV Network 
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REG. U. S. PAT. OFFICE 


THE 


ORIGINAL 


WRENCH 
WITH THE 
SCREWDRIVER 
ACTION 





@ ASSEMBLY WORK 
@ REPAIR WORK 

@ RADIO 

@ TELEVISION 

@ INDUSTRIAL 

@ AIRCRAFT 





STEVENS WALDEN, Inc. 
WORCESTER 4, MASS. 


% 







, 


si Meee erence ernment 





the homeowner—and we do our 
largest volume in the competi- 
tively priced tools—we show our 
lines on a long table and wall cases 
in the front of the store.” 


Mechanics’ and carpenters’ tools 
are given particular attention in 
the late winter before garden and 
lawn supplies are being heavily 
promoted. 














Simple display technique puts these items 
where many people will buy them on impulse. 


One of the best sales producing 
spots, for its size, in the entire dis- 
play room of Columbia Hardware 
in Pasco, Wash., is its dog goods 
department in back of one of the 
store’s window partitions. What 
otherwise might be waste space 
was made into a display unit for 
dog goods by installation of two 
rows of hooks. From these hooks a 
$300 stock of leashes, collars, 
chains, harness outfits and other 
dog goods is displayed. 


At least three turnovers are 
made each year on the stock dis- 
played in this simple manner. 
Ward C. Ellis says that location of 
the display directly adjoining the 
store’s main entrance makes it un- 
necessary to make any sales effort 
on these lines. All people using the 
main entrance when entering or 
leaving see this display. Many im- 
pulse sales are made by Columbia 
Hardware from an otherwise diffi- 
cult-to-use area. 





Meet the 


The Rockford, IIl., Chamber of 
Commerce, promoted a _ Get-Ac- 
quainted-with-The-Farmer Day re- 
cently when industrial leaders and 
merchants toured the farms in the 
Rockford area to learn more about 
the farmer and his problems. 


Farmer 


Farmers played host to the mer- 
chants, and there were demonstra- 
tions of butchering, soil conser- 
vation, harvesting methods, cattle, 
hog, and poultry raising. So suc- 
cessful was the day that it is now 
to be held annually. 
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4 | SHOPMASTER 
j| | crzte! POWER 
TOOLS 


THE MOST COMPLETE LINE OF TOOLS ON THE MARKET TODAY 








Distributor or dealer, it will pay you hand- 

C somely to sell the complete Shopmaster line. 

— = | Attractive new color gives Shopmaster tools 

; greater display appeal than ever before. A new 

pricing policy enables you to offer recognized 

Shopmaster quality, at an amazingly low price 

—while assuring you a generous profit margin 
on each tool. 

















UNIVERSAL COMBINATION POWER TOOL: 
Circle saw, drill press, sander, shaper, 
router, lathe, jointer, grinder, buffer 


WRG icc kncawews $249.95 









yers are 
tock dis- 
manner. 
sation of 
ning the 
es it un- 10“ Tilting Arbor Saw: Ideal 
es effort for the contractor, factory, or 
sing the tes home workshop. Exten- 
. sions of 24x30". $102.00 
ring or 
wrt veg FREE..enew 24 page 
ise diff- full color catalog 
8 Tilting Arbor Saw: Sealed 1 Satine weep air irs, —_ 
for life ball bearings, mas- | MAKE SURE YOU HAVE COMPLETE INFORMATION ON j 
sive heavy duty construction, | SHOPMASTER! . . . the most heavily advertised line of power tools | 
simplified controls . .$49.95 in the woodworking field! WRITE TODAY or see your distributor r 
| for full details on how YOU can ircrease your power tool sales. | 
| Shopmaster, Inc., Dept. HA-2 ! 
ne mer- | 1214 Third Street South, Minneapolis, Minnesota ! 
onstra- | 
conser- 20” Tilting Table Jig Saw: A > ie AoE a OG 
cattle, 20” jig saw for the price of a ; | 
so suc- 15”, 16," or 18” saw, cuts | Address — — — | 
is now to center of 40”... .$29.95 i on i, 
L j 
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SELL DESMOND- 


SIMPLEX VISES . . . 
> 









AND YOU SELL 
THE BASIS 


Desmond-Simplex steel channel slide 
vises move faster because they offer the 
most features—at no extra cost. And they 
actually help you build sales of related 
tools because a Desmond-Simplex vise 
user becomes a better tool prospect .. . 
Put Desmond’s national advertising and 
sales-proven promotion to work for you. 
Write for data on the Desmond vise pro- 
motional deal. 


FOR EXTRA SALES 
Ho 


| 





The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 

Yes: Send me Bulletin No. V-10 and 
full details on your sales-proven 
Desmond-Simplex Utility Vise promo- 
tional deal, 

I bck sipidenitssod Sop awa a8 OS EON 


DESMOND-SIMPLEX 
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NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


OPS Removes Lids From 
Cut Tacks, Some Nails 


Sales of cut tacks and small cut 
nails no longer are under price con- 
trols. 

In Amendment 32 to General 
Overriding Reg. 9, effective Feb. 2, 
OPS provided exemptions for these 
items. Not included in the exemp- 
tion are wire tacks, wire nails, or 
wire staples. 

Its action in shelving controls on 
cut tacks and small cut nails, OPS 
said, was based on the premise that 
these materials do not “significant- 
ly” affect industrial costs or the 
general price level. Total output 
volume was given as about $8 mil- 
lion annually. 


Delivered Pricing Due 
For Clarification 


Congressional demand for legis- 
lation clarifying the legality of de- 
livered prices is boiling once again. 
The renewed clamor is sparked 
principally by the FTC’s recent 
order demanding that three lead 
companies stop “price-fixing.” 

Rep. Francis E. Walter, D., Pa., 
who has attempted through several 
Congresses to obtain clarifying 
legislation, again is sponsoring a 
move designed to permit any firm 
to meet, in good faith, any equally 
low prices quoted by competitors. 

Hearings on the Walter bill 
(H. R. 635) are tentatively sched- 
uled by the House Judiciary Com- 
mittee to get under way within the 
next few weeks. The bill is of par- 
ticular interest to producers of 
steel, cement, chemicals and other 
bulky commodities in which the 
cost of freight is an important 
factor. 

Because of the adverse ruling of 
the Supreme Court in 1948 against 
pricing practices in the cement in- 


‘dustry, almost all bulky commodi- 


ties—including steel—are now sold 
on an f.o.b. basis. Prices paid by 
customers reflect, in nearly all 


cases, the full transportation 
charges incurred between mill and 
destination point. 

Because of good market condi- 
tions during the past four years, 
there have been few, if any, casual- 
ties among companies located at 
great distances from their cus- 
tomers. But any return of a bear- 
ish market would inevitably mean 
that mills located far from their 
markets will lose their business to 
firms located near their customers. 
It is this type of economic casualty 
that Mr. Walter seeks to avert. 


Price Lids Suspended 


From Toys and Games 


Toys and games of all kinds have 
been suspended from price controls 
by OPS. The action suspends 
without exception the price ceilings 
in effect for manufacturers, whole- 
salers and retailers. 

Effective Jan. 29, 1953, the ac- 
tion was taken under General Over- 
riding Regulation 5, Revision 1, 
Amendment 13. The action is based 
on OPS’ policy of suspending price 
controls on commodities, the price 
of which is substantially below 
ceilings, and which are not expected 
to reach ceilings in the foreseeable 
future. 

OPS said that most of the manu- 
facturers’ current selling prices 
are below the peak selling prices 
and even further below manufac- 
turers’ ceiling prices. For example, 
September 1952 selling prices of 
mechanical toys showed an 8.3 pct 
drop from the April 1951 peak. 

An OPS comparison of manu- 
facturers’ ceiling and selling prices 
shows current selling prices for me- 
chanical toys are 8.7 pct below ceil- 
ing prices. Dolls are 11.9 pct be- 
low ceilings, and stuffed animals 
are 10.9 pct below ceilings. 

Retail prices have followed the 
declines in manufacturers’ selling 
prices, the agency said. 

Additional considerations in the 
suspension are the absence of any 
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3 popular sizes 
75 watt, 100 watt, 150 watt 
at popular prices 





Silent Salesman Display 
- at no extra charge 
increases sales 


Increase your soldering iron sales ! 


@ METAL CLAD HEATING ELEMENT prolongs life 
@ COOLING FINS keep handle comfortable 


@ SWAGED TUBE seats element firmly, 
insuring constant tip heat 
@ HIGHLY POLISHED CHROME FINISH 
and sales-catching package 
@ FULLY APPROVED by Underwriters Laboratories 
and Canadian Standards Association 
@ FOR COMPLETE DETAILS see your jobber, 
or contact Lenk Mfg. wT 
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Mfg. Company 


30 Cummington § 
BOSTON 15, MAS 
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Almeria 


TODAY'S MOST PROFITABLE HARDWARE FEATURES 


AMERICANA 


KNOB 











AMERICANA 

“HL” HINGE 

. with screws 

é #320—for flush doors 

i #317—for %"" offset doors 
AMERICANA ‘ 
“H’ HINGE = 
with screws 


#318—for %" offset doors | 
‘$9319—for flush doors . 


AMERICANA 


DRAWER PULL 


with screws 
#394 





The hardware your cus- y 
tomers are looking for ‘ 
.. the most popular line g 
you can feature! Every 
“Americana” item 
is beautifully formed 
in hammered -steel 


WRITE TODAY 
FOR COMPLETE CATALOG 


METAL pRODUCTS ©°- 


finished in “Star STAR lyn 17, N- Y. 
Brite’ Black, An- 9 Butler street, Brookly 

tique, Copper or 37 

Brushed Brass. 


Sold through wholesalers only 


184 


~ Washing fon 
NEWS and Views 


Reports on Events Affecting 
The Hardware Business 





unusual backlog of unfilled orders 
for toy manufacturers and the sta- 
bility of raw materials costs be- 
low ceiling levels. 

Based on data to be supplied by 
the toys and games industry, a com- 
posite index of the prices of princi- 
pal items will be prepared by OPS 
and used as an indication of the 
need for recontrol. Using present 
ceiling prices as 100, the index will 
call for recontrol when the figure 
of 96 is reached. The index is now 
approximately at 92. 


Paint Price Order 
Postponed Again 


The Office of Price Stabilization 
further postponed until March 16, 
1953, the mandatory effective date 
of its revised regulation covering 
manufacturers of paint, varnish 
and lacquers. 

On December 15, 1952, OPS ex- 
tended the effective date of the 
regulation to January 30, 1953, 
This action was taken because man- 
ufacturers generally had not had 
sufficient time to conform with the 
calculations and filings required 
under the revised regulation. 

It has now been determined that 
many of these manufacturers still 
have not had adequate time to com- 
plete their calculations and filings. 
Therefore, the mandatory effective 
date of the regulation has been 
further extended. However, a man- 
ufacturer may elect to make the 
regulation effective as to him at 
any time before March 16, 1953. 

The new action is covered by 
Amendment 5 to Supplementary 
Regulation 6, Revision 1, under 
Ceiling Price Regulation 22. 


Exports Lid Off 50 Items 


Export controls on more than 50 
commodities were recently relaxed 
by the Office of International Trade. 

Included in the list was a variety 
of metal manufactures such as 
builders’ hardware, plumbers’ brass 
goods. These now may be exported 
under general license to all except 
the Iron Curtain countries, Hong 
Kong and Macao. 


(Resume reading on page 11) 





HARDWARE AGE, FEBRUARY 19, 1953 








lic 
be 


tre 


ful 


so 








2s 


Se 





HARDV 


ton 
and Views 


Affecting 
isiness 


filled orders 
and the sta- 
is costs be- 


supplied by 
istry, a com- 
2s of princi- 
red by OPS 
tion of the 
ing present 
e index will 
the figure 
ndex is now 


er 
n 


‘abilization 
March 16, 
ective date 
n covering 
t, varnish 


2, OPS ex- 
te of the 
30, 1953, 
-ause man- 
d not had 
n with the 
required 
ion. 
nined that 
urers still 
ne to com- 
nd filings. 
y effective 
has been 
Yr, a man- 
make the 
o him at 
6, 1953. 
yvered by 
lementary 
1, under 
22. 


items 


e than 50 
y relaxed 
1al Trade. 
a variety 
such as 
ers’ brass 
exported 
all except 
es, Hong 


ige 11) 


19, 1953 





ItsoHlT 







This NEW key dup- 
licating machine has 
been accepted by the 
trade on sight. 

It truly is a wonder- 
ful machine - 
so simple to operate 

so economical 
and so sturdy @& 

It is a revelation in 
the Key Duplicating 
Field. 


The Model Shown Here 
is No. 4'2 










e = 
eg 
‘el 
~ 
> 


— 












4 
Pa 
KEIL wants to tell you P 
more about this wonderful jt’ KEIL 
4? LOCK CO., 


NEW Key Duplicator. y “a 


Send this Coupon Today 4 ET 





























fr Please send complete 
“ information about your New 
| if No. 4 series of Key Duplicators. 
| | | eo 
>, — 0 Street 
baie ® if City = a 
185 


HARDWARE AGE, FEBRUARY 19, 1953 








ALIN 


tHe Srandard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 


“Since 1857’’ Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the mostcomplete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 















Write for your free copy 
of the Klein Pocket Tool 
Guide today! 







DISTRIBUTED 
THROUGH 
JOBBERS 


Foreign Distributor: 
InternationalStand- 
ard Electric Corp., 
New York. 





moo LEIN & Sons 
3200 BE AVE CHICAGO 18 l 


BELMONT, 
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For complete details about the conventions listed by dates, be- 
low, see the alphabetical listings following this quick check list. 


February 
22-23 Arkansas Assn. 
22-23 Decatur & Hopkins Co. 
22-24 Tennessee Assn. 
23-24 American Hardware Supply Co. 
22-25 New England Assn. 
24-26 Illinois Assn. 


March 
3-5 Missouri Assn. 
9-18 American Toy Fair 
16-18 West Virginia Assn. 
24-26 Virginia Assn. 
31-April 2 North Dakota Assn. 


April 
7-9 South Dakota Assn. 
12-14 Florida Assn. 
12-14 Georgia Assn. 
12-15 Industrial Supply Convention 
17-25 irha National Hardware Week 
19-23 Southern Hardware Convention 


Convention Check List 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








May 
3-5 Alabama Assn. 
3-5 Mississippi Assn. 
3-5 Louisiana Assn. 
24-27 Winter Sports Show 


June 
9-10 Carolinas Assn. 
9-11 Aviation Trade Show 
11-13 Texas Wholesale Hdwe. Assn. 
11-13 Texas Hardware Boosters 


July 
13-16 Nat. Retail Hardware Congress 
13-17 Nat. Housewares and Home 
Appliance 


August 
9-14 Nat. Fishing Tackle Show 





















' National Events 


American Hardware Manufacturers 


Assn. meeting in joint convention 
with the Southern Wholesale Hard- 
ware Assn., April 19-23 at the 
Hotel Adolphus, Dallas, Tex. Con- 
vention does not include merchan- 
dise exhibit. Arthur L. Faubel is 
secretary of the manufacturers’ 
association with heauyuarters at 
342 Madison Ave., New York 17, 
N. Y. T. W. McAllister is manag- 
ing director of the wholesalers’ as- 
sociation with headquarters at 814 
Metcalf Bldg., Orlando, Fla. 


American Toy Fair, March 9-18, at 


permanent show rooms, 200 Fifth 
Ave., 1107 Broadway and vicinity. 
Temporary exhibits at Hotels Mc- 
Alpin and New Yorker. Sponsored 
by Toy Manufacturers of the 


U.S.A., Inc., 200 Fifth Ave., New 
York City. H. D. Clark, secretary. 


Aviation Trade Show (Second Inter- 
national) June 9-11 at the Hotel 
Statler, New York City. Sponsored 
by Aircraft Trade Shows, Inc., Ho- 
tel McAlpin, Broadway at 34th St., 
New York City. 


Hardware Week (irha) April 17-25, 
sponsored by the National Retail 
Hardware Association, 965 N. Penn- 
sylvania St., Indianapolis 4, Ind., 
Managing director, Russell R. 
Mueller. 


Industrial Supply convention, April 
12-15 at Miami Beach, Fla. Confer- 
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VM UOLLAY 
give you the 


BIG KEY 


tO more 
PAINT SALES! 


Established preference + Great color system + Powerful advertising support 


IrST, take a line of paints 

whose supreme quality 
through the years has resulted in wide consumer 
acceptance and preference. Add an up-to-the-minute, 
sensational system of color selection. Then, back the 
entire proposition with a powerful, integrated adver- 
tising program! That’s the combination—the big “key” 
—which opens the door to more and faster sales and 
profits for Lowe Brothers Dealers everywhere! 

Mrs. America is more “color-conscious” today than 
ever before .. . and she finds just what she’s looking 
for in Lowe Brothers new Stylist Paint Colors. These 
authority-selected colors (in flat and semi-gloss) make 


it possible for you to offer the colors.she wants without 
the problems of “in-store” mixing and matching, or 
complicated inventories. The unique Stylist Color 
System personalizes your service, simplifies your sell- 
ing, produces extra profits! 

A giant program of consistent advertising support 
tells consumers the big’story of Lowe Brothers high 
quality products and authority-selected colors. This 
aggressive support program, based‘on proven prin- 
ciples of modern paint merchandising, “rounds out” 
Lowe Brothers great, sales-building combination! 
Write for agency particulars. 


The Lowe Brothers Company * Dayton 2, Ohio 


Lowe Brorhers paints « VARNISHE 
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HOLD-E-ZEE 


The Original 
Automatic Grip 


SCREWDRIVERS 


. easy because Hold-E-Zees 
have everything ... hand- 


ground bits, insulating, un- 


breakable handles, chrome- 
vanadium blades, the famous 
Gripper... yet retail for no 
more than ordinary screwdriv- 


ers. Take these ready profits! 


MODELS FOR 
ALL TYPE 
SCREWS 


K POINT-OF-SALE 
Wor: DISPLAYS 
IN 4-COLORS 


UPSON BROS. INC, ROCHESTER 14, N.Y 








ence Booth Program and sessions 
at Dinner Key Auditorium. Spon- 
sored jointly by the American 
Supply & Machinery Manufacturers’ 
Association, 814 Clark Bldg., Pitts- 
burgh 22, Pa. R. Kennedy Hanson, 
general manager; The National 
Industrial Distributors’ Assn., 1900 
Arch St., Philadelphia 3. H. H. 
Rinehart, executive secretary and 
the Southern Distributors’ Assn., 
712 Volunteer Bldg., Atlanta. E. L. 
Pugh, secretary-treasurer. 


Materials Handling Show, May 18-22, 
at Convention Hall, Philadelphia, 
Pa. Sponsored by the American Ma- 
terial Handling Institute. 


National Fishing Tackle Show, second 
annual, Aug. 9-14 at the Conrad 
Hilton Hotel, Chicago. Sponsored 
by The Association Fishing Tackle 
Manufacturers, 430 Bond Bldg., 
Washington 4, D. C. John M. 
Holmes, secretary-treasurer. 


National Housewares and Home Ap- 
pliance Show, July 13-17, at the 
Atlantic City Auditorium, Atlantic 
City, N. J. Sponsored by National 
Housewares Manufacturers Assn., 
1140 Merchandise Mart, Chicago. 
A. W. Buddenberg, executive secy. 


National Retail Hardware Assn., Con- 
gress, July 13-16 at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel Managing director, Russell R. 
Mueller, 964 N. Pennsylvania St.. 
Indianapolis 4, Ind. 


Southern Wholesale Hardware Assn., 
meeting in joint convention with 
the American Hardware Manufac- 
turers Assn., April 19-23 at the 
Hotel Adolphus, Dallas, Tex. Con- 
vention does not include merchan- 
dise exhibit. T. W. McAllister is 
managing director of the whole- 
salers’ association with headquar- 
ters at 814 Metcalf Bldg., Orlando, 
Fla. Arthur L. Faubel is secretary 
of the manufacturers’ association 
with headquarters at 342 Madison 
Ave., New York 17, N. Y. 


Sports Show. National Winter Sports 
Show, May 24-27 at the Hotel New 
Yorker, New York City. Manager, 
J. Andrew Squires, 23 E. 26th St., 
New York 10, N. Y. 


Store Modernization, Building and 
Maintenance Show, June 9-12 at 
Madison Square Garden, New York. 
Sponsored by Store Modernization 
Institute. 


Regional Events 


American Hardware Supply Co., Mer- 
chandise Fair and Stockholders’ 
Meeting, Feb. 23-24. at company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh, Pa. Wm. M. 
Stout, executive vice-president and 
general manager. 


Decatur & Hopkins Spring Open 
House and Dealer Value Days, Feb. 
22-28. Sponsored by Decatur & 
Hopkins Co., at, its salesroom and 
warehouse, 93 Berkeley St., Boston, 
Mass. 


Marshall-Wells Stores congresses: at 
Seattle, Wash., Feb. 23-24; at 
Spokane, Wash., Feb. 23-24; at 
Billings, Mont., Feb. 2-3. Sponsored 
by the Marshall-Wells Co., Duluth 
1, Minn. 


Texas Wholesale Hardware Associa- 
tion and annual joint meeting with 
the Texas Hardware Boosters Club 
June 11-13, at the Plaza Hotel, San 
Antonio. Secretary, Nat M. John- 
son. P. O. Box 386, La Feria, Tex. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 3-5, at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
1006-7 Frank Nelson Bldg., Bir- 
mingham 3. 


Arkansas Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-23, at 
the Robinson Auditorium, Little 
Rock. Hotel headquarters, LaFay- 
ette Hotel, Secretary, J. Wayne 

’ Tisdale, 908 Rector Bldg., Little 
Rock. 


Carolinas, Hardware Assn. of conven- 


tion, June 9-10, at Myrtle Beach, 
S. C. Secretary, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte, N. C. 


Florida Retail Hardware Assn. joint 
convention and exhibit with Georgia 
Retail Hardware Assn., April 12-14, 
at George Washington Hotei, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Georgia Retail Hardware Assn. joint 
convention and exhibit with Florida 
Retail Hardware Assn., April 12-14, 
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PRIMING AND PAINTING 
Archer Pol-mer-ik has for years 
been the choice of professional 
painters. It’s the polymerized 
linseed oil—giving a tougher, 
more durable paint film that 
brushes easier, levels better, 
stays clean longer. Featured in 
full-page ads in the painters’ 
trade magazines. 
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ARCHER POL-MER-IK is the only linseed oil 
backed by consumer advertising, month after 
month, direct to your best customers. 


Popular Science Popular Homecraft 
Popular Mechanics Country Gentleman 
Mechanix Illustrated Sunset 

Home Craftsman Good Housekeeping 


PUSH POL-MER-IK! You’ll sell it for 101 handy 
household uses—and for better painting, too. 


Packed in 5 gal. and 1 gal. cans—and quarts and pints 


abjiiul 


LINSEED OIL 


builds store Trafic - 
Helps You Sell More Paint / 
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You'll 


Pemseos NEW 
All-Purpose 


Foon %2rTer- COMBINATION 





Pemsco’s ALL-PURPOSE Food Carrier-Cover 
combination keeps pastries fresh for days; pro- 
vides an easy way to carry pies, cakes, sand- 
wiches, hot dishes and many other food items 
to parties, picnics, etc. Beautiful Hand Deco- 
rated Flowercraft Design and sparkling colors 
add beauty to any kitchen, and its ALL PUR- 
POSE uses gives this item year around appeal. 


Large air tight compart- 
ment for cakes or hot 
dishes. High enough to 
accommodate lange size 
angel food cakes. May be 
used as a separate unit, 


Soret pie section has 
ight fitting cover, keeps 
pie fresh and delicious for 
days. 





Pie cover fits snugly over 
base making a neat single 
compartment for pies or 
hot dishes. 


Large tray, easy to use, 
easy to clean, makes an 
attractive serving tray for 
sandwiches, cakes or 
cookies, etc. 


Each Item 
Retails for Only 











SELL ‘em 


Pemscos NEW 
Mag-Rack 





The Pemsco Mag-Rack will give you an item 
with volume sales and year-round appeal. Every 
family will want one or more. An inexpensive 
magazine rack, expertly made from heavy gauge 
materials and velvet ebony finish with beautiful 
Hand Decorated Flowercraft Design. 


ye | Can be used 
oo a any room 
SS in the house 


) | ‘ 
> | —F The Pemsco Mag-Rack 





‘ ry | ' fits well into any room. 
Not too big for crowded 
BATHROOM bathrooms, yet is large 


enough to hold sufficient 
number of magazines. The 


is 

= . = 
mal at, } Pemsco Mag-Rack is at- 
——\ te Ke tractive and rich-looking, 
as | Wh will blend into any living 
room decorative scheme. 
socap Sturdily built, the Mag- 
BEDROOM Rack can stand heavy use 


a of basement play rooms, 
= . is 
| US" BE 


dens or outside patios. 
BASEMENT 


- 


$9. 95 Order Today 


From your Jobber 


PEORIA METAL SPECIALTY COMPANY 


2507 $. Washington St., PEORIA, ILLINOIS 
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at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell. P. O. Box 183, Way- 
cross, Ga. 


Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 24-26, at 
Chicago. Convention headquarters, 
Sheraton Hotel; exhibit, Navy Pier. 
Secretary, William F. Ewert, 1194 
Merchandise Mart Plaza, Chicago 
54. 


Louisiana Retail Hardware Assn. in 
joint convention with Mississippi 
Retail Hardware Assn., May 3-5, 
at the Buena Vista Hotel, Biloxi, 
Miss. Secretary, David O. Mans- 
field, 226 S. State St., Jackson, 
Miss. 


Mississippi Retail Hardware Assn., in 
joint convention with the Louisiana 
Retail Hardware Assn., May 3-5 at 
the Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 


Missouri Retail Hardware Assn., con- 
vention and exhibit, March 3-5, at 
the Jefferson Hotel, St. Louis. Sec- 
retary, Harry Scherer, 1189 Arcade 
Bldg., St. Louis. 


New England Hardware Dealers 
Assn., convention and exhibit, Feb. 
23-25, at the Hotel Statler, Boston, 
Mass. Secretary, A. C. MacHardy, 
185 Dartmouth St., Boston. 


North Dakota Retail Hardware Assn., 
convention and exhibit, March 31- 
April 2. at Sports Arena, Fargo. 
Secretary, Miss E. J. McGrann, 
54% Broadway, Fargo. 


South Dakota Retail Hdwe. Assn., 
convention and exhibit, April 7-9, at 
the Sioux Falls Coliseum. Secre- 
tary, O. R. Baily, 1300 S. Jefferson 
Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
convention, Feb. 22-24, at Peabody 
Hotel, Memphis. Secretary, Morris 
Jones, P. O. Box 785, Nashville 2. 


Virginia Retail Hardware Assn., con- 
vention and exhibit, March 24-26, 
at Roanoke, Va. Meetings, oe 
Roanoke; exhibit, American Legion 
Auditorium. Secretary. G. T. Omo- 
hundro, Jr., Scottsville. 


West Virginia Hardware Assn., con- 
vention and exhibit, March 16-18, 
at the Daniel Boone Hotel, Charles- 
ton. Secretary, James C. Fielding, 
1628 McClung St., Charleston. 





Parking on the House 


Under the sponsorship of the 
Pontiac, Mich., Chamber of Com- 
merce, no parking meter charges 
were made during that city’s re- 
cent Dollar Day sales. This cour- 
tesy -was widely advertised in 
newspapers, by handbills, and on 
the radio, and brought many out- 
of-towners into Pontiac to shop. 
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fag) Why is this 
the mark of a 
BETTER BRUSH? 








CROSS-SECTION of Pittsburgh- 
developed feather-tip Neoceta bristle 
—showing molded-in grooves for 
superior paint corrying capacity. 



















Mister, that RED STRIPE on your brush is your assurance 
of quality! It means that the feel of the handle, the flex of 
the bristles make any painting job easier for you. It means 
that whether you choose Red Stripe’s all - Neoceta brush or 
Red Stripe’s combination of hogs’ bristle and Neoceta, you’re 
getting a brush that paints smoother, faster, better. Why? 
Because Neoceta, Pittsburgh’s feather-tip wonder-bristle is 
designed especially for painting. And, in hogs’ bristle- 
Neoceta combinations, both bristles wear at the same rate 
—for better performance and longer life. Next time you 
need a brush, ask your supplier to show you Red Stripe! 


There’s a Pittsburgh brush for every home and industrial use 


Sash Enamel Wall and Maintenance 
Brushes and Floor Brushes 
Varnish Brushes 
Brushes 


And here’s your newest sales booster—the all new 
HOME PAINTING KIT featuring the 


It’s easy to sell Pittsburgh’s new Home 
Painting Kit, containing all the tools ING 
the homeowner needs for room paint- 
ing! It includes the 7-inch wide Fleet- 


Wing WALL COATER; a 1-inch WALL 
Neoceta brush for trim; a KLIP-ON 

pan for attaching to ladder; and a book- COATER 
let describing the care and use of the 

FleetWing and Neoceta. 


Suggested retail price: $3-59 for complete kit! 


For the address of the Pittsburgh supplier nearest you, write: PITTSBURGH PLATE GLASS 
COMPANY, Brush Division, Dept. A-2, 3221 Frederick Ave., Baltimore 29, Maryland. 








PITTSBURGH 


Kad Stipe srusue 


G BRUSHES e PAINTS ° GLASS e CHEMICALS ° PLASTICS ° FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 195. 


(Continued from page 13) 


coated and covered with vinyl. 
Easy to read, it has black gradua- 
tions and figures stand out sharp 
and clear against nickel-white 
background. Consumer folders, 15% 
in. newspaper mat of tape, and 
mats of logotype of 1 in. or 1% in. 


also available. Lufkin Rule Co. 
For more data circle No. 8 on postcard, p. 195 


Broom and Tool Rack 


Capable of holding a large as- 
sortment of brooms, mops or gar- 
den tools, this metal rack is a 





Hardware Week special. Easy to 
install, with all sliding hooks self 
locking, it is made in bright zine 
coated finish. Sections can be added 
to hold more tools. Packed one set 
to an attractive two-color box, it 
comes with free screw eyes for 
hanging wood handle tools. Chas. 


O. Larson Co. 
For more data circle No. 9 on postcard, p. 195 


Fountain Brush 


This restyled and improved 
E-Zee fountain brush for Hard- 
ware Week is suitable for washing 
cars, windows, siding, porches, etc. 
Brush holder has round molded 
rubber brush cap that is scratch- 
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proof and permits instant, easy 
change of brushes. Horsehair 
brush has five water jets in brush 
head for soaking and rinsing ac- 
tion for fine car finishes, plastic 
brushes for rougher jobs. Leak- 
proof shut-off valve permits control 
of water flow and aluminum handle 
is detachable to permit extension 
(33-in. extension available). Lists 
for $4.95 with 36-in. extendible 
handle, $3.75 with 10-in. extendible 
handle; 33-in. extension, $1.25. 
Also featured is a handy floor 
sweep to retail at $2.23. Merchan- 
dising aids available. Laitner 
Brush Co. 


For more data circle No. 10 on postcard, p. 195 


Rifle Assortment 


This 22-caliber rifle assortment 
featured as a Hardware Week spe- 
cial, includes one each of Models 
550, 514, 512 and 511, plus a four- 
gun display stand. Model 550 is an 
autoloading rifle that can shoot 22 
short, long and long rifle cartridges 
interchangeably and automatically 
without adjustment. Model 514 is 





a single shot bolt action rifle with 
triple safety features and self- 
cocking bolt. Model 512 is a bolt 
action repeating rifle with a tubu- 
lar magazine having capacity of 22 
short, 17 long, or 15 long rifle car- 
tridges. Model 511 is a bolt action 
repeating rifle with a box magazine 
having a six-shot capacity plus one 
cartridge in the chamber. Variety 
of point-of-purchase sales aids 
available. Remington Arms Co., 


Tne. 
For more data circle No. 11 on postcard, p. 195 


Sander-Polisher 


This Model 517 home _ shop 
sander-polisher is a Hardware 
Week special. It sands, polishes, 
drilis, rubs, buffs, wire brushes, 
stirs paint, grinds and sharpens. 
Retail price of $37.25 includes ac- 
cessories for sanding wood and 
metal, polishing automobiles, fur- 
niture, linoleum, metal trim and 
decorative pieces. It has reversible 
handle, three-conductor rubber-cov- 
ered cord, rubber disc pad with 
wrench, three assorted 6-in. sand- 
ing discs and lambswool bonnet. 
Catalog pages, 81%4x10% in. and 
11x11 in., mats and cuts are avail- 





able upon request. National trade 
and consumer advertising cam- 


paign will promote item. Skil Corp. 
For more data circle No. 12 on postcard, p. 195 


Paint Brush Deal 


These genuine flagged nylon 
paint brushes are being featured 
as a Hardware Week special as a 
“Buy 1—Get 2” deal. Customer 
buys one 4-in. brush at the regular 
$3.49 price and gets a 2-in. brush 
valued at 79¢ at no extra cost. 
Bristles have split ends that paint 
easily and smoothly. Assortment 
comes packed in attractive gold 
and maroon self-sell display box. 
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WHAT'S NEW 








@ For more information on these products and services 


use free post card on page 195. 


Brushes are a matched pair with 
gold handles; 2-in. size with onyx 
type handle, 4-in. with Beaver Tail 
handle. Assortment contains 12 
4-in. size and 12 2-in. size which 
sells for $41.88 ($51.36 value), cost 
to dealer is $27.92. Whiting-Adams 
Co., Inc. 


For more data circle No. 13 on postcard, p. 195 


Saw and Attachment 


Here is a combination, 6-in. 
heavy-duty saw, plus depth and 
bevel attachment, that lists for 





$59.50 for Hardware Week. It will 
be packed and specially labeled for 
the event. Saw will cut to 2 1/16 
in.; with attachment its maximum 
cut at 45 deg. is 1 5/16 in. Saw 
comes equipped with combination 
blade; a wide selection of other 
blades is available. National adver. 
tising will sunport promotion. 
Black & Decker Mfg. Co. 


For more data circle No. 14 on postcard, p. 195 


Lawn Hose Goods Package 


Called the No. 53 Rocket Pack- 
age, this Hardware Week special 
display material for lawn hose 
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goods is the self-service type. In- 
cluded is a colorful free display 
stand which serves as a counter 
piece and background for the many 
new three-color merchandising car- 
tons. Package contains a selected 
assortment of items and comes with 
large window poster, newsletter ad- 
mat proof sheet, and a supply of 
booklets, ‘““Lawn Sprinkling is Fun” 
and “Make Your Lawn the Best on 
the Street.” H. B. Sherman Mfg. 
Co. 


For more data circle No. 15 on postcard, p. 195 


New Gym 


Added to the Flite-Master line 
for Hardware Week, this new gym, 
No. 931-R2, features 1% in. x 8 ft. 
steel tube top cross bar, 1% in. x 
7144 ft. steel tube uprights, and 
welded construction. It has a rocket 
glider with long-wearing bushings, 
two swings with 1200 lb. test galva- 
nized chain and non-wearing hang- 
ers, large and roomy seats of select 
woods reinforced with metal 
braces, galvanized hardware, and a 
red and green enamel finish. Cata- 











log pages, electros and newspaper 
mats, especially for the event, are 
available. Consolidated Metal Prod- 
ucts Co. 

For more data circle No. 16 on postcard, p. 195 


Aluminum and Wood Levels 


Unit No. EL-1 consists of three 
types of aluminum and wood levels 
at reduced prices for Hardware 
Week; offer expires April 1. Unit 
comprises two E24 24 in. aluminum 
levels, regular price $5.50, special 


price $4.25; three 99APT 9 in. 
aluminum torpedo levels, regular 
$2.66, special $1.99; one 0148AB 
48 in. mason level fully aluminum 
bound, regular $13.89, special 
$10.68; one 0148BB 48 in. mason 
level fully brass bound, regular 
$13.89, special $10.68. Dealer profit 
on unit is $11.97. Exact Level & 
Tool Mfg. Co., Inc. 


For more data circle No. 17 on postcard, p. 195 


Cabinet Hardware Display 


As a Hardware Week special, 
this attractive No. 33 self-service 
metal display for cabinet hardware 
is offered free with purchase of in- 
troductory stock of eight basic 
items. Sturdily constructed in 
maroon and cream colors, it is 14 
in. wide, 19 in. deep and 21 in. 
high. Stock comes packed in as- 
sembled display, ready to set up 





and sell. Suited for an island, win- 
dow or counter display, dealer pays 
$23.76 for complete unit and stock 
sells for $39.60; samples mounted 
on display are free. American 
Cabinet Hardware Corp. 


For more data circle No. 18 on postcard, p. 195 


Power Mower Profit Kit 


This Profit Builder Dealer Kit, 
for the promotion of reel and ro- 
tary type power mowers in every 
price class, includes special Hard- 
ware Week material and is avail- 

(Continued on page 198) 
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use this FREE 


A NEW 
HARDWARE AGE SERVICE 
A successful hardware dealer 


keeps up to date on What's 
New in merchandise. The new 


Display 

ek special, Quick Check Card on the 
elf-service bottom of this page will help 
inne, you get more information on 
meg phe new products described in 
vo A aes this issue, quickly and easily. 
ken HARDWARE AGE _ brings 
nd 21 in. you more new product de- 
ed in as- scriptions than any other 
to set up magazine. The new Quick 


Check Card service will now 
get you all the information 
you need, quickly. 





Mail Card Below Today For Quick Information On New 
Products Described in This Issue. No Postage Needed 
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Here is the new Quick Check Card 


What it is. . . How it works 





You ce 

@ Each issue brings you dozens of descriptions of new products, when 
new displays, etc., in the "What's New’ columns. You get more overt 

of these in HARDWARE AGE than in any other magazine. pears 

@ When you want more free information on any of these prod- _— 
ucts, simply mark a circle around the same number on the post we 
card as appears under the individual item description. man 

@ Eas 
@ Drop the post card in the mail box. No postage is needed. You oes 
will quickly receive, free, complete details on the product from © Sati 
the manufacturer. You may circle as many items as you wish. onnins 
Separate information will be sent you on each item. clos 
ALL 


@ Be sure to give your full name and address on the post card. 
Print or type it clearly. We cannot service post cards with in- 


complete addresses. 
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PERMIT NO. 36 
(Sec, 34.9 P.L.&R.) 
New York, N. Y. 

















BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 
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HARDWARE AGE 
Post Office Box 60 
Village Station 
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General’ 


Easy, Sure Service Profit 
Wherever Fuel Oil Is Used 





You can be sure of continuous profit 
when you install a GENERAL. Wher- 
ever fuel oil is used, GENERALS pre- 
vent clogged burner nozzles, provide 








clean, steady oil heat, and insure 
quick cartridge replacements that 
mean easy service dollars for you. 


@ Easy cartridge replacements each season. 
@ No more troublesome service ‘‘call-backs.” 







DELUXE MODEL MAST 
24-300 


D MODEL 





ER MODEL 
2A-700 








For SMALL 
HOMES, 
SPACE HEAT- 
ERS, ETC. 


For 
MEDIUM 
NEEDS 








® Satisfied fuel oil customers year ‘round. 


FASTEST, SUREST FILTERING KNOWN 
CLOGGED BURNER NOZZLES ELIMINATED 
ALL-WOOL CARTRIDGE TRAPS FINEST PARTICLES 
JUST TWO PIPE CONNECTIONS REQUIRED 


GENERAL FILTERS 
INCORPORATED 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS 


ELECTRIC SOLDERING TOOLS 


MERCURY 


No. 4, 80 watts 


he, 6, 10 woth 


No. 6, 150 watts 


STOUTLY BUILT. Rarely come back for ser- 
vicing. 

DURABLE. Will give years of 
use to the home mechanic or 
shop man who has occasional 
soldering jobs. 

DISPLAY BOARD. Free with 
an order for one each of the 
three sizes. 








ASK YOUR JOBBER 


VULCAN ELECTRIC COMPANY 


DANVERS 3, MASS. 





CLEAN RIGHT SOOT REMOVER General Filters SE 
Soot deposits also raise fuel carry this WWATION ¢ 
costs! Clean Right burns safely, Underwriters’ Y o 
gently—leaves no residue. Made Laboratories A - 
for General Filters, Inc. Seal z ¥ 
4 Py 



















12890 WESTWOOD AVENUE 


DETROIT 23 


LTD., 2679 DANFORTH AVENUE, TORONTO 13, ONTARIO 





MICHIGAN 








Wanted by 


© Home gardeners 







© Commercial growers 


HEATING 
CABLE 
SETS 








Electric Soldering Tools — Screw Tip, Plug Tip, Pygmy 
and Mercury. Electric Solder Pots, Glue Pots, eee 
Irons and Heating Units. 
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Here is profitable Winter and early Spring business for 
you if you have customers that grow flqwers or vege 
tables from seed in hotbeds, cold frames, or greenhouses 
A G-E lead-sheath heating cable set in the soil supplies 
gentle, even heat to germinate seed and mature seedlings 
far faster than ordinary methods. 

Backed by forceful sales promotion, G-E heating cable 
sets move fast. The sets come in convenient lengths, 
ready to plug-in, for 110 and 220 volts. 

Get your share of this big-profit market by ordering 
the complete G-E heating cable promotion program from 
your G-E distributor. For his name, write Section 
D76-238, Construction Materials Division, General 
Electric Company, Bridgeport 2, Conn. 


FREE: SALES AIDS @ FOLDERS @ MATS 
Advertised in Saturday Evening Post, Better Homes & Gardens 


Goo can foul! jour confidence in 
GENERAL @@ ELECTRIC 
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aN » \ HERE’S Yi Ui YW 
“SALES MAGIC- 
“7 vy ALADDIN \ “ 
Household Sharpeners 


This NEW self-service 
Counter Dispenser 
PRODUCES QUICK SALES! 


Displays & Sells the complete Aladdin line 
@ KNIFE RACK & SHARPENER 
@ KNIFE SHARPENER 
@ SCISSORS SHARPENER 





Put Aladdin’s new counter display dis- 
penser to work in your store! It's beauti- 
ful, handy and compact, and will do a 
bang-up selling job for you. Holds 6 
Knife Rack & Sharpener units, 12 ‘Knife 
Sharpeners and 6 Scissors Sharpeners, 
all of famous Aladdin quality. 

Display supplied to dealers WITH- 
OUT CHARGE, occupies very little 
counter space, measures only 14” wide, 
26" high, 1014" deep. Display assort- 
ment of sharpeners costs you only 
$38.99. Your resale is $64.98—you net 
$25.99! ORDER NOW! 


| able without charge. 











another fast-seller 
by the same maker... 


(gobo Tht 


carbide 
tipped 
masonry 
drill bits 






Outperform, outlast ordinary drill bits. 
TOPS with customers because of per- 
formance! TOPS with dealers because 
of sales appeal! Cyclo-twist Drill Bits 
offer important exclusive features that 
add up to FAST and STEADY SALES! 
WRITE FOR COMPLETE INFORMATION 


New England 


CARBIDE TOOL CO., INC. 
60 BROOKLINE ST., CAMBRIDGE 39, MASS. 
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WHAT'S NEW 








Kit consists 
of a Mowamatic lawn dial, window 
streamers, catalogs, radio retail 
spot announcements, mat service, 
retail publicity release, counter 
cards, envelope stuffers and dealer 
window decals. Five power mower 
models are featured in the promo- 
tion: DeLuxe 18-in. and 21-in. 
Mow-A-Matics with four-cycle 
gasoline engines and automatic 
drive; gasoline and electric powered 
18-in. rotary type Whirl-A-Matic 
mowers, and a new low-priced 18-in. 
Mow-A-Matic Special. Mowamatic 
Corp. 


For more data circle No. 19 on postcard, p. 195 


Rug Cleaner 


This no-ring rug cleaning com- 
pound, Glamorene, is being fea- 
tured as a Hardware Week special. 





Special brush with long handle is 
recommended for use with the 
cleaner. Glamtorene comes in 
economy size, 1 gal., $3.79; regu- 
lar size, % gal., $2.29, and handy 
size, 1 qt., $1.29. Brush retails for 
$1.25. Glamorene, Inc. 


For more data circle No. 20 on postcard, p. 195 


Adjustable Closet Bar 


This No. 7020 adjustable closet 
bar, made of telescoping steel tubes 
finished in bright durable nickel 
plate, is a Hardware Week special. 
Bar sizes are 18 in. (extends to 30 
in.), 30 in. (extends to 48 in.), 48 
in. (extends to 72 in.), and 72 in. 
(extends to 96 in.). Center support 
bracket, for the longest bar when 
fully extended, is available. Per- 
manent-type metal merchandiser is 
free when specified with each order 
for 1 doz. bars of one size or % 





doz. bars each of two sizes. Other 
featured items include No. 1280 
screen and storm door latch, No. 





210 screen door Snappy Catch, No. 
1738 screen door brace, and No. 
1736 adjustable screen door guard. 
Stanley Works. 


For more data circle No. 21 on postcard, p. 195 


Shear Display 


This metal display, for hedge, 
grass and pruning shears, is free 
with the GT-53 assortment as a 
Hardware Week special. Assort- 
ment consists of a 10-in. grass 
shear that retails for $1.25; 12-in. 
grass shear, $1.95; 12-in. grass 
shear, $2.50; 7-in. pruning shear, 
$2.50; 8-in. and 9-in. pruning 
shear, $2.75 each; 6%-in. hedge 
shear, $2.95; 8-in. hedge shear, 
$2.95; 8-in. hedge shear, $3.75; 
9-in. hedge shear, $4.50; 8%-in. 
hedge shear, $4.75; and 9%,-in. 
hedge shear, $5. Dealer’s cost is 





$25.07. Also offered are sewing 
scissors and shears assortment 
HD-12 with free display and retail 
value of $35.20; dealer’s cost, 
$23.47; and steel snips assortment 
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HERE’S OUR SPECIAL PROFIT DEAL 
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We have developed a custom-built, packaged unit, ready 
for shipping and easy handling, all in one compact carton 
(1834” x 1534,” x 10”), shipping wt. 12 Ibs. 
This starter set in attractive Styrotone colors of Coral, 
Chartreuse and Grey with its famous “Matched Design” 
styling and guarantee will convince you that here is the 
most economical line of fast-selling plastic housewares on 
the market. : 
i semen es agi ORDER DIRECT FROM YOUR JOBBERS 
24 B-105 Tumblers FREE (“°p.on)"* , FREE CATALOGS — WRITE 
comme (92) N. Orange Dr. + Hollywood 38, Calif. 


OUR SPECIAL— 56% PROFIT $8.46 PROFIT WITH THE PROVEN LINE... STOCK 


BLISSWARE WITH THE “MATCHED DESIGN” 



















a STREAM of profits 
SPRAY your way 
from FAUCET-QUEENS! 


NEW RUBBER 
EDGED 


DUST PAN 


a flick of the finger 
gives 


SPRAY OR STREAM 







Y Uy 


HNN? 





e 
flexible type regular model 
69 se 
retails for AOC retails for QOe The P ollyanna 
Model “A” FAUCET- QUEEN has Regular model FAUCET-QUEEN P P : 
flexible bellows-like neck for has rigid-neck sprayer. Also Attractive in design and prac- 
reaching every part of the sink. strainer and anti-splasher. More tical in use. Eliminates stooping 
Has strainer & anti-splash fixture. than 22,000,000 sold! and back breaking fatigue. 
Bevelled rubber edge hugs any 
floor. 
@ Long 27” carpet sweeper 
handle. 
@ Smooth, smart, modern 
styling 


Material 28 gauge e Size 
114 x7 ® Finishes: Black 


Prize-winning display with 1 doz. Easel-back display with 1 doz. & Green Enamel 
assorted colors. $3.90 per doz. assorted colors. $2.30 per doz. 
ALS@ same style made in short handle. 


Order now from your cel Rubber Edged, Dust Pan No. 140. 
een Write today for literature. 
he lar . 
qucel Ga) PATENT NOVELTY CO. 
Ga) 


The Faucet-Queens, Inc. 
119 W. Hubbard St., Chicago 10, i 


























Dept. HA Fulton, Illinois 
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@ For more information on these products and services 
use free post card on page 195. 


A-35 with free display and retail 
value of $31.10; dealer’s cost, 
$20.74. J. Wiss & Sons Co. 


For more data circle No, 22 on postcard, p. 195 


Sealer Display 


Called Seal-All, this sealer, 
mender insulator and _ weather- 
proofer is now being offered pack- 
aged in a new self-service counter 
display box especially designed to 
encourage impulse buying. A 
Hardware Week special, the unit 
contains 12 individually boxed 


nothing Hike Ho apgrket! 
| ge Se ge | >| 37 
Seal-All 


ene 


= 


+ 


SpRBEE 





tubes of Seal-All, and serves one at 
a time. Unit can also be hung on 
wall. Product seals leaks in house- 
hold plumbing, garden hoses, gaso- 
line tanks, etc., and bonds virtually 
all materials. It sticks to anything, 
toughens with age, and does not 
become brittle, nor is it affected by 
gasoline, oil, naptha, alcohol or 
water. Allen Products Corp. 

For more data circle No. 23 on postcard, p. 195 


Automatic Cellar Drainer 


Available in brass and galva- 
nized models, this Silver Shield au- 
tomatic cellar drainer, new to the 
Rapidayton line, has a top strainer 
that can be swept clean in its origi- 
nal position, or can be lifted up on 
the column of the strainer. Brass 
model, to retail for $59.95, has bal- 
anced neoprene floats capable of 
differential adjustments for vari- 
ous water depths. Both models 
have 1/3 hp., heavy-duty motor 
with thermal overload protector. 


200 











Pumps have vertical discharge; no 
elbow necessary in_ installation. 
Shield protects motor from mois- 
ture. Gallons per hour discharge 
capacity at 5 ft. head is 3500; at 
10 ft., 3000; 15 ft., 2400; 20 ft., 
1500. Overall height of pump is 3 
ft. Galvanized model retails at 
$49.95. Dayton Pump & Mfg. Co. 


For more data circle No. 24 on postcard, p. 195 


Cooking Utensils 


Called Conso Ware, this colorful 
cooking utensil line includes 114-qt. 
casserole, 2-qt. casserole  (illus- 
trated), two skillets, chicken fryer 
and griddle to retail from $5 to 
$12.50. Titaniumoxide porcelain 
enamel finish is acid-resistant and 
will not chip, crack or craze in nor- 
mal household use. Thumb-and- 
finger grips of heatproof plastic 
handles are designed to fit right or 
left hand. Also attractive serving 
pieces, they can be taken from stove 
to table. Available in combina- 
tions of yellow with gray, brown or 





paprika, and lime with green. Conso 
Cast Ware Co.,. Div. of Consoli- 
dated Iron-Steel Mfg. Co. 


For more data circle No. 25 on postcard, p. 195 


Embossed Key Blanks 


Key blanks are now available 
with the locksmith or hardware 
store name and address embossed 
at no extra charge. Personalized 
embossing is provided on high 
quality popular types of nickel sil- 
ver key blanks. It serves as a 
method of identifying keys, adver- 
tising their source, and promoting 
repeat business. Taylor Lock Co. 
For more data circle No. 26 on postcard, p. 195 


Inflatable Playballs 


Giant latex playballs that in- 
flate from 18 to 24 in. in diameter 
have tuck in valves which make it 
possible to inflate balls just like 
balloons. Valve stem rolls up and 





disappears into the playball and 
does not affect the bounce. White 
is basic color and red, blue and 
yellow colors are swirled over the 
white to create a marbleized effect. 
Individually wrapped in red and 
yellow band with illustrations and 
instructions. Eagle Rubber Co., 
Inc. 

For more data circle No. 27 on postcard, p. 195 


Rubber Base Paint 


Called Alkatite, this synthetic 
rubber base cement and_ stucco 
paint keeps exterior moisture out 
and is porous enough to allow in- 
terior moisture to pass through the 
paint film. It dries rapidly with a 
uniform flat finish and provides 
maximum resistance to color change 
and protection against the de- 
structive action of alkali and mois- 
ture. Made with lime-proof pig- 
ments, it also adheres when used on 
asbestos-cement shingles and is 
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\ 
suitable for painting the interiors 
of outdoor swimming pools. It re- 
quires no special primer and is ap- 
plied with brush or spray gun. 
Pratt & Lambert, Inc. 


For more data circle No. 28 on postcard, p. 195 


Metal Dinette Set 


Called the Princess, this metal 
dinette set features modern, 
straight line design and table top 





pattern of black and white, with 
table and chair legs finished in 
wrought iron black and also option- 
ally in bright chrome. Table is 30x 
45 in. and 28 in. high, with rolled 
edge and criss-cross legs. Allegro 
pattern of table top extends over 
edges of two long sides and ends 
are covered with decorative caps of 
chrome or black steel. Four chairs 
are upholstered in white, yellow, 
red or blue. Arvin Industries, Inc. 


For more data circle No. 29 on postcard, p. 195 


Fan Line 

Six new fan models are included 
in this 1953 line, four table oscil- 
lators, a floor fan and a pedestal 
oscillating fan. All models are of 
modern styling in a blue-gray fin- 
ish and have guards of improved 
design. Oscillating mechanisms are 





totally enclosed with all gears and 
works permanently protected. 
Blades are all-aluminum. The 10- 
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Cap Screws %” to | 
Machine Bolts '4 "to 
Carriage Bolts “%" to | 





“yg " di r and to 6” long 
oy oe ‘ “4 - % yon and to 4° léng 
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rd Bolts 4” to %,” diameter and Ms “ A = 
Lag Bolts %" to %” diameter ms up to 
Semi-finished Nuts %4," up to ; Va 
Castellated Nuts V4," up to 1% 

Write today for Catalog or Wall Char 
Ww COMPANY 


MERICA 


TRIPLEX SCRE 


OF A 
SUBSIDIARY OF THE MURRAY CORPORATION 


Ohio 
5317 Grant Avenue ° Cleveland 5, i 


PREP LEX 77 


CAP AND SEY SECREWS BOLTS, NUTS AND RIVETS 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 195. 


in. oscillator is price leader of the 
line; 12-in. oscillator features two 
speeds; deluxe 12-in. and 16-in. 
table models feature three speeds, 
as do the 16-in. pedestal and 12-in. 
floor models. Fasco Industries, Inc. 
For more data circle No. 30 on postcard, p. 195 


Floor, Wall Covering 


Here is a textured, checkerboard 
tile effect in enamel surface Gol 
Seal Rug patterns added to the 1953 


























line of floor and wall coverings. The 
pattern, called Keynotes, comes in 
red and white, No. 393 Tropic Keys, 
and green, white and yellow, No. 
394 Cuban Keys. Both models are 
available in sizes 6x9 ft., 714x9, 
9x10%, 9x12, 9x15, 12x12 and 
12x15. Congoleum-Nairn, Inc. 

For more data circle No. 31 on postcard, p. 195 


Counting Scale 


This improved Detecto-Gram Fan 
Counting Scale is designed to speed 
counting operations and minimize 
possibility for error. It has dif- 
ferently colored ratio scoops, with 
matching brackets, and is available 





with double or triple fixed ratio 
counting attachment, a triple ratio 
scale (illustrated) having 1/000th- 
oz. sensitivity on the third pan. 
Portable bench scales provide in- 
struments for counting small items 
and parts with speed and preci- 
sion. Scales handle loads up to 40 
Ib.. for counting purposes and can 
be used for weighing loads up to 
20 Ib. in straight weighing opera- 
tions. Detecto Scales, Inc. 

For more data circle No. 32 on postcard, p. 195 


Torque-Limiting Wrench 


This torque-limiting wrench 
without external indicating devices 
is suited for nut and bolt torquing. 
It releases automatically at proper 
setting, employs a fully enclosed 
precision spring under compression 
as the principal torque-controlling 
element, uses an accurate microme- 
ter-type adjustment, and comes in 
models with a built-in reversible 
ratchet head. Available are three 


Micrometer- 















No Scales, 
Pointers, 
Dials or 

Other 

Projecting 

Accessories 


ype 
Adjustment 
f Lock 


Enclosed 
Precision 
Reversible 
Ratchet 
Heod 
Tightens, 
Torques, <7 
Loosens Kaurled 
Handle 





Automatic Torque- 

Limiting Release .“~ 
Resets Itself 
Releases in 
Short Arc 


models with ratchet head and three 
with plain head. Capacities are 5-75 
or 10-150 ft.-lb. Drive sizes are 
3% or % in. Plomb Tool Co. 


For more data circle No. 33 on posteard, p. 195 


Room Circulator 


Called Model C-77 Air Circula- 
tor, this portable room circulator 
has a 17-in. plastic propeller, closed 
type safety grille, and is finished 
in light green baked enamel. It has 
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high, medium and low speeds, 
finger-tip directional control, and 
unit can be used as floor, table win- 
dow or hassock type floor fan. Re- 
tail price is $44.95. Cory Corp. 

For more data circle No. 34 on postcard, p. 195 


Sunshine Headwear 


Newly designed and _ tailored 
models of sunshine headwear have 
been added to the Congo line. 
Model No. 703, shown here, pro- 
vides a sunshade, fore and aft. It 
has a large front visor with up or 
down backdrop and comes in gray, 
tan, red and green tackle twill ma- 
terial in four sizes; not adjustable. 
Other models come in a wide range 
of styles and colors with diversified 
fabrics, such as_ water-repellent 
poplin, twill, imported toya cloth, 
moyra cloth, denim and fluorescent 





satin. For men, women and chil- 
dren, the line consists of caps, hats 
and visors. Brearley Co. 

For more data circle No. 35 on postcard, p. 195 


Sit-Down Ironing Table 


This ironing table has all the 
features of the Rid-Jid adjustable 
all-stee] table, plus knee room that 
permits sitting right up to the 
table and ironing in comfort. It 
has enlarged tubular frame with 
reinforcing braces so that legs are 
mounted flush with far side of 
table. Other features include open- 
mesh top, 10 adjustments for 











SINGLE 


SHOOT 
INCLUD 


For years 
built pisto 
about” m: 
demand t 
Outdoors! 
er 
“side-kick 
time pro 
trouble-fr 
list of sat 
Jobber; i 
full partic 


——_— 





You sel 
tically e 
tiveness 
They re 
9 Solv 
powder! 
of Hop] 
they ar 
rust the 
—HE S$ 


23) 





WwW speeds, 
ontrol, and 
, table win- 
r fan. Re- 
| Corp. 

osteard, p. 195 


r 


1 tailored 
wear have 
mgo line. 
here, pro- 
nd aft. It 
vith up or 
s in gray, 
twill ma- 
djustable. 
ride range 
liversified 
-repellent 
ya cloth, 
uorescent 


- 


nd chil- 
ps, hats 


ard, p. 195 


all the 
justable 
ym that 
to the 
ort. It 
e with 
egs are 
side of 
e open- 
ts for 


—* 


, 1953 


NE wi! A Rugged Accurate Pisfo/ 





SHERIDAN 
SINGLE SHOT “KK NOCABOUT'2 


SHOOTS ALL .22 RIMFIRE CARTRIDGES 
INCLUDING HIGH SPEEDS 


For years dealers have felt the need for an accurate, well- 
built pistol at a popular price. The new Sheridan “Knoc- 
about” meets that need . . . fills a tremendous consumer 
demand that assures extra profits for Sheridan Dealers. 
Outdoorsmen, farmers, plinkers, vacationers, beginners, 
etc. ... all find that the Sheridan “Knocabout” is a real 
“side-kick” to have along. Engineered features and its 
time proved, tip-up principle assure safe simplified, 
trouble-free shooting. For steady sales to an ever-growing 
list of satisfied customers, stock Sheridan. Contact your 
Jobber; if he cannot supply you, write for catalog and 
full particulars. 
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CHECK THESE 
“KNOCABOUT ” FEATURES: 


@ Fi 
or, compact design 





+ 
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tion Urdy ac. 





@ Shoots al 
!.22 s 
i High Spey ("4 
e Anti-jerk 
type trigger. 
* Over. 
Safety 






5Qveeze. 





size, Rotary Bolt 








© Positive Ejection 





es 
5 Alloy Stee! Barre; 


a Dependable 
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© Weight 24 ozs. 





SHERIDAN PRODUCTS INC. - Dept. 383-B - RACINE, WISCONSIN 
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HOPPE §} 


i BRICATIAGS 
ol | 





Hoppe’s Products 
Give You Sales Action 


You seldom have to introduce them because prac- 
tically every experienced gun owner knows the effec- 
tiveness of these widely used gun cleaning essentials. 
They recognize the efficiency with which Hoppe’s No. 
9 Solvent and Hoppe’s Patches remove primer, 
powder, lead and metal fouling. They know the value 
of Hoppe’s Lubricating Oil for guns and reels. And— 
they are fully aware of the long-time protection from 
rust that Hoppe’s Gun Grease gives. Ask your jobber 
—HE SELLS THEM. 


FRANK A. HOPPE, Inc. 
2314A North 8th St., Philadelphia 33, Penna. 
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New! SAILFISHER 


e Super-tough spool 
built to take any 
line pressure! 





e Extra-powerful 
drag! 


Fishermen asked for this extra-strong reel. They can 
fish nylon, wire or linen line — the self-reinforced spool 
is built especially to take gruelling pressures! Star drag 
gives wide range of tensions and can really take the 
punishment! 


© Chromium-plated steel main gear, stainless steel pinion gear. 

@ External metal parts hand polished, heavy corrosion-resistant 
chrome plating. 

e Free throw, one-shot lubrication, oversize torpedo handle, 
rod clamps, harness lugs included. 

@ Capacity 400 yds. No. 9 line. 


Ready now! Write for your free copy of new 1953 Penn Catalog 


Penn Fisvine TACKLE 
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WHAT'S NEW 








heights from 24 to 36 in., chrome 
legs, yellow baked enamel top with 
matching non-marring feet. It 
opens and closes automatically; 
when closed pad never touches 
floor. J. R. Clark Co. 


For more data circle No. 36 on postcard, p. 195 


Spatula 


Shape edge, tapering body and 
long handles are features of this 
spatula, suitable for lifting cookies, 





turning eggs and other foods. Made 
of stainless steel, it has a heat-re- 
sistant black plastic handle. Des- 
ignated No. 115, it retails for 69¢. 
Foley Mfg. Co. 


For more data circle No. 37 on postcard, p. 195 


Six-Piece Starter Set 


Here is a new six-piece starter 
set all of stainless steel with copper 
bottoms on the sauce pans and skil- 
let. Set consists of 7-in. skillet, 1 
qt. covered sauce pan, 2 qt. sauce 
pan with cover that also fits skillet, 





hang-up rack designed to hold the 
covers, and a clever. They come in 
a colorful suitcase-type carton. Set 
retails for $14.95. Ekco Products 
Co. 


For more data circle No. 38 on postcard, p. 195 
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Screwdriver Line 


This new line of screwdrivers 
has blue tenite handles and hot 
forged blades which are hardened 
full length. Handle knurling gives 
firm grip without causing blisters 
on hands. Blades and handles are 
assembled under pressure and can- 
not turn loose or come apart and 
tips will not break or twist. Avail- 
able in standard and cabinet pat- 
terns, blade lengths range from 3 
to 10 in.; point widths from 3/16 
to % in.; point thicknesses from 
.32-t6 .050; overall lengths from 7 
to 16 in.; and rod diameters from 
1%, to % in. Crescent Tool Co. 


For more data circle No. 39 on postcard, p. 195 


Sandwich Bags 


Here are sandwich bags featuring 
the famous Dagwood cartoon char- 
acter. Each bag is printed in bright 
colors with the King Features Syn- 





dicate Dagwood drawing as he is 
about to prepare one of his jaw- 
breaking sandwiches. Bags come in 
attractive packages of 25 to retail 
for 29¢, 50 bags for 49¢, and 100 
for 89¢. Central States Paper & 
Bag Co. 


For more data circle No. 40 on postcard, p. 195 


Dishwasher-Gas Range 


Called Dishwasher-in-a-Range, 
this unit is a completely automatic 
Universal gas range and a James 
Mobile automatic dishwasher. Gas 
range has single point ignition, 
Simmer-Save burners, electric clock 
control with four-hour timer, chro- 
mium Whirlpool broiler pan, and 
Charco-Grille radiant broiling 
screen. Dishwasher creates its own 





correct water temperature and 
water pressure and requires no in- 
stallation, plumbing, wiring or 
cabinet work. It will retail for ap- 
proximately $550. Cribben & Sex- 
ton Co. 


For more data circle No. 41 on postcard, p. 195 


Knobs and Back Plates 
Back plates are now available for 
every knob and pull in this line, 
permitting package sales of these 
items. Knobs and pulls come in 
concave and convex models. Back 
plates add attractiveness and pro- 
tect painted surfaces around knobs 
and pulls. They also cover up old 





holes of knobs and pulls where the 
new knobs and pulls are to be used. 
Ajax Hardware Mfg. Corp. 


For more data circle No. 42 on postcard, p. 195 


Deep Fat Fryer 


Featuring large capacity, this 
6-qt. deep fat fryer has a tapered 
bowl design requiring only 3 lb. of 
fat for all types of French frying. 
Gives a fat surface area of 56.7 sq. 
in. Automatic heat control dial has 
range of 150° to 425°F. Fryer 
has chrome-finished exterior and 





highly polished aluminum lid. Side 
handles and base are of cool black 
phenolic plastic. Smooth, rounded 
surfaces are easy to clean. Inner 
basket is made of pierced, stamped 
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uw TL 
lates 
We Queen 
this line, 
s of these 
3 come in Here’s the crowning achievement in carpet 
lels. Back The Coronation Model in Glowing Coronation Colors sweeper design—a Bissell Sweeper of outstanding 
nya Regal Red, Regal Blue or Regal Yellow—with match- beauty, bound to be a reigning favorite. 
er up a ing handles and Gold Color bail and rubber bumper. All Bissell’s newest features are incorporated 
New Sectional Handle for Your Convenience in this new “Queen.” Brush is equipped with Saran 
Each Bissell “Queen” is shipped bristles, and new Brush-Clean Combs keep these 
to you as a complete unit, with the bristles free from loose dirt and fluff. 
| sweeper and new sectional all-steel W ° be “C a - ” 
omen are going to be ‘““Coronation-consCious 


as handle packed in the same carton. ‘ : ‘ ; 
Easier to stock ... easier to deliver this Spring. Plan to promote this Coronation-year 


°° age the right handle for the model and capitalize big—in good old American 
ee dollars and cents—on the big excitement! 


Feature these, too— Bissell’s “VAN- 
ITY” in Mint Green or Ebony Black, Fashion Color 
and Bissell’s “SILVER STREAK” in 
Poppy Red or Spruce Green. BISSELL SWEEPERS 


Bissell Carpet Sweeper Company ¢ Grand Rapids 2, Michigan 
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See SUPER GEL SPONGES 
WALK OFF COUNTERS! 


EXTRA 10% 
SUPER CEL 
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Each SUPER CEL Sponge a self-selling unit with 
PL Us SQUEEZE APPEAL! 


PLUS Each individually packed in Customer-Bonus 
' plastic food bag. 
PL U Ss There are many customers who insist on quality in any product 
4 gay colors! buy. You can be assured of satisfied customers when — 
sell the LITTLE WONDER FOUNTAIN BRUSH. Soft, durable 
PLUS Reinforced Edges! Regular or New Ultrastrene Mixture of horsehair, soft fiber and soft durable 
Oval Shapes. plastic Bristles will not at oe proof rubber ewe 
— i pipe handl not tu —hand made — 6” 
INTRODUCTORY OFFER FOR LIMITED TIME boc ge a a0 294" alba, All pe Rlapael iiibiasive 
WRITE DEPT. IH FOR FREE SUPER CEL SPONGE— cor pcan Bs mete heey 
SEE THIS SELF-SELLER BEFORE YOU BUY! haridle — $5.98 with 4 ft. handle. 
DEALERS and JOBBERS: Write for discounts ond complete 
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- Side cas 08 |. Jaharination. : 

ot AMERICAN SPONGE & CHAMOIS CO., Inc. BP re caper rounrain Brusn co. 
Inner 3) ANN 51., N.Y. C28 Div. of K. C. Fountain Brush Co. 

mped NEW YORK ° CHICAGO . SAN FRANCISCO 3718 Main St. * Kansas City, Mo. 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 195. 


aluminum and clips on edge for 
draining. Hinged handle reverses 
into basket for storage. Westing- 
house Electric Corp. 


For more data circle No. 43 on postcard, p. 195 


improved Hand Lanterns 


All VolKano portable electric 
hand lanterns are now equipped 
with a new hard rubber pistol grip 





for ease of handling. VolKano lan- 
terns also come with longer lasting 
sealed beam units as well as other 
new features. Richberry Electric 
Co. 


For more data circle No. 44 on postcard, p. 195 


Casement Window Fan 


Perfect-fitting panel makes this 
casement window fan easy to in- 
stall in any standard three-light 





using only a 


window, 
Extra panel is fur- 
standard four-light 


casement 
screwdriver. 
nished for 


206 


casement windows. Fan can be 
mounted with or without a screen. 
Unit has two speeds and twin fans, 
12 in. each in diameter, which can 
be reversed electrically for day or 
night cooling. Capacities range 
from 1300 rpm and 1500 cfm at 
low speed, to 1550 rpm and 2000 
cfm at high speed. Finished in sil- 
ver gray, it features a spiral grille 
and weather-proof motor housing. 
Robbins & Myers, Inc. 


For more data circle No. 45 on postcard, p. 195 


Chisel Line 


A full line of quality chisels fea- 
ture trip hammer forged crucible 
steel blades, ground, heat treated 
and hand honed. They have tough 
Tenite II unbreakable handles. No. 
75 Steelhead, shown here, has steel 
cap, and No. 70 has plain Tenite II 
handle. All chisels are uncondi- 





tionally guaranteed. They come in 
open stock, in all sizes including 2 
in. Also available in sets of three 
in plastic display box, sets of four 
and six in black leatherette roll. 
Winsted Edge Tool Works. 


For more data circle No. 46 on postcard, p. 195 


Storage Cabinets 


This 1953 line of storage cabi- 
nets includes a 24 in. base cabinet, 
opening from two sides for penin- 
sular installation; 9 in. tray cabi- 
net for vertical storage of large 
trays and platters; and a corner 


base cabinet with two _ rotary 
shelves. The line totals 56 items. 
Wall cabinet doors open by finger- 
holed channels at base of cabinet, 
eliminating use of handle-hard- 
ware. Base cabinets have new bar 
handles, almost flush with the door, 
with finger-holed channels behind 
each handle. Handle-hardware and 
hinges are of heavy stamped metal 
with a durable coating of chro- 
mium. All cabinets are of heavy 
gage, high quality furniture steel, 
electrically spot welded and treated 
to resist rust, and have white baked 
enamel finish. Major Appliance 
Div., General Electric Co. 


For more data circle No. 47 on postcard, p. 195 


Bird Cage Dish Garden 


This bird cage dish garden, in 
attractive color combinations, con- 
sists of a black plastic cage, a gaily 





colored papier mache bird, and a 
plastic flower pot. The pot comes 
in red, coral or chartreuse. Units 
are individually packed in a chip- 
board box, 12 to a corrugated con- 
tainer. Rogers Plastic Corp. 

For more data circle No. 48 on postcard, p. 195 


Tool Crib Inserts 


Variety of new inserts can be 
placed in steel shelving for tool 
crib arrangements, shown here. 
Different types of inserts can be 
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used, depending upon various re- 
quirements, for storage of drills, 
reamers, taps, milling cutters or 
other tools. There are inserts to 
fit all tool crib requirements. Each 
shelf is equipped with label holders. 
Lyon Metal Products, Inc. 


For more data circle No. 49 on postcard, p. 195 


Kitchen Wax 

Specifically for cleaning and pro- 
tecting kitchen surfaces, this wax 
is a creamy, white emulsion which 
removes greasy cooking film, food 
stains, smudges and fingermarks 
from woodwork, walls, cabinets, ap- 
pliances, ete. Called Jubilee, it is 
devoid of harsh abrasives or strong 
chemicals and has a_ pleasant 
aroma. A blend of waxes, solvents 
and other cleaning ingredients, it 
is particularly effective and safe on 
enamel or porcelain. It leaves a 
hard, dry protective wax film which 
guards against soil and wear. Free 
of oil, it will not trap dust or 
fingerprints, nor yellow enamel 
surfaces. Pint bottle, retailing for 
75¢, will clean and polish 1000 sq. 
ft. of surface. S. C. Johnson & Co., 
Ine. 
For more data circle No. 50 on postcard, p. 195 


Steel Mitre Box 


Here is a left and right hand 
mitre box made of heavy gage steel 
and cadmium plated for durability. 





It offers a 45° and 90° angle and 
retails for $1.98. It comes indi- 
vidually boxed ready to mount on 
bench or any suitable board. Bel- 
russ Mfg., Inc. 


For more data circle Ne. 51 on postcard, p. 195 


Freezer Packaging Kits 


Called “starter” kits, these 
freezer packaging kits include See- 
Safe packaging materials for use by 
food freezer owners. Kits contain 
directions and all packaging mate- 
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CLEVELAND 0GuchiZ 
High Carbon 
Heat Treated 
Cap Screws 


It’s easy to select hex head cap screws when you know that one type, 
which costs very little more than the general run, has all the desir- 
able qualities recommended by metallurgists and engineers. Cleve- 
land High Carbon Heat Treated Cap Screws made by the Kaufman 
Process—the Double Extrusion method—‘‘come through” with all 
the important points experts look for in correctly made fasteners. 


Cleveland specializes in Cap Screws (all standard heads), Set Screws and 
Milled Studs, in unusually wide size ranges. 


CLEVELAND 7 24 FASTENERS 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 195. 


rials necessary including a variety 
of cartons, polyethylene bags, plas- 
tic boxes, poultry bags, and alumi- 
num foil. Also closures, a marking 





\ 


pencil, freezer tape, ice cream 
scoop, 50 sucker sticks, funnel, and 
a 32-page manual describing proper 
freezing methods. Available in two 
sizes with suggested retail prices 
of $10 and $20. Mehl Mfg. Co., 
Div. of Sydney-Thomas Corp. 


For more data circle No. 52 on postcard, p. 195 


Electric Generator 


This portable electric generating 
plant provides low-cost electricity 
for hunting and fishing camps, cot- 
tages, boats and docks. It is a 500 





watt AC and DC unit weighing 
only 70 Ib. Four-cycle, air-cooled 
engine provides its power and it 
comes with a push-button start or 
a pull-cord start. It has a handle 
for easy portability. Kohler Co. 


For more data circle No. 53 on postcard, p. 195 
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Plastic Housewares 
New line of hand-painted plastic 


housewares consists of bread box, 


four-piece canister set, cake tray 
and cover, and two sizes of pitch- 
ers. Available in blue, vellow, coral 
and chartreuse, the bread box 
comes in two-tone combinations 
with white. Decoration is attrac- 
tive gray rose pattern. Suggested 
retail price of the bread box is 





$5.50; canister set, $5; cake tray 
and cover, $3; pitchers, 90¢ and 
$1.25. Beacon Plastics Corp. 


For more data circle No. 54 on postcard, p. 195 


improved Key Boxes 


The Clicksnap cover is now 
standard equipment on all key 
boxes in the complete line of cash, 
bond and utility boxes of the manu- 
facturer. The new device provides 
a smooth, positive automatic closure 
and equally efficient release for 
opening. Added to the line is the 





Capaciteer, a greater capacity stee} 
box available with and without 
cantilever tray. Central Can Co. 


For more data circle No. 55 on postcard, p. 195 


Automatic Incinerator 


Here is an automatic gas-fired 
home model incinerator which has 
air-jet combustion with a rust- 
proof, clog-proof and _ burn-proof 
refractory tile lining. Air jets are 
cast in the lining itself and supply 
an abundance of heated oxygen for 





complete combustion of refuse at 
every level without smoke or odor. 
Unit will burn anything that is 
combustible, food, however wet, 
shoes, bones, corn cobs, etc. Cole 
Hot Blast Mfg. Co. 


For more data circle No. 56 on postcard, p. 1/5 


Mortar Tub 


This Fiberglas mortar tub 
weighs only 5 lb. and cannot rust, 
corrode or dent: It can be turned 
upside down and flexed so that dry 
mud will fall away. Also added to 





§:0" ROE 


i 


the masonry line are Tenite I! 
brick trowel handles turned from 
rugged rod stock. They will not 
mushroom or crack and will hold 
up in extreme temperatures. Gold- 
blatt Tool Co. 


For more data circle No. 57 on postcard, p. 195 


(Resume reading on page 13) 
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“a is our BIGGEST 
C CAZY UKE “our B1ecesy 


Soys TERRY BERGLIN, tackle buyer for JANNEY, 
SEMPLE, HILL & CO., Minneapolis, one of our 


country's leading hardware and tackle wholesalers. 


Get ready now for those bigger Lazy Ike profits! Leading 
jobbers from coast to coast know Lazy Ikes as top money 
makers. Retailers order and re-order, turn and re-turn the 
line season after season. Now, get all the facts on this com- 
plete Lazy Ike line . . . the easiest-to-handle of all major lure 
lines. This year, get those big, fast sales for yourself—sell 
red hot Lazy Ikes! 


Write for discounts and profit facts! 


No. OO—FLY IKE 1-1 16 
1 32 oz. New for '53—A real 
fly red size. Accurately balanced 
for authentic minnow quiver 
Attractively boxed! LIST $1.10 
No. T8—TOP IKE 3%", % 
oz. New for '53—Pops, gurgles, 
chugs—retrieves with authentic 
surface action. It's new and it's 
dynamite! LIST $1.25 
No. O—TINY IKE 1%",1 15 
oz. A killer in tiny size 
LIST $1.10 

Nos. 1, 2, 3—LAZY IKES For 
spinning, casting, trolling—(1) 

Ya ot.—(2) 2%2", Va ot.— 
(3) 3”, Ya oz.— LIST $1.25 
No. 4—HUSKY IKE 3%", % 
oz. For husky fish LIST $1.35 
Fair Traded for Your Profits! 





LAZY IKE 





FLY IKE 






£ 





CHATTANOOGA 
WHEELBARROW CO. 


A Half Century of Experience 
A Complete Line 


POWER MOWER 
\.... and WEED CUTTER. 


on. S72 7/ 
2. a? y, 4 
a ? - m ‘4 















WHEELBARROWS e@ CONCRETE CARTS 

FERTILIZER CARTS @ DRAG SCRAPERS | 

WAREHOUSE TRUCKS @ PLATFORM TRUCKS | 

WAREHOUSE SKIDS @ BARREL SKIDS 
BOAT TRAILERS 


Every MOZ-ALL is unconditionally guaranteed. 
Every MOZ-ALL is promoted consistently with both 
national and local advertising and sales effort. 
Every MOZ-ALL dealer makes a friend when he sells a 
MOZ-ALL, plus a substantial profit for himself. 


YOU can make more money as the MOZ-ALL MAN in 
our community —a request on your letterhead will 
wl full information. 


Wind-King Electric Mf'g. Co. Dept. HA2, Merrill, lowa 








CHATTANOOGA WHEELBARROW (CO. 


CHATTANOOGA, TENNESSEE 
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The MOST Clever 
LAWN RAKE 
on the market today. 


#41 KLEEN SWEEP 





And the fastest 
selling Steel 
LAWN RAKE 


+48 KLEEN-UP 





Plus the ONLY Wood 
LAWN & HAY RAKES with 


STEEL NECKS 





STEEL NECK 
Extends from here 
to end of handle « 





ALL OF THE ABOVE RAKES 





PACKED IN CARTONS! 


RUGG MFG. COMPANY 


GREENFIELD, MASS. 





Manufacturers of a complete line 
of Snow Shovels, Snow Scoops and 
Snow Pushers, Steel and Wood Lawn 
and Hay Rakes. 


Buy Them From Your Jobber 
ORDER EARLY 
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New Displays and Other Dealer Sales Helps 


(Continued from page 13) 
Level has wood stock, fitted and 
sealed in binding, and fastened 
with six recessed-head Phillips 
screws. Ends are machined flush 
and anchored by two screws. Also 
featured are metallic-sealed vials 
which are enclosed in a new type 
plastic ring for added protection, 
and giving maximum light reflec- 
tion for easy reading. Bulletins are 
free upon request. Columbian Vise 
& Mfg. Co. 


For more data circle No. 58 on postcard, p. 195 


Toy Catalog 
This new, 1953 toy catalog for 


winter, spring and Easter has eight 
pages of full-color illustrations and 


scar 


a 
} 





wierse + Seeing + pasties 











information on pull and push toys 
for children from one to six years 
of age. Baby Duck and Baby Chick 
tandem carts are two new items in- 
cluded in the catalog. Also de- 
scribed are the Happy Helicopter 
and Mickey Mouse Puddle Jumper 
toys. Catalogs are free upon re- 
quest. Fisher-Price Toys, Inc. 


For more data circle No. 59 on postcard, p. 195 


Scoop Display Package 
Easy Dip kitchen and ice cream 
scoops now come in this colorful 
red, yellow and black display car- 
ton that lists some of the uses of 
the scoops. Carton includes 12 
scoops and is sold 6 doz. to the 





case. The scoop, with a cherry red 
body and yellow trigger and re- 
lease, retails for 79¢. Made of non- 
breakable plastic, it carries an un- 
conditional replacement guarantee. 
Lloyd Disher Co. 


For more data circle No. 60 on postcard, p. 195 


Glazing Compound Display 


Designed to increase the sales of 
Nu-Glaze glazing compound, this 
compact wooden display rack, with 
attractive pastel paint finish, is 
free with any order of the com- 
pound sufficient to fill it. Rack 
holds 24 \% pints, 12 pints, 12 qt., 
and 12 5-lb. cans. Nu-Glaze is for 
glazing wood or metal sash, setting 
plumbing, filling cracks, boatwork 
and other general patching pur- 
poses. Nu-Calk caulking compound 
can also be displayed in the rack 
and dealers can request a mixed 





order of Nu-Calk and Nu-Glaze and 
get the rack free. Macklanburg- 
Duncan Co. 

For more data circle No. 61 on postcard, p. 195 
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Wall Heater Folder 


Available free, this four-page 
folder on automatic and manual 
wall radiant Heetaires specially 
engineered for auxiliary bathroom 
heating includes pictures and speci- 
fications of the 230 series Built-In 
Wall Fan-Glo Heetaires and the 
240 series Built-In Wall Radiant 


Heetaires. Both series have either 
built-in thermostats or manual 
control; 230 series in wattages 


from 1250 to 1500, the 240 series 
from 1000 to 1500. Folder contains 
complete instructions on _ installa- 
tion and a guide for choosing the 
correct Heetaire for every purpose. 
Markel Electric Products, Inc. 


For more data circle No. 62 on postcard, p. 195 


Mothproofing Package 


This new Larvex mothproofing 
spray pressure package consists of 
a 16 oz. Boston round glass bottle 
with a beer bottle finish. All-plas- 
tic, corrosion-free valve is mounted 
in a crown cap. Bottle is sheathed 
in convolute-wound fibreboard can- 
ister with crimped on metal end, 


providing complete safety. Finger- 
tip spray permits none of the pro- 
pellant to escape. Rocker-type re- 
lease permits opening of valve when 
pressure is exerted in any direction. 
Unit can be operated with one 
hand. Zonite Products Corp. 


For more data circle No. 63 on postcard, p. 195 


Reels, Rods Booklet 

This 32-page booklet covers the 
complete 1953 line of Ocean City 
reels and Montague rods. Pro- 
fusely illustrated, it lists prices, 
specifications and important infor- 
mation on each item. It also has a 
section devoted to accessories. Also 
available is a six-page section cov- 
ering the entire line of fishing out- 
fits. It gives details of the quick- 
profit reel and line as an incen- 
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ALWAYS USEFUL 
6-PIECE SET 


IN STORES, it’s a counter 
display. 

IN HOMES, it’s a handy wall 
rack. 

IN BOTH, it’s an unbeatable 
set of the finest chisels you 
can get. 


















Hand-forged tool steel in 
shock-proof handles. 4”, 2”, 
4", , 1%", 1%". 


SEND FOR COMPLETE CATALOG 







NO. 106D 


’ BROS. wc. 
MILLBURY, MASS. 


iio 


—_—_ —— i 


RIVERLIN WORKS ft 


= maRK 








) 
STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8" O.D., 
gauges No. 28 to 3/8", stands ready 
to answer your needs. A VARIETY 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After All/ 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 








Your emergency re- 
quirements are our 
special concern. 


204 CONNELL AVE. 








\ JOLIET, ILLINOIS 

















TO HELP YOU SELL 








@ For more information on these products and services 
use free post card on page 195. 


tive plan for dealers. Free upon re- 
quest; the booklet in limited quan- 
tities. Ocean City Mfg. Co. and 
Montague Rod & Reel Co. 


For more data circle No. 64 on postcard, p. 195 


Chain Catalog 


Illustrations, specifications and 
other pertinent data on the various 
types of chains in the manufac- 


ya : 


J CAMPBELL > 
Cet eRe CHAIN rw res 
ae 





* TORK PENNS TEvanta 
wer wows 


* Leathe 


turer’s line are included in this 
chain catalog. Charts show work- 
ing load limits of various sizes and 
grades of chain. It also contains 
details about slings, hooks, repair 
links, as well as the complete line 
of tire chains. Copies available 
free. Campbell Chain Co. 


For more data circle No. 65 on postcard, p. 195 


Roller Skate Display 


Making the customer himself 
part of the sale is a feature of this 
new sidewalk skate counter display. 
Spinning the wheels of the skate 
on the top platform demonstrates 
its smoother, longer running wheel 





212 


action. The unit, offered free, dis- 
plays two sales leaders of the side- 
walk line—the rubber tire Silent 
Flash and the Flying Scout with 
triple tread wheels. In red, blue 
and yellow colors, display is com- 
pact, 15x7% in. at its base and 16 
in. high, and is easily erected. 
Chicago Roller Skate Co. 


For more data circle No. 66 on postcard, p. 195 


Garden Tool Folder 


This new instructional manual 
full of sales pointers for dealers 
and clerks is titled “How to Sell 
More Garden Tools.” It contains 
general information about the 
nature and uses of pruners, grass 
and hedge shears, and gives specific, 
sales-tested pointers about the man- 
ufacturer’s items, from the view- 
point of the floor clerk. Simple 
demonstration techniques are in- 
cluded. Suggestion and joint dis- 
play of related tie-in items are cov- 











wow TO stut sagas | oun sears ve88 
aa sats as wed es ay 











ered. Folders are available free 
upon request. Seymour Smith & 
Son, Inc. 


For more data circle No. 67 on postcard, p. 195 


Greeting Card Cabinets 


Ranging in size from 8 in. to 4 
ft. wide, greeting card display cabi- 
nets are available free with 
mounted samples and lucite greet- 
ing card signs, also free, and 100 
pet mark-up on cards. Hardware 
dealers can get into the greeting 
card business with a complete de- 
partment at a minimum _invest- 
ment. It is claimed that such an 


addition to a store will increase 
traffic and promote the sales of 


other items. National Card Co. 
For more data circle No. 68 on postcard, p. 195 


Hand Cleaner Display 
This attractive wire display rack 


holds six cans of the 13-0z. size of 
Quickee waterless hand cleaner. I|t 





is available to dealers upon request. 
Tudor Chemical Specialties, Inc. 


For more data circle No. 69 on postcard, p. 195 


New Wall Display 


This new self-service wall display 
can be assembled in five minutes; 
complete displays for moderate- 
size stores can be installed in three 
hours. Called the Hirshlok, it con- 
sists of an “accordion-action” dis- 
play unit with a set of steel braces 
to which are attached steel up- 
rights and shelving brackets. When 
braces are extended to their proper 
length, shelving is placed on the 
brackets completing the display. 
No tools are required for as- 
sembling unit, all parts automati- 
cally lock in place. Shelf height or 
slope can be changed, push-button 
adjustment and individual levelling 
devices permit shelf pitch to be ad- 
justed through a 120° are. List 
prices of 8-ft. wall unit, complete 
with four shelves and price-tag 
molding, begin at $98.40. S. S. 
Hirsh Mfg. Co. 





For more data circle No. 70 on postcard, p. 195 
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the remarkable British 
metallurgical invention 























yy Holl 4 
body work 
including gas and oil covers weld 
aluminum tank leaks seams 
Va fills casting 
pores 
radiator and leaky pots, including 
blocks garbage cans | tool repairs aluminum 
— 
WS 
use like re-builds great for mends sets screws 
solder rusted metal boat work porcelain in plaster 


























REAL METAL-IN-A-TUBE ¢ ALL PURPOSE METAL-MENDER 


1001 REPAIRS IN SHOP AND HOME 


e@ handles just like putty right out of handy tube 
@ can be hammered, filed, tapped, feather-edged, etc. 
e@ withstands up to 150 Ibs. pressure per sq. inch 
@ no heat or mixing needed @ withstands direct flame 


@ oil, alcohol and water-proof © won't rust 


e don’t confuse Loy with ordinary adhesives or “repair” 
compounds; Loy is real metal! Retail $1. (Canada $1.25) 


FANWOOD 29, 


write to: TREGLOWN CO., INC. new jersey 


1366 Greene Avenue, Montreal 6 


In Canada: Treglown, Ltd., 





SWIVEL WASHERS & FAUCET SEATS 


Featured in Reader's Digest 





Snap-in Swivel Washers cut faucet maintenance costs. 
Proved in use over 15 years. Snaps into faucet stem. 
Outlasts ordinary washers 10 to 20 times. Patented 


swivel action eliminates grinding wear. Genuine Neo- § ¢ 


prene face disc. 

Snap-in Faucet Seats save costly faucet replacement. 
Stop leakage caused by worn seats. Provides perma- f 
nent smooth sealing surface. Easily installed. 

Packed in kits for the professional maintenance man. 


Write for Prices and Literature 

SNAP PRODUCTS CO. 

Division of Harrison Industries 
847 W. Harrison St., Chicago, Ill. 
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DOUBLE 
POINTS 
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COPPER i 
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CREATE FASTER TURNOVER 


NEW PLASTIC TUBE 











SELLS ITSELF! 


CASH IN 


on tHe BEG pemanp ror 


SHELTON 





4 DOZEN 

PLAS-T-CAP mi DISPLAY 
THUMB TACKS 

WITH A SHOW oars 


¥ 


SELL TH 








spt tite COOLER ALLER Diet aga 





Here's a proved 


~ COUNTER-TESTED 


=... increases your 






sales-stimulating counter 


COOLER I repr 








display for 


Goodell Putty Knives and Scrapers. We have been testing it 
on the counters of leading hardware stores throughout the coun- 
try and it always sends impulse sales skyrocketing. See for your- 
self. Get your display — FREE — from your jobber. Put it on the 
counter. Your customers will see the Goodell Putty Knives and 
Scrapers — they will feel them — then they buy ‘em. So, to 
increase your impulse sales, order this new, free counter dis- 


play — TODAY. 





clele} 1485 
PUTTY 
KNIVES 


GOODELL COMPANY, Antrim, N. H. 


UY THE Best 


€Toxexe (-)/| 


GOODELL 
* SCRAPERSA 











woopD 
JOINERS 


SKOTCH 


A Steady 
Profit Puller 





or on cards for bin display 
Here's a wood joiner that really 
HOLDS . . . and holds without [SCREENS 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self- 
service bins. 





Free Sales Helps .. . 


Sample wood joints that show uses 
of SKOTCH Wood Joiners pilus a new 
counter folder are yours EE. Ast 








your Jobber or write direct for gen. | CHAIRS 

erous supply. Dept. HAI. 

SUPERIOR FASTENER cone. | [E22 
2949 ELSTON AVE., CHICAGO 18, ILL. | *gsamg 











GRIPS LIKE A VISE 
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“Reversible,” “Standard” and “Ideal” types, 
Jaws are drop forged from spe- 
cial steel, sre carefully milled, heat treated, 
hardened and tested. The Handles are forged 
The Chains are proof-tested to 
2/3 catalog strength (1,200 Ib. to 40,000 


in all sizes. 


spring steel, 


lb.). “Reversible” Jaws give double jaw life. 
“Standard” Jaws have extra bearing on the 
handle and forged-in chain guides. The 
“Ideal” Tongs have G Shaped 
teeth for a sure grip on irregular 
shapes—fittings, etc. 






=| Write for 
Cotolos 


‘The Tool Holder People” 





j 
ARMSTRONG BROS. TOOL CO. 
SS 


$214 W ARMSTRONG AVENUE + CHICAGO 30, ILL. 


TO HELP YOU SELL 








information 
on these products and 
services use free post 
card on page 195. 


@ For more 


Carpet Sweeper Displays 


For use with the Komb-Kleaned 
carpet sweeper, the QT display 
(illustrated) is designed for use 
by the smaller retailer. Sturdy 
and compact, it takes just 1 sq. ft. 
of floor space and displays three 





sweepers. The Big Ten display, 
for use in larger stores, holds ten 
sweepers. Sales copy at top of 
display says, “Vacuum once a week 
—Use a Wagner every day.” The 
Big Ten display, for use in larger 
stores, holds ten sweepers. E. R. 
Wagner Mfg. Co. 


For more data circle No. 71 on postcard, p. 195 


Outdoor Cook Equipment 


Called Outdoor Cooking Equip- 
ment, this 16-page catalog No. 153 
introduces a complete line of An- 
drock outdoor cooking equipment 
for the coming season. Catalog 
available in two page widths, or as 
individual pages, or as a condensed 
listing. Catalog lists items, speci- 
fications, stock numbers and other 
important information. Displays 
and merchandising aids are also 
included. Washburn Co. 

For more data circle No. 72 on postcard, p. 195 


Brush Merchandisers 


Designed to hold a complete as- 
sortment of various-sized brushes, 
the Counterated wire rack mer- 








chandiser, shown here, requires ap- 
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TO HELP YOU SELL 








proximately 18 in. in counter space 
width. Sturdily constructed of 
heavy wire, with a colorful top sign 
and provision for listing retail 
prices on a removable lower strip, 
it displays 5% doz. wall and var- 





nish brushes in sizes from 1% to 
4-in. It comes in three price range 
assortments, with dealer’s choice 
of 100 pct pure bristle or 100 pct 
pure nylon bristles. Every brush 
has individual red protective wrap- 
per with cellophane window and 
white enamel handles. Rubber-base 
paint brush merchandiser features 
4 and 6 in. brushes and stocks 1 
doz.; wall brush unit, for display 
and storage, holds 1 doz. brushes in 
8, 31% and 4 in. sizes. All merchan- 
disers furnished free with orders 
for amounts of merchandise they 
hold. Wooster Brush Co. 


For more data circle No. 73 on postcard, p. 195 


Sling Chain Chart 


This new chart is designed to 
make sling chain selection easier, 
simpler and safer. It identifies 
various types of sling chains and 
different attachments which may 
be used on single, double, triple and 
multiple slings for lifting any given 
load. It gives specifications, length 
and width of links, number of 
links-per-foot, proof-test and other 
pertinent data. Working load lim- 
its of single-branch, doubie-branch, 
triple-branch and multiple-branch 
McK-Alloy slings, when used at 60°, 
45°, 30° and 10° angles are re- 
corded in pounds. Back of chart 
contains tips on how to use and 
care for sling chains, as well as 
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definitions, cautions and instruc- 
tions on using and servicing chains. 
Free upon request. McKay Co. 

For more data circle No, 74 on postcard, p. 195 


Painting Booklet 


This 36-page how-to-do-it book- 
let on household painting is de- 
signed to help householders select 
the correct type of paint for re- 
decoration projects and to guide 
them in the best and easiest way 
to use it. Liberally illustrated and 
clearly written, it is entitled “Go- 
ing To Paint?” and tells how to 
finish walls and ceilings, wood- 
work, floors and furniture, and the 
how of house painting. It includes 
the latest information on new fin- 
ishes developed by paint research. 
Also contained are pointers on mix- 
ing paint, caring for the brush, 
etc. Copy free upon request. Du 
Pont Co., Finishes Div. 

For more data circle No. 75 on postcard, p. 195 


Sprinkler Display 

This bright, three-color wrap- 
around display now comes with 
every Swingin’ Spray oscillating 
sprinkler and is designed to boost 
spring sales. At a glance it explains 
all the basic appeals of the rectan- 
gular-area sprinkler. Mounted on 
its face is a colorful four-page 
booklet that clearly depicts advan- 
tages of the oscillating-type spray. 





The booklet, easily detachable, also 
contains complete operating in- 
structions, as well as Swingin’ 
Spray’s one-year unconditional] war- 
ranty on service and parts. Melnor 
Metal Products Co., Inc. 

For more data circle No. 76 on postcard, p. 195 


(Resume reading on page 14) 


Sale 18 Casy 











the 

line 

your 
customers 


Why not make 
sales easy by sell g 
ing your custom. — 
ers STAR Hack 
saw Blades, Frames and Metal Cut- 
ting Band Saws 

Here's why STAR sales are easy 
to make — for over 70 years, your 
customers have been buying 
STAR Blades with confidence in 
their quality. Today. STAR Blades 
are asked for oftener than any 
eldelaamolartere| 


With the STAR line, the first 


repeat sales are easter 


ily through 


distributors 


CLEMSON BROS., Inc. 
= MIDDLETOWN, N. Y., U.S.A. 


" Makers of Hand and Power Hack 

= Saw Blades, Frames, Metal Cutting Band 

+. Saw Blades and Clemson Lawn Machines. 
. 


@® 1e28 
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propellents. 








“Freon” is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 








DU PONT 





Aere 





E. I. du Pont de Nemours & Company (Inc.) 








New Du Pont Report on Market 


a 





ys 
> 


MORE HARDWARE STORES NOW 
STOCK AEROSOLS 


Of the 366 hardware stores visited 
during the nation-wide Du Pont aero- 
sol-market study last summer, 88% 
reported that they stock one or more 
pressure - packed 
aerosol products. 

Ever since 1948, 
when the first study 
of the aerosol mar- 
ket was conducted, 
hardware stores 
have indicated ac- 
ceptance and ap- 
proval of the aero- 
sol method of dis- 
pensing various 
products. As the 
chart shows... a 
high percentage of these stores have 
stocked aerosols right along. 





194s 1949 (1950 (1957 1957 


LOGICAL OUTLETS FOR AEROSOLS 
One good reason why hardware stores 
stock aerosol products, logically 
enough, is that many consumers pre- 
fer to buy as many items as possible 
in a single store. This is particularly 
true, of course, in connection with 
paints, lacquers, various sprays and 
other household hardware articles. 

Many .aerosol purchases may be 
classed as ‘“‘impulse buying’’. . . but 
the fact remains that when goods are 
attractively displayed and are easy 
to buy, they move faster. Don’t over- 
look a good bet . . . display aerosols 
where every customer can see them 
... handle them... buy them. 





* 


Rug Shampoo Promotion Boosts Aerosol Sales 


A “'Freon”’-propelled aerosol 
product plus an attention- 
getting display are a sure- 
fire sales combination in the 
modern store of today. Typi- 
cal recent example was the 
Carbona Instant Foam Rug 
Shampoo promotion in Nas- 
sau Stores . . . operating in five sub- 
urban towns on Long Island, N. Y. 

As Mr. William Konijn, president 
of the chain, reported: ‘Our first pro- 
motion consisted of a display set up 





housecleaning. Shoppers 
would stop... look . . . be- 
come interested and come 
into the store to buy the 
aerosol rug shampoo. Sales 
were good in all our stores, 
and we are enjoying plenty 
of repeat sales. We’re plan- 
ning another promotion on this prod- 
uct in the future.”’ 

Why notruna promotion on timely 
aerosol products yourself? A little 
time and thought given the idea will 





—— 


| Sales Success of Aerosols 


Due Largely to 
“FREON” Propellents 


Steady increase in the acceptance 
and use of all types of pressure- 
packed aerosol products has clearly 
shown that consumers heartily ap- 
prove of them. 

Aerosols, as we know them today, 
provide a highly satisfactory method 
of dispensing many different kinds of 
products. The formulas they contain 
are effective, and, of equal impor- 
tance, the ‘‘Freon”’ propellents used 
in the great majority of aerosol goods 
perform with a high degree of effi- 
ciency. For these reasons, most aero- 
sol products have proved successful, 
and sales have steadily increased in 
every market where they’re sold. 

Pressure packaging made its debut 
in the form of ‘‘bug bombs” used by 
our fighting men in the tropics during 
World War II. These early aerosols 
contained ‘‘Freon’’ propellents, just 
as do the majority of aerosols now 
on sale throughout the country. 

“Freon” propellents are the inert 
ingredient of the aerosol product. 
They serve to eject the active ingre- 
dients of the container in the form of 
a spray or foam, depending on the 
nature of the product. Because these 
propellents are entirely harmless... 
nonflammable, nonexplosive, virtu- 
ally nontoxic, and will not damage 
fabrics or finishes, they were imme- 
diately selected by packers of all 
types of aerosols. They have con- 
tributed largely to the sales success 
of many products now packaged in 


in our windows. We tied it in with help boost sales. . . increase profits. @ aerosol containers. 
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Aerosol NEWS 





BETTER THINGS FOR BETTER LIVING 


. +» THROUGH CHEMISTRY 





**Kinetic’”’ Chemicals Division, Wilmington 98, Delaware 
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for Aerosols Shows 3 out of 4 
Dealers Now Stock Them 


More retail dealers than ever before 
—three out of four—are now stocking 
pressure-packed aerosol products. 
This was shown from results of the 
sixth annual survey of the aerosol 
market, conducted last summer by 
the ‘‘Kinetic’’ Chemicals Division of 
the Du Pont Company. 






This survey .. . greatly expanded 
over previous studies of the market 
. . covered 2233 retail outlets in 60 
cities throughout the United States. 
To the question: “Do you stock 
any aerosol products?” 74% of all 
dealers interviewed stated that they 
did. By applying a weighting process 


by) 
\) 





id \ 











Aerosol Product List Includes Many Newcomers 


While only a few years ago there were 
comparatively few pressure-packed 
products on the market, today there are 
hundreds of aerosol brands available. 
We’ve witnessed the introduction of 
sun-tan lotions, shave creams, hair lac- 
quers, colognes, plastic sprays, protec- 
tive coatings for old, worn books and, 
of course, Christmas “‘snow.’’ Others 
include dog and pet sprays, mildew pre- 
ventives and medicinals. Scarcely a 
month goes by that several new aerosol 
products aren’t introduced. 

It’s always a good idea to give these 
newcomers an attention-getting place 
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in your store. Although some of the 
products are well advertised, many of 
them receive only modest publicity, and 
it’s to the retailer’s advantage to ‘“‘push”’ 
them in order to introduce them to cus- 
tomers. By showing their easy applica- 
tion .. . and explaining their many uses, 
you can build the buyer’s confidence in 
you and aerosols. 

These products are excellent profit 
boosters, because more and more people 
are turning to the aerosol method of dis- 
pensing. The convenience, cleanliness, 
simplicity and economy of aerosols have 
won thousands of steady users. 


to this figure, so that the expanded 
study may be compared with earlier 
tabulations, it is possible to relate 
this year’s sample to that of the pre- 
vious year. When this is done, a fig- 
ure of 82% is obtained and may be 
compared with that of 75% for last 
year. 

Gains in the number of dealers 
stocking aerosol products are re- 
corded in all six major classifications 
of retail trade that were interviewed. 
This clearly indicates that merchan- 
dising-minded owners, managers and 
salespeople in all stores approve of 
this comparatively new pressure- 
packaged method of dispensing vari- 
ous products. 

It is evident that almost all store 
owners and managers fully appre- 
ciate the potential selling power of 
their pressure-packed products. The 
majority also spoke highly both of 
aerosol sales to customers and resales 
of the aerosol products they stock. 
ee ~*~ 


How Hardware Stores of Various 
Sizes Stock Aerosol Products 


A new and interesting breakdown of the 
marketstudy showshow hardwarestores 
of large, medium and small size regard 
aerosols. As the chart below explains, 








KEY: 


[(IZAe 


LARGE MEDIUM SMALL 

















more large than small hardware stores 
now carry aerosol products, although 
there appears to be excellent distribu- 
tion in the field regardless of store size. 
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Pick 20 Hardware Stores As 
Brand Names Contest Finalists 


Twenty hardware stores 
have been selected as finalists 
and will compete for Brand 
Name Retailer-of-the-Year 
honors in the fifth annual 
competition sponsored by 
Brand Names Foundation, 
Inc. Winners of the contest 
will be announced in March 
and will be honored at the 
April 15 Brand Names Day 
Dinner. 

The announcement was 
made by Joseph L. Eckhouse, 
executive head of Gimbels, 
New York, and chairman of 
the Foundation’s Retail Ad- 
visory Council. The finalists 
have been invited to submit 
detailed presentations show- 
ing their year-round prumo- 
tion of manufacturers’ ad- 
vertised brands during 1952. 

Five hardware stores will 
be chosen in the final judg- 
ing. The Foundation will 
award a Brand Name Re- 
tailer-of-the-Year plaque and 
four Certificates of Distinc- 
tion to the five top firms in 
the hardware store field. A 
similar number of awards 
will be made in each of 21 
additional retailing cata- 
gories. 

The judging committee 
will be composed of the 20 
retailers who won top honors 
in last year’s competition. 
Among them will be Ray E. 
Carmichael, of the Vonnegut 
Hardware Co., Indianapolis, 
Ind., the 1951 Brand Name 
Retailer-of-the-Year in the 
hardware store field. 

The 110 awards and cita- 
tions will be conferred at 
ceremonies which will high- 
light the Tenth Anniversary 
Brand Names Day Dinner 
in the Grand Ballroom of the 
Waldorf-Astoria in New York 
City on April 15. 

Plans are already com- 
pleted, Mr. Eckhouse said, 
for a three-day round of 
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special activities and enter- 
tainment for winners and 
their wives prior to the Brand 
Names Day Dinner. After 
arrival in New York, they 
will receive the City’s official 
greeting at City Hall, and 
be the guest of manufactur- 
ers, publications and trade 
associations at luncheons, 
cocktail parties and dinners. 

The hardware stores se- 
lected as finalists are: Al- 
berta Hardware & Furniture 
Co., Alberta, Va.; Calligaro 
Hardware, Bessemer, Mich.; 
Canton Hardware Co., Can- 
ton, Ohio; Cassingham & 
Son, Warrensburg, Mo.; 


Combel Hardware & Supply 
Co., Biloxi, Miss.; J. G. 
DePrez Co., Inc., Shelbyville, 
Ind.; Dye Hardware Co., 
Julesburg, Colo. 

Also, A. E. Ewing Co., 
Olean, N. Y.; E. F. Fiettrich 
Co., New Orleans, La.; Huron 
Hardware, Alpena, Mich.; 
Jackson Hardware, Inc., 
Durango, Colo.; Jensen Hard- 
ware Co., Niles, Ohio; Lorain 
Hardware Co., Inc., Lorain, 
Ohio; Peck & Son, Rushville, 
Neb.; Pitman Hardware Co., 
Pitman, N. J.; Rushing Hard- 
ware & Furniture Co., Sher- 
idan, Ark, 

Also, Schlafer’s, Inc., Ap- 
pleton, Wis.; Smith’s Hard- 
ware Co., Terre Haute, Ind.; 
J. J. Stangel Hardware Co., 
Manitowoc, Wis.; Summit 
Hardware & Paint Co., Sum- 
mit, N. J. 





Hardware Briefs: 





Louis L. Hill of Iowa Retires After 31 years 
As Retailer; Hiscox of Nebraska Sells Store 


Postville, Iowa — Louis L. 
Hill, owner of the Louis L. 
Hill Hardware, retired re- 
cently after operating his 
store for the past 31 years. 
Mr. Hill, a past president of 
the National Retail Hard- 
ware Association and of the 
Iowa Retail Hardware As- 
sociation, has announced that 
his business successors will 
be E. N. Peterson and John 
Kittleson. 





Wayne, Neb.—W. A. His- 
cox recently sold his hard- 
ware business to E. E. Fleet- 
wood, who has been employed 
in the store for 40 years, the 
length of time Mr. Hiscox 
owned and operated the busi- 
ness. The store is now known 
as the E. E. Fleetwood Hard- 
ware. 





Sterling, Ill. — Gamble’s 
Hardware & Home Furnish- 
ings, 211 E. Third St., is 


presently operating under a 
new manager and assistant 
manager, Harry Ross and 
Bill Mooney, _ respectively. 
Bill Hodges, former mana- 
ger, is now with the firm’s 
Maquoketa, Iowa, store. 





Ironwood, Mich. — Carl 
Nelson of Park Falls has 
purchased the property and 
business of the Strong & 
Manley Hardware Co., Wall 
St., and has taken over the 
operation of the business. 





Louisa, Va.—Wright-Lov- 
ing Hardware, Inc., has been 
chartered to do a retail hard- 
ware business. Incorporators 
are B. T. Wright, J. Otis 
Loving, Mrs. Edna R. Wright 
and Mrs. Lily Bell Loving. 





North Adams, Mass. — Al- 
bert M. Abraham of Albert’s 
Hardware has purchased the 

(Continued on page 228) 


D. Rumsey Plumb Is 
Elected President 


Fayette R. Plumb has been 
elected chairman of the 
board, and D. Rumsey Plumb 
has been elected president of 
Fayette R. Plumb, Inc., Phil- 





FAYETTE R. PLUMB 


adelphia, Pa., at the annual 
meeting of the firm’s board 
of directors held Jan, 29. 
Others elected to office in- 
clude Frank L. Campbell as 
executive vice-president and 
sales manager, Frank P. 
Green as vice-president and 
merchandise director, Calvin 





~~ 


D. RUMSEY PLUMB 





F. Bascom as vice-president 
and general manager of the 
firm’s St. Louis, Mo., plant. 

William D. Plumb has been 
named treasurer and secre- 
tary, and George R. Beck is 
now assistant secretary. 

D. Rumsey Plumb becomes 

(Continued on page 222) 
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Hendricks to Manage 
DeWalt Chicago Area 


Clay Hendricks has been 
appointed district manager of 
the Chicago area for DeWalt 
Inc., subsidiary of American 





CLAY HENDRICKS 


Machine & Foundry Co., Lan- 
caster, Pa. 

Mr. Hendricks previously 
served as a production fore- 
man for General Motors from 
1934 until 1939. He spent thef 


next four years as mainte- 
nance superintendent for 
Food Machinery Corp. From 
1942 until 1945 he was a 
faculty member of Fresno 
State College, in charge of 
agricultural and industrial 
shops. 

In 1945 through appoint- 
ment by Brigadier General 
Paul Thompson, he became 
dean of the university of Ber- 
lin, serving in this capacity 
for the next two years. From 
1947 to 1950 he was executive 
for the Ordnance Supply Div., 
HQ EUCOM, Frankfurt, Ger- 
many. 

In 1950 Mr. Hendricks re- 
turned to the United States 
and formed the Hendricks 
Equipment Co. in Bakersfield, 
Calif. This company handled 
all principal makes of power 
tools, with DeWalt as its 
main line. 

. Early in 1952 he sold the 
Hendricks Equipment Co. to 
become assistant district 
manager to W. H. Dudley 
who covers southern Califor- 
nia and Arizona for DeWalt. 





A new record of 7,500 reg- 
istration highlighted the 22nd 
National Sporting Goods As- 
sociation Annual Convention 
and Show held Jan. 25-28 at 
the Hotel New Yorker, in 
New York City. The general 
opinion of both manufactur- 
ers and retailers at the con- 
vention held an optimistic 
outlook for 1953. 

Plans were discussed and 
dates set for the Associa- 
tion’s 1954 convention, which 
will be held Jan. 17-20 at 
the Hotel Morrison in Chi- 
cago, where it was held last 
year. 

Another record set by this 
year’s event, held in New 
York for the first time since 
1948, was the 383 exhibits 
that jammed the hotel’s 
Grand Ballroom and its first 
ten floors. More than 500 
lines of all types of sporting 





7,500 Registration Sets Record at National 
Sporting Goods Association Convention 


goods were on display. 

Striking a solemn note, the 
Association passed a resolu- 
tion paying tribute to the 
memory of C. L. Higgins, 
NSGA president, who died 
Jan. 9, 1953, in Lockhart, 
Tex., and Ed R. Van Der- 
voort, immediate past presi- 
dent, who died July 3, 1952, 
in Charlevoix, Mich. 

Plans for the Mid-Century 
Festival of American Sports 
were outlined and discussed 
by the group. Preparations 
are in progress and more 
complete details are expected 
to be announced later this 
month. The Festival, a 
month-long promotion cam- 
paign from April 11 to May 
17, will stress participation 
by the American people in 
all sports. 

The Committee on Guns 

(Continued on page 220) 
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S.E. Cram Succeeds Needles As 
President Of W. Bingham Co. 


Spencer E. Cram, formerly 
executive vice-president of 
W. Bingham Co., Cleveland, 
Ohio, hardware whclesaler, 
has been elected president of 
the company. He succeeds 
Forest Needles, who was 
elected chairman of _ the 
executive committee. H. D. 
Cram, who resigned as chair- 
man of the executive commit- 
tee, continues as a director of 
the company. 

R. B. Murray, former vice- 
president and sales manager, 
has been elected executive 
vice-president and continues 
his duties as sales manager. 


H. L. Kipling has_ been 
elected a director to succeed 
the late A. C. Garberson. 

Spencer E. Cram has been 
affiliated with the company 
for 22 years and began his 
career with that organization 
as a stock clerk. 

Mr. Needles had been pres- 
ident for five years and prior 
to that was executive vice- 
president for 20 years. 

Mr. Murray has been as- 


sociated with Bingham’s 
since 1923 and was assistant 
sales manager from 1940 


until 1947 at which time he 
was appointed sales manager. 





In the photo, left to right, are: R. B. Murray, executive 
vice-president and sales manager; Forest Needles, 
chairman of the executive committee and Spencer E. 
Cram, president. 





Republic Steel to Enter 
Steel Kitchen Market 


Republic Steel Corp., Cleve- 
land, Ohio, will manufacture 
and market a new line of steel 
kitchens under its own trade 
name early this spring, C. M. 
White, president, has an- 
nounced. 

“The new steel kitchens 
will be fabricated by Repub- 
lic’s Berger Mfg. Div. at 
Canton, Ohio, where more 
than $1,000,000 has _ been 


spent retooling Berger Plant 
No. 2,” Mr. White said. 

R. W. Helms, general man- 
ager of sales for Berger Mfg. 
Div., will direct the new steel 
kitchen program, which has 
been under development for 
more than a year. 

To enter the steel kitchen 
market, which has been esti- 
mated at $200,000,000 annu- 
ally, Republic is creating a 
new nation-wide sales organ- 
ization with distributors and 
dealers. 
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Hardware Week Promotion Gets Enthusiastic 
Support of Manufacturers and Wholesalers 


Wide and enthusiastic sup- 
port for this year’s irha 
Hardware Week promotion is 
indicated by the extensive 
promotion plans being an- 
nounced by various manufac- 
turers (see pages 12, 13, etc., 
of this issue of HARDWARE 
AGE). 

This year’s Hardware 
Week promotion, which is 
based on a “Famous Brand” 
theme, and which has been 
described as a nation-wide 
merchandising event by Rus- 
sell R. Mueller, managing di- 
rector of NRHA, is also re- 
ceiving endorsement of many 
wholesalers. 

Many of these wholesalers 
are preparing their own spe- 
cial advertising promotions 
for their dealers’ use during 
Hardware Week. 

Hardware Week will be 
held this year from April 17 
to 25. It is sponsored by 
NRHA. 

In keeping with the sched- 
ule set up last fall, NRHA 
headquarters has mailed 
Hardware Week binders to 
569 wholesalers. These bind- 
ers contain printed catalog 
pages of items that will be 
featured in a Dealer Kit. 

In addition, a package of 
mats and proof sheets cover- 
ing these same items has 
been sent to wholesalers to 
aid in preparation of their 
dealer promotions. 

This wholesalers’ binder is 
one part of the co-ordinated 
program of merchandising 
activity that is sparking this 
year’s Hardware Week pro- 
motion. The wholesalers’ 
binder is designed to enable 
buyers and promotion man- 
agers of wholesale firms to 
have complete information on 
prices, packaging, etc., of 
the Hardware Week specials 
developed by manufacturers. 

The next step in the Hard- 
ware Week program will be 
the mailing of kits to NRHA 
members. These kits will 
contain pennants, streamers, 
mats, advertising layouts, 
etc., for use in connection 
with Hardware Week. 

Descriptions of the items 
being offered by manufactur- 
ers for Hardware Week are 
being published regularly in 
HARDWARE AGE, as they are 
received. Another group of 
such items will be found in 
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this issue, in the “What’s 
New in Hardware Merchan- 
dise” section, beginning on 
page 12. Extensive listings 
of other Hardware Week 
merchandise were published 
in preceding ‘issues in the 
same section. 





Harvell Corp. Names 
Kiernan Sales Head 


James T. Kiernan has been 
appointed sales manager of 
the Harvell Mfg. Corp., La 





JAMES T. KIERNAN 


Porte, Ind., housewares man- 
ufacturer, it was announced 
by W. D. Robertson, vice- 
president in charge of sales 
for the company. 

Mr. Kiernan was formerly 
general advertising manager 
of National Can Corp. and as- 
sistant sales manager of its 
housewares division. 


News of the Trade 





It was also announced that 
the Harvell Corp. has opened 
new offices at 420 Lexington 
Ave., New York, where Mr. 
Kiernan will have his head- 
quarters. 





Jacobsen to Launch 
Dealer Sales Clinic 


Jacobsen Mfg. Co., Racine, 
Wis., will soon launch its 
1953 sales clinic for dealers 
and it is planned that 300 to 
400 sessions will be held in 
trading centers throughout 
the country. 

Initiated last year, the 
clinic is designed to supply 
Jacobsen dealers with new 
and more powerful sales am- 
munition, according to C. A. 
Livesey, Jacobsen sales man- 
ager and clinic director. Prin- 
cipal attraction of the show 
will be a slide film presenta- 
tion entitled, “Mower Sales 
for More Profit,” and will 
illustrate how to apply the 
sales clincher when talking 
to power mower prospects. 

Another point of special 
interest will be the showing 
of two new Jacobsen models 
—the Model 20 rotary mower 
and Model 18 electric rotary. 

Special emphasis will be 
given to Jacobsen’s new easy 
payment plan which is de- 
signed to make power mow- 
ers available to greater num- 
bers of prospects. Devised so 
that it can be modified to fit 
different dealer requirements, 
this program will make it 
possible for every dealer to 
take advantage of it. 





7,500 Set Record At 
Sporting Goods Show 


Continued from page 219) 


and Ammunition, which is 
seeking to improve margins 
for dealers, reported that it 
is optimistic on the outlook 
for 1953. 

New officers of the Asso- 
ciation are: Gene Walby, 
Athletic Supply Co., Seattle, 
Wash., president; Orien W. 
Todd, Jr., Stanley Andrews 
Co., San Diego, Calif., vice- 
president; Clarence Shenk, 
Shenk & Tittle, Inc., trea- 
surer; G. Marvin Shutt, sec- 
retary; Robert J. Young- 
blood, assistant secretary; 
and William M. Manley, field 
secretary. 

Directors include Creighton 
Simpson, Fred Sington Co., 
Birmingham, Ala.; Stanley 
Anderson, Washington Hard- 
ware Co., Tacoma, Wash.; 
Charles Wood, Charlie Wood, 
Inc., Macon, Ga.; Floyd G. 
Beard, G. A. Beard & Son, 
Evansville, Ind.; H. K. Rob- 
inson, William Westland & 
Co., Quincy, Mass.; Mel J. 
Corrie, Corrie’s, Minneapolis, 
Minn.; David S. Wilson, 
Gougar & Todd, Denver, 
Colo.; William W. Crymes, 
Faul & Crymes_ Sporting 
Goods Co., Charlotte, N. C.; 
Ed Brendamour, Ed Brenda- 
mour, Inc., Cincinnati, Ohio, 
‘and John M. Elliott, R. S. 
‘Elliott Arms Co., Kansas 
. City, Mo. 





Pictured above are the new officers and directors of the National Sporting Goods 
Association during its recent convention held in the Hotel New Yorker in New York 
City. First row, left to right, are: Clarence Shenk, NSGA treasurer; Orien W. Todd, 
Jr., vice-president; Gene Walby, president; Shelby D. Himes, past president; G. Marvin 
Shutt, secretary, and J. S. Oshman, director. Back row, same order, are directors 
Creighton Simpson, Stanley Anderson, Charles Wood, Floyd G. Beard, H. K. Robinson, 
Mel. J. Corrie, David S. Wilson, William W. Crymes, Ed Brendamour, and John M. 


Elliott. 
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“Shucks, Clara —it was a cinch 
with my PARKER COPING SAW!” 



















It’s a cinch too, to cut 
a fancy sales record of 
your own, with an ade- 
quate stock of Parker and 
Trojan Coping Saws. Your 
customers will be im- 
pressed, and quick to 
buy, when they spot a 
choice of eleven different 
Coping Saw styles and 
prices displayed on your 
counter. That’s why the 
Parker-Trojan Line gets 
fast action, rapid turn- 
over, more profits for you. 





PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S.A 
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NWEAGLE 
GASOLINE FILLER CANS 


FOR 1953 SALES 


to Boaters, Campers, 
Farmers and Gardeners 












—_ 
——~ (Listed under 
reexamination service of 
Underwriters’ Laboratories, Inc.) 


SAFE—automatic shut-off 
valve prevents spilling or 
splashing. Safety valve re- 
leases gasoline pressures— 
thus eliminating fire 


hazards. 


CONVENIENT— low, squat design makes it easy to stow. 
Keeps a clean bilge. 


EFFICIENT—Gasoline flows by gravity through brass 
“swing around” spout when valve is pressed against tank 
opening. Valve shuts off automatically when not pouring. 
1y% and 2% gallon capacities. 





HANDY TO USE—No 
funnels needed. Filling can 
be accomplished without 
standing or kneeling in the 
boat. 


FAST FILLING ACTION 
—Easily operated air pump. 
Air pressure builds up and 
gasoline flows quickly. 


STURDY— Built to withstand hard usage and to give lasting 
service. Body and breast electrically welded together under 
electronic control. 5 gallon capacity. 


Stock these new Eagle Fillers now for 1953 season sales. 
Only Eagle makes the complete line. 





MANUFACTURING COMPANY Wellsburg, W. Va. 


221 











ORDER NOW... 
FOR EARLY DELIVERY 


Garden Tool 





JOHNSON | 


GARDEN TOOLS 




















FREE with ONE DOZEN each of 


any 8 following items 


270 Cultivator 2500 Forged Asparagus 

218 Garden Dibb!e Knife : 

300 Garden Fork 217. Transplanting 

Trowel 

215 Garden Trowel 211 Forged Garden 

2120 Garden Trowel Trowel 
Substitution items to suit local conditions 

200 Ideal Weeder 250 Forged Lawn 

210 Hazel Weeder 

212 Garden Trowel 220 Iron Dibble 

214 Forged DeLuxe 270 Long Handle 
Garden Trowel Cultivator 

215-A Bedding Trowel #1 Small Garden 

217-A Forged Transplant- Line Reel 
ing Hoe Trowel #2 Large Garden Line 

222 Strawberry Trowel Reel 


CONTACT YOUR JOBBER OR WRITE US FOR INFORMATION 


















GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J. 
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News of the Trade 








Reo Buys Pal Wheel Goods Div. of Northern 
Indiana Steel; Other Activities Announced 


small boats up to 18 ft. long. 
Decision to manufacture the 
kit followed test showings 
and demonstrations at recent 
boat shows. 

The kit, which will be mer- 
chandised through the Reo 


Reo Motors, Inc., Lansing, 
Mich., has announced its en- 
try into the wheel goods busi- 
ness, the production of a new 
inboard marine engine kit 
for small boats, and the ac- 
tivation of a new division 
for the manufacture and sale 





of industrial and marine en- 


gines, 


Joseph S. Sherer, Jr., presi- 
an- 
nounced that Reo has pur- 
chased the trade name, spe- 
cial tooling and manufactur- 
ing rights of the Pal Wheel 
Goods Div. of the Northern 
Co., 


dent of the company, 


Indiana Steel Supply 
Michigan City, Ind. In addi- 


tion, he said, Reo has leased 


the new, million-dollar Pal 
plant in Michigan City and 


has begun operations there 


in the manufacture of veloci- 
pedes, sidewalk bicycles, chil- 
dren’s automobiles, baby 
strollers and lawn gym sets. 
The Pal Products Div. of 
Reo Motors has been organ- 
ized to handle the company’s 
new operations. 

Activities of the new divi- 
sion will be under the juris- 
diction of Sam Briggs, vice- 
president in charge of Reo’s 
Lawn Mower Div. Robert C. 
Crosby, former general su- 
pervisor in Reo’s department 
of manufacturing at Lan- 
sing, will be the general man- 
ager of the Michigan City 
plant. 

In 1950 Reo purchased all 
assets, excluding real estate, 
of Velo King, Inc., Canan- 
daigua, N. Y., manufacturer 
of children’s velocipedes. 

“No effort will be spared 
by Reo management toward 
establishing a position of 
leadership for Pal wheel 
goods and gym sets,” Mr. 
Sherer said. “We intend to 
apply to the Pal Div. the 
same creative engineering, 
modern mass production 
methods and aggressive mer- 
chandising which proved so 
successful with our power 
lawn mower operation.” 

Walter V. Smith, sales 
manager of the former Pal 
Wheel Goods Div. of North- 
ern Indiana Steel, will be 
sales manager of the new 
Reo division. 

The inboard marine engine 
kit, known as the Trollabout, 
was designed by Reo for 


Lawn Mower Div., contains 
everything needed for per- 
manent installation in small 
craft: a four-cycle, Reo-built 
gasoline engine; transmis- 
sion; propeller gear; rudder 
and steering cable; assorted 
bolts, washers, pulleys; com- 
plete instructions, and a full- 
sized drilling template. It 
will sell for $99.50, F.O.B. 
Lansing, Mich., for fresh 
water use, and $119.50 for 
salt water navigation. The 
latter has special bronze fit- 
tings. 

The Trollabout has a speed 
range of % to 7 miles per 
hour, considered ideal for 
smooth trolling or cruising. 
Reo estimates that the aver- 
age home handyman can in- 
stall the inboard engine in 
four to six hours, using ordi- 
nary tools such as brace and 
bits, open end _ wrenches, 
pliers, square and screw 
driver. It will be sold through 
regular Reo power mower 
outlets and marine supply 
stores. 


D. Rumsey Plumb Is 
Elected President 


(Continued from page 218) 


the third generation to head 
the 97-year-old hardware 
firm. He succeeds his father, 
Fayette R. Plumb, who 
served as president for 48 
years. 

Grandfather of the new 
president, the original Fay- 
ette R. Plumb, founder of 
the firm, died in 1905. He 
was also one of the founders 
and first president of the 
American Hardware Manu- 
facturers Association. 





Institute Elects Grote 


A. H. Grote, sales manager 
of the Plumbing & Heating 
Div. of the Schaible Co., Cin- 
cinnati, Ohio, has been re- 
cently elected president of 
Sanitary Brass Institute. 
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NTERPRISE 


O- 
’ CHOPPER ii 
FOUR COLORFUL BASES — WHITE, YELLOW, RED, CHR 


CS Ja 


‘ 


weet ON Bae UN oy 
>” Guaranteed by 
Good Housekeeping 


£2) 4s aovcavste WE 









ae 


America’s most efficient and beautiful chopper is now 
available in four gayly-colorful bases to make it more desirable 
than ever. Styled to the new trend of modern kitchen decor— 
nationally advertised—this revolutionary new kitchen appliance 
will earn for you bigger profits, greater volume scales throughout 







the whole year. Stock up and cash in on the demand. 


Also STOCK & FEATURE 
THESE EXTRA PROFIT 
ACCESSORIES! 





JUICER-PUREE ATTACHMENT 


ALL-PURPOSE GRATER ATTACHMENT 





Used for grating, ricing, straining, crumb- 
ing, grinding foods without crushing or loss 
of nutritional value, flavor and zest. 


Easily, quickly attached —mokes deliciously 
fresh fruit and vegetable juices and purees. 
Saves hours of paring, peeling, slicing. 


Jie ENTERPRISE MFG. CO. of PA. 


PHILADELPHIA 33, PA. 





Here's the Mailbox 
Everyone Is 


Looking For! 

















BECAUSE IT HOLDS 
ALL THE MAIL AND 
MAGAZINES WITHOUT 
FOLDING 


@ Different, practical, 
attractive 





ty as 
> an ___ e 




















@ Every home a prospect 







@ Quality merchandise 


@ Nationally advertised 





@ Properly priced 





© Profitable for you 


New nor-cee JUMBO" 


HOLDS MAGAZINES WITHOUT FOLDING, 
SUNDAY PAPERS AND SMALL PACKAGES 


Retails For Only $5.98 


A new, low-priced edition of the famous Nor-Gee full-size 
Mail Box with all the same patented features including 
its beautiful streamlined appearance, fully adequate size 
and weather-shedding design and construction that really 
protect the contents. 


Distributed Through Selected Leading Jobbers 
A Few Territories Still Open! 


WRITE FOR INFORMATION 


@ Giant Size 164%,” x 1114”; projects 4%” to 34%”. 

@ Streamlined — beautifully proportioned, conservatively or- 
namented. 

@ Soundly engineered—for longer life and customer satisfaction. 

@ Sturdy Construction—built of heavy gauge steel. 

@ Attractive Finish—baked-on neutral gray enamel “mar-proof” 
finish. (Can be painted if desired) 


NOR-GEE CORPORATION 


3001 PALMER ST., JAMESTOWN, N. Y. 



































Noble Firearms are manufactured 
at this up to date plant in the heart of 

one of America’s greatest industrial areas. Here, 
ingenuity, skilled personnel, precision craftsmanship. 
and modern equipment are all at work turning out superior’ 
firearms which are higher in quality and more 
reasonable in price. They are today’s 

finest firearm values. 


EACH ONE...EVERY INCH 


A GREAT GUN! 


Here's the new, bigger—and 
better than ever line of Noble 
SMOOTH, SLIDE ACTION fire- 
arms that mean more sport 
for your customers DAY after 
DAY! See your jobber. 
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.22 CAL. RIFLE 
Model 33, Hammerless, 
Slide Action, repeating rijle. 
Streamlined design. Fast 
shooting. Dependable and 
accurate. New safety features. 


12 & 16 GAUGE | 
Model 40, Slide Action, repeating 
shotgun, Equipped with Recoil Pad 
and MultiChoke device that provides 
any degree of choke. New fast action. 
28” proof-tested barrel of specially 
selected steel. Perfectly balanced. 


12 & 16 GAUGE FULL 
OR MODIFIED CHOKE 
Modei 50, Slide Action, repeat- 
ing shotgun. Same as Model 40, 
but without Multi Choke orRecoil 
Pad. An unbelievable value. 


For more information 
please write Dept. A-2 


MANUFACTURING CO., INC. 
Haydenville, Mass 








News of the Trade 


More Than 400 Attend 60th Annual Banquet 
Of New England Iron & Hardware Association 











Pictured above are officers and members of the ban- 
quet committee of the New England Iron and Hardware 
Association, which held its 60th annual banquet re- 
cently at the Sheraton Plaza Hotel in Boston, Mass. 
Left to right, are: Sidney J..Simons, S. Simons Hard- 
ware Co., committee member; Gordon W. Farr, De- 
catur & Hopkins Co., committee chairman; Howard E. 
Clark, Bigelow & Dowse Co., president of NEIHA; J. ~ 
Vincent Burns, Waite Hardware Co., committee mem- 
ber; William T. Ryan, Jr., Cutter, Wood & Sanderson 
Co., committee member; and Henry J. Lamb, secre- 





tary-treasurer of NEIHA. 


The 60th Annual Banquet 
of the New England Iron and 
Hardware Association, held 
Jan. 14 in the Sheraton Plaza 
Hotel, Boston, Mass., was at- 
tended by more than 400 ex- 
ecutives of hardware manu- 
facturers from all parts of 
the country, together with 
members of the National In- 
dustrial Distributors’ Asso- 
ciation, American Steel Ware- 
house Association and the 
National Wholesale Hard- 
ware Association, the member 
groups of the NEIHA. 

The three associations held 
meetings during the day, and 


in the evening, together with 
their guests, attended the an- 
nual banquet. Howard E. 
Clark, Bigelow & Dowse Co., 
Boston, president of NEIHA, 
presided at the affair and 
Charles L. Hildreth, Emery- 
Waterhouse Co., Portland, 
Me., acted as toastmaster. 
Principal speaker at the 
event was Judge Harold C. 
Kessinger, who spoke on “The 
Hardships of the Free.” 
Other officers of the NEIHA 
are Stuart A. Russell, J. Rus- 
sell & Co., Inc., vice-president, 
and Howard J. Lamb, secre- 
tary-treasurer. 





Rust-Oleum Names Walsh 
Eastern Representative 


Thomas S. Walsh has been 
made the new factory repre- 
| sentative of the Rust-Oleum 
| Corp., Evanston, IIl., for its 
| complete line of rust-preven- 
tive products in Metropolitan 
New York and the northern 
New Jersey trade area. 

Mr. Walsh’s territory will 
include New York, Bronx, 
Queens, Kings, Nassau, Rich- 
mond, Suffolk, Orange, Rock- 
land, Ulster, Dutchess, Sulli- 
van, Putnam and Westchester 
Counties in New York State; 
and the counties of Sussex, 
Passaic, Bergen, Morris, Es- 
sex. Hudson, Somerset, Un- 
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ion, Middlesex and Monmouth 
in New Jersey and Fairfield 
County in Connecticut. 





Selck & Co. Develops 
New Trademark for Line 


As a part of its 1953 plans 
for streamlining and expand- 
ing its sales and distribution 
programs, Walter E. Selck & 
Co. has developed a new 
trademark. It is in the form 
of an elliptical seal bearing 
the legend “Selckraft— Mark 
of the Craftsman.” 

The new Seal will will be 
incorporated into the name- 
plates of the tools and equip- 
ment in the Selck line. 
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Tucker HARDwooD 


FOLDING FURNITURE 
FOR EASY COMFORT 


: AND - AES 


wz 


Tucker Products Are Made With Generous 
Honesty, Recognizable Quality, 
Are Reasonably Priced 





ALL-HARDWOOD FOLDING CHAIR 
Durable and appealing extra seating; 
won't tilt, pinch or snag. Folds absolute- 
ly flat, stores easily. Smooth finished in 
natural or stained varnish or colors, and 
in three sizes—regular, intermediate and 
junior. Priced right 


> FOLDING LAWN FURNITURE 

Colorful, attractive, comfortable—with 
or without arms—varnished or colored 
frames. Also in junior sizes. Available 

: in* various combinations of colored 4 
frames and covers. 

a rd 4 
a” 
™~ 

















NO. 35 “DECK” CHAIR 


“The kind movie directors use’’—and 
many of these are in Hollywood. They 
are popular everywhere, though, and 
will sell for you. Excellent hardwood 
frames varnished, colored or white; 
covers solid color 18.62 oz. double- 
filled duck. 





PEERLESS CAMP COTS 

Over 100,000 satisfied customers year- 
ly have proved the worth of Tucker’s 
line of strong, well-built, hardwood- 
frame canvas cots. Quick sellers, profit 
makers. 





BACK REST 

Extra comfort in bleachers, boat, at 
the beach; folds compactly, easy to 
carry; made of hardwood. Colorful 
canvas pads sold separately. Show it 
and you'll sell it. 














Write for Catalog and Prices 


Tucker 


DUCK AND RUBBER CO. 
FT. SMITH, ARK. 


OTHER LINES INCLUDE: Tents, Tarps, Covers, Hammocks, Junior 
Furniture, Specialties. 
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ESTABLISHED 1887 


W.D.ALLEN manuracturinc co. 


CHICAGO 6 + NEW YORK 7 
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REE: 


OF EXTRA COST 


HARDWARE WEEK 


SPECIAL 


For Your Customers 





with any Geared-Chuck 


FIXMASTER KIT 


(Models 3804—3805—3822—3823) 


at REGULAR PRICES 


Cummins gives you the biggest op- HARDWARE 


portunity to bring dollars rolling into 
your store with this sensational offer, WEEK ONLY 
topping all Hardware Week Bargains. 
In fact, Cummins stretches Hardware Week to a full 
month for you—by pushing customers into your store 
with 10,000,000 bonus coupon offers starting with 
walloping ads in the Saturday Evening Post, March 28 
and Better Homes and Gardens, Successful Farming 
and American Poultry Journal for April. 
Hurry! Stock up with Cummins geared -chuck 
FIXMASTER KITS and separately packaged 18-piece 
bonuses. Look at the values. Order from your jobber. 
Cummins 3804, now, 60 pieces with bonus, still $29.95 
Cummins 3805, now, over 60 pieces with bonus and 
with saw attachment, still...................... 
Cummins 3822, now, 49 pieces with bonus, still $24.95 
Cummins 3823, now, over 50 pieces with bonus and 
with saw attachment, still..................... $29.95 
(Prices Slightly Higher in Canada) 


Cummins 


Cummins-Chicago Corp. P 
4740 North Ravenswood Avenue, Chicago 40 
334 Lauder Avenue, Toronto 10, Canada 














Whirlpool Corp. Names 
Three New Managers 


The appointment of Thomas 
J. Lounsbery as sales promo- 
tion manager of the washer 
division and Bernard Collins 
and Charles W. Rexford as 
new regional sales managers 
for Whirlpool Corp., St. Jo- 
seph, Mich., were announced 
by sales manager John M. 
Crouse. 

For the past four years Mr. 
Lounsbery has been laundry 
division sales manager for 
Morley Brothers, Inc., De- 
troit, a Whirlpool distributor. 
Previously he was assistant 
major appliance buyer for J. 
L. Hudson Co. in Detroit. 

As regional sales manager, 
Mr. Collins will supervise the 
territory which includes the 
trading areas of St. Louis and 
Kansas City, Mo., Wichita, 
Kan., Oklahoma City, Okla., 
and Little Rock, Ark. 

For the past six years Mr. 
Collins has been district sales 
manager for Servel, Inc., in 
Minnesota, Ohio, and North 
and South Dakota. 

Mr. Rexford comes to 
Whirlpool from Hallicrafters 
Co. where he has been district 
sales manager for the past 
two years. From 1941 to 1948 


News of the Trade 





he was central division man- 
ager for Apex Electrical Mfg. 
Co. 

Mr. Rexford’s territory will 
include the trading areas of 
Cleveland, Toledo, Columbus, 
Dayton, and Cincinnati, Ohio, 
and Huntington, W. Va. 





Fireman Sales Head Of 
American Family Scale 

American Family Scale Co., 
Chicago, announced the ap- 
pointment of Robert E. Fire- 
man as general sales man- 
ager. 

G. I. Gould, president, in 
making this announcement, 
said that this move “is a part 
of our overall expansion pro- 
gram which promises to pro- 
vide a substantial sales up- 
turn in the months immedi- 
ately ahead for American 
Family Scale distributors.” 





Robert B. Algie Named 


Pittsburgh Screw & Bolt 
Corp., Pittsburgh, Pa., has 
named Robert B. Algie vice- 
president in charge of sales. 

Mr. Algie was recently as- 
sociated with Forbes Steel 
Corp. and prior to that with 
Jones & Laughlin Steel Corp. 





Newly Elected PASHA Officers 


tS! agp eee 
1 - } ry 4 na : Wa 
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Officers elected at the annual convention of the Pennsyl- 
vania & Atlantic Seaboard Hardware Assn., Jan. 19-22 at 
Philadelphia, are, left to right: W. Glenn Pearce, manag- 
ing director; Julius Wagner, Baltimore, Md., president; 
J. H. Huston, New Castle, Pa., retiring president; Harold 
M. Musser, Mifflinburg, Pa., first vice-president, and Cecil 
G. Wilson, Braddock, Pa., second vice-president. Members 
of the executive committee are George W. Eddy, French- 
town, N. J.; C. G. Avery, Springville, Pa.; Clyde H. 
Kauffman, New Holland, Pa. 
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NEW INVENTION 


Makes Chain Repairs EASY, FAST 
and PROFITABLE for YOU! 


SELLS ON SIGHT 
UNIVERSAL DEMAND 


TRY IT AT OUR RISK! 





git gocuomaal Teor Here's the first practical 
' and simple means of mak- 
| ing chain repairs right in 
the field WITHOUT RE- 
MOVING THE CHAIN, 
Farmers buy Imp Chain 
Repair Kit on sight! You 
can make drive chain re- 
Pairs easily and quickly in 
‘your own shop, make easy 
| sales to every farmer in 
«al your area. 


TRY THIS AMAZING INVENTION YOURSELF! 


SEND NO MONEY 


See for yourself how easy and fast it 
is! Order the IMP Steel Chain Repair 
Kit today. Send $5.00 for complete kit 
of three . . . Kit No, 1 fits 56 to 77 
chain, retails at $3.25 . . . Kit No, 2 
fits 36 to 55 chain, retails at $2.75 ... 
Kit No. 3 fits 25 to 35 chain, retails at 
$2.25. Complete kit sells for $7.95, but 
we'll send you all three for only $5.00, 
plus a counter display card and liberal 
supply of colorful circulars FREE. 
We'll pay shipping charges if you send 
$5.00 with order, or order C.O.D., if you 
fuefer. Money promptly refunded if 
you are not 100% satisfied. 


CHAIN REPAIRS ARE EASY 
AND FAST IN THE FIELD 


‘1. Select the proper size chain de- 
tacher from your kit to fit the size 
chain to be repaired, 

2. Slip the repair kit under chain, with 

open part of link on top. Tighten 

set screw by hand on top of broken 
link. 

Hit plunger with hammer, and bro- 

ken link will fall out easily. The job 

is done easily, quickly IN THE 

FIELD, with no loss of time, no‘ 

emashed fingers. 


ORDER TODAY AT OUR 
DEALERS AND JOBBERS W 


INDUSTRIAL MACHINE PRODUC 
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1101 WALNUT, DEPT. H-1 


DES MOINES, IOWA 















REASONS WHY 
YOU ACHIEVE 
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GABLE-TOP 
TOOL BOX 


1. GUARANTEED QUALITY —FINEST WORK- 
MANSHIP AND DESIGN. 


2. 30 YEARS EXPERIENCE. 
3. NATIONALLY ADVERTISED... SOLD. 


4. COMPETITIVELY PRICED. NEVER SUCH 
QUALITY PRODUCTS FOR SO LOW A PRICE. 


3. EYE-CATCHING BEAUTY. . . BAKED GREEN 
ENAMEL FINISH. 


6. GREAT DURABILITY .. REINFORCED... 
EMBOSSED. 


HEAVY-DUTY 7. ESPECIALLY DESIGNED FOR EXTRA LIGHT- 
CARPENTER’S BOX NESS, YET GREATER STRENGTH. 


8. A COMPLETE LINE. BOXES FOR EVERY 
SHOP MAN OR HOBBYIST'S NEEDS. 





Waterloo sets the standards in metal 
box design and craftsmanship. It is 
a quality line. Easier to sell because 
Waterloo’s guaranteed quality is 
easier to prove. Competitively priced 
to give dealers an edge on competi- 
tion PLUS EXTRA PROFIT. 

Write your jobber today for complete 
information including free catalog. 


WATERLOO VALVE SPRING 
COMPRESSOR CO. 


WATERLOO, IOWA 
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100 MILLION DOORS... 


“Safety-Spin” Doorknob Lock 


you’re SURE that it’s SAFE... because it SPINS! 


*It is estimated that 100 MILLION DOORS are in 
need of sound, safe, low-cost locks in this country 
alone! Here is the answer to this need... the answer 
that every householder awaits. The La Belle cannot 
be forced by manipulation . .. cannot be broken through 
by leverage—the ball-bearing SPIN transfers all force 
away from the lock! 


ce en 


Converts Any Latch 
or Lock to Modern 
Cylinder Lock Pro- 
tection—Installs in 
Seconds with Only a 
Screw Driver 


34 Ball- Bearings, 

Twin-Race Construc- 

tion — the ONLY Ball- 

Bearing Doorknob Lock in the 
World! 


TOP quality...LOW price...Retails at 


COMPLETE with Rose Plate, Screws, 2 Keys 





FIVE FINISHES: statuary Bronze @ Polished Brass @ Dull Brass 
@ Polished Chrome @ Dull Chrome 


3 KEYINGS: standard Keying @ Keyed Alike @ Master Keyed 










5-Year Guarantee! 


Solid brass exterior, solid steel and brass interior. 
All interior parts are completely plated to 
prevent rust and corrosion, even 
in salt-water locations. 









ORDER FROM YOUR JOBBER, or write direct, giving name of jobber 
LA BELLE INDUSTRIES, INC. oconomowoc, wisconsin 














News of the Trade 








HARDWARE BRIEFS 





(Continued from page 218) 


building at 92-96 Summer 
St. from M. Schiff & Son, Inc. 
Mr. Abraham plans to move 
his hardware business to the 
new location. 





Cleveland, Ohio — Walter 
C. Koenig of C. W. Koenig 
Hardware has opened his 
second store at 25801 Euclid 
Ave. The new store has 105 
ft. of window space. 





Seneca, Kan.—The Ander- 
son Hardware has become 
officially the Conner Hard- 
ware. The Conners have 
owned the store for the past 
three years. 





Union, S. C.—J. D. Cox 
and L. G. Garner have pur- 
chased the stock of the Law- 
son Hardware Co. and will 
operate as the C & G Hard- 
ware Co. ’ 





Grand Junction, Colo.—J. 
A. Dix, former owner of the 
Ben Franklin store, is now 
manager of the Collett Hard- 
ware Store. Ernie Miller re- 
cently resigned as manager. 





Hollandale, Minn.—Wilbur 


Veldman and Henry Post- 
humus, partners for nine 
years in the Hollandale 
Hardware & Implement Co., 
have announced p!ans to dis- 
solve the partnership and en- 
ter into separate businesses. 





Toscola, Ill. — Homer E. 
Todd, hardware store owner 
for 84 years, recently an- 
nounced his retirement from 
business. His son, Harold 
Todd, who has been associa- 
ted with him for 20 years, 
has taken over the manage- 
ment of the’store. 





Newton, Iowa — Harold 
Haines and Raymond Coburn 
have purchased Sandven’s 
Hardware & Appliance store 
from Joe Sandven. Mr. Sand- 
ven will continue in the gas 
stove and gas service busi- 
ness. 





Wisconsin Rapids, Wis. — 
Opening of a local branch of 
the Badger Paint & Hard- 
ware Stores, inc., has been 
planned for early this month. 
The local store, to be located 
at 261 W. Grand Ave., will 
be managed by Bob Schoon- 
over. 








Minnesotans Elect Baumann President 


ie AS 
AG i ee 








At the annual convention and exhibit of the Minnesota 
Retail Hardware Association, at Minneapolis, Jan. 20-22, 
officers elected are: president, F. C. Baumann, Lester 
Prairie; vice-president, John A. Grande, Virginia; man- 
ager-treasurer, C. J. Christopher, Minneapolis; Executive 
board members are: Robert P. Hauck, Sauk Centre; F. 
Hardy Rickbeil, Worthington; A. N. Theismann, Wa- 
basha, and A. J. Pierre, N. St. Paul (newly elected). In 
the photo left to right are: Messrs Hauck, Theismann, 
Pierre, Grande, Christopher, Baumann, C. H. Johanson, 
Wheaton, advisory board; Jar] Sjordal, Ada, retiring pres- 
ident; Douglas Carlson, Minneapolis, advisory board, and 


F. Hardy Rickbeil, Worthington. 
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Disston & Sons Sales 
Post to J. S. Disston, Ill 


The appointment of Jacob 
S. Disston, III, as assistant 
sales manager of the hard- 
ware division has just been 
announced by Henry Disston 





JACOB 8S. DISSTON, III 


& Sons, Inc., Philadelphia, Pa. 

Mr. Disston joined Henry 
Disston & Sons in December 
1947. He spent a year in the 
sales department of the power 
tool division, a year in sales 
promotion, and a year in the 
sales department of the hard- 
ware division, covering the 
entire country with Disston 
salesmen. 

In the first half of 1952 he 
was in the sales department 
of the industrial division, and 
in the last six months sold 
armor for the aircraft and 
tank programs. 


Bridgeport Chain & Mfg. 
Announces Name Change 


Frank A. Diel, general 
manager, announced that the 
name of the Bridgeport Chain 
& Mfg. Co., Bridgeport, 
Conn., has been changed to 
the Round Bridgeport Chain 
& Mfg. Co. 

Bridgeport Chain, for many 
years, has been associated 
with Round Chain Companies, 
a group of 11 companies from 
coast-to-coast. The name 
change is in keeping with a 
policy to identify individual 
companies more closely as 
members of the Round Chain 
group. 

Other companies in the 
group are: Round Woodhouse 
Chain & Mfg. Co., Trenton, 
N. J.; Cleveland Chain & 
Mfg. Co., Round Metal Fin- 
ishing Co., and Ohio Hoist & 
Mfg. Co., Cleveland, Ohio; 
Round Chain & Mfg. Co., Chi- 
cago, Ill.; Southern Chain & 
Mfg. Co., Birmingham, Ala.; 
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Round Alloys Mfg. Co., Tren- 
ton, N. J.; Round California 
Chain Co., So. San Francisco, 
Calif.; Round Los Angeles 
Chain Corp., Los Angeles, 
Calif.; Round Seattle Chain 
Corp., Seattle, Wash., and 
Portland, Ore. 





Ellis Heads Sales For 
American Electrical 


Richard G. Ellis has been 
elevated to the position of 
general sales manager of the 
American Electrical Heater 
Co., Detroit, Mich. 

At the same time it was 
announced that John A. 
Thompsen has been appointed 
assistant general sales man- 
ager. 

Mr. Ellis had served the 
company for 34 years as dis- 
trict sales manager on both 
the West and East coasts be- 
fore his recent promotion. 





Remington Names Short 
Eastern Sales Manager 


Robert D. Short, since 1946 
St. Louis branch sales man- 
ager for the Electric Shaver 
Div. of Remington Rand, Inc., 
New York, has been promoted 
to eastern division sales man- 
ager with headquarters in 
New York. He will supervise 
the sales activities of eight 
Remington Shaver sales of- 
fices and 38 service stations 
from Maine to Florida. 

Mr. Short brings to his new 
assignment a broad and diver- 
sified experience in the sales 
and merchandising fields. Be- 
fore joining Remington Rand 
six years ago, Mr. Short was 





ROBERT D. SHORT 


associated with Emerson 
Electric Co. for 12 years as 
assistant sales manager of 


fan sales, and with the Silex | 


Co. as district sales manager 
in Missouri, Illinois and Ar- 
kansas for four years. 
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“SS cGettb” means 
most service for 


your money 


RiGa(ib 
Spiral 
Reamer 


Already a top seller— 
this new 


RIG&ID 


Spiral for extra 
easy reaming 


* No wonder your customers go for this new improved 
Spiral—it reams burr from pipe as fast and cleanly as 
if it were wax . . . and makes quick work of enlarging 
conduit box outlets or cutting holes in sheet metal 
—and does it without chatter. 


* Improved ratchet handle—cutting edges of heat- 
treated tool steel for long service. It can’t be beat for 
performance—or for fast profitable turnover. Order 
today! 


Remember also rettzntm> LonGrip Reamer with extra-long taper. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
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EVERY HOME and GARDEN 


neea DOBBINS 


SPRAYER and DUSTER 
” Wo.400 gt] ‘The Hew DOBBINS 


SPRAYERS and DUSTERS 
will make your register RING / 
... with greater profits in ’53! 

Yes, DOBBINS offers you the 
outstanding line of “EASY TO 
SELL” high quality sprayers and 
dusters... fully guaranteed 
against defects in material and 
workmanship. 

Remember . .. Every Home 
and Garden needs a DOBBINS 
Sprayer and Duster! 

Always BUY... Always SELL... 
DOBBINS Sprayers and Dusters. 
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DOBBINS MANUFACTURING CO., DEPT. 209, ELKHART, IND. 








Name 





Address 





State. 





t 
1 
! 
1 
; 
| 
: 
1 
City. 
: Jobber’s Name 





Nas ass gm ap ate a et ae es aw am oo 


230 








Petty Made Field Sales 

Manager for Schick 
Chester Gifford, president 

of Schick Inc., Stamford, 


Conn., announced the ap- 
pointment of Orville A. 





ORVILLE A. PETTY 


Petty, as field sales man- 
ager. Mr. Petty was former- 
ly eastern district sales man- 
ager with headquarters in 
New York. He will now be 
located in the company’s 
home office in Stamford. 
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quarters in New York. 

Walter D. Gray, sales su- 
pervisor in Cleveland, has 
been advanced to district 
manager of the newly creat- 
ed east central district and 
will make his headquarters 
in Cleveland. 





Arnout New President 
Of the Nutmeggers 


‘Douglas Arnout, Clemson 
Bros., has been elected presi- 
dent of The Nutmeggers at 
a recent meeting of the as- 
sociation held in Hartford, 
Conn. 

Also elected to office were: 
F. C. Connor, of J. H. Wil- 
liams, first vice-president; 
Fred E. Christopher, Uarco, 
Ine., second vice-president; 
Earle J. Hopwood, Olds- 
Whipple Co., secretary-trea- 
surer; E. Cyril Sullivan, Sul- 
livan Tool & Supply, assis- 
tant treasurer. 

Past president director is 
J. T. McCulloch, of W. R. 
Case & Son Cutlery. Three- 





year directors include: Ar- 
thur Fleck, American Screw 
Co.; R. H. Osgood, Patterson- 
Sargent Co.; G. E. Ellis, 
Hartford Belting Co., and 
George Graham, Collins Co. 


Michael J. Butler, Schick’s 
sales representative in Los 
Angeles, has been promoted 
to eastern district sales man- 
ager and will make his office 
in Mr. Petty’s former head- 





Western Association Elects Council 





Members of the Hardware Council of the Western Retail 
Implement & Hardware Assn. installed at its 64th con- 
vention, Jan. 19-21, at Kansas City, Mo., are, standing, 
left to right: Carl K. Connell, Cameron, Mo.; Harry A. 
Wood, Kiowa, Kan., retiring president; William J. Shaw, 


association secretary-treasurer, and Melvin Kraemer, 
Marysville, Kan., new association vice-president. Seated 
are, Chester Hupp, Wichita, Kan.; Howard Schick, Lee 
Summit, Mo., and Gene H. Manny, Winfield, Kan. Messrs. 
Hupp and Manny are new directors; the others were re- 
elected. 

C. A. Risinger, farm equipment dealer, Independence, 
Mo., was installed as new association president. Directors 
serving with him as members of the Farm Equipment 
Council are: Herbert E. Owen, St. Joseph, Mo.; Walter 
Sears, Great Bend, Kan.; W. Glenn Muncy, Dodge City, 
Kan.; Melvin Rice, Butler, Mo., and C. N. Harper, Hutch- 


inson, Kan. 
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Lohmeyer Gets Sales 
Post at Stanley Tools 


H. C. Pease, general man- 
ager of Stanley Tools, New 
Britain, Conn., has announced 
the appointment of Charles L. 
Lohmeyer as assistant gen- 





CHARLES L. LOHMEYER 


eral sales manager of the 
Stanley Tools division suc- 
ceeding Girard H. Story who 
recently retired. 

Mr. Lohmeyer started with 
Stanley Tools in 1933 in the 
production department and 
two years later was trans- 
ferred to the sales depart- 
ment. In 1938 he became a 
junior salesman. For two and 
a half years he was sales rep- 
resentative in the San Fran- 
cisco area. 

In 1944, during World War 
II, Mr. Lohmeyer joined the 
U. S. Marine Corp and upon 
his discharge, he returned to 
Stanley and took over the Los 
Angeles, Calif., territory. 

In April, 1950, Mr. Loh- 
meyer was appointed assis- 
tant sales manager of Stan- 
ley Tools and has been lo- 
cated at the home office in 
New Britain since that time. 





Bendix Appoints Olin 
Northwest Sales Head 


Robert B. Olin has been 
named northwest divisional 
sales manager for Bendix 
Home Appliances, a division 
of Avco Mfg. Corp., South 
Bend, Ind. 

A veteran of 16 years in 
appliance selling at dealer, 
distributor and factory levels, 
Mr. Olin was appointed by 
Parker H. Ericksen, Bendix 
director of sales. The new 
division manager will cover 
an eight-state territory which 
includes Washington, Oregon, 
Utah, Montana, Wyoming, 
Idaho, Colorado and Nevada. 

For the past three years, 
Mr. Olin was regional man- 
ager in the northwest for the 
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Admiral Corp. From 1947 to 
1949 he was Chicago district 
manager for the Toastmaster 
Div. of the McGraw Electric 
Co. From 1935 to 1944 he was 
a territorial sales representa- 
tive with a Salt Lake City 
appliance distributor. 


United Hardware Holds 
Show; Installs Officers 


The United Hardware Co., 
Kansas City, Mo., recently 
held its sixth annual dealer 
meeting and merchandise 
show in connection with its 
annual shareholder meeting. 

Previous to the show, at 
which more than 100 differ- 
ent lines were displayed, the 
company held installation of 
its officers. 

The firm’s new officers in- 
clude: John Oliver, El Do- 
rado, Kan., president; Rus- 
sell Cook, Kansas City, Mo., 
vice-president and general 
manager; Raymond Hender- 
son, Phillipsburg, Kan., vice- 
president, and W. F. Meyer, 
Jr., Kansas City, secretary. 

Company directors are: C. 
B. Clements, Gene McCarty, 
E. J. Frevert, R. L. Sayers, 
Mr. Henderson, Sam Zuer- 
cher, Mr. Cook, Merrill Hum- 
burg and Mr. Oliver. 


Pacini New Sales Head 
Of Mann Edge Tool Co. 


Philip Pacini has been ap- 
pointed sales manager of the 
Mann Edge Tool Co., Lewis- 
town, Pa., it was announced 
by John T. Rodgers, president 
of the firm. 

Mr. Pacini succeeds Vergil 
L. Lindsay who had resigned 
recently. The new sales head, 
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PHILIP PACINI 


who has just joined the Mann 
Edge Tool staff, will direct 
the company’s sales. In the 
immediate future, Mr. Pacini 
will devote considerable time 
calling on the trade with the 
district managers in the 
South and midwest. 





























SELL QUALITY IN 
QUANTITY WITH THE 
HURRICANE LINE 


JOR 

AURRICANE SER 
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A JOY FOR JOBBERS: It’s a real pleasure to 
handle Hurricane! Re-orders are practically 
automatic once this quality line enters a dealer’s 
inventory. In fact, jobber sales are doubling, 
even tripling, year after year. If you want a 
power mower line which won't backfire, won't 
leave youholding the bag, take on Hurricane now! 
A DREAM FOR DEALERS: Hurricane quality 
is so simple to sell! Customers recognize the 
long-term economy in owning a machine that 
stands up, never becomes obsolete. With the 
Hurricane line, headaches and losses from cus- 
tomer complaints are a thing of the past. There'll 
be no kickbacks, no need for costly adjustments 
or refunds. Write the address below for com- 
plete details. 





HURRICANE GLIDER — the 
economy model. 2-h.p. engine 
— 18” cutting swath. Top- 
quality at budget price. 


HURRICANE JUNIOR —18” 
replica of the big Hurricane. 
Trim, lightweight — for small 
lawns. 2-h.p. engine. 


Engineering Features for Quick, Easy Sales 
@ 4-cycle, 2-h.p. gasoline engine @ full-foating friction drive 
@ adjustable cutting height — 1/2’ to 32" @ 4 large, equal- 
diameter wheels @ special hinged safety guard and grass throw- 
out @ folding handle for easy storing. 
Ports Always Available 

Genuine Hurricane parts always in stock. Shipped at once. All 
new modifications fit any model — no matter what year it 
was produced. 


For full facts on 


Write: National Metal Products Co. 
Dept. H-I9, 2722 Cherry St., Kansas City 8, Missouri 
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ROTARY POWER MOWERS 
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oxco / 
FLOOR SWEEP DISPLAY No. 1 


Free yourself, and your clerks from old-fashioned selling— 
hunting around for the right size sweep; the proper handle; 
a box, etc. Oxco’s new display has everything you need, in 
one selling location, to make easy, time-saving sales of profit- , 
able floor sweeps. 


You get in one shipping container, 18 floor sweeps and handles 
(4 popular Oxco styles) plus a free, sturdy metal rack that 
simply unfolds to set up. Of special help is a ‘“Sweep Selector” 
Table on the colorful, eye-catching Sign. It tells which sweep 
to recommend, based on the type of floor surface and type of 
dirt to be moved. 

Placed in a high traffic spot, Oxco’s Floor Sweep Display No. 
1 excites new customer interest in floor sweeps—a staple pur- 
chase your customers often forget to pick up. Sales are sure 
to jump. 


Order your Display No. 1 now from your nearest 
Jobber. Catalog literature available on request. 











News of the Trade 








Advertising Awards Competition Is Opened 
By Industrial Distributors’ Associations 


Entry blanks for the Sec- 
ond Annual Advertising 
Awards, sponsored by the 
National Industrial Distribu- 
tors’ Association and_ the 
Southern Industrial Dis- 
tributors’ Association are 
now available. Twelve 
awards will be presented to 
“manufacturers whose adver- 
tising during 1952 was out- 
standingly excellent in telling 
users about the quality dis- 
tribution behind their prod- 
ucts in addition to selling the 
merits of their products.” 

A mounted plaque will be 
awarded to the winner in 
each of six entry classifica- 
tions. An engraved certificate 
of honorable mention will be 
given to the runner-up in 
each of the six classifications. 

All eligible entries, includ- 
ing those of the winners, will 
be displayed at the Miami 
Convention in April. 

The awards are intended 
to encourage manufacturers 
in their advertising to capi- 
talize more fully on their 
method of distribution 
through the Industrial Dis- 


tributors associations. 

Any manufacturer who 
normally sells all or part of 
his production through In- 
dustrial Distributors is eli- 
gible to submit an entry. Ad- 
vertising agencies may enter 
advertising prepared for 
manufacturers but awards 
will be made to manufac- 
turers only. 

The entry classifications 
are: Class A—Single direct 
mail piece. Class B—Series 
of two or more direct mail 
pieces. Class C—Single busi- 
ness paper advertisement. 
Class D—Series of two or 
more business paper adver- 
tisements. Class E—Manu- 
facturer’s catalog. Class F— 
Manufacturer’s or manufac- 
turers’ association house 
organ. 

Entry blanks can be had 
by writing to H. R. Rinehart, 
Secretary, Joint Advertising 
Committee, 1900 Arch St., 
Philadelphia 3, Pa. 

All entries must be post- 
marked no later than mid- 
night, March 10, 1953. 








Ohio Hardware Association Meets 





At the 59th annual convention of the Ohio Hardware 
Association, held at the Hotel Statler and the Public 
Auditorium in Cleveland, Ohio, Feb. 2-5, H. C. Hurl- 
burt, Salem, was elected president to succeed Elden R. 
Fruth, Fostoria. Ralph H. Gibbs, Sabina, is the new 


vice-president. John B. Conklin, Columbus, continues 


as secretary-treasurer. A. E. 


Lorimer, Holland, Walter 


Savings, Logan, and Lee Gillespie, Arlington, are newly 
elected trustees. Trustees continuing in office are: 


Donald F. Wilkins, Youngstown; L. 


W. Manthey, 


Cleveland; James Hader, Cincinnati; M. O. Gregory, 
Granville, and F. H. McMillen, Hilliards. Pictured 


above, left to right, are some of 


the officers and 


trustees: seated, Ralph H. Gibbs, vice-president; H. 


C. Hurlburt, president, and 


Elden R. Fruth, Fostoria, 


retiring president. Standing are: James Hader, Walter 


Savings, 


M. O. Gregory, L. 


W. Manthey, Donald F. 


Wilkins, A. E. Lorimer, Lee Gillespie and Carl E. 
Graeff, Dayton, a director of the NRHA. Not in the 
photo are Messrs. Conklin and McMillen. 
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“CLICKSNAP” 
CANTILEVER TRAY 
GREATER CAPACITY 


NEW! 
“CLICKSNAP” 


Smooth Operation 
POSITIVE 


Automatic Secure 


Central proudly adds 
these greater capacity 
steel boxes to their ac 
cepted line of Cash 


Bond & Utility Boxes 


No. 9-99A 
With Cantilever Tray 


No. 9-50A 
Without Tray 


“CAPACITEER” — xx: 
Greater Capacity 


The dimensions tell the 
story—11'2"' long by 
734"' wide by 4|3"' deep. 4 
Like all Central boxes 
these are fabricated in 
one piece of heavy steel— 
round corners—hammered 
silver finish. Automatic 
click snap cover. Secure 
lock with 2 keys—individ- 
val cartons. 


. 


~ mee 


a7 


proce 


COMPLETE QUALITY LINE 
Cash, Bond and Utility Boxes 


NO. 10 SERIES—Size 11% x 6 x 2%”. The automatic “CLICKSNAP” cover now 
included on the key boxes. 

Key lock with steel tray 
19-1OCL Combination lock with steel tray 
NO. 23 SERIES—Size 11% x 6 x 436”. The automatic “CLICKSNAP” cover now 

included on the key boxes. 
19-23A Key lock with steel tray 
19-23CL Combination lock with steel tray 
NO. 9 SERIES—Size 11 % x 7% x 4'5%". The “CAPACITEER”, the box with greater 
capacity—Cantilever tray and Clicksnap Cover. 
Key lock with cantilever tray 


For Export: Frazar & Co., 50 Church St., New York 7, N. Y. 


Cable Address ‘’FRAZAR’’ New York 
se 


Key lock, no tray 
9-TOCL Combination lock, no tray 


Key lock, no tray 
9-23CL Combination lock, no tray 


Key lock, no tray 
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¥. 
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BRITE MAGIC 


NEW 
NEW 


‘‘as described in Reader's Digest’’ 


MIRACLE 
ADHESIVES CORP. 


214 E. 53rd STREET, NEW YORK 22, N. Y 





FOR SURE FIRE PROFITS— 


eae he 
” traffic-build 





Durable fry-piece with many 
uses. Fries bacon flat— 
dries it on side apron while 
eggs fry. Catching on fast 
with American home-makers. 
Gift boxed. 


A staple utensil in over 
1,000,000 homes! Does small 
baking jobs quickly—on top 


of the stove. Popularly a8 ad 
priced for volume Ponrroes bye 
sales. Gift boxed. © * \ Good Housekeeping 
pe ie 245 soveensee WH 
e* 2 


“EVEREDY 





14 stil 
Cert 


Gleaming service piece with 
crystal glass base. Keeps 
cakes, pies and pastry fresh, 
moist and tasty. Unbeat- 
able gift suggestion for 
every occasion. Gift boxed. 


“TM. REG. APP. FOR 


Priced way 
below “‘electrics’”’ 

—works just as fast. 
Pops 2 quarts to fluffy goodness 
in just 6 minutes. No shaking or 
burning. Gift boxed. 


NATIONALLY ADVERTISED 
The Everedy name hits 7,500,000 
home-makers month after month. 
You'll get steady calls for all 4 items. 


SHIPPING AND DISPLAY 
GIFT BOXES Sturdy, printed cartons for 
each product gives you added sales push on Everedy. 


PHONE YOUR JOBBER TODAY OR WRITE DIRECT... 


7/7 ae 2) 24230) GF) 


FRE 
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Name Melius Skil Corp. 
Merchandising Manager 





ROBERT P. MELIUS 


merchandising manager. Mr. 
Melius replaces William 
Ferry who has been named 
industrial sales manager. 
Jack T. Carlsen, former in- 
dustrial sales manager, will 
direct the company’s newly 
formed Sales Training Div. 

Mr. Melius comes to the 
Skil Corp. from Delta Power 
Tool Div. of Rockwell Mfg. 
Co., where he served as vice- 
president of sales. He had 
been with Delta since 1930, 
holding several key positions 
in the sales organization. He 
had joined the Skil Corp. on 
Feb. 1. 





Myers Development Post 
Goes to McConaghy 


James W. McConaghy, 
former engineer for the In- 
gersoll-Rand Co., Phillipsburg, 
N. J., has been appointed as 
product development director 
for The F. E. Myers & Bro. 
Co., Ashland, Ohio. 

Mr. McConaghy will be in 
charge of product experimen- 
tal and development work for 
the manufacturer of water 
systems, pumps, hand and 
power sprayers, and water 
conditioning equipment. 





Proctor Electric Co. 
Names Mevius to Post 


The appointment of John 
C. Mevius as sales manager 
of the Equipment Div. of the 
Proctor Electric Co., Phila- 
delphia, Pa., has been an- 
nounced by Walter M. 
Schwartz, Jr., president of 








the firm. 


News of the Trade 


Skil Corp., Chicago, IIL, 
has announced the appoint- division of the 
ment of Robert P. Melius as Engineering Co., Philadel- 








Prior to joining Proctor, 
Mr. Mevius was sales man- 
ager of the materials han- 
dling division and hydraulic 
American 


phia. He was also vice-presi- 
dent of the Material Han- 
dling Institute, Inc., and was 
slated to be its president this 
year—a position he resigned 
upon joining the Proctor 
Electric Co. 





Remington Rand Sales 
Post to T. F. Frawley 


Thomas F. Frawley, Jr., 
has been named sales man- 
ager of the Methods Dept., 
for Retail Wholesale & Dis- 
tributors, Remington Rand 
Inc., New York. 

Mr. Frawley began his as- 
sociation with Remington 
Rand in 1947 as a depart- 
ment store specialist in New 
York for adding, calculating 
and accounting machines. 
Prior to his latest promotion 
he was assistant sales man- 
ager of the department where 
he specialized in the various 
applications of the retail and 
wholesale industries. 





Bigelow & Dowse Named 
By Eastern Tractor 


Eastern Tractor Mfg. 
Corp., Kingston, N. Y., an- 
nounced the appointment of 
Bigelow & Dowse, Boston, 
Mass., as distributor for the 
New England territory it 
serves. 

The company also an- 
nounced the appointment of 
B. T. Flatau, Atlanta, Ga., 
as district manager for the 
southeastern states. 





Paisley Products, Inc. 
Gets St. Louis Plant 


Hayes Adhesives Co., St. 
Louis, Mo., adhesive firm, be- 
came an affiliate of Paisley 
Products, Inc., Chicago, IIl., 
Div. of Morningstar, Nicol, 
Inc., by direct purchase. The 
transaction was completed by 
Murray Stempel, executive 
vice-president of the parent 
company, and general man- 
ager of the Paisley Div., at 
the firm’s Chicago offices. 


The purchase included the 
assets of the firm, formulas, 
manufacturing processes and 
equipment at three separate 
locations in metropolitan St. 
Louis. 
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J. C. Hoover Gets New 
Post at Hoover Co. 


James C. Hoover, formerly 
branch service manager for 
the Hoover Co. at Minneapo- 
lis, Minn., has been appointed 
manager of sales research 
for the midwestern division. 


Mr. Hoover will study mer- 


*- chandising trends throughout 


the midwest, primarily at the 
dealer level. His work will 
include study of new dealer 
selling methods, dealer reac- 
tion to Hoover sales plans 
and policies, sales promotion 
and allied phases of selling. 
He will make his headquar- 
ters in the Hoover offices in 
the Merchandise Mart. 


Goldman Manager Of 
Western Home Products 


Fred Pfister, president of 
Western Home Products of 
Allendale, N. J., announced 
the appointment of Sam 
Goldman as New York dis- 
trict sales manager for the 
organization. 

For the past three years 
Mr. Goldman has been asso- 
ciated with H. S. Schultz & 
Sons as a sales representa- 
tive. 


News of the Trade 





Mr. Goldman’s duties in his 


new position will involve 
sales promotion work as well 
as contacting jobbers and 
chain and department stores 
in the New York metropoli- 
tan area. 


Clark Named in West 
By Fond Du Lac Roller 


Appointment of Lawford S. 
Clark, as west coast represen- 
tative for the Fond Du Lac 
Roller Corp., Fond du Lac, 
Wis., was announced by M. C. 
Mauthe, president. 

Mr. Clark formerly was 
western sales manager for 
the Reardon Co., manufac- 
turer of cold water paints. 
He will first concentrate on 
the sales and distribution of 
the Bestt Paint Roller line in 
California, then add other 
paint sundry lines. 








American Nail & Metal 
Opens Milwaukee Plant 


The American Nail & 
Metal Products Co., Milwau- 
kee, Wis., has opened a new 
aluminum nail plant at 1230 
H-1 W. Lisbon Ave., in Mil- 
waukee. 

Production has started on 
a complete line of aluminum 
nails. 





Indiana Retail Hardware Group Meets 





At the annual convention of the Indiana Retail Hardware 
Assn., Jan. 27-29 at Indianapolis, the following officers 
were elected: president, Lorie C. Powell, Powell's Hard- 
ware, Plymouth; vice-president, Clair F. Reed, Raupfer's 


Hardware, Colu 


ia. Directors are: William F. Fenger 


(newly elected), Carl L. Fenger & Son, New Albany; 
Charles L. Couger, C. H. & C. Hardware, Bainbridge; 
Thurman E. Rinker, Rinker’s Hardware, Anderson, and 
P. H. Pardieck, Westermeier Hardware Co., Columbus. 
Charles L. Hancock, Irvington Hardware Co., Columbus, 
retiring president became a member of the advisory board 
and will serve with Fred W. Kuester, Kuester's Hardware, 
Evansville. G. F. Sheely, Indianapolis, is secretary-treas- 
urer. He will retire in May and be succeeded by W. J. 
Sheely, his nephew. In the photo front row, left to right, 


are: 


Messrs. Reed, Powell, and Hancock; rear row, left to 


right: Messrs. Rinker, Couger, Pardieck, Fenger, and 


Kuester. 
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for milk and cream 
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pasteurizers 


ily pasteurizer that is compact .. . lightweight. 
Completely destroys milk-borne disease germs. 


Automatic . . 


. easy to operate. Laboratory 


tested and guaranteed. More than just another 


kitchen appliance . . . 


it’s health 


insurance farm families need and’3 77° 


want to buy. 


Retails at 
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POPULAR ONE GALLON MODEL 


The size for smaller families. Same 
positive disease protection . . . safe, 
automatic operation. Thousands in use. 
Retails for $30.95 — lowest priced unit 
in the field. No other appliance has as 
great a sales potential in the farm 
market as electric home pasteurizers. 


THE NATIONALLY ADVERTISED LINE 
with the BIG PROFIT margin 


Home Health Pasteurizer big space national 
advertising reaches millions of farm homes in 
the magazines farmers read—the most widely 
advertised pasteurizers on the market. Sales are 
easier—your mark-up is bigger—profits greater. 
More farm families use Waters Conley 
Pasteurizers than any other kind. 


WAT ay co. 
RO SOTA 
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For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 

Griffin. 
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Pi Sucry DOOR NEEDS .THREE! 


RIFFIN- 


anufacturing Company 
ERIE + PENNSYLVANIA 


THE B. S. ALDER COMPANY 
45 Warren Street 


New York 7, N.Y. se 
HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS E. H. FARRAR 
4638 Nichols Parkway 917 St. Charles Avenue 6637 Golf Drive 
Kansas City, Missouri 
WILBUR H. DAVIS 
1639 W. Fargo Avenue 
Chicago 26, Illinois 
GEORGE A. GREGG 
17134-6 Wyoming Avenue 
Detroit 21, Michigan 
AUSTIN & EDDY INC. 
115 Broad Street 
==. Boston, 








a 





Atlanta, Georgia 
H. C. GLOVER 


Dallas 5, Texas 
CHARLES L. LEWIS 
2611 Garrison Bivd. 1355 Market Street 
Baltimore 16, Maryland San Francisco 3, Calif. 
ROY L. ROGERS R. F. BEVERS 
1620 Garfield Street 4524 East 60th Streets 
Denver 6, Colorado Seattle, Washington 
W. C. MEIBAUM & CO, L. G. FULLER, JR. 
6954 Oleatha Avenue 644 Wellington Road 
St. Louis 9, Missouri Jackson 6, Mississippi_== 

































Steging Gets Executive 
Post at Lowebco, Inc. 


Fred L. Steging, formerly 
president of Nu-Enamel 
Corp., has been named execu- 
tive vice-president of Loweb- 
co, Inc., of Chicago, Ill. 

Well known in the paint 
industry, Mr. Steging was 
associated with Nu-Enamel 
for 20 years, rising from of- 
fice boy to president. He as- 
sumed the latter post late in 
1951. He brings to Lowebco 
a diversified experience in all 
phases of the business from 
production, through selling 
and general management. 


Clark is Director Of 
Export for Dayton Pump 


John W. Clark has been 
appointed director of export 
for the Dayton Pump & Mfg. 
Co., Dayton, Ohio. 

The appointment of Mr. 
Clark, who will maintain 
headquarters at Hartford, is 
another step in an overall 
expansion program to de- 
velop a world-wide market 
for Rapidayton products, ac- 
cording to Gerald J. Carney, 
general sales manager. The 
establishment of an export 
office follows closely the ex- 
pansion of Dayton Pump 
into Canada. 

Mr. Clark will be responsi- 
ble for all Rapidayton lines, 
including electric water sys- 
tems, cellar drainers, water 
softeners, and gasoline com- 
puting pumps. 





Brite-Bore Line Goes 
To Mill Run Products 


Acquisition of the line of 
Brite-Bore gun cleaning rods 
and brushes has been an- 
nounced by Mill Run Products 
Co., Cleveland, Ohio. 

This line for many years 
has been manufactured by the 
Mill Rose Co., also of Cleve- 
land. 





G. D. Green Gets Post 
With Gerity-Michigan 


Thomas O. McCullough, 
sales manager of Gerity- 
Michigan Corp., announced 


that George D. Green has 
been appointed director of ad- 
vertising and sales promotion 
with the Merchandising Div. 
of the company. 

Mr. Green resigned as vice- 


News of the Trade 








president of Albert Frank- 
Guenther Law, Inc., to accept 
the position with Gerity- 
Michigan. 





Wall Gets Sales Post 
At Parker Sweeper Co. 


Will Wall has been named 
sales manager of the Lawn 
Div. 


Sweeper of Parker 





WILL WALL 
Sweeper Co., Springfield, 
Ohio. 

For six years prior to 


joining the Parker staff, Mr. 
Wall was owner of Elmco 
Distributors, East Orange, 
N. J., wholesale distributor 
of Jawn and garden equip- 
ment. Before World War II 
he was employed by the Pub- 
lic Service Corp. of New 
Jersey. 


Sharon Bolt & Screw Co. 
Names Stonehill Sales 


Sharon Bolt & Screw Co., 
Boston, Mass., has appointed 
the Stonehill Sales Corp., 
New York, as its franchised 
distributor for Sharon refill- 
able assortments in northern 
New Jersey. 





Raleigh Appointed By 
Boston Woven Hose 


H. Stanley Johnson, direc- 
tor of merchandising for the 
Boston Woven Hose & Rub- 
ber Co., announced the ap- 
pointment of D. M. Raleigh as 
product manager of the com- 
pany’s Light Mechanicals 
Dept. 

Prior to Mr. Raleigh’s re- 
cently joining Boston Woven 
Hose, he had been associated 
for 16 years with the B. F. 
Goodrich Co., Akron, Ohio, as 
manager of the Special In- 
dustrial Merchandise Div. 
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For Every Kitchen } 
; 


WESTCO 
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QUALITY 





PRODUCT 





There's no other can opener like it! “~\ 
Westco’s rotating cutting blade opens cans ING 
with silky smoothness — and with never a 
rough or jagged edge. No wonder its sales increase 
amazingly every year. And now a special steel operating 
lever makes the Westco 66 even smoother cutting, 
easier to operate and more durable than ever before. 
Here is the can opener you can sell to your 
customers with confidence. 


NEW PACKAGE — The Png / im- 


The BLUE WHIRL — A smooth, fast 
ball bearing beater —the house- 
wife’s favorite for a quarter of a 
century. Stainless steel wings. Red, 
green or yellow plastic handles. 


proved Westco 66 is easily identi- 
fied 2, the colored b around 
the end of the box. Contains com- 
plete instructions for use. 











THE TURNER & SEYMOUR MFG. CO., Torrington, Conn. 
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then if you’ve an eye for profits 


Look Again 


This is the NEW Jet ) 





Convection Vectaire 


This is an Electric 
Heater that is NEW in 
fundamental principle 


This is the first Heater 
that makes Electric 
Heating practical 






ye lt 


Feature for feature with any 
Electric Heater in your line 


Efficiency — A NEW Heating 
principle — an aviation Jet- 
+ Venturi tube creates air move- 
ment ot the rate of 100 ft. 
/, per minute without a fan or 
other moving port. 94% of 
the heat is actually discharged 
into the air stream. 


Portability —The Vectaire can 
be moved with ease and safety 
—on or off. There is no fan to 
vibrate, no hot case to burn — no 
sharp corners to damage clothes 
or furniture. 


Beauty — Vectoire fits per- 
fectly into even the most mod- 
ern room. The design will be 


. 
Economy — Thermostat con- ' 
practical and in style for yeors. 


trols hold each room at desired 
temperature without overheot- 
ing. Air is heated uniformly. 
like a central heating system, 
cir is repeatedly passed 
through the heater. 





Durability — Becouse there 
are no moving ports, there is 
nothing to wear out. The re- 


sult is almost lifetime trouble- 
Jree operation. 


Silence — There is no motor 
to start or stop — no fan to 
so cool a child can play neor vibrate. Vectaire goes on and 
it or touch it without danger off and operates with absolute 
of burns. iw silence. 


Safety — Cannot overheat — 
the higher the heat the faster 
the air movement. The case is 





— 


You know what your customers 
want! Now-give them practical 
ELECTRIC HEAT! 


Get the facts on Vectoire now — It's a new heater thot has feotures with 
customer appeal, PLUS a hard-hitting merchandising program to back it up. 
Get the full story now from your distributor or write direct. 








FEDERAL PRODUCTS paeteetgel bed senenas, MALLEABLE CO. 
805 $. 72nd Street, M , Wi sh 
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Pretty Good for a 


FIVE YEAR GUARANTEE? 


Edlund Kitchen Tools, whether for use in 
the home, or in hotels, restaurants, on 
ships, dining cars, or wherever food is 
served . . . are engineered to provide the 
user with A BIG PLUS in long life and 
satisfaction. 






EDLUND CO., BURLINGTON, VT. 


rs ‘ 








MODEL 2 
BEATER 





— TS of } 
TU-WAY 
_BOTTLE OPENER-CAN PUNCH 
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News of 





U. S. Expansion Bolt 
Increases Territory 





H. W. BUCHHOLZ 


has been assigned the addi- 
tional territories of Kansas 
and Missouri. 

Mr. Buchholz is now repre- 
senting the company in Chi- 
cago, northern Illinois, Wis- 
consin, upper Michigan, Min- 
nesota, Iowa, Nebraska, 
North and South Dakota, 
and the two recently added 
states. 

Mr. Buchholz for the past 
15 years has represented 
General Electric Co., Schick, 
Inc., Rochester Can, Embury 
Mfg. Co. and others selling 
to the mill supply and hard- 
ware trade. 





Moore Elected Head 
Of New England Club 


Roger Moore, Raymond’s, 
Inc., has been elected presi- 
dent of the Housewares Club 
of New England at a recent 
meeting, held in Boston, that 
combined election of officers 
and Past Presidents’ Night. 
Other officers elected in- 
clude: Nat Bell, Gorin’s, Inc., 
first vice-president; Thomas 
Meehan, manufacturers’ rep- 
resentative, second vice-presi- 
dent; Stanley Hackel, L. E. 
Mason Co., treasurer, and A. 
P. Mortimer, U. S. Stamping 
Co., secretary. 

Past presidents honored at 
the affair were: Albert 
Porcelain, Reefer-Galler, 
Ine.; Earl Rice, manufac- 
turers’ representative; My- 
ron Berlow, Myron Berlow’s, 
Inc.; Herb Standen, manu- 
facturers’ representative; 
Joseph T. McElroy, Jr., R. 
H. White Corp.; Robert T. 





Uek, Aluminum Goods Mfg. 


H. W. Buchholz, recently 
appointed midwestern repre- 
sentative for the U. S. Ex- 
pansion Bolt Co., York, Pa., 





the Trade 


Co.; John McQuade, Bon 
Marche, Inc.; William Bou- 
drot, Boudrot & Garside; 
John K. Damon, ‘Concord 
Woodworking Co.; Jack 
Brennan, John J. Brennan & 
Sons; Frank V. Storey, Bos- 
ton Store, and Charles A. 
Hauver, manufacturers’ rep- 
resentative. 

During the meeting a mo- 
ment of silence was observed 
in the memory of Harry A. 
Woolfson, a past president, 
and Kennan Damon who died 
recently. 





Colorado Fuel & Iron 
Sales Post to Watts 


L. A. Watts has been 
named general manager of 
sales of the Eastern Div. of 
the Colorado Fuel & Iron 
Corp., New York, it was an- 
nounced by H. C. Allington, 
vice-president in charge of 
sales of that division. 

Mr. Watts has been assis- 
tant general manager of 
sales of the Wickwire 
Spencer Steel Div. of Colo- 
rado Fuel & Iron since Jan. 
1, 1951. 

Prior to his appointment 
as assistant general sales 
manager, Mr. Watts, in 1950, 
established and managed the 
Pig Iron and Semi-finished 
Sales Dept. of the Wickwire 
Spencer Steel Div. In 1949 
he headed the newly-opened 
Detroit district sales office 
as manager. 

In 1947 he was appointed 





L. A. WATTS 


manager of the General Wire 
Sales Dept. He joined the 
Wickwire Spencer Steel Co. 
in 1938. 


Federal Tool Appoints 


R. Bernhardt, president of 
Federal Tool Corp., Chicago, 
Ill., has announced the ap- 
pointment of J. O. Reinecke 
& Associates as product de- 
sign counsel. 
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R. E. Dietz Co. Adds 
Embury to Sales Staff 





WILLIAM J. EMBURY 


gland and North Atlantic 
states territory, excepting 
New York City and Long Is- 
land. 

Mr. Embury was formerly 
production manager of the 
Embury Mfg. Co. of War- 
saw, N. Y., until January 
1953 when the Embury as- 
sets were disposed of to the 
R. E. Dietz Co. 

Mr. Embury will begin his 
new duties at once calling on 
the jobbers previously ser- 
viced by the representative 
H. Jarrett Smith, who has 
voluntarily retired after 27 
years of service in the same 
territory for the R. E. Dietz 
Co. 


F. E. Myers Co. Holds 
Sales Training Class 


Forty-one distributor sales 
representatives of the F. E. 
Myers & Bros. Co., Ashland, 
Ohio, attended a sales train- 
ing class at the company’s 
Ashland plant, Jan. 19-30, to 
learn manufacturing meth- 
ods and uses of the com- 
pany’s products. 

During the two-week con- 
centrated course, the trainees 
attended daily instruction 
periods led by Myers special- 
ists in different fields. Prod- 
ucts covered during the 
training included water sys- 
tems, pumps, hand and power 
sprayers and water condi- 
tioning equipment. 

This marked the first time 
in the firm’s history that a 
two-week class had been held 
exclusively for salesmen of 
Myers distributors. 

Another two-week course 
for distributors is scheduled 








R. E. Dietz Co., Syracuse, 
N. Y., has appointed Wil- 
liam J. Embury as sales rep- 


resentative for the New En- 


been named works manager 
in charge of manufacturing 
of the Norwalk Lock Co., 
Norwalk, Conn. 


the Trade 





for February. There are also 
five four-day factory train- 
ing sessions planned from 


March through May. 





Williams, Lewis Named 
By Continental Steel 


Edmond P. Severns, vice- 
president in charge of sales 
of the Continental Steel 
an- 
nounced the appointment of 


Corp., Kokomo, Ind., 
Howard C. Williams as gen- 
eral sales manager, and F. 
A. Lewis as sales manager 
of the Merchant Trade Div. 

Mr. Williams was formerly 
sales manager of the Sheet 
Div. He started with the 
company in 1934 in the ad- 
vertising department. From 
1937 to 1939 he worked in a 
territory as a sales represen- 
tative. In 1946 he was ap- 
pointed sales manager of the 
Sheet Div. 

Mr. Lewis started his 
career in 1922 with the Cor- 
rigan-McKinney Steel Co., 
now a part of Republic Steel. 
He then joined U. S. Steel 
Corp., and came to Continen- 
tal in 1930. Four years later 
he was made a divisional 
sales manager. 





Field Heads Bendix 
Clothes Dryer Sales 


G. W. Field has been ap- 
pointed sales manager of 
Bendix Home Appliances 
clothes dryer department. 

Parker H. Ericksen, direc- 
tor of sales for the Bendix 
division of Avco Mfg. Co., 
South Bend, Ind., announced 
the promotion of Mr. Field. 

In his new post, Mr. Field 
will work directly with Ter- 
rence D. Kennedy, Laundry 
Div. sales manager for Ben- 
dix. 

Before coming to Bendix 
in 1950, Mr. Field had broad 
experience in electrical ap- 
pliances. He was successive- 
ly division sales manager 
with Sylvania Electric Prod- 
ucts, Inc., general sales man- 
ager of the Markstone Mfg. 
Co. in Chicago, and president 

and general sales manager of 
Winfield Electric Products, 
Chicago. 























































— SPEEDY SPRAYER 890 

‘ Diaphragms eliminate oily pis- 
rang “% he. motor delivers 2 cu. 
ft. of clean, oil-free air - — 
Ibs. pressure. Never needs oiling. 
With gun, less motor, retail $32.50 











SPEEDY SPRAYER 444 
No job too big! 4 cv. ft. of 
clean, oil-free air at 40 Ibs. 
pressure. 2 h.p. motor or 


engine. With gun, less motor, 
retail $59.50 










PAINT 
TANK 778 


Holds 3 gallons. 
Carried or hung 
on ladder, With 
10’ air and paint 
hose. Retail 
$19.95 


MOBILE SPRAYER 950 


Ideal Automatic Tank sprayer for 
home or commercial use. Steel 
tonk with 4 h.p. compressor. 
Removable wheels and handle. 
With gun, less motor, retail $89.50 

















Segerdell Named 
Albert H. Segerdell has 





W. R. BROWN CORPORATION 
2665 Normandy Ave., Chicago 35, Ill. 
Specialists in Portable Sprayers for Over 30 Years 
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Name Dye General Sales 
Head of Admiral Corp. 


Paul Dye has been named 
to the newly created position 
of general sales manager of 





PAUL DYE 


Admiral Corp., Chicago, 
Ill., according to Wallace C. 
Johnson, vice-president — 
sales. 

Mr. Dye has been man- 
ager of distribution for Ad- 
miral since 1948. He joined 
the company in 1946 as mid- 
west regional manager. 

Prior to 1946, he spent 16 
years as general sales man- 
ager and treasurer of Taylor 
Electric Co. of Milwaukee, 
Wis. 





Lee Andersen Accepts 
Yoder Mfg. Sales Post 


Lee Andersen has resigned 
as assistant advertising man- 
ager of the National Lock 
Co., Rockford, IIl., to accept 
the position of general sales 
manager of the Yoder Mfg. 
Co., Little Rock, Ark. 

Prior to joining the Na- 
tional Lock organization in 
1940, Mr. Andersen attended 
Northwestern University 
where he studied marketing, 
sales and advertising. 





Seamless Rubber Adds 
Delsalle as Salesman 


Frank P. Delsalle has 
joined the sales staff of the 
Athletic Div. of the Seamless 
Rubber Co., New Haven, 
Conn. Mr. Delsalle’s terri- 


tory will include New Jersey, © 


Delaware, Maryland, Vir- 
ginia, West Virginia and the 
eastern section of Pennsyl- 
vania. 

Mr. Delsalle is well known 
in the sporting goods busi- 
ness, having spent more than 
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25 years in the field. He was, 
for nine years, manager of 
the Dandux Line of sporting 
goods for C. R. Daniels, Inc., 
and previous to that, with the 
Raleigh Mfg. Co. 

He was also associated with 
the athletic shoe division of 
the Bristol Mfg. Co. He holds 
several patents on athletic 
equipment including a bat 
bag, a chest protector and a 
shoulder pad. 





Ocean City Service 
Station, Showroom Open 


The first of a number of 
authorized Ocean City reel 
service stations to be esta- 
blished throughout the coun- 
try has been opened in Los 
Angeles, Calif., by the In- 
dustrial Plastics Corp., it 
was announced by Edward 
B. Maguire, general manager 
of the Ocean City Mfg. Co., 
Philadelphia, Pa. 

Industrial Plastics is of- 
fering a complete repair and 
maintenance service to own- 
ers of Ocean City reels in 
Room 212, 1007 S. Grand 
Ave., Los Angeles. 

Ocean City also announced 
that a display room for the 
showing of Ocean City reels 
and Montague rods has been 


News of the Trade 





opened in Los Angeles for 
the convenience of tackle 
dealers and jobbers in that 
area. 

The large assortment of 
Ocean City-Montague prod- 
ucts are on display in the 
show room, located in Room 
211, 1007 S. Grand Ave. 





A. O. Smith Corp. Begins 
Work on Eastern Plant 


The A. O. Smith Corp., 
Milwaukee, Wis., has begun 
the construction of a new and 
modern electrode plant at 
Lancaster, Pa., which is 
planned for completion by 
late July. 

L. T. Hickey, manager of 
the A. O. Smith Welding Div., 
pointed out that the Penn- 
sylvania site will mean a sub- 
stantial saving in freight 
costs, as well as improved de- 
livery service to customers. 
The electrode manufacture at 
present is confined to the Mil- 
waukee plant, where all non- 
productive functions of the 
division will continue. 

The single-story new plant 
on a 10 acre site will contain 
41,000 sq. ft. of floor space. 
It will achieve nearly fully 
automatic operation, accord- 
ing to Mr. Hickey. 


Connecticut Hardware 
Group Holds Convention 


At the recently concluded 
50th anniversary convention 
of the Connecticut Hardware 
Association in Bridgeport, 
registrations rolled up a rec- 
ord attendance of 100. Offi- 
cers elected by the associa- 
tion are: 

President, Fred Hall, Ca- 
naan; first vice-president, 
Russell V. Carlson, New Mil- 
ford; second vice-president, 
Edward Walsh, New Haven; 
third vice-president, Arthur 
Sollosy, Bridgeport; secre- 
tary, Ned Russell, Southport, 
and treasurer, Carl Nygard, 
Branford. 

Directors, elected for one 
year, are: H. Edward Riker, 
Fairfield; Lawrence Wyllie, 
Niantic; Victor Belafonte, 
Washington Depot; Charles 
Schmidt, Waterbury. 

Directors, elected for two 
years, are: Charles Bacon, 
Middletown; David Kreiger, 
Shelton; Harold Bock, Tor- 
rington; Michael Allara, 
Stamford. 

Directors, elected for three 
years, are: Martin Daniell, 
New Haven; Frances Prich- 
ard, Rockville; Joseph Zim- 
merman, West Hartford, and 
Joseph Cawley, Bristol. 





New Officers of Texas Hardware Dealers 





La 


12 | 





A 
<4 


4 


Officers elected at the annual convention of the Texas Hardware & Implement Assn. 
in Houston, are, front row, left to right: C. A. Washmon, Harlingen, second vice- 
president; Dick Bowser, Houston, first vice-president; Joe C. Stevens, Coleman, presi- 
dent; E. M. Schaefer, Schulenberg, retiring president; Ray M. Souder, Dallas, executive 
director. Rear row, left to right, are: Directors Frank Hall, El Paso; Rex G. Payne, 
Center;,Dan H. Tudor, Temple; J. L. Bruns, Seguin; R. H. Lindop, Dallas; Porter 
Henderson, San Angelo, who is the new director taking the place of retiring member, 
R. E. Lindsey, Lott; and B. O. Goldthorn, Alice. Director C. W. Scheurer, Sherman, 


was re-elected to the board but was absent due to illness. 
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100. Of. people and events 


© @unbela. in the hardware trade 


Members of the Deming Co., Salem, Ohio, 
sales force are shown at the firm's annual 
sales meeting held recently at the Salem plant. 
The three-day affair was under the chair- 
manship of G. E. Trisler, assistant sales man- 
ager. During a tour of the factory, the 
salesmen were shown an extensive display of 
new pumps in actual operation. The firm's 
1953 advertising program was outlined and 
explained, and several new sales helps were 
also displayed. 


Belafonte, 
Charles 


for two 
s Bacon, 
Kreiger, 





Emanuel M. Spiegel, left, new president of 
the National Association of Home Builders, is 
shown awarding a $1,000 defense bond to 
Earl M. Hallgren, building contractor from 
Des Plaines, IIl., who won first prize in Kwik- 
set's Lock Installation Contest during the re- 
cent NAHB convention in Chicago. Mr. Hall- 
gren’s winning time for installing a complete 
Kwikset lock, except for the strike, was one 
minute, 35 seconds. More than 600 con- 
testants participated in the contest. 


A Pictured above are the sales force and some 
of the home executives of the BMC Mfg. 
Corp., Binghamton, N. Y., during the annual 
BMC sales convention held recently. High- 
light of the meeting was the preview of the 
new 1953 line featuring improvements on 
regular models and the showing of 19 new 

models. 


Shown at left are salesmen of the Modglin 
Co., Inc., Los Angeles, Calif., who attended 
a recent five-day sales meeting at the com- 
pany’s headquarters. In the conference con- 
ducted by Bill Modglin, president, D. P. Hayes 
and R. G. Rettig, the men learned about Dura- 
Broom, a new product, and its promotion 
campaign. 


Members of the sales staff of the 
Berns Mfg. Corp., Chicago, Ill., are 
shown at the firm’s Jan. 14 national 
sale meeting held at the plant. G. A. 
Meyers, sales manager, standing 
fifth from left, previewed the new 
Air King line. Sam Bernstein, presi- 
dent, is on his right. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


tion exceeded that put in place dur- 
ing the comparable month of the 
previous year, the Building Mate- 
rials Division of the Dept. of Com- 
merce reports. 

The value of non-farm residen- 


tial building in January was $826 
million as compared with $719 mil- 
lion of January, 1952. This was a 
seasonal drop from the $953 mil- 
lions spent on private residential 
building in December, 1952. 


Hope in New Administration is Viewed 
As Basis for Stronger Tone of Business 


Noting that confidence due to the 
outcome of the November election 
has been translated into something 
more concrete than “hopeful opti- 
mism,” the business survey com- 
mittee of the National Association 
of Purchasing Agents declared in 
its monthly survey that sustained 
good business now is indicated for 
at least three or four months. 

The committee said that “noth- 
ing of boom proportions is antici- 
pated, or even a boomlet, but rather 
a steady movement” of business. 

“New orders are up but backlogs 
are being eaten into by increased 
production,” the report added. 
Prices are reported by the ma- 
jority as stable, and show a ten- 
dency to decline as selling intensity 
is stepped up and competition in- 
creases. 

“A healthy condition is expected 
to result, if and when controls are 


abandoned. Protective industrial 
inventories continue to decline with 
the ready availability of most ma- 
terials. 

“Employment increased in Janu- 
ary, both in number and because of 
a longer work week. Skilled work- 
ers are short. Productivity is bet- 
ter. Labor unrest is easing. 

“Buying policy is within a hand- 
to-mouth to 90-day range, with pre- 
dominance in the 30-to-60 day 
bracket.” 

Commodities on which prices 
were lower in January included 
burlap, batteries, cotton, fats and 
oils, fuel oil, grains and feeds, lead, 
zinc, linseed oil, rubber, sugar, 
coarse textiles and yarn. Higher 
prices were reported on coke, glyc- 
erin, mercury, nickel, plywood, 
rosin, silver and tin. The only 
item termed in tight supply by the 
purchasing agents was nickel. 


Retailing Will Undergo Marked Changes 
This Year, Predicts Appliance Manufacturer 


A dealer must make buying easy 
for his customers in order to sur- 
vive in a highly competitive mar- 
ket, W. A. Blees, vice-president of 
the Avco Mfg. Co., and general 
sales manager of its Crosley divi- 
sion, said at the national credit 
conference of the American Bank- 
ers Association in Chicago. 

He predicted for 1953 “a revolu- 
tion in merchandising and selling 
in all types of business.” 

“Sales departments of companies 
and retail merchants must be will- 
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ing to change, and recognize the 
new methods and conditions under 
which we must sell,” he said. “More 
aggressive and well planned adver- 
tising and promotion will be neces- 
sary but must pay their way by 
producing sales.” 

Mr. Blees said that “any reces- 
sion will more likely come from 
overproduction causing excessive 
inventories than on account of un- 
employment.” Mr. Blees stated that 
merchants “will be forced to con- 
form to the convenience of their 


customers. More and more people 
will stop buying from inconveni- 
ently located stores in highly con- 
gested areas. Merchants will also 
have to keep their stores open at 
times when the public wants to and 
can buy.” 

Discussing store hours, he ob- 
served that the “store that rigidly 
sticks to its nine-to-six schedule 
had better take another look at its 
sales volume and cash receipts.” 


instalment Credit Up 
$3 Billion in 1952 


The total of instalment credit is- 
sued during December rose $617 
million, which was much greater 
than the rise of $239 million which 
occurred in December, 1951. 

The December total brought the 
amount outstanding on Dec. 31 to 
$16,506,000,000, the Federal Re- 
serve Board estimated in a prelim- 
inary report. 

This the Reserve Board esti- 
mated as a rise of nearly $3 billion 
in instalment credit outstanding 
for the year. 

The total of consumer credit out- 
standing reached $1,172,000,000 in 
December, bringing the total on 
Dec. 31, 1952 to $23,975,000,000. 
This compared to a rise of $655 in 
December, 1951. The total of con- 
sumer credit outstanding increased 
an esimated $3,331,000,000 during 
1952. 


Accounts Receivables 
Higher at Year's End 


Household appliance store ac- 
counts receivables showed a year- 
end gain. The December total was 
6 pet above November and 16 pct 
higher than the December 1951 
total. 

The ratio of December collec- 
tions to accounts outstanding at the 
beginning of the month was un- 
changed from the preceding month 
in appliance stores, the Federal Re- 
serve System reports. 


Says Consumer Debt 
Not Out of Balance 


On the basis of over-all sales 
volume, consumer income, etc., the 
present level of consumer credit is 
still small, according to Arthur O. 
Dietz, president of CIT Financial 
Corp., who contends that Federal 
Reserve Board figures tend to ex- 
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Recommend a Sargent Integralock to 
a customer—and you’ll make a friend 
for life. 


Because, through the years, Integralock 
will give your customers eztras in ser- 
vice, protection and convenience . 
extras that will assure continuing ap- 
preciation. 


The famous, nationally-advertised 
Sargent SENTRY BOLT provides an 
added security supplied by no other lock! 


The SENTRY BOLT is positioned hori- 
zontally for extra strength and released, 
along with the latch, by just a quarter 
turn of the key. 


Here’s another unique feature of the 























Sargent Integralock to point out to 
your customers. A shear pin in the 
knob breaks when subjected to extreme 
tortion, causing the knob to spin 
harmlessly . . . yet permitting key- 
operation. 


Acquaint yourself with all the extras 
you can offer your customers in an 
Integralock, and you'll join the other 
progressive dealers who make this 
Sargent product the bellwether of their 
lock business. 


Order Sargent Integralocks today— 
available in smart brass or aluminum 
finishes. 


Write your Supplier or us for complete 
information. Dept. 1B. 





47, THRESHOLD 


ALL SIZES 
STOCK LENGTHS 


COMPLETE LINE OF 
ALUMINUM SHAPES 











$ CUT TO SIZE 





SMEG: ve. 


“Gnd For illustrative  papeneP? Moe 
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LINOLEUM KNIVES 


Typical of the precision knives for 
professional use is the Hyde 300 featuring 
the famous Super Hydex Steel blade—the best 
for linoleum cutting. Other quality features 
include heavy nickel plated ferrule and fibre 
finish handle, riveted. For home use, the 
No. 33 offers a high carbon steel blade, 
heavy ferrule and stained handle, 
riveted. Ask to see Hyde’s com- 

plete line of linoleum knives— 

for professional and home use. 


4 Y D r MANUFACTURING CO. 
Southbridge, Mass., U. S. A. 











FLEXISEAL 
GLAZING COMPOUND 


Women buy over 50°% of all hard- 
ware sold at retail. Women today 
(and men, too) are used to buying 
clean, attractively packaged mer- 
chandise. A clean package pleases 
them — protects their clothes — 
gains customers and repeat sales on 
many larger items in your store! 





FLEXISEAL GLAZING COM- 
POUND does not leak oil from the 
can — you don’t even have to wrap 
it up to protect your customers’ 
clothing! The wrap-around label (and 
your shelf) stays clean and neat all 
the time! 


Cater to the Lady Who Wears 

White Gloves and you'll keep 

all of your customers happy — 
all of the time! 


EXISE AL 


7] 


\ 
F L GLAZING COMPOUND 





FLEXISEAL Glazing Compound 
develops a tough, weather-proof sur- 
face skin but remains elastic under- 
neath, thus taking care of expansion 
and contraction — and, it lasts and 
lasts and lasts! FLEXISEAL Glazing 
Compound works easily — applies 
like butter — is ideal for use on metal 
or wood sash, nail holes, cracks, etc. 


Order FLEXISEAL GLAZING COM- 
POUND from your jobber; or write 
directly to the factory for full infor- 
mation and prices on all FLEXISEAL 
products. 


LANDEN PUTTY WORKS, inc. 


411 IRVING ST., MALDEN, MASS. 
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aggerate the real amount of such 
credit outstanding. He noted that 
the board includes figures on de- 
partment store charge accounts in 
its reports on outstanding con- 
sumer credit and this distorts the 
totals. 

He pointed out that Federal Re- 
serve Board figures showed that at 
the end of November there was 
about $22.8 billion of consumer 
credit outstanding but over $4 bil- 
lion was made up of charge ac- 
counts. He contended that these 
are not really consumer debt but 
constitute short-term convenience 
credit. 


Consumer Price Index 
Takes Slight Drop 


Consumers’ prices were off 0.7 
pet from November to December in 
the largest percentage drop since 
February, 1952, according to the 
10-city index of the National In- 
dustrial Conference Board. The 
board explained the decline was due 
mainly to a drop in the price of 
food, the most heavily weighted 
component of the index. 

Purchasing value of the dollar 
was 55.8 cents for December, 1952, 
the dollar of January, 1939, being 
100 cents. Purchasing value was 
down 0.2 pet over the year. In 
December, 1951, the dollar was 55.9 
cents in terms of the base figure. 

The board’s index for December, 
1952, stood at 179.3. In the previ- 
ous month it was 180.6 and in De- 
cember, 1951, it was 178.8. Base 
date of the series is January, 1939, 
as 100. 


Bigger Houseware 
Business Predicted 


An estimate of 10 to 15 pct 
higher sales in housewares during 
the first half of 1953 was made by 
Benjamin A. Ragir, president of 
Ekco Products Co., during the Chi- 
cago Housewares Show. 

Ragir noted that housewares are 
attaining a new stature in the re- 
tail merchandising picture. “Not so 
many years ago housewares were 
a minor and neglected department 
in most retail stores,” he said. “To- 
day, thanks to the advertising and 
promotion put behind these prod- 
ucts, and modern sales aids and 
display fixtures made available to 
stores, housewares has become one 
of the largest and most glamorous 
departments.” 


Expect 50,000 Stores 
In NEMA Promotion 


All branches of the electrical 
business are backing the 1953 elec- 
tric housewares gift campaign be- 
cause they believe it will be a big 
factor in keeping merchandise mov- 
ing all through 1953, G. W. Orr, 
chairman of the sales promotion 
committee of the electric house- 
wares section of the National Elec- 
trical Manufacturers Association, 
said in informal talks during the 
Chicago Housewares Show. 

“There is no doubt,” he said, 
“but that the better teamwork pro- 
jected for 1953 among manufac- 
turers, distributors and dealers will 
give the 1953 campaign greater 
sales significance than ever before.” 

Mr. Orr said that over 50,000 
dealers are expected to participate 
in the 1953 campaign. From the 
5,000 dealers who participated in 
1950, the program has grown until 
35,000 dealers participated in 1952. 


Air Conditioning For 
50,000 Homes in 1953 


A prediction that over 50,000 
homes will be equipped with air 
conditioning this year was made by 
S. J. Levine, general manager of 
the General Electric Co.’s home 
heating and cooling department, in 
addressing a meeting of the com- 
pany’s distributors in New York. 
This will represent a rise of ap- 
proximately 100 pct over 1952 when 
about 25,000 old and new homes 
were air conditioned throughout. 

About 30,000 of the total pre- 
dicted for 1953 will be in new 
homes, Mr. Levine said. He cited 
a recent nationwide survey of 255 
prominent builders by the National 
Association of Home Builders in 
which 40 pct stated they planned 
to offer air conditioned homes this 
year. 


Good Market For 
Hard Surface Flooring 


A strong consumer demand over 
coming months for hard surface 
floor coverings which will be re- 
flected in dealer buying and factory 
output was expressed by manufac- 
turers attending the annual New 
York floor covering market. Vinyl 
flooring, both tile and roll goods, 
were said to have attracted the 
greatest interest among dealers. 
Tile for over-the-counter sale was 
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(3 reasons why you can sell 


“MR, BLISTER” 


THE ELECTRIC PAINT REMOVER 


1. The big, growing “do-it-yourself” market. 
2. Proven quality ... guaranteed full heat. 
3. Pleased users develop added sales. 


It’s fast, safe .. . no open flame. Heats, 
blisters paint, easily scraped clean with 
putty knife on flat surfaces; with wire 
brush from moldings; with knife from 
wet, steamed wallpaper. Perfect job on 
boats. Used indoors or 
out. Heating element 
guaranteed for one 
year. See your whole- 
saler. 





REMOVES PAINT, 
WALLPAPER, PUTTY 











RETA 
Le ee THE B & L TOOL and MACHINE CO. 


PLAINVILLE, CONNECTICUT 


NLY THRU WHOLESALERS 





AT LAST...A PAINT MIXER 
THAT’S TRULY V/BRATION - FREE 





NO BOLTING DOWN AEROSOL 
For a sound investment, equip your store BOMB TYPE 
with the new MILLER 1953 model PAINT dite) | 


MIXERS. Original “‘horizontal motion’ - 
MILLER PAINT MIXERS have long been | Instant cus PROPELLED 
tomer appeal. 


outstanding for quiet, smooth operation, | 

and minimum vibration. Now, with NEW J h 

Float-a-Coil mounting. . . Eliminates | Just shake can 

practically all vibration. Place the New | : oa Sunt 
"2 - any sturdy counter, desk = - paint no mixing, no 
table. And you can even write on the | n-u no compressor or 
same surface while the MILLER is run- ents » P 

ning! NO bolting down. No “creeping”. | hose needed! Guaranteed 


| non-clogging, removable 
| | spray valve. Ideal for 100! 
| paint and touch-up jobs 
| around the home or garage. 
| Colors include Chrome Alu- 
| minum, Gloss White, Gloss 









: Sensationally 
’ improved 1953 Model! 


Keeps Your Paint Stock 
"Factory Fresh"’ 
Saves losses on deteriorated stock. 
Blends and tints colors in sec- 


| 


onds. Portable. Plug in any- Black Meadow Green Bright 
where. Takes all paint cans, , S J 
round or square, quarter-pints Red, Medium Gray, Royal 


to gallons. Choice of single or 
louble can models. WRITE TO- 
DAY for illustrated circular. 


| Blue, Ivory, Bright Gold, 
| Clear Acrylic Plastic, Cop- 
Serving Industry Since 1927 perplote, Yellow, Black and 
1 | SE manufacturing company | Aluminum lacquer and Black Undercoater. 
Attractive Merchandiser Displays Available 
Write for color cards, literature and prices. 
REPRESENTATIVES: Some territories still open. Write for details. 


CHAMPION BRONZE POWDER & PAINT CO., Inc. 


Dept.H, 2526 W. Van Buren, Chicago 12, Hl. 








For 16 years Manufacturers of Paint 
Mixers Exclusively . . . 


Phone GLadstone 5-3343 
9425-45 Seymour St., 
Schiller Park, Ill. 
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Make extra sales 
with the bit 

that has all 
these features! 


immediately tell you why it sells so easily . . . and stays 


sold to build big volume repeat bit business for you. 


UNIFORM HIGH QUALITY... the finest of materials and 
manufacture for day-in, day-out dependability. 


PRECISELY MADE with unusual care . . . accurately sized, 
perfect cutting edges . . . twist-ground for sure clearance. 
Means clean, quick action. 


“INDUCTION HEAT-TREATED” to assure uniformity, 
long life. 


“PLASTIC SEALED” with heavy protective coating to 
eliminate costly stock maintenance, prevent rusting, keep 
bits ‘factory sharp.” 


IN SALES-MAKING NEW SETS... plastic rolls, metal 
boxes, metal holding panels . . . all designed to increase 
*‘set’’ business for you. 





lecetlee £7 


SOLID-CENTER AUGER BITS 










= 
GREENLEE 


Write today for facts on Greenies Auger Bits. Greenlee Tool Co., 1802 Herbert Ave., Rockford, Ill. 


Just a glance at a Greenwee 22 Solid-Center Auger Bit will 





reported to be especially strong in 
demand. 

No major price revisions in hard 
surface goods are anticipated. Min 
or price changes were made by Con- 
goleum-Nairn, Inc. and Armstrong 
Cork Co., the two largest producers 
before the Chicago opening. A 
third manufacturer, Mannington 
Mills, Inc. advanced prices of its 
entire line about 114 pct about the 
time the New York market opened 


Closer Attention To 
Credit is Advised 


Precautionary policies should be 
followed by management regularly 
as a check against the improper 
theory that a new administration 
in Washington has brought about a 
depressionless prosperity, advised 
Henry H. Heimann, executive vice 
president of the National Associa- 
tion of Credit Men. 

“Get your personnel together and 
train them as you have never 
trained them before,” was one of 
the suggestions made by Mr. Hei- 
mann in his monthly business re- 
view. 

“Build a strong credit depart- 
ment and tell its staff you expect 
them to make it possible for you to 
accept most every marginal credit 
risk and to accept it without more 
than a calculated risk of loss,” he 
continued. 

“Your credit department ought 
to help you in your sales. That is 
its function. Most anybody can pass 
on credit that is unquestionable. It 
is the conversion of a marginal 
credit account into a good one that 
spells progressive credit manage- 
ment.” 
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HARDWARE HUMOR 
By Hardware Age 
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master keyed (ane 


NIGHT LATCHES Rush Vacation Business! 









Hotels, motels, rooming houses want 
master keyed latches... and they want 
them in a hurry. Be ready by order- 
ing TAYLOR Master Keyed 800 BC 


Latches now! 










AVAILABLE FOR 


J MEDIATE — Sem 
DELIVERY 









STANDARD SIZE CASE 
AND BRASS CYLINDER 
No. 800 BC 


TAYLOR LOCK COMPANY 


PHILADELPHIA 32, PENNSYLVANIA, U.S.A 
































































HALF - SURFACE 
SPRING HINGE 


THE NEW 
ROCKWOOD 


MAIL 
BOX 


This sturdy, attractive, 
Cast Aluminum Mail Box 
enriches the entrance of 
any home. Available in 
Sprayed Brass or Dead 
Black finish. Individually 
packed with screws. 
























DOUBLE 
ACTION 











Type 
30291/, 







Write for Catalog No. 12 
illustrating our line of build- 
ers’ Hardware Specialties. 






For light wood doors and wood gates not to 
exceed 30 pounds. Particularly suitable for 
plywood. Jamb leaf can be applied to flat sur- hin sien 
face without use of hanging strip. Only 5/32” , 

cut out at back of door. 


MADE IN 3 INCH SIZE ONLY *Zeole K woo b 


MANUFACTURING ‘ 
Bommer Spring Hinge Co., Inc. Brooklyn 5, N. Y. ROCKWOOD. PENN Pi, 
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NO WASTE — Gold Seal Friction Tape tears 


evenly, won't ravel, molds to uneven surfaces. 


HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 


LASTING “TACK” — Gold Seal sticks to the job 
under toughest conditions of cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 


dry out or smear the hands in hottest weather. 


FRICTION and RUBBER 
TAPES — In either 10-roll 
cartons or single rolls. 
Every roll sealed in cello- 
phane, stays fresh. Jenkins 
Bros. (Rubber Division), 100 
Park Ave., New York 17. 


JE NKINS 
Ae Prey 









STOCK AND SELL GOLD SEAL TAPE 
for fast turnover — for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber 
Tapes which also meet ASTM Specifications. 
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Heavy December Retail Business Put 
1952's Total 4% Ahead of Previous Year 


A 10 pct increase in sales over 
last December was rolled up by all 
retail stores in December. 

The December total of $16.9 bil- 
lion brought the total for 1952 as 
a whole to about $164 billion, ex- 
ceeding by 4 pct the value of the 
previous year. 

December retail sales rose about 
3 pet over November, to offset the 
drop shown in that month. 


The Dept of Commerce reported 
that since the price of goods sold 
at retail were up, on the average, 
about 2 pct from 1951, the sales 
increase implied an increase as 
well in the physical volume of ac- 
tivity in retail channels for 1952. 

Strength in consumer demand at 
the year end was evident both for 
durable and non-durable goods. 





Production Index Highest Since 1943; 
Output of Autos, Durables 40% Greater 


The January production index of 
236% of the 1935-39 average was 
the highest point reached since the 
end of World War II. 

The January index of 236 pct 
was a one point increase over De- 
cember and compares with 219 pct 
for the year of 1952 and with 221 
pet of the 1935-39 average in Janu- 
ary, 1952. 

There was only one month during 


World War II when the index of 
the Federal Reserve Board reached 
a higher point. That was the 247 
pet index in November, 1943. 

The index has been rising stead- 
ily since last September. 

The production of autos and 
other major consumer durables has 
recently been running about 40 pct 
above a year ago, the Federal Re- 
serve Board estimates. 





Wholesalers’ Stocks 
Showed Little Change 


Inventories of all wholesalers, on 
a seasonally adjusted basis, were 
little changed from October to No- 
vember, according to the latest esti- 
mates of the Dept. of Commerce. 

Wholesalers’ sales during Novem- 
ber, on a seasonally adjusted basis, 
declined almost 7 pct from October. 
Most of the decline reflected the 
unusually short working month in 
Noyember, the effect of which is 
not fully eliminated by the sea- 
sonal adjustment. 


Sale of Dryers Rose 
In 1952; Fewer lIroners 


Factory sales last year of stand- 
ard-size household washers amount- 
ed to 3,101,045 units, as against 
an industry-wide total of 3,301,123 
sold in 1951, a 6.1 pet drop, the 
American Home Laundry Manufac- 
turers’ Association reported. Auto- 
matic tumbler dryer sales totaled 
614,677 units, as against 486,764 
in 1951, a 26.3 pct rise. Ironers 
sold last year aggregated 202,143 
units, a 27 pet drop from 277,700 
in 1951. 

December washer sales amounted 
to 310,661, a 6 pct rise over the 


293,079 sold in November and 42.1 
pet over the 218,664 sold in Decem- 
ber, 1951. December dryer sales 
totaled 70,584 units, a 5.1 pct drop 
from the 74,370 sold in the preced- 
ing month and 50.9 pet above the 
46,779 total of a year earlier. 
Ironer sales in December totaled 
16,798, a 14.8 pct decline from 
19,724 in the preceding month and 
little changed from the 16,900 sold 
in December, 1951. 


Slight Decline In 
Wholesale Prices 


There was a 0.2 pct drop in 
wholesale prices in the week ending 
Jan. 27, according to the Bureau 
of Labor Statistics. With the drop, 
the index was down to 109.4 pct of 
the 1947-49 average. Farm prod- 
ucts prices were the major cause of 
the decline. 


Decline in Number 
Of Retail Failures 


Failures among retailers totaled 
83 in the week ended Jan. 29, down 
from 93 in the previous week, Dun 
& Bradstreet, Inc., reported. Com- 
mercial and industrial failures as a 
whole also declined in that week. 
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ADVERTISED fropurar: 


TO MILLIONS IN => MECHANICS: 











HARDWARE 
CLOTH .. . every 
wire round and 
true to gauge... 
uniform mesh... 
free from bulges 

. straight sel- 
vage . . . heavily 
and brightly gal- 
vanized the 
Wright way. A 
Wright product 
all the way from 
rod to you. 


Gt WRIGHT 


WORCESTER * 


STEEL & 
WIRE CO, 
MAS S. 
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You make more 
money selling 
DEMPSTER because 
it’s America’s 
quality water system! 

















No wonder the farmer won't have anything else! Dempster 
offers him a tried-and-tested water-supply system—backed 
hy the 73-year-old Dempster reputation for unquestioned 

uality. It’s just plain sense that you can sell more Dempster 
Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it’s America’s finest! 







These Dempster Pumps are star 
members of America’s finest line. . . 


















aS = Se eee i Seep reste | 
SHALLOW-WELL JET- 
MASTER — Only one moving 
part. No special pressure tank 
needed. Easily installed and 
exceptionally efficient. 





DEEP-WELL WATER SYS- 
TEM — Positive lubrication. 

n design. Available for 
electric motor or gasoline engine 
operation. Can be supplied with 
windmill attachment. 





' 
b 
DEEP-WELL JETMASTER 
— Ideal for offset installation or 
to be set directly over the well. 
Unusually simple in operation 
only one moving part. 





J 
CENTRIFUGAL PUMPS — 
impellers are semi-enciosed 
for greater efficiency. Balanced 
drive shafts ride on double Tim- 
ken Bearings. There are no bet 
ter irrigation pumps made than 
Dempster Centrifugal Pumps. 


America’s Quality Line of Farm 








WATER SUPPLY EQUIPMENT 


Water Systems 


Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 
Beatrice, Nebraska 





Pumps @ Tanks ® Windmills « 
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Increase your profits by investing one square foot of your valuable 
floor space in a Wagner display. You'll find that the Wagner will 
earn more profits for you per square foot than most items. 

Here's why! 


When you show your customer that only the Wagner has Mov-O- 
Matic Combs that move in and out of the brush to keep it clean so 
it can sweep clean, she'll not accept anything less. And Mov-O- 
Matic Combs are just one of the ten exclusive features found only 
in a Wagner. 


Boost your sales by selling that “extra something" found only in a 
Wagnerl 


You need a Vacuum Cleaner once a week 


YOU NEED A 










E.R. WAGNER MANUFACTURING CO. 
Dept. HA, Milwaukee 16, Wis. 
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Consumer Credit Rose 
Sharply in December 


Consumer installment credit out- 
standing on Dec. 31 amounted to 
$16,506 million, reported the Fed- 
eral Reserve Board. This repre- 
sented a rise of $617 million over 
the total at the end of November, 
and compared with an increase of 
$239 million during the same 1951 
month. The expansion in consumer 
installment credit for the year 1952 
amounted to $2,996 million. 

Total consumer credit amounted 
to $23,975 million on Dec. $1, a 
rise of $1,172 million for the month 
and $3,331 million for the entire 
year. Sale credit totaled $9,388 mil- 
lion at the end of December. This 
was a $471 million increase for the 
month. It was up $1,842 million 
for the year. , 

Charge accounts amounted to 
$4,768 million on Dec. 31. They 
rose $526 million in the month and 
$181 million during the year. 


Gas Range Shipments 
Were Off 7% in 1953 


Gas range shipments amounted 
to 2,198,800 units in 1952, com- 
pared with 2,356.400 in the previ- 
ous year, a 6.9 pct drop, according 
to the Gas Appliance Manufacturers 
Association. The drop from a year 
ago was narrowed considerably in 
the last half, the drop at the end of 
the first six months being 22.3 pet. 

December shipments were esti- 
mated at 190,600 units, compared 
with 149,500 in the same 1951 
month. This was the seventh con- 
secutive month that shipments 
were above the comparable month 
in the previous year. 





HARDWARE HUMOR 
By Hardware Age 





“Have you seen a little 
boy around here.” 
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TANK BALL 






at 15) 


THE HARDWARE MAN’S TANK BALL 
AMERICA’S LARGEST SELLER 


No change in price . . . but now you're 











assured of your full fair profit. 


THE WATER - 


MASTER CO. 
NEW BRUNSWICK, NEW JERSEY 











Every Housewife Needs 


the NEW 
KEES £-2 OPENER 


Takes Lids off Vacuum Sealed Jars and Bottles 
—Just Like That! 


‘ 


@ Kees E-Z Opener com- 
pletely eliminates fuss 
and strain in opening 
vacuum sealed jars and 
bottles. 


@ Lids preserved perfect- 
ly—can be used to re- 





ORDER 
seal jars and bottles for 
TODAY safe storage. 
FROM labl 
@ Available in wall type 
YOUR (illustrated) and under- 
LOCAL cabinet type. 
JOBBER @ Packed in attractive 
OR WRITE counter display cartons. 
DEPT. HA-13 


Fr. D. KEES MFG. CO. 
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EXCLUSIVE 100% 
FE a URES/ : Completely 
ZH em yy. Efficient 
Sy a lie Fast 


ie 


Newly designed, 
pliable, non-scratch- 
ing rubber brush cap 
is leak-proof; permits 
instont, easy place- 
ment or removal of 


mY Seller! 


> TRIPLE ACTION 


INTERCHANGEABLE 


Weer tove 
BRUSH 


Every car owner, every 
home needs one! €E-ZEE 
soaks as it cleans, as it 
rinses! Floats dirt away! 
Makes difficult, major, 
around-the-home wash 
jobs easier, quicker, eco- 
nomical, and does them 
all better. 


E-ZEE brushes, both 
horsehair and plastic 
bristle, flare to 442” 
diameter; have five 
water holes in head 
for perfect rinsing 
action. Flushes brush 
clean as it floats 
dirt away! 


Newly perfected wa- 
ter shut-off valve is 
precision engineered 
to control water flow 
from off to full-on. 
Standard on Model 
5336 only. 





INDIVIDUALLY aa 
| BOXED 5 " 


gi 


EXTENDIBLE J 
HANDLE ( 


Feather weight, pre- ) Sass 
cision jointed for ex- “a ial 
tending Model 5336 et 
handle to 72” in 
length and Model 
5310 to 42’. (Exten- 
sion sections availa- 


MODEL 5336 


Complete as pictured with 
exclusive E-ZEE pliable 
rubber brush cap for 
instant brush change; 
horsehair brush with five 
water holes in head; 36” 
featherweight extendible 
handle with water shut-off 
valve. (Extra section to 
elongate handle to 72” 
at slight extra cost.) 


$495 


ble at small extra 
cost.) 


FOR WASHING 
CARS - WINDOWS 
SIDING 








MODEL 5310 - $3.75 


This model has 10’ ex- 
tendible handle without 
shut-off valve. Same brush 
cap and-brush as Model 
5336. (Shut-off valve and 








j at slight extra ond 


SPARE PARTS 


Shut-off valve for Model 
i | 5310, each, $1.25. Plastic 
bristle brushes and ad- 
ditional horsehair brushes, 
each, $1.50. 33” light- 
weight, leak-proof ex- 


tension — 
{4 ACO 


tesh Your Jobber on White fo 
LAITNER BRUSH CO. 


DETROIT 26, MICH. 


ATTACHES TO GARDEN HOSE 








2000 BROOKLYN ° 





Beatrice, Nebraska 











YOUR CUS 


TOMERS 


KNOW..... 
Nationally Advertised 


STERLING 


PAINT and VARNISH 
REMOVERS 


Non Flammable 


5F5 
..- Safe. Five times 
faster. Deep cut- 
ting . No after 


wash needed. Re- 
moves old film from 
wood and metal 
surfaces without 
harm to basic ma- 
terial. Eliminates 
fire hazard from 
any remover job. 





Likkety 
ae 


The remover de- 
veloped and speci- 


fied for quick re- | 
moval of old film = 


from floors, table 
tops, and all fiat 
surfaces . .For fast, 
‘low cost removal — 
specify Likkety 
Kut. 


STERLING 


A de 





MUVIT Semi- 
Paste Remover 


Quick acting. 
Rapid penetration. 
Remains moist . . 
Continues to dis- 
solve coat after 
coat . . Specified 
for overhead and 
upright surfaces. . 
Clings anywhere! 
Ideal for furniture 
and irregular sur- 
faces. 


Send for price lists today. 





Sterling's Complete Service . . 


A paint remover for every job...A 


cleaner for every type brush or roller. 


STERLIN 


G PAINT 


& VARNISH CO. 


153 Commercial St. 


252 


Malden, Mass 

















Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Janney's Spring Broadside Printed 


This four-page newspaper-style 
circular, the first page of which is 
reproduced here, has been printed 
by Janney, Semple, Hill & Co., 
Minneapolis wholesale hardware 
firm, and is available for dealer use 
during March and early April. 

In addition to the “Spring Value 
Days” circular, the firm has pre- 
pared store display material, news- 
paper mats, etc., which when used 
in connection with the “Bell 
Ringer” radio program, is expected 
to put a participating hardware 
dealer in a competitive position 
with even the biggest and most 
aggressive of his chain store and 
mail order competitors. 

About 100 items are featured. A 
coupon offers customers a 10 qt. 
galvanized pail at whatever price 
the individual dealer chooses. 








Promotion Ideas 
For Hobby Month 


Hardware stores can find numer- 
ous merchandising and promotional 
suggestions for increasing store 
traffic in a bulletin prepared by 
the Hobby Guild of America, 550 
Fifth Ave., New York, sponsors of 
National Hobby Month, which runs 
throughout April. 

The bulletin is offered free with 
an order of Hobby Month Sales 
Helps of $5 or more. The four spe- 
cial weeks are: National Arts & 
Crafts Week, April 1-7; National 
Collecting Week, April 8-15; Na- 
tional Gardening Week, April 16-23 
and National Sports Week, April 
24-30. 


Aid to Modernization 


Store Modernization Institute, 
sponsor of the Fourth National 
Store Modernization, Building and 
Maintenance Show, has charted a 
“Fact Finding Guide” to focus the 
retailer’s attention on the most im- 
portant aspects of modernization, 
operation and materials handling. 
Free copies of the “Guide” may be 
obtained from the Store Moderni- 
zation Institute, 20 E. 55 St., New 
York City. 


More Vacuum Cleaners 
Produced Last Year 


Factory sales in 1952 of stand- 
ard-size household vacuum cleaners 
amounted to 2,841,803 units, a 4.1 
pet rise over the 2,729,104 sold in 


1951, announced the Vacuum 
Cleaner Manufacturers’ Associa- 
. 2 

tion. December sales amounted to 


249,032 units, as against 254,297 
in November, a 2 pct drop. How- 
ever, they showed an 8 pct gain 
over the 230,263 units sold in De- 
cember, 1951. 


Rubber Production 


Rubber consumption in the United 
States this year may break all pre- 
vious records, according to the 
N. Y. Journal of Commerce. Ap- 
proximately 1,300,000 long tons are 
expected to be used in 1953. Tires 
are an important part of the pic- 
ture. The year’s production goal 
for tires is 100 million. 


Fair Traded Item 


The J. R. Clark Co., Spring Park, 
Minn., announced this week that 
the Rid-Jid Knee Room Adjustable 
All-Steel Ironing Table will be fair 
traded at $12.95. 
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Steamship "United States” 


Greatest American Shipbuilding Achievement 


We are proud of the Steamship United States and proud 
also that Chicago Spring Hinges were used in the largest, 
finest superliner ever built by Americans. This is further evi- 
dence of the adaptability of our products to modern require- 
ments and their recognized quality. The always increasing 
demand for Chicago Spring Hinges indicates a general opinion 
of their value by Architects and builders’ hardware consultants. 


QUALITY 


We believe the quality of Chicago 
Spring Hinges is universally recog- 
nized. Our trade mark identifies 
that quality. 


Look for the Trade Mark 


& ~(CHICAGO)— 
Werriplex” SPRING HINGES 











Chicago Sy Sprina Hinge Co. 


CHICA U.S.A. NEW YORK 














§+ PAYS 
to install HELLER 
STORE FIXTURES 


sectional and 


Write 


The lowest priced, highest quality 


interchangeable store fixtures available. 


today for huge catalog No. | 53F 


HELLER & 


COMPANY 
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most attractive 
WHITE steel rule 
tapes at 

| most attractive 

prices... 


No. 380W (6 foot) 
No. 388W (8 foot) 
Inside-Outside 
Pull-Push 

Steel Rule _— 





Boost sales with colorful cases . . 
Copper Tone — Silver — Powder Blue — Bright 
plate finishes. Built-in, automatic brake prevents 
creep. Available with same, fine quality WHITE 
TAPE as Walsco #406W . . 
finish steel blade. 


. or with natural 


No. 406W 
WHITE TAPE 
Die Cast Case 


F Ps SS 
x <3 >>. ¥ 


a“ ant >. > 
ott vc Ss A brand new 


_ WALSCO design at a 

new, ‘sales - stimulating price. 
Made in 6 foot (No. 406W) 
8 foot (No. 408W) 







Each tape individually 
boxed. Packed one dozen in 
this attractive counter display carton. 


These steel tapes will build sales. 
Write for catalog and prices. 


MILFORD, CONN.., U.S.A. 















The Waterbury Lock & SpecialtyCo. 
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Star has 


STAINLESS STEEL 
FASTENINGS 
FH OF ALL TYPES 
saninatdaanincinil 


In-Stock-Service on small or 


an large quantities © Cap Screws 
* Machine Screws © Sheet 
Metal & Wood Screws © Set 

Screws © Nuts, Washers, Etc. 

Class 8 AN Drilled Fillister Heads 


Fast service on special screw 
ucts. 


machine pr 


WRITE, WIRE OR PHONE 
YOUR REQUIREMENTS 


New Catalog just off the 


press—write today 
gee yap, STAINLESS SCREW CO. 
o Ce a nary 41908 


232 Union Avenue . Paterson 2, N. J. 















SAWHORSE BRACKETS 


NO NAILS e NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC- 
TION. Use any 2 x 4s for | 
and crossbar...set up or knock- 
down instantly. 
Each package is a 
=| colorful counter dis- 

| play. 12 Sets to a 
carton. Dealer helps 
FREE, 







Nationally advertised 
—order from your 
wholesaler, or direct if 
he cannot supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH 
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Sees Better Era 
For the Independents 


The independent retail store is 
not on the way out but rather is 
about to enter a “golden era,” 
Joseph Kolodny, managing director 
of the National Association of To- 
bacco Distributors, told the New 
York Times. 


Products that are nationally ad- 
vertised and packaged in a manner 
which assures their salability in 
the hands of any merchant, is one 
of the factors that has been work- 
ing to the advantage of the inde- 
pendent store, in the opinion of 
Mr. Kolodny. 


Such goods, instantly recognized 
by the consumer, are practically 
pre-sold, he pointed out. 


Now that the Robinson-Patman 
Act and similar legislation which 
has been a factor in reducing un- 
fair competition from chains and 
supermarkets, the independent re- 
tailer has an outstanding chance to 
succeed because of his lower oper- 
ating costs, he contended. 


Multiple store operations are suf- 
fering from pyramiding labor costs, 
Mr. Kolodny pointed out. Also de- 
centralization of retailing has been 
encouraged by traffic problems, but 
at the same time, the motor car has 
deterred a more rapid expansion of 
mail order business. 


Introduces Over-All 


Rental Service 


A service whereby any article it 
has in stock may be rented has 
been established by Krauss & Co., 
35-year-old New York City house- 
ware, hardware and sporting goods 
store. Step ladders, curtain stretch- 
ers, large roasters and other bulky 
items for which there is little room 
in a small apartment, are to be 
available. 


Such articles as extra card tables 
and chairs, blow torches and drills 
also can be rented through the ser- 
vice. The store will also be ready 
to provide equipment to golfers, 
fishermen and hunters. Fine carv- 
ing sets, punch bowls and large 
casseroles will also be on hand for 
special occasions. 


The store will rent most items by 
the day, with special allowances for 
long-term borrowers. A ladder, for 
instance, will rent for $1 a day and 
the rental on a card table and four 
chairs will be $2 a day. 














Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 















Most dealers report 
“Our sales of - 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” hat’ 's more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
t profit-margi =. : 
any product o 
nature. Use it Ae , and you'Jl quickly 
see wh a seuaae taal ats 80 
larly. eo materials may sh 
fall out my off. Durham’s Rock- 
Water Putty ¢ not shrink. Abselutely 
not. It sticks and s t. You can saw or 
chisel it, _— or po t to a velvet smooth 
finish. Easy to use. tee indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industria] users. Order from your jobber. 


The PLASTIC Repair Material 



























in POWDER Form 












Midwest 
Compound Lever Snip 








better 
—by actual 
work 


tests 


Designed by 
master craftsmen 
for more work in less 
time with less fatigue. Order 
today from your wholesaler. 


always look to 


MIDWEST 


TOOL and CUTLERY Co., Sturgis, Mich. 





for money making ideas 
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Sheffield 


Brings You The BEST 


i OLL 
COLORS 


NTS RESULTING 
RIOUS COMBINATIC 


L COLORS AND WHITE 









Here’s the greatest deal in the 
world in oil colors! The very finest 
quality oil coiors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


Shettield Arar 


PAINT CORPORATION 


LANO , os 



















OLD 
~ LANCASTER 






No. OL0313 





SINCE 1849 


No, 0912 


Ae Be Te eee ee 







* 





i. 
oe se 












No. H0383 


aot 












A COMPLETE AN 
PROFITABLE BUILDERS HARDWARE Ll 


Rear ta 5, 


SAFE PADLOCK we HARDWARE 


a =n ee ee 








COMPLETE STOCK OF GARDNER'S SPRINGS 


4-drawer cabinet No. 932 contains 402 precision-made industrial 
type plated Springs. 127 different sizes, in coded compartments .. . 


& 
A COMPLETE 
STOCK! Boxed re- 
fills shipped at 
once from stock. 
Be ready to {fill 
practically every 
call for Springs— 
order from your 
jobber or write us 
today! 





Two and one-drawer cabinets also available. 


Gardner Wire Co. 2uiscoi.c" 














Beaver Caulking Guns 







For Cartridge or 


Bulk Compound 
Precision made for rt life 
- saeitly inadeed 
ing ports acc machined. 
© Extra heavy gauge barrels. © Uses all 
Sold with caulking materials—handles light offs. © Posi- 
s tive ratchet drive. © Threaded nozmies—no 

LIFETIME bayonet joints to come loose. © Three popular 
GUARANTEE sizes—6!/2", 10" and 15". List prices—$6.50. 
$7.50, $8.50. Write for discounts. 
WESTERN RESERVE MFG. CO. 
3718 E. 93rd St. Cleveland 5, Ohio 
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er: EXTRA ae 
IM \@)s4 2 Profits !-- 





> aaa 
i PAINT THINNER! 


TANDROTINE is preferred by both painters and 
home-owners for use wherever a high grade paint, 
enamel, or varnish thinner is needed. 


IT’S PROVEN That is because TAan- 
IT’S ECONOMICAL 
IT’S a Quality THINNER 


DROTINE. is such an excel- 
lent thinner and cleaner 
of brushes, as well as a 
remover of grease. It also 
dissolves wax and does a 
hundred other household 
tasks.. TANDROTINE has a 
high flash point, a pleasing 
odor, long leveling and 
even flow. It is slow drying. 


ORDER 
TANDROTINE Today! 


Get ready for 
EXTRA Sales, 
MORE Profits. 


Lt ee = 
TURPENTINE & ROSIN FACTORS, 
AVANNAR GE ® 
he 






Get your supply now! 
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@Bright, 2-Color 
Printing 


@Clear, Selected 
Wood 


@Easy, Depend- 
able Action 

@Automatic or 
Slot Set. 





McGILL METAL PRODUCTS CO. 
MARENGO-: ILLINOIS 











DEPEND ON TURNBUCKLES 
To Save You Money and Time 














Promotions 





Manufacturers’ New Merchandising Plans 


Reo to List Dealers 
In National Ads 


The new Reo Gold Crown Dealer 
Program has just been announced 
by the Lawn Mower Division of 
Reo Motors, Inc., Lansing, Mich. 

Reo Gold Crown Dealers will be 
listed without cost in factory-paid 
advertising in one or more maga- 
zines circulating in each dealer’s 
particular area. Full page color 
ads will also run in Saturday Eve- 
ning Post and American Home. 
Reo will supply promotion and dis- 
play materials and will regularly 
send bulletins and merchandising 
suggestions to dealers. 

In order to become a Reo Gold 
Crown dealer, a dealer must order 
six or more power mowers during 
1953, and a Reo demonstrator. 


Film Shows Use Of 


Soil Conditioners 


A new film which describes the 
use and function of synthetic chem- 
ical soil conditioners has been an- 
nounced by Monsanto Chemical Co. 

Entitled “Garden-Wise,” the film 
is a sequel to “Soil Structure: Key 
to Productivity,” an earlier movie 
which described the development 
and applications of Krilium soil 
conditioner. Prints of ‘“Garden- 
Wise” may be obtained by writing 
the Merchandising Division, Mon- 
santo Chemical Co., St. Louis, Mo. 


Casco Promotion 
On Its 2-in-1 Iron 


Casco Products Corp., Bridge- 
port, Conn., announces the biggest 
advertising budget in its history on 
its 2-in-1 steam or dry iron. 

The advertising program starts 
Feb. 25. Double spread ads will run 
in the Saturday Evening Post, 
and full pages are scheduled for 
Woman’s Home Companion, Better 
Homes & Garden, Good Housekeep- 
ing, Sunset, Redbook, Household 
and Living for the Young Home- 
maker. Newspaper and TV will 
also be used. 

The ads will offer women a 15- 
day free home trial of the iron. A 
merchandising kit is available to 
dealers. 


Contest for Oldest 


American Sanders 


In an effort to find its oldest floor 
sanding machines that have been 
in use for the longest time, the 
American Floor Surfacing Machine 
Co., Toledo, O., is conducting a con- 
test as part of its 50th Year pro- 
motional activities. 

The company will award a first 
prize of $500 and a number of $50 
awards. All prizes will be in mer- 
chandise made by the company and 
winners will have the full amount 
of the awards applied against their 
accounts for immediate or future 
purchases. 

No official entry blank is re- 
quired. Each entry should consist 
of a letter giving such necessary 
data as when the machine was pur- 
chased, serial number, background 
of owner, i.e., years in business, 
number of years he has used his 
American machine, what he likes 
about it and some of the jobs it 
has been used on. 

The contest runs through May 
31 and awards will be announced in 
July. 


G.E. Offers Coronation 


Trips in Promotion 


The annual General Electric pro- 
motion, “Weekend with Fred War- 
ing” is being greatly expanded this 
year to include in addition to the 
usual week-end in New York City, 
a trip to the Coronation in London 
and three days in Paris. 

A brochure, prepared for dealers, 
explains in detail how they can par- 
ticipate in the eight-week promo- 
tion that starts March 2. A promo- 
tion kit for dealers includes all the 
merchandising aids necessary for a 
complete store promotion. 

The two top winners may each 
take a companion on the trip 
abroad. G-E clock radios will be 
given to 90 other winners. 


Starrett Announces 


Promotional Plan 


To help industrial distributors do 
a more effective promotional job 
the L. S. Starrett Co., Athol, Mass., 
has just introduced its Starrett 
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SELL OUR 3 NEW 
PROFIT MAKERS 


AFRICAN 
VIOLET SOIL 


POTTING ROSE 
SOIL SOIL 


MICHIGAN PEAT BRAND 
PACKAGE LINE 


Year round cash & carry sales . . . big profit margins 
beautifully printed plastic bags—': pecks—20 in carton. 
Most profitable line in America! Wire display racks avail- 
able. Handle also our 5 sizes of genuine Michigan Peat. 


MICHIGAN PEAT INC. 


CAPAC, MICH. 


Western Office: Eastern Omed: 
523 U. $. Nat'l Bank Bidg. 267 Fifth Avenve 
Denver 2, Cole. New York 16,.N. Y. 




















“Buy the 


Lo) #:9, (0). 88) Best" 


FINEST in 
QUALITY 


FINEST in 
APPEARANCE 


DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave. Duluth, Minn. 


US 
LOK 


POULTRY NETTING 





Tue perfect hexagon mesh poultry 
netting... Made with the improved 
Locktwist Weave . . . Stronger, more 
uniform, more rigid . . . Lies flat 
when unrolled . . . Easier to handle 
and cut . . . Stretches better 











. . . Neater in appearance ... 
More satisfactory in service. 
U. S. HEXLOK Poultry Netting 
is furnished in one-inch and 
two-inch mesh No. 20 wire, gal- 
vanized before and after weav- 
ing, in standard widths 12 to 
72 inches. Rolls contain 150 
lineal feet, guaranteed full 
length and weight. 













STRAITLO 


POULTRY NETTING 


Cur fencing costs, save time, SAVES 





labor, money by using U. S. 
STRAITLOK Poultry Netting .. . 
It stretches like farm fence to 
wood or steel posts . . . Needs no 
top-rail, no baseboard . . . Requires 
fewer posts. It is ideal for build- 
ing poultry runs because it can be 
moved and restretched. 

Furnished in one-inch and two-inch 
mesh No. 20 wire, galvanized be- 
fore and after weaving, in standard 
widths 12 to 72 inches. Rolls con- Z} 
tain 150 lineal feet, guaranteed full - 
length and weight. 1S es ° 
Ask your jobber to see these modern nettings! \ oS 





ATA ASA LSE 


























FINGER 
GRIP 
ADJUSTABLE 


CLIPS 


. - « for parking 
things where you 
use them. 


e Fasten to any woodwork 

© Can be adjusted in a jiffy 

© Packed in attractive dis- 
play. boxes 


ARTHUR I. PLATT & CO. 








Screw DRIVER { 


es | 











JUST TURN THE SCREW... 
THAT'S ALL YOU DO! 
POPULAR RETAIL PRICES 


Small—3 for 10¢ 
2 for 15¢ 


Slightly higher on West Coast 
Favorite with home 
workshop fans. 


ASK YOUR JOBBER— 
OR WRITE. 


FAIRFIELD, CONN. 


MOW-CYCLE 


itch ALM Lh Ae 
you ride 






The only riding type 
lawn mower expressly 
designed and priced 
for the ordinary cus- 
tomer. A real hit in 
1952. Users took all 
we could make. Trade 
delighted. Re-orders 
now coming in fast. 
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a power mower that everyone 
wants and many can afford 





Strong, light, practical; easy to operate, steer, control, back 
up. Moderate in price; comfortable to ride and remarkably 
safe. MOW-CYCLE cuts grass, pulls lawn roller, serves as 
a scooter. Gives complete lawn care without walking. So 
simple that teen age youngsters manage it. So sturdy that 
fat grown-ups enjoy working it. Americans love to ride. 
YOUR customers will buy MOW-CYCLE, Write today for 


trade information. 


MUSGRAVE MANUFACTURING CO. 
2903 Columbus Ave. Springfield, Ohio 





257 









M¥ictor Bait Bucket 
means BIGGER 
PROFITS 












At their low price, your 
fishermen customers will 
buy two or three of these 
sturdy VICTOR bait buckets — they'll 
teally build profits for you! 

Two Sizes: 6-qt., $1.19 list; 

10-qt., $1.50 list. 

Shipped nested for minimum storage 
and display space. Order from your 
wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. © Pascagoula, Miss. 








Keep Product Design 
Abreast Of The. TIME 


Don’t mill, forge or cast a part 
without first checking with us to 
see if it can be made of wire, 
faster and cheaper. We make thou- 
sands of things of wire now that 
used to be made the hard way, and 
save our customers thousands of 
dollars! Check with us on your 
next product and be sure of your 
costs. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROGKS # HOGKS 
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Distributor Direct Mail Sales Pro- 
motion Plan. 

The campaign consists of 10 color- 
ful, direct mail pieces, each featur- 
ing a group of Starrett products. 

These mailing pieces provide a 
space for the imprint of industrial 
distributing firms. Mailings are 
made by the Starrett company to 
the distributor’s own mailing list. 

The distributor can have any 
number of these 10 mailing pieces 
sent out on any dates specified, to 
any number of customers. The dis- 
tributor’s name and address are 
imprinted on both the front and in- 
side of the folders, plus an imprint- 
ing of his other products on the 
back cover. The distributor’s costs 
are limited to the postage and im- 
printing. 


Electric Range 
Campaign in April-May 

Local dealers and distributors 
are being encouraged to tie-in with 
a coordinated electric range promo- 
tional and advertising campaign 
developed for use by the electrical 
industry during the months of 
April and May, by representatives 
of both the Residential Section of 
Edison Electric Institute and the 
Electric Range Section of the Na- 
tional Electrical Manufacturers 
Association. 

A survey by the Edison Electric 
Institute revealed that 85 pct of the 
electric utility companies planned 
to promote electric ranges in the 
April-May period. 


Store Kits Prepared 
To Promote Hobbies 


Sales promotion kits for retail 
store use in year-round hobby 
merchandising is being produced 
by the Hobby Advisory Council of 
America, 3 E. 14th St., New York 
City 3. The Council represents 
hobby clubs and groups and aims to 
increase public interest in all forms 
of leisure time activity. 

The store kits offer continuous 
promotion or tie-in with special 
retail events. 


Dominion Campaign 


The Dominion Electric Corp., 
Mansfield, O., announces it will use 
the largest advertising campaign 
in its history. Half-page ads will 
be used in leading retail magazines. 

(Resume reading on page 15) 









BEATS or WHIPS . 
IN A CUP 
OR BIG BOWL 
NO SPLASH! 


Radical new design 
makes it possible to 
mix, beat or whip 
small quantities with 
great speed and ease. 
Atom Whip works 
faster so there is less 
labor — there is no 
splash and it’s easy to 
clean. A sure-fire hit 
with all housewives. 
Order Atom Whip 
now for big sales 
and profits. 


s CREAM 
"30 "0 sECONDS 





WRITE TODAY TO 


R. KRASBERG & SONS MFG. CO. 


2501 West Homer Street 


mal 
<A) ia 
SASS Chicago 47, Illinois 








ae be Is a new tool thet bead 2 
shops and service men buy By - 
forged, heat treated, or 4 
wheel ‘puller . o » that 
° that every house held a SF 
‘We. CD-70 Co Couniee, Le Carton ton ‘carries + 
boxed HC-70 (Dia. 


Individual 
5Ya""; neaeh ws a Ya"*x UP aaah 
On your counter or in your window this dis- 
carton will bring you extra sales and 


Write for Catalog Sheet and name of your 
nearest jobber. 


ARMSTRONG-BRAY & CO, 
5346 Northwest Highway, CHICAGO 30,U S.A 
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HARDY 





More women will buy this 


FANSON SCALES ¥jf oZcstx0: Ware Dispenser 


For WAX PAPER * PAPER TOWELS and FOIL 
Household - Personal - Utility - _— 
Nursery - Hanging Balances - Postal. 
Standard with the hardware trade 
for over sixty years. 


Consult your jobber 
PV te), Be of .\ 8 Oe of o Mt te) 


$25 NORTH ADA STREET © CHICAGO 22, ILLINOIS 








EASY TO LOAD 
No rods, brackets or tedi- 
ous threading. Just drop 
rolls in tray—ready to use, 


HOLDS LARGE OR 
welcome 


% SMALL ROLLS 
convenience to 
brighten and lighten HANDY TO USE 
Paper doesn't slip back 
after tearing. 
































SEE THIS CONDENSED CATALOG 


OF 
a 

















her kitchen routine. So handy to use and 
no bother to load. Best of all, this spark- 


ling plastic Dispenser matches her Lustro- EASY TO INSTALL 
Ware kitchen ensemble. So for additional PACKAGED for 
dollar volume, include it as a part of the visual selling 
101 other nationally ad- Suggested Retail $2.49 
CASTERS vertised Lustro-Ware 
items featured at your 
nd GLID ES plastic housewares Pie? Qluato ; lane 


PLASTIC HOUSEWARES 


on Pages 215, 216, 217, 218 | er. Check your supplier 

of July 24 issue for prices, catalog and 

G. CO. HARDWARE AGE DIRECTORY | Free mechandising aids. 

Street and Order From Your Jobber Today COLUMBUS PLASTIC PRODUCTS, Inc. 4 
Columbus, Ohio 


an FAULTLESS CASTER CORPORATION, Evansville, ind. 


le 































TWO BEST 
SELLING 


WHAT'S NEW? 





WRIGHT PRODUCTS 


Originators of the PUSH-PULL latch, and 
the leaders in this field, offer the trade 
the Finest “Bore-In'' push-pull latches on 


ba beatabl | int: 
Turn to pages 195-196 of this Guaranteed highest quality—Low  com- 
petitive price. 
No. F 1500—Solid Brass 


issue. The Quick Check Card No. 1000—Alumiaum 
properly filled out will bring 






TUBULAR 
LATCH 


you quickly the details on NE 


In The 


new products that interest WRIGHT FAMILY 
of Quality Latches. No 






THE CHECKERBOARD 
PACKAGE MEANS IT'S 


die cast parts, quickest , ' ue 
ou and easiest installation, ; "WRIGHT! 
» | af longer bolt throw and many other unique 
features have gained immediate accep- * 
tance for this latch with carpenters and 
builders. Special Finishes on request. A FULL LINE OF OTHER 
No. RI952—Solid Brass STYLES AND FINISHES 
ARE AVAILABLE FROM 





No. R8952—Steel 
No. R6952—Aluminum 








IT'S QUICK—IT’S FREE 






manuiactyaes oy 





he PRODUCTS INCORPORATED 


SAINT PAUL FARK, MINNESOTA 
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SHARON 


REFILLABLE 
ASSORTMENT SH-263 


“S” HOOKS 


* 90 Pieces Solid Brass 
* 173 Pieces Electro Galv. Steel 
* 10 sizes “S” Hooks from 
13/32 to 3% 








Ask your jobber 


or write direct 


Shanta Gh and Scheat Co 


BOSTON 10, MASS. 














RS- 


> — 


orn 
SZ 












Garden and tree 
sprayer. Easy 
operating, solid 
brass, double action pump. 
5 ft. finest quality spray hose 
with bucket strainer. Adjust- 
able nozzle throws 20 to 30 
ft. spray or fine fog mist. 
Unexcelled for 
spraying gardens, 
flowers, white- 
wash, weedor © 
brush killing so- 
lutions. Popular 
with ladies as not 
tiresome to use. 
Lasts many years. 
Big seller, individ- 
vally mounted on 
attractive display 
cord. 


D. B. SMITH & a iY 
Simaes Tse’ Vee Y 


Canadian Rep. G. L. Cohoon 
1265 Stanley $t., Montreal 2, Canada 





As advertised in 
House & Garden 


and 
House Beautiful. 
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Compact Display for Power Tools 





Two tables—back-to-back are used to show a variety of power 

tools and power tool kits at Douglas Hardware Co. in Janesville, 

Wis. A backboard, 2 ft high, separates the two tables and supports 

some of the units on a broad shelf. Lower level shelving is used to 

store boxes and carrying cases for portable power tools. Heavier 

units are displayed on one — of “ table, portable units on the 
other side. 





Since all cutlery and kindred 
merchandise were gathered from 
all parts of the store and were dis- 
played together on this 8-ft. dis- 
play unit, sales showed an increase 





One-Stop Cutlery Display Boosted Sales 


for the San Pedro Hardware Co., 
434 6th St., San Pedro, Cal. 

So effective is the mass display 
that Miss Mary Pignotti, house- 
wares buyer, moves an average of 





This display was responsible for plenty of sales. 
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GUAI 


AS TO 
Fr 


,. 





UNION 


; 
- 
i 
« 








Fully 
GUARANTEED 


AS TO QUALITY, 
FIT, AND 
FINISH 


Patterns are available for 
practically all plows, listers, 
middlebreakers in No. 1 soft 
center or No. 2 crucible steel 
of the highest quality obtain- 
able. Send today for catalog. 


STAR MANUFACTURING COMPANY 


DIVISION O 


CARPENTERSVILLE, 


F ILLINOIS IRON & BOLT CO. 
ILLINOIS, U. S. A. (EST. 1873) 














SAWHORSE VISE 


HOLDS IT! 


Use this B & C sawhorse or wood- 
worker’s vise for nearly every kind of 
work. Holds work in any position 
desired—horizontal or vertical. Vise 
Clamp opens to 2”, with the jaws 
opening 4”. Portable—Lightweight— 
Practical—Strong—Solid—Grey Iron 
Jaws—Green Enamel. 


See your jobber or write 


te BRINK & COTTON mec. co. 


33 POLAND STREET © BRIDGEPORT, CC 





WICKWIRE 





or all types of 


@ Padlocks 
@ Window sash locks 
@ Screen door closer springs 


@ Perfection door springs 


hardware equip! 


nent such as: 


@ Curtain springs 

@ Window screen springs 
@ Door check springs 

@ Wiring nut springs 


Let us know your requirements for springs in any 
size, shape or design. Write to Sales and Engineer- 


1275 


ing, 2 New Bond Street, Worcester, Mass. 


WICKWIRE SPRINGS 


AND FORMED WIRES 


(Fl 


TROWELS, FLOATS, CEMENT TOOLS, saps Daler idan 


FOR THE TRADE 
FOR THE FARMER 
FOR THE HOUSEHOLDER 


Rs with é conomy” 3 


INGERSOLL 
SHOVELS 


..Edges won't split or curl! 


—because their blades are made of 
TEM-CROSS Ingersoll Process Steel. 


It is cross-rolied to give an interlocking, 
mesh-grain strueture and heat-treated to 
hold edge keenness and to resist curling 
and splitting. Write for prices. 


"A Borg-Warner Product” 


INGERSOLL STEEL DIVISION 
Borg-Warner Corporation, New Castle, Ind. 





poumaran = > ———_ > 








a THE COLUMBIAN VISE & MFG. CO 


CLEVELAND 4, OHIO 
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WING NUT. 
ASSORTMENT 


COMPACT— | 
ATTRACTIVE— 
DURABLE— 









COUNTER DISPLAY 


GRIES’ famous zinc alloy wing nuts in exclu- 
slve finger-grip design. Strong, rustproof, 
brightly finished, clean threads, # - 
— 48—3/16"; 60-14"; 24—5/16"; 


LARGE PROFIT! Suggested retail price $5.88, 
t—50%. 


Dealer profi 


ALSO AVAILABLE: 
All popular thread sizes, 100 to the box. 


JOBBERS: Write for details and prices 
on this profitable item. 


GRIES REPRODUCER CORP 


769 E. 132nd St., New York 54° Phone MO 5-7400 











Outdoor water service the 
year around without dan- 
ger of freezing or burst- 
ing pipes. Shut-off valve 
is below frost line. All 
brass and copper. They 
will last a lifetime. ALSO 
WALL TYPES. Write for 
Bulletin 303. 





order from your jobber 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 





262 





six dozen each of soup and tea- 
spoons, knives and forks per month. 

In addition to three rows of 
knives and kitchen tools on the 
vertical board, there are glass di- 
vided spaces for smaller knives and 


utensils, each clearly price-marked.: 


The display is located against a 
wall near the stairway to the mez- 
zanine in the middle of the house- 
wares department. 





Know Your Town 


The Bethlehem, Pa., Chamber of 
Commerce sponsors a Bethlehem 
Week which is very popular in 
that city. About 8,000 public and 
parochial school students take 
part in a contest in which gift cer- 
tificates are awarded to some 200 
high scorers in a written quiz. 

Forty industries set up product 
exhibits in the town’s store win- 
dows. Contestants are given a 
pamphlet containing questions 
under the following headings: 
historical, social, cultural, educa- 
tional, municipal, retail and in- 
dustry. 

Newspaper advertising, public 
meeting and schoo] meetings are 
used to promote the contest. No 
attempt is made to commercialize 
the idea by special sales, however, 
the displays in merchants’ win- 
dows attract large crowds to the 
shopping centers during the week. 





Northern Lights Bargains 


“Aurora Borealis” is the name 
given to the Fall Bargain days 
sponsored last year by the Aurora, 
Ill., Chamber of Commerce. Pen- 
nants and toppefs were provided 
for participating merchants. 

The sale ran three days, and pre- 
vious to its opening, the sale items 
were on display in windows, but 
not on store counters. No advance 
sales or reservations were made. 





Silver Dollar Promotion 


When business men of Fremont, 
Neb., put on their Dollar Day sale 
recently, they arranged to give 
change in silver dollars to push the 
special event. As a promotion for 
the sale, 100 12-in. balloons, each 
with trade coupons attached, were 
released, and retailers also used 
50,000 Dollar Day package stuffers 
the week prior to the sale. In addi- 
tion, newspaper and radio advertis- 
ing helped plug the sale throughout 
the city’s trading area. 





HAIR-LOC 


Amazing New Liquid 

S-W-E-L-L-S Wood 

© Penetrates weed fibree— 
makes them @-x-p-a-8-@ 
permanently. 

© Quickest and caslest way 
te fix leese chair a 





legs, 
dove-tails, ete 
an A Fast-Selling Impulse Item 
NOT Write for Free Samples ane 
A Literature 
GLUE CHAIR-LOC CO. 


Lakehurst 3, N. J 








THE NEW Columbiana 
CAM-LOCK HYDRANT 
"Sold the Werid Over" 


Here’s a fast-selling new Cam-Lock wy: 
Grant for use om pressure |i Sturdily- 
is Colum- 


many features ine 3 
ONE-PIECE BRONZE VALVE BODY 
CORROSIVE VALVE ASSEM- 














fl 
Columbiana PUMP CO., Columbiana, Obie, U.S.A. 











WATER HEATER 
REPAIR COILS 


For old, new and 

obsolete heaters 
100 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 

Send for Catalog type 

DORMONT MFG. CO. 

1314 High Street Pittsburgh, Pa. 

























METAL FLOATS 


3” to 12° diameter 
ball floats of cop- 
per or stainiess 
steel for open 
tank to I 
pressure In 
—specials of 
various metals 





ARTHUR HARRIS & CO. 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 














Bewildered ? 7 


.... then read.... 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No. 1 choice of hard- 
ware dealers through- 
out the nation. 
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GILBERT 
PLASTIC BOXES 


For Every 
Purpose! 




















BIGGER PROFITS... 
FOR 5 






VOLUME SALES... / 


STOCK THE APPROVED, ane 
i ™ 








CUSTOMER ACCEPTED FLOATS 
THAT ‘“‘SELL ON SIGHT’’! 












“SNAP-ON — SNAP OFF”’ 


oe ee oe ee 


APPROVED BY 
. 





1g @ DAYTON Standard and Lumi-Glow floats— 
proven favorites of millions of fishermen year 
after year. Approved by leading Sportsmen's 
organizations, too. 


‘< %, Dayton SAHWMG 


ASSURES “JUST RIGHT” .° —7=— >— 
WEIGHT FOR SPINNING! =5<— : 





(NON-PROFIT) 














@ Instant adjustment of water - 
content gives precise weight de- | 
sired! Air escapes freely as water = 
enters float. Popularly priced. 


FEATURED BY LEADING JOBBERS IN 
U.S.A. and CANADA © ORDER TODAY! 





























EUREKA BLANK BOOK COMPANY 


WANT BOOKS 


We specialize in manufacturing this ideal advertising item, either for sale or giving away. Covers of any desired 
color and stock with your own copy. Pages ruled or printed, perforated or punched to order. 
Prices Quoted on Receipt of Specifications and Quantities Desired. 











HOLYOKE, MASS. 






















SPEEDIE Wall 
Cleaner gently 
rubs 


gtime from Cleans Wallis 


wallpaper, K e m - No Water 
tome or waterpaint 4 T, 
swiftly—easily. Re- ms. ome, 
movable sponge Plan Your 


rubber head may be Promotion NOW! 
washed and reused 


over and over. 


It’s a “NATURAL” for 
Spring Cleaning — Saves 
many times its cost each time 
it’s used. Write for Dealer 
and. Jobber prices. 


— 





DOVER PRODUCTS CO 
e 815 W. Arthington St., Chicago, Ill. 





























PLANT FOOD ,,,. 


NYDN. 
FAST SELLING, NATIONALLY ADVERTISED =amaaa 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
ardens. Produces vigorous, beautiful growth in all plants quickly. Pays 

ler 3314% profit. Attractively packaged for display. Does not deter- 
jorate, is clean, odorless and SAFE. Dissolves instantly in water for use 
l-oz. makes 6 gallons liquid plant food. 


Retails Your Cost 








Also packed in 10-ib., 25-Ib.,.50-Ib. and 100-Ib. drums 
lf your jobber cannot supply you, order direct. 












MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY ~- 
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MARSHALLTOWN, IOWA 







Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum, 50 words... “a 
Each additional word........... 


Positions Wanted 


‘Speci R set solid, maximum, 
§ a a ee ae 


Each additional word ......... d 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Sampies of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms ciose 15 days 
prior to publicatien date. 


Remittance must accompany order In form 
4 check or money order, not currency or 
amps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








CAN YOU SELL 
Warcin? 


Either as side line or major. New Chem- 
ical Discovery developed by the Wisconsin 
Alumni Research Foundation offers excep- 
tional opportunity for aggressive Repre- 
sentation in established multi-million dollar 
rodenticide market. Better trade discounts— 
Bigger commissions for you. Many good 
territories open. Write fully at once. 


WARCIN COMPANY 


121 W. Wacker Drive, Chicago 1, Illinois 











MANUFACTURERS’ REPRESENTATIVE, 
AGE 25-35, PRESENTLY calling on Hardware 
J rs, chains, automotive jobbers, etc., in Ken- 
tucky, Tennessee, Southern Ohio, Southern In- 
diana for nationally advertised, long established 
quality line tool, utility, cash boxes. Exclusive 
territory—liberal commissions. Reply giving full 
information including lines now carrying, how 
long you have had them, territory covered, ref- 
erences, etc. Replies kept strictly confidential. 
Write C. L. Cogswell, Master Metal Products, 
Inc., Buffalo 4, N. Y. 


EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 

sells eight out of ten on first call, Excellent 

for opening new accounts and high volume re- 
at business. Address Box A-870, eare of 
oo Ace, 100 E. 42nd St., New York 17, 








EXPERIENCED HARDWARE SALESMEN 
CALLING ON lumber yards and large hardware 
dealers wanted by a reputable manufacturer for 
a line of builders hardware. Also for a line of 
directly imported door butts, shelf brackets, wood 
screws, tee and strap hinges, stove bolts, etc. 
Very competitively priced, generous commission. 
State territory now covering and lines handling 
in first letter. Address Box B-52, care of Harp- 
I Acz, 100 East 42nd Street, New York 17, 





EXPERIENCED SALESMAN: WITH FOL- 
LOWING AMONG RETAIL hardware and 
house furnishing stores to introduce a unique all- 
steel clothes drying rack. May be handled as a 
side line. Liberal commission. Many choice “pro- 
tected” territories open. Give us complete details 
of yourself and territory. Sturgis Plating & Mfg. 
Co., Sturgis, Mich. 


SOUTHERN MANUFACTURER OF QUAL- 
ITY WET mops, competitively priced has several 
territories available for the hardware and other 
trades. Give complete details. Address Box B-94, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 

MANUFACTURER OF LOCKS AND HARD- 
WARE wants experienced salesman to cover job- 
bing trade in established midwest territory. 
Address Box B-89, care Harpware Ace, 100 E. 
42nd St., New York 17, N. Y. 

PROFIT OPPORTUNITY FOR MANUFAC. 
TURERS REPRESENTATIVE in Kansas, Ar- 
kansas, Oklahoma, Georgia, Alabama, Mississippi, 
representing nationally advertised Plant Plate, the 
garden spray that defies rain, Milligen Bros., 











firm. Sell to Hardware Stores and plumbing con 
tractors. Choice (protected) territory open, com 
mission, Replies confidential. Address Box B-40 


New York 17, N. Y. 





oil, aluminum and gold paints. 


St., Brooklyn 19, New York. 





SALESMEN 


HARDWARE, garden supply dealers. 


time. Many territories open. 


New York 17, N. Y. 


PLUMBING SPECIALTIES SALESMAN 
WITH FOLLOWING for established New York 


care of Harpwarz Acz, 100 East 42nd Street 


MANUFACTURER’S AGENTS WITH FOL. 
LOWING AMONG paint, hardware, houseware 
and chain stores to sell volume line of colors in 
Several choice 
territories open. National Color Works, 1013-38th 


WITH FOLLOWING TO 
Staple 
garden line being offered on direct basis for first 
Liberal discounts 
for dealers, good commission. Address Box B-61, 
care of Harpware AcE, 100 East 42nd Street. 


REPRESENTATIVES WANTED. PRO. 
TECTED TERRITORIES AVAILABLE for a 
new, patented, volume item which sells through 
drug, food, variety, dept. stores, others. South 
East, South West, West Central and Mountain 
States now available. Write details as to present 
lines and territory covered. NACO Products Co., 
1037 S. Grand Ave., Los Angeles 15, California. 


WANTED SALESMEN 


for line of fast selling Wrought Iron Mailboxes. 
Give references, experience and territory you 
travel when writing. 


SOUTHERN FABRICATORS 


P. O. Box 693 Shreveport, Louisiana 














SALESMAN NOW CALLING ON INDUS- 
TRIALS, carry complete lines quality paint 
brushes, artists, fine writers and maintenance 
brushes. Liberal commission. *Address Box B-83, 
care Harpware Acz, 100 E. 42nd St., New York 





Manufacturers’ Representatives 
WANTED 


Salesman now call: on hardware and 
paint stores or hardware, variety and 
general stores. Paint experience pre- 
ferred but not necessary for right man. 
We are one of the largest manufacturers 
of medium priced paints specializing in 
19¢, 39¢, 79¢ and gallon sizes. This mer- 
chandise has mass market appeal. 
Every store selling paint is a good pros- 
pect. For these lines with full territory 
protection and cooperation on a commis- 
sion basis, write advising age, territory 
covered, how often you cover it and lines 
now carried. 


Address Box B-74, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


17, N. Y. 


Accounts Wanted 


NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York © Philadelphia © Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 




















MANUFACTURERS’ REPRESENTATIVE 
SERVICING THE WHOLESALE hardware and 
industrial supply dealers in the Southeastern 
States, desires one (1) additional line. Not inter- 
ested in importers. In the very near future I 











rT 


PAINT SALESMEN — FULL OR PART 
TIME. Well known fifty-eight year old, high 
quality Paint Manufacturer has several desirable 
established territories open for Salesmen calling on 
Paint & Wallpaper, Hardware, Lumber and Build- 
ing Supply. New Merchandising Plan that assures 
immediate and good repeat business. Complete as- 
sistance with Factory Representative. Excellent 
Commissions plus Cash Bonuses. Splendid specialty 
items that are excellent openers and sales builders, 
Write full details, your past experience, territory 
covered and lines now handled. Will arrange for 
personal interview. Address Box B-77, care of 
"eA Acz, 100 East 42nd Street, New York 
37, Be Ue 


will have my own “missionary salesman,’’ who 
will call on the retail dealers promoting the sale 
of the products of the manufacturers that I rep 
resent. I am only interested in representing a 
well rated manufacturer who markets his products 
through the distributor. Please address all replies 
tos ©. B. Caldwell, P. O. Box 3151, Greens- 
rn. . 


ESTABLISHED MANUFACTURERS REP- 
RESENTATIVE CAN HANDLE one or two 
major lines of builders hardware, building spe- 
cialties for finishing hardware in the States of 
North and South Carolina. Give concentrated 
coverage to wholesale and contract hardware and 
building supply houses. Address Box B-79, care 
“~ AcE, 100 E, 42nd St., New York 17, 








REPRESENTATIVE WANTED: RELIABLE 
REPRESENTATIVE TO show two established 
farm items to the wholesale hardware trade. One 
a simple device that harmlessly paralyzes all farm 
animals for ringing, prostrating, etc. Sells for 
$2.95. Over 250,000 sold in 1952 through hard- 
ware jobbers. Also a complete line of electric live 
stock prodders, produced by the world’s largest 
manufacturer, the Kow Kicker Manufacturing 
Co., Box 1132, Sioux City, Iowa. Our sales policy 
has been direct to jobbers, they are after wider 
distribution—what can you offer in your territory? 
Write Hugo Pearson giving details. 


SALESMEN PRESENTLY COVERING THE 
HARDWARE trade to handle popular lines of 
hand and power mowers. Territories—Westchester 
County, Connecticut, New Jersey. Commission 
basis. Address Box B-91, care Harpware AGz, 








Jefferson, Iowa, 
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100 East 42nd St., New York 17, N. Y. 


ESTABLISHED MANUFACTURER'S AGENT 


Covering States of Louisiana, Texas, Oklahoma and 
Arkansas, Contacting Hardware, Mill and Marine 
Supply Jobbers is int d in ing highly 
reputable manufacturers who wish to increase their 
businegs in the growing southwest. Inquiries invited. 


LLOYD A. CUMMINGS COMPANY 
Hotel Riviera, Biloxi, Mississippi 


MICHIGAN—INDIANA—OHIO. AN ES- 
TABLISHED manufacturer’s agent is in position 
to offer a manufacturer consistent, intelligent sales 
representation Michigan, Ohio and Indiana. Now 
selling practically every representatiye wholesale 
hardware and kindred jobbers in this area, items 
in housewares field. We can handle one item or 
complete line. Address Box B-85, care HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y. 
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Accounts Wanted 


Accounts Wanted 





Help Wanted 





I AM SEEKING CONNECTION AS manu 
facturer’s agent or sales representative for an 
established line—in New York State and Western 
Pennsylvania where I have consistently contacted 
and sold the Hardware Jobbers, Mill Supply 
Distributors and large consumers for past thirt) 
years. Those friendly customers and contacts 
will prove valuable to a manufacturer requiring 
representation in this territory. Address Box 
B-47, care of Harpware Acz, 100 East 42nd 
Street, New York 17, N. Y. 





BIG SALES "PLUS" 
FOR MANUFACTURERS! 
CAN YOU HANDLE EXTRA BUSINESS 


outside your regular hardware chan- 


nels? 
OUR NATIONAL SELLING FORCE 


can develop a profitable new source 
of sales for YOUR PRODUCT. 


WE TRAVEL 28 “LIVE-WIRES” 


specializing in complete coverage of 
large-volume buyers, coast-to-coast. 


Our. alert merchandising know-how 
and friendly assistance will build a 
handsome “bonus market” for you just 
as they have for many top-name man- 
ufacturers. 


WRITE FOR FULL DETAILS 
Address Box B-88, care of HARDWARE AGE 








100 East 42nd Street, New York 17, N. Y. 





WELL ESTABLISHED MANUFACTURERS 
REPRESENTATIVE WITH large following de 
sires additional line to sell Wholesale Hardware 
Automotive and Building Supply Jobbers in 
Pennsylvania; No; Scranton, West, Williamsport, 
New Jersey, Trenton, So; Delaware, Maryland 
and Washington, D Commission basis in ex 
clusive territory only. Address Box B-78, eare 
of Harpware Ack, 100 East 42nd Street, New 
York 17, N. Y. 





TENNESSEE, ALABAMA, GEORGIA, 
SOUTH CAROLINA AND FLORIDA. Manu- 
facturers’ agent adding accounts for any or all 
of these states. Large hardware dealers, hard- 
ware, plumbing, mill supply and electrical jobbers. 
industrials and one large project. Address Box 
B-53, care of Harpware Acz, 100 East 42nd 
Street, New York 17, N. Y. 





I WISH TO REPRESENT A RELIABLE 
MANUFACTURER in New York City. I call 
on retail hardware, household, five and ten cent 
stores, Army and Navy and other outlets. Good 
following, commission basis. Address Box B-82, 
care — AcE, 100 E. 42nd St., New York 
iW, M. Bs 





EXPERIENCED SALES EXECUTIVE OF- 
FERS FACTORY representation in Detroit and 
State of Michigan area. Wide experience in 
handling “‘house accounts” to industrials and in 
developing distributor and dealer organizations 
servicing domestic trade. What is your need? 
Address Box B-81, care Harpware Ace, 100 E. 
42nd St., New York 17, N. Y. 





LINE WANTED. MANUFACTURER’S 
AGENTS COVERING jobbers, distributors, chain 
stores, etc., in Virginia-Maryland-Washington, 
D. C. area, seek progressive hardware and elec- 
trical items. Straight commissions. Prefer repeat 





items. Write: Joy Trading Co., 1311 G St., 
N.W., Washington, D. C 
MANUFACTURERS’ REPRESENTATIVES 


WITH EXCELLENT FOLLOWING, covering 
the electrical, appliance, hardware and automotive 
jobbers in the following territory—New York City, 
New Jersey, Westchester County, Long Island, de- 
sires a volume line such as medicine cabinets, 
electrical appliances, electrical supplies, fittings 
and electric drills. Address Box B-86, care Harp- 





MISSOURI—IOWA—NEBRASKA AND KANSAS 
MANUFACTURERS REPRESENTATIVE 


Contacting hardware, automotive jobbers, chains, 
would like to hear from manufacturer interested in 
representation to the above outlets in the states 
— Further information and references gladly 
given. 
Address Box B-56, care of HARDWARE AG 
100 East 42nd Street, New York 17, N. Y. 





MR. MANUFACTURER! 


We offer 2,500 live retail customers 
among the hardware trade and related 
fields throughout the midwest. Ours is 
a well rated, compact sales organization 
with the know-how to take over your 
complete selling and merchandising 
problems in our area. 


We have a record of accomplishment 
that has brought an unknown line to 
the No. 1 spot in its field. Now we are 
in position to give a product with real 
profit potential our preferred sales effort. 
Exclusive only. 


Address Box B-93, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














Help Wanted 








SALES EXECUTIVE WANTED 


Unusual opportunity for aggressive 
sales executive at home office of well- 


established, progressive, nationally- 
known midwestern manufacturer of 
hand tools. 


Manufacturer desires to greatly ex- 
pand sales through new tool lines re- 
cently added. Applicant should have 
solid record of achievement and thor- 
ough knowledge of automotive, hard- 
ware, and industrial distribution fields 
—particularly automotive. 

Integrity of products and organiza- 
tion offers right applicant unlimited op- 
portunity. Substantial salary now with 
even larger return if performance so 
warrants. 

Send complete resumé, past experi- 
ence, business connections and other 
information you believe will assist us 
in making our decision. Address 
William Laughlin, 222 W. Adams St., 
Chicago 6, Illinois. 








BUILDERS HARDWARE BUYER 


We want an experienced buyer of builders hardware 
Must have experience buying for wholesale hardware 
house. We are a substantial wholesale hardware dis- 
tributor in Ohio. Give qualifications and personal 
history. Excellent position for man with builders 
hardware knowledge. 


Address Box B-57, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 











HARDWARE SALESMAN. WELL KNOWN 
NEW JERSEY wholesale hardware distributor 
has opening for experienced salesman with follow- 
ing in Long Island. New York commission for 
drawing basis. Excellent opportunity for the right 
man. Write Harman Ruderman, care Newark 
Specialty Co., 20 Prince Street, Newark 3, N. J. 
WANTED: STORE MANAGER AND 
SALESMAN for general hardware store, estab- 
lished in 1938. Well located in a prosperous town. 
Will pay salary and part of net gain for expe- 
rienced man. Age 30 to 50 preferred. R. L. 
Wilkey Hardware Co., 1008-10 East 4th Street, 
Owensboro, Ky. 








GENERAL HARDWARE BUYER 


We are looking for a man who has had experience 
buying general hardware and wire products for a 
wholesale distributor. Substantial salary and partici- 

jon in profits of department. Give details of 
experience and past history. Volume of department 
poy exceed $1,500,000.00. We are located in the 


idwest. 
Address Box B-58, care of HARDWARE age 





ware Acer, 100 E. 42nd St., New York 17, N. Y. 
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100 East 42nd Street, New York 17, N. 





STORE MANAGER WANTED: EXPERI- 
ENCED—CHAIN store experience preferred— 
wholesale and retail hardware, plumbing and farm 
supplies. Must be able to take complete charge. 
Salary and bonus. An exceptional opportunity for 
the right man. Write giving complete information 
in regard to yourself. Midwest location. Address 
Box B-92, care Harpware AcE, 100 E 42nd St., 
New York 17, N. Y 


Positions Wanted 


HARDWARE AND MILL SUPPLY EXEC- 
UTIVE experienced in all phases of business 
desires position as Dept, Head, Buyer or Sales- 
man in southern Florida. Would consider man- 
aging large retail store, experienced. Also would 
consider representing reliable manufacturer State 
of Florida. Gilt edge references. Address Box 
B-75, care of Harpware Acez, 100 East 42nd 
Street, New York 17, N. Y. 


AVAILABLE 
HARDWARE — HOUSEWARES — WHOLESALE 
CREDIT MANAGER 


Top-flight executive—office manager, thoroughly ex- 
perienced sales, personnel, finance, systems, account- 
ing. Long associated with one of the largest hardware 
and housewares jobbers in the city. Highest references 
Address Box B-87, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 




















HARDWARE SALESMAN-—39 YEARS, 
MARRIED, five years office experience. 11 
years on territory selling for the leading manu- 
facturers representatives. Wants position with 
manufacturer or hardware jobber now in middle 
west. Will relocate, except east. Will furnish best 
of references. Address Box B-90, care HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y 


Business Opportunities 











REG. GALVANIZED FLY SCREENING 
at FACTORY CARLOAD PRICES 


Have tetal of 2,000 rolls of regular 18x!4 mesh branded 
make galv. sereen wire In all widths. We will sacrificed 
this material st the current factory prices FOB Phila. 
This offer is not to be duplicated elsewhere. Write 
Immediately. Subject to prior sales. 


MILLMAN HARDWARE CO. 
114 Market Street, Philadelphia, Pa. Phone LO 3-487! 








FOR SALE 

Going in business on main thoroughfare in Cicero, 
Illinois, suburb of Chicago. Opposite large plant. 
Three buildings—one—six room flat on second floor, 
large parking lot for customers. One store jewelry, 
cameras and luggage. Other two buildings—hardware, 
tools, paints, appliances, sporting goods, golf, out- 
board motors, small garden tractors and mowers. 1952 
receipts ayer $500,000. Will sell part or all business 
and buildings. Retiring. 

Address Box B-80, care of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 








HARDWARE, BUILDING MATERIAL 
AND HOUSEWARE STORE 


Located in downtown shfpping, customer parking, 
yearly volume approximately $500,000.00. All top 
name brand merchandise. 10,500 "4; ft. sales floor, 
22,000 sq. ft. warehouse space. 

own building. Located in Portland, Oregon. 


Address Box 8-68, care ef HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











HARDWARE, HOUSEWARES, PAINTS 
AND GIFTS STORE, Best location Long Island, 
N. Y. 20,000 families immediate area, new build- 
ing now going on, Clean stock, new modern 
fixtures, long lease. $60,000 gross first year can 
be greatly increased. Desire to retire because of 
il] health. $20,000 terms. Must be seen to be 
appreciated. Address Box B-48, care of HarDWwaRE 
AGE, 100 East 42nd.Street, New York 17, N. Y. 


FOR SALE—NEW AND IN A-1_ CONDI- 
TION about 10 dozen assorted sizes Ta-Pat-Co 
yellow horse collar pads, style 12S. Any reason- 
able price accepted. If interested, contact Mr. 
Elmer E. Steinbrunn, President, The Pottsville 
Supply Co., Inc., 12 Logan Street, Pottsville, Pa. 


FLORIDA—LARGE HARDWARE STORE, 
DOWNTOWN location. Business established over 
30 years. One owner. Retail sales over $450,000 
annually. Profits are good. Inventory over $200,- 
000. Real Estate may be purchased or leased rea- 
sonably. This rare opportunity will withstand 
rigid examination and inspection. Address Box 
B-84, care Harpware Ace, 100 E. 42nd Street, 











New York 17, N. Y. 
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MARTIN RUBBER COMPANY 


Long Branch, N. J. 





WINSLOW 
BALL-BEARING 


ROLLER SKATES 


Specially Priced to 
Create Sales 


A real down to earth value 
—place your order now. A 
famous brand skate with 
ball-bearing wheels. Skate 
extends from 7%” to 11”. 


One pair in wrapper, doz. 
pairs in carton—47 lbs. 36 
pairs packed for ship t 
$1.80 
per pair. 
When in New York be sure 


to drop in and see our com- 
plete display of Marx Toys. 





ALLIED TOY DISTRIBUTORS 


18 West 23rd St. 





New York, N. Y. 








GORMAN-RUPP 


HI-N-DRY 





SUMP PUMP 









matic self-priming. 


DISTRIBUTORS! We invite your 
inquiry. The Hi-N-Dry is headed 
straight for the top in the Sump 
Pump field. Competitive in price 


and profitable to sell! 


THE GORMAN-RUPP 


ae ee 1 | 


MAN 


Pump and motor entirely out of sump. 
Install on floor level beside the sump, or 
on wall bracket. Accessible. Durable. Built 
fer long, continuous service. Positive auto- 
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Sealand, Inc. (Union Hdwe. Co.) 
Si, 143 
Sharon Bolt & Screw Co. ......... 260 
Sheffield Bronze Paint Corp. .... 255 
Shelby Spring Hinge Co. ....... 142 
Shallen Taek Ge. ..cccccccsccsses 213 
Shosiden Pred., IAG. ...cccccecces 203 
Sherwin-Williams Co., The ...... 16-17 
De: Tt: ... cosesantusenese 18! 
i: Tl ho. 6ssicmumeneweuaiess ne 
EE SE ven cccesesssuwanpies 74, 88 
Slaymaker Lock Co. .............. 267 
Sloane Blabon Corp. ..... ...... 75 
Sete GS Se. B.D. ..ccccccscesecs 260 
a eee 213 
Standard Tool Co. ........ ee 135 
Stanley Works, The .............. 23 
Be GS iecacevese: stnesves 261 
Star Metal Prod. Co. ............ 164 
Star Stainless Screw Co. ......... 254 
OE Gs WOE, Db. ovaceeccess 27 
Sterling Paint & Varnish Co. ...... 252 
Stevens Walden, Inc. ............ 180 
SD Bs TNE. dcececncesocss 262 
Stratton & Terstegge ............. 50 
Superior Fastener Corp. .......... 214 
Swing-A-Way Mfg. Co. ....... 145 
T 
Taylor Instrument Co. ............ 68 
NE Tk acs pcan nebeiee 247 
Ee MD GEE, ansccscsecssevany 247 
Thatcher Glass Mfg. Co., Inc., 
McKee Glass Div. ............+. 65 
Tobacco By-Prod. & Chem. Corp. 40-4! 
Top Sites. oF SS. Ay .ccecoccess 268 
Treglown Co., Inc., The ...... ... 213 
Triplex Screw Co., Sub. of The 
Murray Corp. of America ...... 201 
True Temper Corp. ............... 32 
Tucker Duck & Rubber Co. ...... 225 
Ce eae 256 
Turner & Seymour Mfg. Co. .... . 237 
Turpentine & Rosin Factors ...... 255 
U 
United States Rubber Co. ....... 133 
United States Steel, Cyclone Div. 125 
Te. GE wiveccevernewedes 188 
v 
Wan Slash Biss. WG. os cinccsgvesee 129 
. bk 4 ae 166 
Vulcan Electric Co. ............ . 197 
Ww 
Wagner Mfg. Co., E.R. .......... 250 
WE GE GO. ccnvcccvcceccsccs . 153 
Waterbury Lock & Specialty Co. 253 
Waterbury Rope Sales Corp. .. . 163 
Water Master Co. ............+6+ 251 
Waterloo Valve Spring Compressor 
Dy Sees eel er eebeewnsescee 
Waters Conley Co. ...........-... 235 
Western Reserve Mfg. Co. ....... 255 


Whitmire Research Labs., Inc. ... 170 
Wickwire Spencer Stee! Div. .159, 261 
Wind-King Electric Mfg. Co. .... 209 
We Feb. Ge. oo ccccccoscccces 259 





New England Carbide Tool Co. . 198 
Nicholls Mfg. Co. .........ese00e 261 
Nichols Wire & Aluminum Co. ...72-73 
Nicholson File Co. ...........+++s- a 
Meble Wig. Ge. coccccccscceccs . 224 
oe Se 223 
° 
Ocean City Mfg. Co. .........-.-- oe 
Ox Fibre Brush Co. ..........++++. 232 
P 
Ce BI, GOs so idcice sc scccacce 221 
Patent Novelty Co. ............+-. 199 
Patterson-Sargent Co. ........... 139 
PP EE TL. Base wevsserssces 59 
Penn Fishing Tackle Mfg. Co. .... 203 
Peoria Metal Specialty Co. ...... 190 
Pree Nils. Se. «0.0 .cccccsccccees 172 
Phoenix Table Mat Co. .........- 60 
Pittsburgh Plate Glass Co. 
4 ere o-oo 
EE 20-21 
Se I oo sc0cccsceccces 89 
GRMN ED. cacrccoocscssccons 160 
Platt & Co., Arthur |. .......20500. 257 
Plymouth Cordage Co. .......... 169 
Porter-Cable Machine Co. ...... 26 
Power Prod. Corp. ............-... 33 
Pratt & Lambert, Inc. ............ 29 
& 

Queen Stove Works, Inc. .... 57 
R 
Raybestos-Manhattan, Inc. ....... 56 
Red Devil Tools .............-+40+ 269 
Remington Arms Co., Inc. ......-- 19 
Republic Steel Corp. .......... » a 
Reynolds Metals Co. ............ 25 
Richards-Wilcox Mfg. Co. ..... . 24 


HARDWARE AGE, FEBRUAR 


Wright Steel & Wire Co., G. F. .. 249 
Y 19, 1953 


EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 















There’s a “HAGER" 










HAGER on Hinges 
HINGE is 
for Every your guarantee 
Building of satisfaction 
Need! EVERY TIME! 
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139 VICTOR STREET « ST.LOUIS 4, MO. 









































TECH-CLAMP-: 


A Quick Acting, Adjustable Holding Device 


PORTABLE 
@ RAPID SETTING 
@ PRECISION FIXTURE 


The only one of its type on the 
market at any price. 
Just the needed holding device 
for home -owners, hobbyists, 
handymen, plumbers, steamfitters 
and many other users. Enables 
user to bring vise to work, not 
work to vise. A new patented, 
economical, fast-acting portable 
holding fixture which cuts down 
on set-up and clamping time. 
Useful for drilling, tapping, mill- 
ing, reaming, grinding and sim- 
ilar operations. 
RETAIL PRICE $14.75 f.0.b. Boston 
Slightly Higher West of Miss. 
Order thru your wholesaler or write direct 
SPECIFICATIONS | Maximum jaw Opening: 31%” 

3 Machine Ground Tep, Bottom end 

Wolgnt 10 tbs. Length | fadion elas oH 








: 8° Jaw Height: "G- Working Surfaces 


TECH-CLAMP CO., ING., | 17, sist Sirest 


WATCH FOR 
BIG NEWS 
FROM 


Black Decker 














MARCH 5 ISSUE! 





FAST TURNOVER 
HIGH PROFITS 


CUSTOMER 
SATISFACTION 


TED 





267 





‘Hottest Selling Sawhorse Brackets! 


STACK-AWAY CHAIRS | "oor (ramen) go 
With an Exclusive Feature ee Quick, Easy poe tht 


Disassembling 
BRACKETS 


© Top Quality, Low Price @ Takes Dressed 
or Common 2x4 Lumber @ No Complicated 
Instructions to Follow. 


Amazingly easy to use. Produces sturdy 
sawhorses that won't fall apart when lifted 


The folding metal yacht chairs with @ greater consumer | 2 ! Employs nails to secure the 
appeal and with more selling aids for retailers. a *) p assembly. Made of heavy gauge steel, fabri- 

£4 j 7 cated for strength, rust resisting finish. 

Colorful canvas seats and backs or gay, bright sturdier cy — ba Use for ping-pong, train, pienic and ban- 

»J/ woven saran for the discriminating buyer. - <. ; z quet tables, display stands, platforms, car- 
: ; ’ A Bae ea Age an etc. Ra ee on 
" . i? ; the j or transporting and storing. 
j Conves evellable in : , A — Flanged attractive counter carton. 


} Red, Green, Bive, Yel- gi be 
low. ' ; ee = Ask Your Jobber or Write 


Fe | ’ i i a5 
4 / a ee oe Won't Fall Apart When Clew han’ DALTON MFG. CO. 
\! | 5 Plaid Soverd 5, . Lifted by the Rail! under nail head 20 S$. Central Ave., St. Levis 5, Mo. 


y £ 7 - Laaty 
NG ALSO CAJAP STOOLS AND CAMP CHAIRS on 2 Yor Meavy-Duty Use—Kecommend Dalton Fully-Mechanical 
: Sawhorse Brackets 


KEEP PROFITS ‘‘ROLLING’’. .. With 


ty decrease the cost of buying aud selling RUBBER TIRED 
WEreaa 1S C 


jhe 5 WHEELS 
aVinaurerte rey For HOBBYISTS and 
HOME CRAFTSMEN 


@ Year around profitable, 

fast-selling ALLIED Wheels 

—solid and semi-pneumatic 

» fired —for all sorts of home 

march 9.18% in NEW YORK CITY craft projects. Available for 
. ©" DEALERS in handy display rack assortment, pop- 
exhibits at Ney ular sizes. Ask your jobber or write for details. 


HOTEL McALPI y AVAILABLE THROUGH LEADING JOBBERS 


HOTEL NEW YOR ‘ 
200 FIFTH AVENUE st MANUFACTURERS A 


1107 BROADW 
If you make a product that ‘‘rolls”— 


and other PERMANENT SHOWROOMS de eiiihids: Cath tends, Guembenn 
carts, etc.—get prices NOW on 
N ALLIED Wheels. Priced right, 
\ finest quality, produced 
to meet your engineer- 
ing and delivery 
requirements. 











ALL SIZES AND KINDS! 
ALLIED WHEEL PRODUCTS, INC. 


TOY MANUFACTURERS OF THE U.S.A., Inc. 29 BROADWAY e TOLEDO 4, OHIO 


200 Fifth Avenue New York 10, N. Y. Representatives And Warehouses In Principal Cities 


DISPLAY Genuine, easy-to-sell One set in a 


box. 12 boxes 


in carton. 
DOMES or SILENCE . ::: 
ly” 1%e” 7” 


4” 56” Vo" 36” 
One set on a Card. World's 


12 Cards in a box. 
best-known, 
quickest- 
selling 
FURNITURE 
GLIDES 


Ask your jobber or write 
DOMES of SILENCE, Division of 


ROBERT E. MILLER & CO.,INC., 35 Pearl St., New York 4, N. Y. 


SIZES 
12” 1%” 1-1/16” 
%” %” 


” 
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